
        
            
                
            
        

     
   
    PAUL ANDENNA - PSYCHOLOGICAL PUBLISHING 
 
      
 
      
 
    [image: ] 
 
      
 
      
 
    DARK PSYCHOLOGY AND MANIPULATION 
 
      
 
      
 
    2 In 1:
Discover the Hidden Secrets of Dark Psychology, NLP, Manipulation and Body Language. Learn How to Analyse People, Detect Deception and Influence Anyone  
 
    


 
   
  
 



 
 
    © Copyright 2020 - All rights reserved. 
 
    The content contained within this book may not be reproduced, duplicated or transmitted without direct written permission from the author or the publisher. Under no circumstances will any blame or legal responsibility be held against the publisher, or author, for any damages, reparation, or monetary loss due to the information contained within this book. Either directly or indirectly. 
 
    Legal Notice: This book is copyright protected. This book is only for personal use. You cannot amend, distribute, sell, use, quote or paraphrase any part, or the content within this book, without the consent of the author or publisher. 
 
    Disclaimer Notice: Please note the information contained within this document is for educational and entertainment purposes only. All effort has been executed to present accurate, up to date, and reliable, complete information. No warranties of any kind are declared or implied. Readers acknowledge that the author is not engaging in the rendering of legal, financial, medical or professional advice. The content within this book has been derived from various sources. Please consult a licensed professional before attempting any techniques outlined in this book. 
 
    By reading this document, the reader agrees that under no circumstances is the author responsible for any losses, direct or indirect, which are incurred as a result of the use of information contained within this document, including, but not limited to, errors, omissions, or inaccuracies. 
 
    


 
   
  
 



 
 
    THIS BOOK INCLUDES 
 
      
 
      
 
      
 
    BOOK 1: 
 
    MIND CONTROL SECRETS, DARK PSYCHOLOGY AND BODY LANGUAGE
Discover the Hidden Truth about NLP and Manipulation, Learn the Secret Psychological techniques to deal with Toxic People, Energy Thieves and Transform your Communication 
 
     
 
      
 
    BOOK 2: 
 
    NLP AND BODY LANGUAGE
Learn the Art of Speed-Reading People in seconds. Discover the Secrets of Dark Psychology and Manipulation Techniques to influence people with Integrity. 
 
    


 
   
  
 



 
 
    Table of Contents 
 
      
 
    Book 1   Mind Control Secrets, Dark Psychology And Body Language 
 
    Part I    Mind Control Secrets 
 
    Introduction 
 
    Chapter 1: How To Read And Control People’s Mind 
 
    Chapter 2: Persuasive Hypnotic Language 
 
    Chapter 3: Mind Control Techniques 
 
    Chapter 4: How Manipulators Influence You 
 
    Chapter 5: How The Mind Works: Conscious Vs. Unconscious 
 
    Chapter 6: Internal Dialogue: How It Shapes Your Mind 
 
    Chapter 7: Use Your Emotional Intelligence To  Increase Happiness 
 
    Chapter 8: Mind Games 
 
    Chapter 9: How To Use Nlp To Exchange Energy And Improve Conversations 
 
    Chapter 10: Behavior Analysis 
 
    Chapter 11: How Your Mind Gets Manipulated Without You Being Aware 
 
    Chapter 12: Other Manipulation Techniques 
 
    Chapter 13: Avoid Giving Manipulators Your Energy 
 
    Chapter 14: Business Marketing And Advertising Secrets 
 
    Chapter 15: The Confidence Test 
 
    Chapter 16: How The Media Is Controlling You 
 
    Chapter 17: How The Hyper Stimulated Society Triggers Emotions 
 
    Chapter 18: How To Break Free And  Accept You Have A Problem 
 
    Chapter 19: Manipulation In Psychology 
 
    Chapter 20: Using Mind Manipulation To Women 
 
    Chapter 21: Motivating People 
 
    Chapter 22: Nlp For A Successful Life 
 
    Chapter 23: Brainwashing 
 
    Chapter 24: Id, Ego, And Superego 
 
    Chapter 25: Understanding Various Dark Personalities 
 
    Conclusion 
 
    Part Ii    Nlp And Manipulation 
 
    Introduction 
 
    Chapter 1: Creating Rapport 
 
    Chapter 26: Nlp Manipulation Techniques 
 
    Chapter 27: Language Patterns For Persuasion 
 
    Chapter 28: Mirroring And Matching In Nlp 
 
    Chapter 29: How To Influence People 
 
    Chapter 30: How To Deal With Toxic Personalities 
 
    Chapter 31: How A Great Salesman Learn About Emotions 
 
    Chapter 32: Influencing With Sales And Leadership 
 
    Chapter 33: How To Detect Unethical Manipulation 
 
    Chapter 34: Repeat Back And Feedback 
 
    Chapter 35: Analyzing People Through Their Words 
 
    Chapter 36: Manipulating Mass Opinion As A Public Speaker 
 
    Chapter 37: The Emotional Predators 
 
    Chapter 38: The Use Of Questions 
 
    Chapter 39: How To Spot A Liar 
 
    Chapter 40: Defending Yourself From  Manipulations In A Relationship 
 
    Chapter 41: Social Manipulation Strategies 
 
    Chapter 42: Understanding Hypnosis 
 
    Chapter 43: The Importance Of Manipulation 
 
    Chapter 44: Boost Communication Skills For  Effective Manipulation 
 
    Chapter 45: Why Do People Manipulate 
 
    Chapter 46: Pain Points Of Human Behavior 
 
    Chapter 47: Reframing, Anchoring, And Dissociation 
 
    Chapter 48: The Basics On How To Read Anyone 
 
    Chapter 49: Change Their State And  Make Them Do What You Want 
 
    Conclusion 
 
    Book 2    Nlp And Body Language 
 
    Part I    Dark Psychology And Manipulation Techniques 
 
    Introduction 
 
    Chapter 1: Understanding Manipulation 
 
    Chapter 2: How To Manipulate Yourself For  Any Purpose You Want 
 
    Chapter 3: How To Manipulate Others For The Better And Improve Your Life 
 
    Chapter 4: How To Change People’s Emotions Through Nlp 
 
    Chapter 5: How Your Body And  Energy Can Impact On Others 
 
    Chapter 6: Advanced Communication Techniques  To Get People To Like You 
 
    Chapter 7: How To Flirt, Tease, And Entertain 
 
    Chapter 8: How To Carry Yourself And  Turnaround Situations 
 
    Chapter 9: Using Techniques To Compliment With Authenticity 
 
    Chapter 10:   The Importance Of The Words You Say 
 
    Chapter 11: How To Never Run Out Of Things To Say 
 
    Chapter 12: Getting Them Into Different States 
 
    Chapter 13: Play With Energy And Get Them To Listen 
 
    Chapter 14: The Importance Of Language 
 
    Chapter 15: How To Make Conversation And  Ask Questions Without Grilling 
 
    Chapter 16: The Power Of Confidence 
 
    Chapter 17: How To Playfully Give People A Hard Time 
 
    Chapter 18: How To Find Common Interests To  Improve Your Relationships 
 
    Chapter 19: How To Break The Ice And  Find Common Interests 
 
    Chapter 20: How To Greet People And Gain Friends 
 
    Chapter 21: How To Break People’s Pattern 
 
    Chapter 22: Nlp Language Patterns 
 
    Chapter 23: How To Find Out What People Want To  Talk About 
 
    Chapter 24: Techniques To Win Conflicts 
 
    Chapter 25: Examples Of Actors And Celebrities With The Individualist Personality Type 
 
    Chapter 26: Ways To Interpret People’s Verbal Communication 
 
    Chapter 27: Examples Of Sales Script 
 
    Conclusion 
 
    Part Ii    Nlp And  Body Language 
 
    Introduction 
 
    Chapter 1: How To Understand Social Dynamics 
 
    Chapter 2: Nlp Techniques 
 
    Chapter 3: Nlp Analysis:  Postures, Gestures, Face Muscles, Etc 
 
    Chapter 4: Start Being Aware Of Your Body Language And Improve 
 
    Chapter 5: What Can You Start Doing? 
 
    Chapter 6: How To Read A Room 
 
    Chapter 7: Most Common Signs And Behaviors Explained 
 
    Chapter 8: How A Salesman Sells Much More  Than His Co-Workers 
 
    Chapter 9: How To Read Anyone 
 
    Chapter 10: How To Read Energy In The Office And  Win Like A Boss 
 
    Chapter 11: Body Language And Energy:  Communicate Emotions 
 
    Chapter 12: How To Read People In Social Life 
 
    Chapter 13: Spotting Romantic Interest 
 
    Chapter 14: How To Make A Killer First Impression 
 
    Chapter 15: What Do You Want To Communicate? 
 
    Chapter 16: Detecting Lies And Uncover Deception 
 
    Chapter 17: Change And Improve Your Language 
 
    Chapter 18: Master Physiology And Breathing 
 
    Chapter 19: Pacing And Active Listening 
 
    Chapter 20: Facial Expressions 
 
    Chapter 21: Different Body Language For  Different Environment 
 
    Chapter 22: Unleash Dopamine!  How Alcohol, Food, Drugs Release Chemicals 
 
    Chapter 23: Understand And Notice People’s Boundaries 
 
    Chapter 24: Bonus Chapter: 9 Brilliant Strategies For Seducing A Person Using Nlp 
 
    Chapter 25: Bonus Chapter: How-To Speed-Read People To Read Their Energy 
 
    Chapter 26: Bonus Chapter: How To Sync With  Others Body Language 
 
    Chapter 27: Bonus Chapter: Leadership 
 
    Conclusion 
 
    


 
   
  
 

 BOOK 1



[image: ]

MIND CONTROL SECRETS, DARK PSYCHOLOGY AND BODY LANGUAGE 
 
    


 
   
  
 

 PART I

[image: ]

MIND CONTROL SECRETS 
 
    


 
   
  
 

 Introduction 
 
   M ind control involves using influence and persuasion to change the behaviors and beliefs in someone. That someone might be the person they are or it might be someone else. Mind control has also been referred to as brainwashing, thought reform, coercive persuasion, mental control, and manipulation, just to name a few. Some people feel that everything is done by manipulation. But if that is true and is believed, then important points about manipulation will be lost. Influence is much better thought of as a mental continuum with two extremes. One side has influences that are respectful and ethical and work to improve the individual while showing respect for them and their basic human rights. The other side contains influences that are dark and destructive that work to remove basic human rights from a person, such as independence, the ability for rational thought, and sometimes their total identity. 
 
    When thinking of mind control, it is better to see it as a way to use influence on other people that will disrupt something in them like their way of thinking or living. Influence works on the very basis of what makes people human, such as their behaviors, beliefs, and values. It can disrupt the very way they chose personal preferences or make critical decisions. Mind control is nothing more than using words and ideas to convince someone to say or do something they might never have thought of saying or doing on their own. 
 
    There are scientifically proven methods that can be used to influence other people. Mind control has nothing to do with fakery, ancient arts, or even magical powers. Real mind control really is the basis of a word that many people hate to hear. That word is marketing. Many people hate to hear that word because of the negative connotations associated with it. When people hear “marketing,” they automatically assume that it refers to those ideas taught in business school. But the basis of marketing is not about deciding which part of the market to target or deciding which customers will likely buy this product. The basis of marketing is one very simple word. That word is “YES.” 
 
    If a salesperson asks a regular customer to write a brief endorsement of the product they buy, hopefully, they will say yes. If someone asks their significant other to take some of the business cards to pass out at work, hopefully, they will say yes. If you write any kind of blog and ask another blogger to provide a link to yours on their blog, hopefully, they will say yes. When enough people say yes, the business or blog will begin to grow. With even more yesses, it will continue to grow and thrive. This is the very simple basis of marketing. Marketing is nothing more than using mind control to get other people to buy something or to do something beneficial for someone else. And the techniques can easily be learned. 
 
    The first technique in mind control is to tell people what you want them to want. Never tell people to think it over or take some time. That is a definite mind control killer. When they are told to think something over they will not. It will be forgotten, and then it will never happen. This has nothing to do with being stupid or lazy and everything to do with just being way too busy. 
 
    Then the safest option will be to take the offensive and think for them. Everything must be explained in the beginning. Never assume that the other blogger will automatically understand the benefits for them of adding a link. Do not expect anyone to give a demonstration blindly. And merely asking for a testimonial, while it might garner an appositive response, probably will not garner a well-formed testimonial to the product. Instead, be prepared to explain the blog, show examples, and offer compelling reasons why this merger will be a benefit to both parties. Have the demonstration laid out in great detail with notes on what to say when and visuals to go along with the notes, so all the other person has to do is present the information. Offer the customer a few variations of testimonials that have already been received and ask them to choose one and personalize it a bit. Always be specific in explaining what is desired. Explain why it is desired. Show how this will work. Tell the person how to do it and why they should do it. If done correctly it will feel exactly like one friend advising another friend on which is the best path to take. And the answer will be yes simply because saying yes makes so much sense. 
 
    Think of the avalanche. Think of climbing all the way to the top of the highest mountain ever. Now, at the top, think of searching for the biggest heaviest boulder that exists on the mountain. Now, picture summoning up superhuman strength to push this boulder, dislodging it from the place it has rested for years and years. Once this boulder is loosened, it rolls easily over the edge of the cliff, crashing into thousands of other boulders on its way down the mountain, taking half of the mountain with it in a beautiful cascade of rocks and dirt. Imagine sitting there smiling cheerfully at the avalanche that was just created. 
 
    Marketing and mind control are very like creating an avalanche. Getting the first person to answer yes might be difficult. But each subsequent yes will be easier and easier. And always start at the top, never the bottom. Starting at the top is definitely more difficult, and it is more likely to come with more negative responses than positive responses in the beginning. But starting at the top also yields a much greater reward when the avalanche does begin. And the results will be far greater than beginning at the bottom of the mountain. Yes, the small rock is easier to push over. Then it can be built upon by pushing over another small rock, then another. This way can work, but it will take much longer than being successful at the top. No one ever went fishing for the smallest fish in the pond or auditioned for the secondary role just to be safe. Everyone wants that top prize. Do not be afraid to go for it. 
 
    On the other hand, never ask for the whole boulder the first time. Ask for part of it. This may seem directly contradictory, but it is not. Always start with a small piece. Make the beginning easier for everyone to see. Let other people use their own insight to see the end result. When the first bit goes well, then gradually ask for more and more and more. 
 
    Think of writing a guest spot for someone else who has their own blog. By sending in the entire manuscript first, there is a greater risk of rejection. Begin small. Send them a paragraph or two discussing the idea with them. Then make an outline of the idea and send that in an email. Then write the complete draft you would like them too use and send it along. When asking a customer for a testimonial, start by asking for a few lines in an email. Then ask the customer to expand those few lines into a testimonial that covers at least half a typed page. Soon the customer will be ready for an hour-long webcast extolling the virtues of the product and your great customer service skills. 
 
    Everything must have a deadline that really exists. The important word here is the word ‘real.’ Everyone has heard the salesperson who said to decide quickly because the deal might not be available later or another customer was coming in and they might get it. That is a total fabrication and everyone knows it to be true. There is no impending other customers and the deal is not going to disappear. There is no real sense of urgency involved. But everyone does it. There are too many situations where people are given a totally fake deadline by someone who thinks it will instill a great sense of urgency for completion of the task. It is not only totally not effective but completely unneeded. It is a simple matter to create true urgency. Only leave free things available for a finite amount of time. When asking customers for testimonials is certain to mention the last possible day for it to be received to be able to be used. Some people will be unable to assist, but having people unable to participate is better than never being able to begin. 
 
    Always give before you receive. And do not ever think that giving is fifty-fifty. Always give much more than is expected in return. Before asking for a testimonial from a satisfied customer, be sure to make numerous acts of exceptional customer service. Before asking a blog writer for a link, link theirs to yours many times. This is not about helping someone out, so they will help you. This is all about being so totally generous that the person who is asked for the favor cannot possibly say no. It might mean extra work, but that is how to influence other people. 
 
    Always stand up for something that is much bigger than average. Do not just write another blog on how to do something. Use an important issue to take a stand and defend the stance with unbeatable logic and fervent passion. Do not just write a how-to manual. Choose a particular idea and sell people on it, using examples of other people with the same idea living the philosophy. 
 
    Never feel shame. This does not mean being extremely extroverted to the point of silliness or having a total lack of conscience in business dealings. In the case of mind control, shamelessness refers to a total complete belief that this course of action is the best possible course and everyone will benefit greatly from it. This is about writing the best possible blog ever and believing that everyone needs to read it to be able to improve their lives. It is about believing in a particular product so deeply that the feeling is that everyone will benefit from using it. It knows deep inside that this belief is the most correct belief ever and everyone should believe it. 
 
    


 
   
  
 

 CHAPTER 1:  

How to Read and Control People’s Mind 
 
   A  mind controller approaches the victim with the sole intent of cloning themselves, which is making the other person think like them. That's a difficult job, so, to achieve it, one has to possess an inflated ego, lack doubts about themselves, and have a high sense of entitlement. All of us are susceptible to manipulation, and what matters is how much effect the mind control will have on us.  
 
    Psychologists studying mind control have found out that the entire process seems to adhere to a common structure. This conclusion was made after a study was conducted on multiple marketing and networking companies which used mind control to persuade clients to purchase their products. One of the outstanding similarities is that all new members joining the companies underwent a pre-planned training on how to recruit more people and convince potential customers to buy their products. The training sessions are meant to make the employees think like the company wants and use a form of mind twist to convince people.  
 
    Let us now look at the mind control process in detail.  
 
   
  
 

 Step 1 – Understanding the Target  
 
    Before anything else, the manipulator will seek to establish a bond or connection with their potential victim. Good intent, or friendship, will be the first step because it makes the victim lower all their social and psychological defenses. Once the controller gains the trust of the target, they now start reading them so as to devise the most effective method to invade them. The aim of the reading is to tell whether their victim is susceptible to their manipulation. Just like any project manager, they do not like wasting time on a subject they suspect might outsmart them and lead to failure.  
 
    There are multiple clues that are used to scan the victim. They include verbal style, body language, social status, gender, emotional stability, and so on. A person’s traits can be used to decode the strength of their defenses. All this time, the manipulator will be asking themselves questions like, “Are you introvert or extrovert?” “Are you weakly?” “Are you emotional?” “Are you self-confident?” Humans give a lot of information about themselves when interacting with each other, and this is something that the controller knows all too well. From these signs, they can easily tell if the person is cooperating. They will look at body posture and immediately analyze the victim. Excess blinking might insinuate that a person is lying. Arms folded across the chest might show a lack of interest or insecurity. Taking large strides while walking might portray fear. As you can see, the body releases so much data at any given time that it is important to be aware of the signs that you are giving out (this will be covered in details later in this book).  
 
    When the attacker has collected enough data from the target, they now understand their interests, strengths, weaknesses, routines, and so on. Using this information, they can decide on an entry point, which will allow for easy and accurate manipulation. They also decide whether the target is worth the effort. In case they consider one as being a favorable target, they move to the next step in the mind control process—unfreezing solid beliefs and values.  
 
   
  
 

 Step 2 – Unfreezing Solid Beliefs and Values  
 
    Every of us has other religions and values engraved deep within. Most of them are the principles that were instilled in us since childhood, and others have been acquired from experiences are we grow older. We rarely let go of them but revise them as we proceed. Most of them are what make up our identities, so we do not like them being interfered with. If, at any point in time, these principles are threatened, contradicted, or questioned, our natural reaction is to defend them through all means possible. However, if a good-enough reason is given to us, so we voluntarily question them ourselves; we undergo a process known as “unfreezing.”  
 
    Tons of reasons can lead us to unfreeze: a breakup, the death of a loved one, religious interference, getting evicted from our houses, to mention but a few. These situations force us to start seeking answers to complex situations, and this goes as deep as questioning our sole beliefs and values. Take this, for example:  
 
    When I was a teenager, we had some family friends who were solid Christians. It so happened that my best friend, who was my exact age, came from this family. His name was Sam. Sam used to tell me about the Bible and its teachings, trying to convince me to accept salvation and live according to its teachings. I remember asking him why he was so insistent on this issue, and he would respond that with salvation, all problems were solvable and that life was much easier and happier. Fast-forward about fifteen years, Sam’s mother was diagnosed with breast cancer. They tried all forms of treatment available at the time, but cancer would grow back. One day, while talking to him about the issue, he looked at me with a pale face and said, “I think what they say about Christianity is not real!” Unsure about what he had just said, I asked him why he thought so. His response was that they had met tens of spiritual leaders for prayers, but his mother’s cancer was only getting worse. What’s worse; she would not live for more than a year. 
 
    Sad as Sam’s story is, it makes us realize that some situations in life might force us to question the strong principles that we grow up with. In this case, my best friend had come to doubt the very same religion that he once felt had automatic solutions to all of life’s problems. In the very same manner, a manipulator will dig deep in their victim’s life to understand their vulnerabilities and exploit them fully. These people will say anything they think their targets would love to hear. Once the victim swallows the manipulator’s comfort, there is a shift in power dynamics, and the target is now ready for the manipulation. 
 
   
  
 

 Step 3 – Reprogramming the Mind  
 
    The mind control process seeks to separate the target from their initial beliefs and begin reprogramming their mind. The reprogramming is meant to install the manipulator’s beliefs and values into the victim’s mind. Apart from distancing the initial principles, the controller also tries their best to make them look wrong or bad, or the cause of past mishaps in the victim’s life. If the victim absorbs this reprogramming, their defense is literally lowered to zero, and they now become a robot that is ready to accept any operating system that is offered. 
 
    During the reprogramming phase, the attacker will try to ensure the victim has minimal contact with the outside world. They make everyone else to appear insignificant to the victim because this raises their opportunity to deposit their malicious principles into them. This behavior is common in cults, which are mostly crafted to sway their followers from mainstream human life. Some cults go as far as controlling the food intake of their followers as a way of weakening them. The psychology behind this idea is that a weak person will always turn to the person they feel has the power to protect them or alleviate their suffering. The same happens in relationships, where one partner plays the controlling role, and the victimized one has no choice but to adhere to the other. You might wonder why some people put up with violent partners, but so far, from reading this book, you must already understand that the problem is deeper than it appears. If you control a person’s mind, you can control their lives.  
 
    Once the victim has been re-programmed, the manipulator moves into the final phase of the mind control process known as “freezing.”  
 
   
  
 

 Step 4 – Freezing the New Beliefs and Values  
 
    Do you remember the “unfreezing” process earlier? So, once the victim has been fed with contrasting principles by the offender, the offender applies tactics aimed at cementing the new beliefs into their brains. This is what psychologists call “freezing.” The freezing bit is necessary because the controller is aware of the person’s new beliefs that might clash with their initial ones. As such, they need to force the victim to choose their malicious principles over their old ones. To do this, they might apply any of the following methods.  
 
    One of the methods is using the reward/punishment approach. When the victim acts according to the manipulator’s demands, they are rewarded. Hopefully, you see the similarity between the freezing process and dog training. The dog is given treats when it follows the trainer’s instructions. The trainer aims at solidifying the new skill in the dog by rewarding it. In the future, if the dog is instructed to do the same thing, it will not hesitate since it has been made to think that obeying the command is good and attracts a reward. The same applies to mind control; when the victim obeys, they are made to feel that what they did was right and deserves a reward.  
 
    Punishments are the second most-applied approach in the freezing process. If the victim deviates from the controller’s commands, they are punished. If we go back to the scenario of a cult, they usually have defined punishments for violations of terms. During the Holocaust, for instance, any Germans who failed to hail Hitler were punished through imprisonment or death. In the same way, any German who was suspected of protecting the Jews was shot. Hitler understood that by punishing anyone who went against his rules, he would force every German to help him attain his objective of ethnic cleansing. The psychological trick used in these situations is that the victim is made to see punishment as justice being served for breaking the rules. 
 
    The final method used by mind controllers to solidify their manipulation is to transform their victims into their agents. Better put, once the controller feels that the victim’s pseudo personality has materialized, they use them to distribute their worldviews. At the beginning of this book, we said that the agenda of the mind controller is to create a replica of themselves in the other person. Therefore, once the controlling process is complete, the victim starts living like the attacker without realizing it. Depending on the nature of the manipulation, the victim might also be used to recruit more victims into the oppressor’s way of thinking and living. This is especially true in relation to marketing and networking, which we shall discuss under the topic of deception. From this explanation, we can readily tell why a wife is likely to be violent towards the kids if the husband is violent. The kids are also likely to be violent towards each other or their friends. Clearly, the process of mind control is slow, but once it solidifies, it can result in devastating effects. 
 
    


 
   
  
 

 CHAPTER 2:  

Persuasive Hypnotic Language 
 
   N ow we get to the part that people often associate with forming hypnotic connections with hypnotic language. The words we use only compose 7% of the way we communicate. So, let’s make those words as powerful and impactful as possible. You’ll also learn that it’s not just what you say, but how you say it.  
 
    Hypnotic persuasive language bypasses the critical and analytical part of the mind, so what you say is not analyzed. Let’s look at some words and phrases that can have a dramatic impact on your target’s ability to trust you, believe you, and accept what you say is accurate. The hypnotic words I will teach you are called truisms. Some words have social and emotional proof to them, so they become challenging for people to deny. When you use these words in sentences and your communication with people, often, what you say after these words, the target must accept as truth. You can use these words in sales, with a spouse or partner, and even with strangers to allow you to cut in front of them in a long line.  
 
    Most people: This hypnotic phrase “most people” is a powerful one. Whatever comes after the phrase, “most people” is not analyzed by the conscious mind, and it goes right into the subconscious mind. This phrase works because it plays on our psychological needs and insecurities. If we disagreed with “most people,” then it plays on our insecurities of being left out. As humans, we don’t like to be left out, but if we are left out of what most people do, say or think, then we can have feelings of isolation and loneliness. Therefore, it is easier to agree to what follows this statement. Let’s look at some examples of how this technique can be used.  
 
    “Most people who tell me what you just told me will choose this option here.”  
 
    “Most people in your situation would use this.”  
 
    “Most people who know what you know will make a decision now.”  
 
    This technique is used best when you want to get people to decide on something or make a specific choice. You can help them narrow down their selection and then lead them to choose the best option for them. Using this strategy will get them to think they made that choice all on their own, and that option they picked is the best one.  
 
    A variation of most people is to say something like, “If you are like me, and like most people, then…”  
 
    Everyone knows/everyone says: This one works based on the same concept as most people. The psychological thought process here is “if everyone knows this, then I must know this too because I am a part of everyone!” This technique works well with commonly known phrases and truisms (see below) that are difficult to deny.  
 
    “Everyone knows the early bird catches the worm…”  
 
   
  
 

 The Three Powerful Words That Build a Deep Connection  
 
    Just as building rapport through matching, mirroring, and modeling is important; using these three magic words is also amazingly effective.  
 
    Feel, Felt, and found: That gets your target into a more agreeable state and makes them feel understood by you. Here is another example. “I know how you feel, that it seems too expensive; many people I have worked with have felt the same way when they first hear the fee, but then when they experienced results right away, they found that they were happy that they made a decision right away and that it was very inexpensive for what they were getting.”  
 
    “That’s funny! I know how you feel, I have a friend who is just like this girl that you’re talking about, and when she kept acting like a ‘mean girl,’ some of her good friends wouldn’t talk to her anymore. Is that what happened to your friend?” Notice how we didn’t have to use the three words exactly, (feel, felt, found), but it has the same effect.  
 
    Using this technique can help you relate to people on a deeper level and help them feel like you understand them. Once you have this connection, you can recommend solutions, and they will be more open to listening to you.  
 
   
  
 

 Embedded Hypnotic Commands  
 
    Embedded hypnotic commands are hidden commanding phrases that prompt your target to take action without having the target realizing you are telling them to do something. An example can be something like this “As you’re sitting here, and we are having this conversation about wanting to go into hypnosis now… you may find that the things I say are very easy to achieve.” The embedded command is “go into hypnosis now.” This command is not analyzed by the conscious mind because it’s hidden amongst other words.  
 
    These embedded commands don’t just have to be in the spoken language; they can be in text format, as well. People often ask if it’s possible to be hypnotized by reading something. Yes, you can. It happens all the time. We often “trance out” when reading, and we put ourselves in the world that the author is trying to convey to us.  
 
    Example: “A few weeks ago, I texted my friend and wanted her to call me” The text read, “You can call me if you want to hear what happened.” There are two embedded commands here. One is, “you can call me,” and the other is, “you want to hear what happened.”  
 
    Here are some other examples of really crafty embedded suggestions. Again, please remember that these may seem obvious, but I promise you, they sound so natural when you use them, that they are not heard by the conscious mind. They are heard and given meaning by the subconscious mind.  
 
    What if you could get people to feel they like you from the very beginning? Here is a way to do this using embedded hypnotic commands.  
 
    “You, like me, _________.”  
 
    We are telling the target they like us without telling them they like us. It sounds like this, “You (pause), like me (pause), understand the true value of these techniques.” Again, the subconscious applies one meaning to what you are saying while the conscious mind hears something that has a different meaning. However, the subconscious meaning will always win over. Remember, the subconscious is the automatic and natural part of the mind; and what gets in there sticks.  
 
    Here are two great ways to make this technique even more powerful. As you are saying, “You, like me…” gesture in towards yourself, bringing the attention towards you, and at the same time, slightly nod your head yes. That will send even more subtle nonverbal cues to the subconscious mind. Powerful? You bet!  
 
    By now (buy now)  
 
    The same principles are applied where the conscious mind hears one thing, but the subconscious mind hears another and applies that information to your automatic responses. That is great to use when selling something and you want to condition them to be ready to buy. When you say something like, “By now, we have reviewed all of the options, and you must be ready to make a decision.” Or something like, “Now you know all of the features, so by now, I’m sure you must be ready to make a decision.” What we mean by saying these statements is a time reference “by now.” However, what the subconscious mind hears is “BUY now!” Interesting, isn’t it?  
 
   
  
 

 Recognizing These Techniques  
 
    Many people do not realize how much and how often they are being persuaded to act, behave, or react in a certain way. Advertisers, marketers, politicians, and even religious figures and institutions are continually using powers of persuasion to try and get us to act in a certain way or even believe what they want us to believe. To become aware of these techniques, watch commercials, and look at advertisements and look for embedded commands and hypnotic language such as the words we were going over. By doing this, you can easily become aware of how you may be persuaded without even realizing it. Once you recognize these techniques and how they are used, you can resist against them, or at least be more aware if you are acting on your own free will, or if your decisions, beliefs, and behaviors are being influenced.  
 
    “You could either _______, or _______?” “Would you rather ______, or _______?”  
 
    These are great leading phrases when presenting options or choices. It’s what we call an assumptive question. That assumes that they will choose one of the two options you are offering. That works well when setting appointments with people “you could either come in on Tuesday at 9:00 am or Thursday at 2:00 pm.” It also works great when choosing between two price points. “You could either choose the $3,700 program or the $5,300 program.” Again, you are assuming that they are choosing one of the two.  
 
    You can use this one for a spouse as well. “Honey, would you rather have Italian or Chinese food tonight?” Just be careful, when your spouse catches on, they may say, “Neither, I want Mexican!”  
 
    That is also an effective technique to use on your children when you want them to go to bed. “Jake, do you want to go to bed now, or in ten minutes?” You are making them think they have the freedom of choice. Little do they know, it’s all in your hands. 
 
    “I wonder…” 
 
    You may notice that some of the language we have been using is vague and some are open-ended. A lot of hypnotic communication is letting people come to their conclusions. Even though you are leading them, they will still think that their thoughts, ideas, and “choices” are free will. Little do they know; you are leading them exactly where you want them to go. The words “I wonder” will cause your target to think about what you are saying and see your side of things.  
 
    “I wonder if you’ll see my point of view.”  
 
    “I wonder what if you’ll be able to see the bright side of this.”  
 
    “I wonder if you’ll end up dumping your boyfriend and go out with me instead.” (I had to sneak that one in there.)  
 
    


 
   
  
 

 CHAPTER 3:  

Mind Control Techniques 
 
   T he main aim to control the thoughts of the person you are interacting with is to achieve your desired intention. You will get many things if you can take control of the other person mind. The approach and the techniques to use will determine whether you will be successful in achieving your goal. You need to get hold of their unconscious to influence them. Train to be a master in controlling and, at times, manipulating your partner's mind and thoughts. It is attainable to take control of the intention of someone. You need to apply some techniques, and you will succeed. Some of the tricks to use for you to control your interlocutors include;  
 
   
  
 

 Pay Attention  
 
    Pay attention to your interlocutor, and they will have the confidence to express what they feel. That will make them outpour their heart to you, and you will have a base to get control of their mind in any direction that you want. When you get them to trust you, they will not keep anything away from you. You will have the entire picture of everything, and you will know how to approach them. Make sure you talk about what makes them happy and what seems to interest them. If you get into a topic and you may not be conversant about the issue, ask questions as a way to show that you are interested. Showing that the talk is interesting to you will earn you more trust. You should tolerate them even if the conversation is boring. That way, you will be in a position to control their minds. Being attentive is a way of showing friendliness, and that will mean pleasant conversation. Talk to them as if you are seeking advice from a friend as well as an experienced person. Complimenting them will help you win their sympathy. Paying attention is a way to make someone think that you respect them. They feel that you recognize them and trying to gently give your point of view will provide you with access to their mind and thoughts too. Make them believe that you trust their ideas. If your interlocutor seems to be smarter than you, decide to play it cool and you will eventually succeed. In case of a dispute, do not shout them down but instead be polite and remain friendly. If that dispute is not of any importance, and they are proving hard to convince, find a wise way to end the conflict without offending them. Search a common ground if you want to persuade them and be sure that it is something that they will agree. Show how much you have in common, and that will make them friendly. Your attitude towards them matters a lot and will force them to compromise. Demonstrate how their cooperation will be profitable and of convenience.  
 
   
  
 

 Hypnotism  
 
    It is a great approach to take control of someone's mind when used in the right way. When used correctly, it will help you put your interlocutor in a trance within the first few minutes of your conversation. It is a way of seducing them, and you will get them to act your suggestions. They will not know that you are using your abilities to make them follow their ideas. Make sure they are flexible, and they have relaxed. When someone is relaxed, they put their guard down, and that will be an excellent opportunity to influence them in any way. Make them keep off many questions about any issue and you. Hence, you will increase your ability to exercise your influence. When you influence a conscious mind, it becomes easy to control the brain as well. Suggest what exactly you want them to do. Make the suggestion clear as well as compelling to influence their minds actively. When you use this approach correctly, you end up being a master in persuading people.  
 
   
  
 

 Control the Guard  
 
    To make any progress in mind-controlling, you need to suppress the brain shield. It is the conscious mind that you need to deal with in the first place. Use softer as well as subtle techniques to make sure that your interlocutor has relaxed. Try and get them to be in your debt, and this will prove influential. It is okay if you give your interlocutor favors moments before to make it simpler to control them. Doing them good from time to time will make them feel an obligation to do good in return. Doing all this will give you a better position in the way you relate. It is advantageous to do this regularly, and it will raise the perception of superiority. The superiority will allow you to access more things that are in the interlocutor's mind. You will have more power since the feeling of guilt in the other person mind will turn them to your will quickly.  
 
   
  
 

 Be Good to Them  
 
    Playing with a person's imagination is a fine art to controlling the mind. Use imaginations to change the other person's reality and make what you want to happen. Convince them that if a particular thing does not occur at the moment, it will be next to impossible to happen later. Be kind and offer multiple choices for them. There being overwhelming choices, their imagination will persuade them to try nearly all of them. Try and show them that following your idea would be the best thing for them to do. That will make them do what you want, and that will be an assurance that you already have control over their mind. Let what they imagine take over to leading them to see how your suggestion is powerful. Use imagination to find the best that you can acquire from a person.  
 
   
  
 

 Repeat Something Over and Over Again 
 
    Repeating something many times makes it sturdy, and that means that what we perceive is what we believe to be real. If you happen something severally, your interlocutor's mind will register that as being the real thing. Repetition is known to be a vital tool in helping people control the brain as well as the thoughts of others. To solidify a concept in someone's mind, you need to repeat it as many times as possible. Use the repetition approach for your advantage, and you will have access to someone's brain without them having a clue of it. Do not feel afraid of repeating your idea again and again. Thinking that you might offend them by your repetition will be the worst thing to do. Put your plan in different versions and making them clear, but make sure it is a similar thing. The repeating will combine with the feeling of the brain relaxation, and give your idea the chance to become real. Make your interlocutor believe that the reality you are fighting for is a better option and the best they could hop.  
 
   
  
 

 Practice Being Positive 
 
    Everybody loves feeling good, and nobody likes to be associated with conflicts as well as difficulties. To make your interlocutor not resist your suggestion, whatever you suggest needs to look positive. Your positivity will make them put their guard down, and you will control their mind without their knowledge. Make your ideas look as high as possible and demonstrate how they will end up into achieving success. The positive technique makes you look supportive, even when you may not be. Engage in positive interacting, and no should not be an answer. A negative reply can act as a powerful distraction, and it will not give you the ability to control the other person's thought. Give yes for an answer even if you know that the results will be negative. That will make the people around you think that you re supportive as well as thoughtful. Spinning things toward the possible will lead you in achieving your desired results without the other person knowing that you are controlling their mind.  
 
   
  
 

 Maintain a Harmonious Relationship 
 
    After you can capture the attention of your subject, increase the rapport? Give your hidden suggestions as well as embodied commands and make sure they embrace them. Tell them what you require of them without directly addressing the need. Going direct to the exact thing that you want them to do will trigger their curiosity and make them think critically. If they get active in thinking, your entire plan to control their mind may go into ruin. You will have lost your control on them, which is not your primary aim. Use the best suitable methods to strengthen the link and make sure that your interlocutor to trust you. When they believe you, they will have no difficulty in putting their confidence in you.  
 
   
  
 

 Seek to Know What Motivates Them 
 
    You need to find out what is making some people choose their opinions instead of yours. When you understand them from this point of view, you will have the know-how on the best way to handle them. When you know the exact thing that motivates them, you will find that ground for your advantage. Controlling them after knowing what makes them happy will make you go great miles. Once you understand what motivates them, you will influence the motivations by persuading them to try something different. The different thing they need to work should be your own opinion. The simplest way to find out what motivates them is seeking an explanation of why they prefer a specific idea over the other. Pay full attention to what they have to say, and it will be appropriate if you watch their non-verbal response. You not only need to focus on what motivates them but look into the most powerful motivator. Their most crucial motivator will give a clue on how you need to put your point across. Manipulating this motivator will be the easiest as well as the best strategy to help you in controlling their minds. What they give the most value when it comes to decision making will be of great importance. Try and remember the steps that they have used before to make decisions and try to manipulate them. If you know what their motivator is, you can present to them in the best way possible. It has an assurance that you will take control over their minds as well as thoughts, and they will not know of it.  
 
   
  
 

 Make Use of Their Emotions  
 
    There is an approach that you can apply how somebody feels so that you can control them. When someone has mixed feelings, they may not know that they are monitoring them. They will do what you want being propelled by what they feel. You can use a situation that you know has addicted your interlocutor to make them do what you desire. Anger can as well be an excellent weapon to take control over someone. Use a wise way that will not alarm them of your aim to induce irritation in your interlocutor. When the person has anger boiling, they can comply with whatever they are told to do. They can do that out of revenge or finding a way to cool them down. They will blame their anger, and they will not know that you are using them for your gain. 
 
    


 
   
  
 

 CHAPTER 4:  

How Manipulators Influence You 
 
   Y ou may wonder; what are manipulators trying to do? Why do they put so much work into manipulating others, instead of just focusing on improving themselves?  
 
    The fact is that manipulators have a deep-seated psychological need to control others, so they seek to "weaken" their victims in order to gain dominance over them. When they manipulate others, they are trying to cancel their willpower, to destroy their self-esteem, to seek passive-aggressive revenge against them, or to confuse their reality so that they become more malleable. Let’s look at how and why manipulators do those four things.  
 
   
  
 

 Cancellation of Willpower 
 
    It’s because of our willpower that we are able to retain control over our lives and to resist people’s attempts to dominate us and force us to do their bidding. That is why one of the primary intentions of manipulative people is to obliterate our willpower.  
 
    So, how can someone take away your willpower? Well, first, you have to understand that willpower isn’t unlimited. We can lose our will power through a process that psychologists refer to as "ego depletion." To understand this, you have to think of willpower as a resource that may be renewable, but it can only be renewed at a slow pace. So, if we spend that resource on one thing, we have less of it to spend on another thing that demands it. So, ego depletion is the outcome that occurs when we spend all the willpower that we have, and we are left without adequate willpower in the face of subsequent challenges.  
 
    Manipulative people know that willpower doesn’t come from a bottomless pit, so they tend to overload us with scenarios where we are forced to use our willpower until that willpower gets depleted. For example, a malicious person may keep trying to agitate you, while you keep trying to stay calm and keep your cool. However, if he keeps doing it for a prolonged period of time, chances are you will get to a point where you snap and react with anger.  
 
    Psychologists believe that willpower is sort of like a muscle; it gets stronger when you exercise it, but during the moment of exertion, it can fail if it’s pushed past a certain point. Malicious people can cancel your willpower by forcing you to overexert it.  
 
    Willpower is what’s makes it possible for us to make the right decisions in the face of serious temptation or pressure. It’s what makes us spend time studying for an exam instead of watching videos online. Without willpower, we become highly suggestible, and people can get us to do their bidding with little resistance.  
 
    Ego depletion is sometimes also referred to as "decision fatigue." The idea behind this concept is that the more decisions we make, the more fatigued we become, and as a result, we are unable to make good decisions. When manipulative people put us in situations where we have to keep making decisions, they eventually are able to wear us out.  
 
   
  
 

 Destroy Self-Esteem 
 
    Apart from depleting your willpower, malicious people also want to destroy your self-esteem. Unfortunately, there have dozens of different ways that they can do this. In as much as we try to draw our self-esteem from within, the fact remains that as social beings, we put a lot of stock in what other people say about us, and that is where manipulative people draw their strength.  
 
    Manipulators can chip away at your self-esteem by using carefully worded phrases that are aimed at attacking and belittling you. Their words are usually carefully calculated to either upset you or to confuse you so that you spend a lot of time thinking about what they mean. We have already looked at the kinds of manipulative techniques that can cause you to start questioning yourself or thinking that your own emotions aren’t valid.  
 
    Manipulators also chip away at your self-esteem by constantly blaming you for all sorts of problems. When someone keeps telling you that certain things are your fault, a seed of self-doubt will start growing in you, and as this idea is reinforced, you will get to a point where you start actually internalizing the person’s criticism, and this ruins your self-esteem.  
 
    Sometimes, manipulative people can pass the blame onto you without even saying a word. When something bad happens, they’ll give you a look that says everything you need to know about how they feel, and even in the absence of an accusation, you will start questioning yourself.  
 
    Another way manipulative people destroy your self-esteem is by flooding you with negative information. We all know that self-esteem can be affected by the company we keep. If we surround ourselves with negative people, and they keep saying bad things, we start internalizing those things. Manipulative people, especially Machiavellians, can dupe us by feeding us negative information.  
 
    For example, a colleague at work could keep pouring cold water on all your ideas until you get to a point where you start believing that you can’t get things done. In relationships, manipulators can destroy your self-esteem by neglecting you emotionally, until you start thinking that you don’t deserve love and affection.  
 
    Manipulative people can also destroy your self-esteem by feeding your fears. Once they discover that you have certain fears, they’ll start nurturing those fears in you so that they can use them against you. The more afraid we are, the more our self-esteem diminishes.  
 
    Manipulative people like it when their victims have low self-esteem for a lot of reasons. You have probably heard the saying that if you don't stand for something, you will fall for anything. That is what manipulators are counting on here. They know that if you don't have a strong view of yourself, they can gain the power to control how you view yourself. If you start doubting who you are, they'll take over and create a version of you that they can push around.  
 
    Manipulators also know that when we have low self-esteem, we become very agreeable because we want to please other people so as to gain some positive attention and to win the approval of others. They want their victims to turn into people-pleasers, and they want to put themselves at the center of the victims’ lives so that they are the ones benefiting from it.  
 
    At work, manipulators may want to destroy your self-esteem to make you feel like you are not up to the job so that they can climb over you on their way to the top. If they can’t completely convince you that that you are a loser, they’ll settle for making you so afraid of failure that you are even unable to gather the strength to try to compete with them.  
 
   
  
 

 Passive-Aggressive Revenge 
 
    Some manipulators will go after you because they are seeking passive-aggressive revenge against you. If you have ever slighted a narcissistic person, a sadist, or a psychopath in any way, they are probably holding some sort of grudge against you, and they may manipulate you because they want to get even.  
 
    Now, normal people hold grudges or go after each other for clear reasons that both parties are aware of. However, people with dark personality traits can target you for pretty much any reason, as long as it makes sense to them. There is no logical threshold that you have to meet for them to set their sights on you. They could hold a grudge for years because of a statement that you made in passing. They could make you their target because your boss complimented you instead of them. They could even target you because of deep psychological issues that even they cannot comprehend.  
 
    For instance, a psychopath may seek to victimize you and destroy your life because you look like the girl who rejected him way back when he was a teenager. The point is you don’t have to do anything specific for a malicious person to decide to seek passive-aggressive revenge against you. It’s possible that you just have the misfortune of reminding them of a mean parent they had growing up, or in the case of Machiavellians, it could just be that you are on their way and they have to destroy you to get ahead. It could also be that they think you are weak, and therefore, you are an easy target for them.  
 
    When someone is seeking passive-aggressive revenge against you, they'll want to put you down so that they can feel superior. They think that you have it good, so they want to cut you down to size by making you feel insecure. If you outperform them at work, they'll want your performance to decline because it will make them feel better. Such people will treat you with a lot of disguised verbal hostility. They will propagate negative gossip about you when you are away. They will go out of their way to find fault in the things that you do, and they will be habitually critical of you. They’ll try their best to invalidate your thoughts, feeling, and contributions because they just don't want you to be happy.  
 
   
  
 

 Confuse Reality 
 
    Manipulators also want to confuse your reality so that they can control you. Altering a person’s perception of reality is the ultimate way to control and dominate them. That’s because when you can convince a person that what he sees and hears isn't real, then you gain the power to tell them what they should think, what you should feel, and what you should value.  
 
    Controlling other people's reality is the ultimate dream for any manipulator. They want you to substitute your judgment for theirs, and the chances of that happening increase exponentially when you question your own reality. That is why mind control manipulation techniques, such as brainwashing and gas lighting, are the most dangerous ones.  
 
    There are lots of reasons why a manipulator would want to confuse his victim's reality. An abusive partner would want you to quit looking for help, so they would either want you to believe that you are going crazy and the abuse isn’t really happening, or that no one will offer you the love and protection that you are hoping for, so you should stop searching for it.  
 
    When psychopath’s gaslight others, they tend to do it intentionally. They are deliberately trying to damage their victim's mental health because they know when you are mentally weak, they can control you. They don't have a conscience, so they don't care if they do irreversible damage.  
 
    Narcissists, on the other hand, tend to gaslight others or confuse their reality unintentionally. That is because the narcissists are themselves delusional; they have delusions of grandeur, and they think that they are entitled to dominate you. They'll confuse your reality because they want to impose their own perceptions onto you so that their delusions of grandeur can become your reality.  
 
    Bullies and sadists will want to confuse your reality because they want it to be bleak. Their intention is to make you have a pessimistic outlook, just like them.  
 
    


 
   
  
 

 CHAPTER 5:  

How the Mind Works: Conscious vs. Unconscious 
 
    Mind vs. Brain 
 
   U se your left index finger to point to your brain. Easy, right? Now, point to your mind using the same finger. You probably hesitated because you never realized there is a difference between the brain and the mind. While it is quite easy to pinpoint the physical location of the brain, it is rather difficult to understand where the mind exists. Understandably, all those who don’t have a degree in neurobiology would use the terms brain and mind synonymously. You talk about feeling, thinking, remembering, and dreaming, but when using these terms, you are not referring to your brain. When using the mind to describe something, you might say, “I recognized my babysitter in a crowd last week because she was wearing a long necklace, which is so weird that I remember it now.”  
 
    You would not say, “A stream of photons appeared on my retina, triggering the optic nerve to carry an electrical signal with it to the lateral geniculate body and then the primary visual cortex. These signals were sent to my striate cortex, where the color and orientation of the image were determined. Then this signal was sent to my inferotemporal and prefrontal cortex where the object was recognized from my memories, causing me to recognize my babysitter.” Now, this is an instance of brain talk. There certainly exists an interconnection between the brain and the mind. The mind is believed to be identical to one’s feelings, beliefs, thoughts, memories, and behaviors. It is not made of any physical materials, but it is incredibly powerful.  
 
    The brain is made of soft tissue, weighing about 3 pounds, and is present within the skull. It is the physical source of the mind. If you have a specific thought or feel an emotion, it is because your brain has relayed an electrical signal along a string of neurons, and these neurons provide certain neurochemicals to cause the specific thought or emotion. It is almost the way a runner in a relay race hands over the baton to the next runner.  
 
    A computer needs hardware to work, and hardware requires software to function. The hardware will be rendered useless without the software, and the software cannot work without the hardware, etc. So, in this scenario, the mind is the software and the brain the hardware. However, the difference between these two concepts is more complicated than that comparison and these terms have overlapping meanings. The brain is an organ and physical residence of the mind. It helps with coordinating movements, transmitting signals, and takes care of the upkeep of the physical body. We use our mind to think about the past, present, and future.  
 
    You might have come across stories about the unbelievable powers of the mind, from miraculous remissions of chronic illnesses via mind and body interactions to Herculean feats of strength during a moment of panic and showing incredible perseverance during hardships. It is also responsible for significant insights and epiphanies that seem to appear out of the blue with new creative and inventive ideas. Therefore, it is not surprising that in quiet moments, we often think about the meaning of life and our place in the universe. Any thoughts about how wonderful certain food tastes to how beautiful nature looks are questions that often lead to a deeper one—what is the mind and what power does it have? Philosophers and great thinkers throughout history, as well as scientists in the modern era, have been trying to answer these questions. It is an orthodox belief in the scientific community that the mind or consciousness is a byproduct of all the electrochemical activity taking place in the brain. Now, this is just a belief and hasn’t been proven yet, but there is plenty of debate in the scientific community. Rupert Sheldrake, a visionary biologist, thought that the mind being present in the brain is a principle that people accepted without question. Sir Julian Huxley, a popular biologist during the 1900s, was asked whether the brain was a good way to describe the mind. He answered that the brain is not the only thing responsible for the mind. Even though it is the precursor for its manifestation, he believed that when the brain is isolated, it is merely a biological organ that is rendered meaningless the way an isolated individual is.  
 
    There is no doubt the brain is important for the proper functioning of certain aspects of the mind. For instance, any damage to the brain, injury, or illness, can affect one’s ability to remember, reason, think logically, and so on. However, there are frontier scientists who believe the mind is not entirely dependent on the brain for its existence. The mind seems to exist beyond the brain, and even outside the physical body. After all, the concept of collective and global conscience does exist. Frontier science believes the mind must be considered to be a form of energy and information that is not only spread through every single cell in the human body but beyond the body and connects to the entire universe and everything present within.  
 
    Therefore, the mind works through the brain to organize and coordinate different metabolic functions required for survival. If you think of the brain as the guitar, then the mind is the guitarist playing the music reverberating throughout your body.  
 
   
  
 

 The Conscious and the Unconscious Mind 
 
    Low self-worth, restricting beliefs, perfectionism, procrastination, or failing to achieve are issues associated with the mindset. The only difference between success and failure is how you perceive it. However, before you can learn how to do this, it helps to get a better understanding of what is going on within your head.  
 
    Let us move a little further with the hardware and software analogy. If you have a computer in your head, then the brain is the housing, whereas your mind controls this hardware. Your brain has all the wiring, processing power, connections, memory, and storage you require to function. Whereas your mind is the operating system that helps gather, store, and manage all the data using the processing resources present in the brain. The brain and the mind are two integral aspects of the same entity, and you cannot effectively operate without either of them.  
 
    The human brain contains billions of neurons, which creates the central nervous system. All these nerve cells help transmit and receive electrochemical signals that essentially form your actions, thoughts, emotions, and other automatic functions of your body. To put things in perspective, 100 billion sand grains can fill 5,000,000 teaspoons and weigh about two metric tons. Even though it is packed with over 100 billion neurons, the brain is roughly the size of a cauliflower. The thoughts produced by your mind depend on your brain software. It is believed that there are different levels of consciousness in your mind, and they are the conscious mind and the unconscious mind.  
 
   
  
 

 The Conscious Mind 
 
    The conscious mind accounts for less than 10 percent of the total operational power of your mind. It is responsible for the following functions:  
 
    
    	 Gathering information  
 
    	 Assessing and processing the data you collect  
 
    	 Creating and noticing patterns while making comparisons  
 
    	 Decision-making skills  
 
    	 Enabling thoughtful responses to situations instead of reactions  
 
    	 Regulating short-term memory  
 
   
 
    Whenever something is present in your conscious mind, it is often deliberate, and you are always aware of it.  
 
   
  
 

 The Unconscious Mind 
 
    The other 90% of software your brain requires to function is your unconscious mind. It might feel a little inaccessible since you’re not consciously aware of whatever goes on in there, but it is incredibly powerful. Most of the body functions are controlled by the unconscious mind like digestion, breathing, heart rate, temperature, sleeping, blinking, and so on. All these functions carry on regardless of whether you are aware of it consciously or not. You don’t have to lift a finger to start any of these functions, and they go on until your last breath. The unconscious mind tries to maintain the status quo, and it is the reason why you feel uncomfortable while dealing with change. Your mind tries to steer you back to all that it is familiar with and safe. Your unconscious mind is the center of all your emotions, creativity, and imagination.  
 
    All the habits you create and maintain are also a resultant action of this unconscious mind. However, the subconscious can be influenced by any commands given by the conscious mind. The unconscious mind also helps to store and retrieve any long-term memories. Unlike the conscious mind, which is the seat of rationalism, the unconscious is seldom rational. Your decisions and judgments don’t stem from here; it merely accepts what it is told as the truth, regardless of the credibility. Once your mind accepts something to be true, all your thoughts, emotions, and behaviors will be consistent with that truth.  
 
    So, why should you feel the need to understand how the mind works? Because knowledge is power. The more knowledge you have, the more control you will have over your conscious and unconscious mind. When you understand how it works, you will be able to change yourself and affect another person’s train of thought. Only by learning to combine and harness the true potential of your conscious and unconscious mind, you can make things happen.  
 
    The mind is merely the manifestation of your perceptions, thoughts, memories, imagination, and determination. All of this takes place within its physical housing unit—the brain. Your mind has an awareness of consciousness that you know, the ability to control what you do and know your reasons for doing the same. It gives you the ability to understand. Animals can interpret their environment but cannot understand it.  
 
    On the other hand, humans can understand whatever happens around them and adapt accordingly. The mind enables us to solve complicated problems using the logic that sets us apart from other living beings. Logic gives us the power to understand things as they are instead of what is seen. Our innate ability to analyze situations helps us develop solutions and practical plans to steer clear of any problems.  
 
    We might not be able to see the ultraviolet light but can design instruments that help us do so. We cannot see atoms but can design experiments that enable us to understand their properties. With every stage of scientific advancement, humans have tried to come to a logical conclusion consistent with all their observations. Gone are the days when we believed evils and demons to be the cause of illnesses. We now know, bacteria, genetic defects, and environmental factors and viruses all play a role in ailments and disease. All this is possible because of a combination between the rational brain and the unconscious mind.  
 
    


 
   
  
 

 CHAPTER 6:  

Internal Dialogue: How It Shapes Your Mind 
 
   S ometimes sitting down to do a complete analysis of ourselves is complicated. However, it is an exercise that we must do at least once a month to know what we can improve and how to improve each day. 
 
    The daily activity of our life requires analysis, which allows us to perceive in retrospect the positive and negative consequences of our actions. The good news is that today you will learn to do it, so you can see where it is best to improve.  
 
   
  
 

 Analyze Yourself and Improve Little by Little! 
 
    It is necessary that as women, we are aware of our lives and see the good or the bad that we have done and what consequences it has brought us.  
 
    The analysis and the daily reflection are processes that commonly must be carried out by us after each activity, action, and the decision was taken. It is an essential part of personal development to become a better person.  
 
    The contact with what you are feeling at each moment is useful not to lose information first hand, because a later analysis, we may not remember all the relevant elements of that experience and those experiences fall within the forgetting curve.  
 
    Reflection and daily analysis are essential to locate ourselves in the here and now, to explore ourselves and perceive our most intimate thoughts and feelings. The opportune moments to do it can be in the night before the hour of sleeping; also, it is adequate during the bath, where relaxed there is the opportunity to contact you and analyze you.  
 
    It is advisable to look for the moment and a quiet place where you get the space and time interval long enough to concentrate and contact yourself. It is basic to separate yourself a little from the external stimuli and see inside and imbibe yourself with your senses in what is happening inside of you.  
 
    For their part, the Japanese practice Zen where they apply concentration, relaxation, and meditation in a comfortable and peaceful place. They have practiced for more than one thousand 1000 years, obtaining excellent results of physical and psychological health.  
 
    This method allows us to concentrate on a point, and through it, to unite with ourselves, feel in tune with our deepest feelings and visualize the brightest of ideas.  
 
    A technique used to analyze is through dreams; this allows contact with what happens in the unconscious.  
 
    For psychoanalysts, dreams are a window into the depths of our psyche; therefore, the dream is a suitable opportunity to know what is happening in us and what motivates or worries us around us.  
 
    There are two relevant aspects in the analysis of our dreams: the first refers to the impression or emotion at the end of the dream; this impression says a lot about the nature of it; and second, the dream can be told to another person or to yourself as if you were living it at that moment, stopping in the details of it and giving them the possible meanings.  
 
    Finally, other opportune moments to evaluate yourself can be after a complete physical exercise, which allows us to relax and contact with our body and then with our mind and emotions; we must remind ourselves that body and mind is one.  
 
   
  
 

 How to Find Me 
 
    Lately, do you feel a little lost? Do you feel that the life you lead does not favor you? It is possible that, after carrying obligations for a while, you have lost the "plot" and do not know very well where you are going. When it comes down to this point, it is important to stop everything and spend time in meditation, reflection, and calm. Do not forget that your well-being is a priority in your life and, therefore, it is essential that you stop taking the stress and that you focus on yourself. For this reason, we will help you answer your question, "How to find me?" so you can recover the spark of your life.  
 
    How to Find Yourself and Gain Self-Esteem: The Best Advice  
 
    If you want to know how to find yourself, it is important that you stop for a moment and think about yourself. We know that many times, the frenzy of life prevents us from focusing on what is important. We spend more hours working, cooking or sleeping than thinking about whether the life we lead really satisfies us. But if you are reading this book, it is because deep down you know that there is something that does not quite go well. And what can you do to improve it?  
 
    The first thing is to stop. Stop devoting so much time and energy to the trivial things in life and start to analyze what is happening to you. If you want to find yourself, it is because you feel that right now, the person who lives in you does not recognize you at all. And it's time to reconnect with your authentic essence and be yourself again.  
 
    Here we give you some good tips that will help you to find your way back and recover your authentic "I." 
 
    Define Your Goals  
 
    This is the first thing you have to do to recover your path and redirect yourself. What do you want from life? Where do you want to go? These are basic questions that you have to start asking, so you know what the direction you have to start taking is. Many times, we get lost because we see the future very far or because we focus more on living the present, however, we must never lose sight of what our goal is so to try to get closer to it step by step.  
 
    Create Your Own Opinion  
 
    It is also possible that right now, you do not know exactly who you are because you have not even given yourself time to listen to yourself. What do you think of what is happening around you? In order to find your point of view it is important that you inform yourself, that you look for different points of view and that, after analyzing them, you draw your own conclusions. Dedicating time to critical thinking is essential to be able to define your personality and know who you are.  
 
    Dedicate Time to What You Like  
 
    In order to find yourself, it is also essential that you do not give up your hobbies or stop doing what really fills you and you like. We know that routine and obligations can make you leave them in the background and prioritize what you think is "essential." But do not make mistakes: you are the most essential thing there is. So, take care of yourself, pamper yourself, and dedicate time to enjoy life. In the end, that's the only thing you'll get.  
 
    Explore Yourself and Know Your "I" Now  
 
    But, in addition to the hobbies you've always had, it is likely that, now, you have some new interests that you are not allowing yourself to discover because of the lack of time that haunts us. It is important that we let ourselves evolve and allow ourselves to learn new things to continue growing and enjoying all the opportunities that life gives us. So, allow yourself to sign up for that course or activity that attracts your attention over and over again.  
 
    Change What You Do Not Like About Yourself  
 
    And, finally, you may feel lost in life because there are some reactions or situations of yourself that you do not like how you manage them. Instead of letting go and turning your back on this problem, it is vital that you face them and that you find some remedy. Is there something about you that you do not like how you solve it? Well, work to change it or improve it. Everything depends on you, so do not forget that you are the owner of your life.  
 
   
  
 

 How to Find Myself Again: Techniques for Each Day 
 
    You have to know that there are other techniques that will help you make this change. You should know that this will not be something that you can change overnight, and for that reason, every day you have to work to find your way. Here we leave some of the most interesting tips that you can apply from now on.  
 
    Seek Solitude  
 
    Being alone is essential to connect with your interior and know what you want from life. As we have already said, the trick to be able to find oneself is to take an inner journey and analyze the current situation in which one lives. And this work of introspection can only be done in a separate and individual way. So, do not be afraid to be alone and look for it. In this way, you will be able to find you in the middle of the solitude.  
 
    Positive Thinking  
 
    It is essential that you try to neutralize that little negative voice that you have in your mind and that you start letting the positive one float. To find your way, it is essential that you are optimistic and you trust yourself, your abilities, and your effort. Only then, will you be able to orientate yourself towards the future you want and, also, have the life that you are interested in having? Do not forget: you can do everything you propose.  
 
    Open Up to New People  
 
    Many times, getting to know new people gives us the possibility of knowing other ways of living and seeing the world. It is something vibrant and interesting that can serve as inspiration or motivation. Therefore, bring out your most social side and open up to meet new people. You will see how good it is for you!  
 
    Leave Your Comfort Zone  
 
    Just as it is interesting to meet new people, it is also interesting that you dare to move in new circles. Leaving the comfort zone where you are safe and quiet will show you a part of yourself that, perhaps, you did not know. In addition, this will also allow you to get in touch with other ways of living, other hobbies and other perspectives that you may not even know existed.  
 
    Start Meditating  
 
    And, finally, another technique that can help you find yourself is to practice meditation. It is a perfect exercise to connect with your interior, calm your mind and concentrate on your emotions and your well-being. It is more than advisable that you begin to meditate when you live a somewhat convulsive or unstable time. It will help you a lot to feel better.  
 
    


 
   
  
 

 CHAPTER 7:  

Use Your Emotional Intelligence to
 Increase Happiness 
 
   E motional intelligence can be described as a person's ability to control their emotions in any situation, to be aware, and express them accordingly.  
 
    Although people may suggest that emotional intelligence in a person is a birthright, doctors may suggest otherwise and suggest that it could be improved as a person committed to his/her emotional IQ upgrade too.  
 
    There are two types of emotional intelligence: "intrapersonal" and "interpersonal" information. Intrapersonal intelligence works according to one's own emotions, while interpersonal intelligence works according to the feelings of others. 
 
   
  
 

 Some of the Benefits of Emotional Intelligence Are 
 
    Someone who uses emotional intelligence succeeds throughout his/her career. Such a person has a strong intuition and leads a successful career. Such a person can thrive in different situations, such as managing, leading, and working as a team. 
 
    Those who have high emotional intelligence are more likely to develop a better relationship with people than with people with a lower quotient for emotional intelligence.  
 
    Emotional intelligence helps an individual during personal development. The essential requirement for personal growth is that the individual must learn to love himself before he likes someone else. When an individual loves themselves, they can prioritize themselves and act accordingly. 
 
    The most important thing you can get out of emotional intelligence is happiness and confidence, which you need to excel in life. Once a person learns to control and stop their emotions, depending on other people to make them happy, they increase their confidence and learn to stay satisfied on their terms, without depending on anyone else to bring them happiness.  
 
    There are countless ways to improve your emotional intelligence and thus increase someone's happiness. Some of them are below:  
 
    The first things individuals need to know and recognize are themselves and the people around them. People often take multiple tests to check their EIQ, the most common being the Big 5 personality test.  
 
    The test is based on five personality traits that can be easily remembered as 'OCEAN.' Each character in the acronym has its discrete meaning in achieving emotional intelligence.  
 
    Each character represents the following:  
 
    
    	 Openness to Experience: This trait suggests how a person can be opened to new experiences and adventures. How creative can the person be in different situations? 
 
    	 Conscientiousness: This attribute reflects how a person in his/her daily life organization. Also, how thoughtful a person concerns his/her daily activities.  
 
    	 Extraversion: This characteristic represents individual social disposition, whether an individual is an introvert, extrovert, or ambivert. Introverts often enjoy solitude, while extroverts are more social. A reasonable compromise between the two streams of ambiverts to be observed. 
 
    	 Pleasantness: As the name suggests, it reflects how cooperative someone is while working or managing a team.  
 
    	 Neuroticism: This characteristic shows how much control a person has over his/her emotions in critical situations.  
 
   
 
    Once an individual understands all of these traits, the individual can develop their emotional intelligence to take advantage of it more effectively. Also, the individual not only gets better at managing himself but also works effectively with other individuals.  
 
    Knowing and tracking a person's personality traits is helpful because it helps the person manage themselves better, but an individual must also understand and cherish their strengths and weaknesses efficiently.  
 
    Strengths can be classified as follows:  
 
    
    	 Knowledge/wisdom: a person can be creative when it comes to generating ideas and curious about certain situations. The person must have sound judgment. He should be open to learning new things and respect and try to understand the perspectives of others.  
 
    	 Courage: To be brave, the person must be courageous in certain situations and persist in others. Finally, the person must be honest about what he says and does. 
 
    	 Humanity: An individual strength can lie in his/her love for society. How friendly the individual is in his/her interaction. The individual must know how to socialize effectively, which represents his/her social intelligence.  
 
    	 Justice: The individual must know how to lead and lead a team. The individual must promote teamwork and be honest when working in a group. 
 
    	 Temperance: Like other essential features, moderation is also an important feature when it comes to counting your strengths. A person should be able to forgive and regulate himself when necessary.  
 
    	 Transcendence: A person must realize that they appreciate and are grateful for small things. He must remain hopeful in situations of despair, humorous in dull cases, and seek spirituality where necessary. 
 
   
 
    All of these traits, when fed adequately, are strengths that can lead to happiness for an individual.  
 
    An individual must define his values and beliefs. Each individual has their values and beliefs and different needs. Each individual has a different and unique set of these traits that is difficult to replicate.  
 
    So it makes no sense to attain the full characteristics of another individual and live a life that pursues that goal. One has to recognize one's personality and values to act accordingly. They need to know their goals, strengths, and weaknesses to achieve these goals.  
 
    According to Tony Robbins, a person can have two types of values, mean values and end values. End values are the values or goals that a person wants to achieve, while average values or goals are the values that a person can use to achieve those goals. While a person should know that not all costs remain the same throughout the journey, they can change as someone evolves. The values can vary and suit you to achieve your goal more effectively. 
 
    The next step after developing your values is to establish your beliefs. While there are many philosophies and theories about what someone should believe in, there is no rulebook to stick to one idea. A person can choose what he or she finds close to their thinking, morally and ethically, and act on it. 
 
    For example, a person may believe in optimism, the ability to look at the positive side of things. The person should not only believe in this value themselves but also try to get others to think the same way without enforcing the belief. A person's actions should be inspiring enough for other people to follow them. 
 
    Another essential trick can be to listen to yourself. Emotional intelligence is when our body gives us signals like those of a tense body, talking internally, feeling stressed, or emotionally exhausted. These signals are difficult to identify someone as a monogram life leads and does not require emotional intelligence in everyday life. 
 
    Sometimes a person can go blank during a process, and the person may not even be able to handle normal functions. It is known as Amygdala Hijack. One solution suggested by many therapists is to practice individual awareness. Some techniques that can be recommended to prevent the condition are indicated as follows: 
 
    
    	 The individual must analyze what led to the hijacking, that is, what activated his brain. For example, in a situation where a person gets angry. He should identify what caused the trigger. Was he annoyed, ignored, misunderstood? Once the individual recognizes his triggers, he can deal with the situation more effectively. 
 
    	 The person should practice taking breaks when the situation returns. For example, if the past conditions recur, the individual may request a break and then act calmly. Practicing this habit can help the individual achieve a calm and composed reactive character.  
 
    	 Once the individual has gone through the process more than once, the individual can create scenarios in his head and work through the scene effectively. It helps if the individual deals with the company more efficiently. It is effective planning for the individual to deal with the situation. If the individual continues to practice mindfulness in such scenarios, he can deal with it more effectively.  
 
   
 
    These strategies can be used to manage problems such as anger, stress, and other bad habits. If someone is suffering from a bad addiction, they must recognize that it is a bad habit and not them; only then could they improve emotionally. 
 
    Every individual was exposed to countless emotions from childhood. These emotions can evoke both joyful and sad memories. However, over the years, they have led to building one's consciousness.  
 
    It is sometimes difficult to return to someone's past, but an individual must heal to continue. Rethinking the path allows the individual to understand his/her relationships with different people during the individual's journey and what could have been done to make it better.  
 
    For example, if a person has had a difficult childhood, it may be difficult for the person to revisit his/her childhood, but the person needs to heal to move on and learn what he/she can shape the experience. It allows people to learn from their experiences and apply what they have learned in their future adventures.  
 
    One of the essential things in developing a person's emotional intelligence is learning and dealing with emotions. The first thing a person needs to do is identify their passion, i.e., identify what they feel in different scenarios, i.e., whether a particular situation is causing pleasure or discomfort.  
 
    The individual must listen to other people and try to understand their perspective. If someone thinks they know everything, that's not true. An individual realizes this fact; as soon as he starts to listen and gathers the perspective of others and learns how limited his knowledge is. The individual must try to expand his knowledge, and for that, he/she must listen and observe all things around him.  
 
    It is essential to recognize what other people think of an individual and how an individual can respond to it. A person cannot change others' perceptions of them; however, they can benefit from the knowledge. It may be helpful to seek the opinions of others rather than accept them. If an individual instance, a team leader, it can profitably be to the view of the teams on specific ideas to ask, rather than assume that the team is in order with the ideas presented. It will help the manager improve the plan and take more advantage of the proposal.  
 
    The last thing that can help someone develop their emotional intelligence is to improve their communication skills. There are two types of communication skills, namely verbal and non-verbal skills. Different techniques can be used to improve both verbal and non-verbal skills. Some methods are presented as:  
 
    Verbal communication can be enhanced by including the following ways in your daily routine:  
 
    
    	 Instead of arguing, listen to what other people have to say about specific topics. It will help the individual to develop perspective.  
 
    	 Enjoy conversations so that people feel safe while sharing their experiences. The individual can share his own similar experiences to build trust between people.  
 
    	 Vulnerability of the individual part can be beneficial to the individual. 
 
    	 Instead of going into technical details that the individual knows people may not understand, simply explain things so that people want to listen to the individual. 
 
    	 Be friendly when communicating. 
 
   
 
    


 
   
  
 

 CHAPTER 8:  

Mind Games 
 
   O ne modern incarnation of the mind game is the type used by Jedi’s inside of the Star Wars franchise. A Jedi mind trick in the franchise is when an experience Jedi warrior is able to use the power of the Force to implant suggestions in the minds of weaker willed individuals. As it plays out, the Jedi mind trick looks more like a form of coercive control.  
 
    Here too, the dark manipulators of the world would be salivating at the thought of gaining such power. Not simply because of how effective it is in the franchise, but because such ability implies that the attacker is in a way superior, or more intelligent than the person they are “tricking.”  
 
    Mind games in real-life work a little different. A mind trick may be a simple stab at the other person where it really hurts, to get “under their skin” or to strike a nerve with them. The purpose of the mind trick is not to control outright—as in the case with the powers of the Jedi—but to divert frustration, as well as a wide range of other emotions inside the target.  
 
    The role that mind games play in dark psychology is more akin to an auxiliary tool for manipulation. A successfully deployed mind trick may soften up an individual for additional attacks. Even it can be used to invoke other behaviors, much like someone poking a pull with a stick to get it inside of its pen. Finally, it can be used as smoke and mirrors to divert attention from the attacker. 
 
   
  
 

 Defining the Mind Trick 
 
    A Jedi master can simply beam an invisible manifestation of the Force into their victims and implant a thought. A dark manipulator has no such recourse. Instead, they need to do it through language. Spoken and written (or texted) word is the primary attack vector of the mind trick, but it can also come in the form of actions taken against the target. 
 
    Another term that could easily be used to describe a mind trick is a mind game. Both can be used interchangeably, but the mind game most commonly refers to a larger campaign or goal that is being carried out through using mind tricks. The mind game becomes the overall strategy, with each mind trick being individual tactics.  
 
    A mind trick can be a spoken sentence or command, but it can also be an action. This opens up the possibility for unilateral attacks that don’t rely so much on language. Actions like eating someone's lunch at work, giving them a gift for no reason, and using the silent treatment are all examples of mind tricks that don’t require an attacker to utter words.  
 
   
  
 

 Mind Tricks in Human Relations  
 
    People play mind tricks on each other all the time. It has come to be expected in relationships, at least to some degree. Usually, they result in mind tricks because there is some issue in the relationship that they are too squeamish about addressing and instead prefer to use side-channel attacks.  
 
    Mind tricks are also used offensively to break an opponent from afar. Mind tricks take the form of harassment if the objective is to disorient someone or to push them “off their game.” Any competitive pursuit will have a certain element of mind trickery going on. This is evident at just about any major televised fight weigh-in or briefing. The two fighters or boxers are already at each other's throats without even being in the ring.  
 
    A mind trick directed at someone else can either be aggressive or passive-aggressive. Both have their unique set of applications, their strengths, and their weaknesses. Overt aggression can be used in fear-based tactics to get someone to back down. Passive-aggression can be used to annoy somebody, often without them being able to retaliate. 
 
    The effectiveness of the mind trick will vary on the context of the situation as well as the psychological makeup of the target. If the target is stalwart in all aspects of their psychology, starting a mind game campaign against them might not be wise. On the other hand, someone who is easily excitable, emotional, or hot-heated is more susceptible to mind trickery.  
 
   
  
 

 In the Workplace 
 
    Office politics is the major area where mind tricks are used on a near-daily basis. Here, there are protections in place where one couldn’t just muscle their way to the top. Instead, the battle is fought through wits. Even if one has no desire to climb the social ladder, they still might want to defend themselves from being mistreated by others.  
 
    Be wary of the overly friendly coworker who is good to you, but who openly talks smack of other workers behind their back. This is a manipulation technique used by psychopaths and less scrupulous workers to gain your trust. Before long, this trust relationship is elevated, and it will be target who dishes out the dirty work of their manipulator. This is a type of aggressive mind trick.  
 
    Spreading rumors and badmouthing others are some of the basics of mind games in office politics. A single person spreading discord from inside the organization can take down entire teams one by one. There will almost always be at least one bad apple in a large workplace.  
 
    Reverse badmouthing is just as bad. This is what happens when a coworker approaches you and indirectly convinces you to badmouth someone. Usually, by saying something like, “Don’t you think X is really bad at making reports?” If you agree with them, they can then go up to X and tell them that you think they are bad at making reports. These people are generally very persuading, so they are best kept at a distance.  
 
    Very often, the terms “office politics” have nothing to do with actual political like behavior. A lot of it just means drama in the workplace, in the form of badmouthing and spreading rumors. Those who are targeted may be skipped when it comes to hand out promotions, given that their attackers were successful in their efforts to discredit them.  
 
   
  
 

 Passive Aggression and Sabotage in the Work Place  
 
    Remember that the goal of office politics is to gain promotions and pay raises while at the same time excluding others from getting them. They may also determine who gets to work on what, and who gets to offload their “dirty” or undesirable work to another employee or team. The people who make decisions, like general managers and bosses, are never to be treated as friends.  
 
    Passive-aggression can be “accidentally” misplacing employees work order, causing them to have to resubmit it and fall behind everyone else. Very rarely will passive-aggression come in the form of purposeful inefficiency unless it is coming from the top. A company’s seniority can afford to slack off during work purposely, but if the lower employees do it, they are liable to be fired in time.  
 
    Sabotage is pretty straight forward and is a risky option because if caught, the consequences are severe. But if executed well (perhaps with help from an underling or a “minion” who the attacker has manipulating into doing their bidding) then the sabotage can get employees fired, or even seriously injured. The most common targets for sabotage are machinery and computer systems.  
 
   
  
 

 Aggression in the Workplace  
 
    Aggression in office politics most commonly comes in the form of badmouthing, but may also be through one-upmanship, or constantly being in a competitive state where one must be superior to the other. One-up man ship is interesting because it doesn’t always reflect some political goal. It may simply be a projection of insecurity.  
 
    An attacker who uses one-upmanship is trying to get into the head of their target. The goal may be to affect their self-esteem or to belittle their achievements. An attacker can also lure someone into a game of one-upmanship in order to exploit insecurity. For example, the coworker who constantly finds the need to be better than others may be projecting, while the coworker who does it selectively is looking to fulfill an objective.  
 
   
  
 

 Mind Games in Interpersonal Relationships 
 
    Sometimes in romantic and platonic relationships alike, there is the tendency to play similar games. When it comes to romance, an attacker may exhibit pettiness or overly controlling behavior just to get a reaction from their partner. Most of the time, this comes under the context of emotional manipulation and abuse.  
 
    For example, an attacker may try to wage a jealousy campaign by purposely flirting with other people while in the earshot of their partner. They might have zero intentions of getting involved with someone else, but they want to see how the partner behaves in response. There is a power relationship here where the attacker is clearly in control of the other.  
 
    Other manipulations may be gas lighting based, again for the purpose of emotional manipulation. Something that is common both in romantic relationships and familiar ones is the charge of not receiving enough emotional support. Commonly found in single parents, or parents with partners that work away from home, emotional support may be used to gaslight children of narcissistic parents.  
 
    Emotional incest happens when a parent demands that their children give them the same sort of emotional support one would normally expect from a spouse. It can be particularly damaging to the child’s self-esteem and lead to behavioral problems down the road, just like normal incest might do.  
 
    A lack of emotional support (or a perceived lack) in romantic relationships opens up the floodgates for a particularly nasty breed of gas lighting where the targeted partner is made to feel that they are not good enough.  
 
    With all types of mind games, the best defensive is to simply not partake in them. Office politics are optional, and one only needs to be nice to their fellow coworkers to avoid the fire. While the best strategy is to simply not play along, it also limits the potential one could have from using dark psychology to get ahead.  
 
    With interpersonal relationships, the attacker is always the one who is in control. Such situations are best avoided by simply leaving the relationship. Simply knowing when a person is trying to play mind games is helpful, because otherwise they are easily disguised as genuine concerns in a healthy relationship.  
 
    But mind games are in no way healthy. Should one choose to participate in them to reach a goal through manipulation is another thing entirely.  
 
    


 
   
  
 

 CHAPTER 9:  

How to Use NLP to Exchange Energy and Improve Conversations 
 
   H ow can it work? All things considered, NLP instructs you that we as a whole have certain inclinations by the way we think, how we speak to the world to ourselves. On and when we can comprehend the manner in which that we figure, at that point, we can impact how we think. 
 
    For instance. We, as a whole, have a favored framework for deciphering what goes on in our lives into our musings. We either like to utilize our feeling of sight, sound, or contact. In the event that we have a favored feeling of sight, at that point, we will interpret effectively what we experience into pictures in our mind. On and when we have a favored feeling of touch, at that point, we will effortlessly make an interpretation of that into interior emotions and so forth. 
 
    Let’s state that we have an inclination for sight, or pictures. This will get clear in addition to other things in the things that we state, "see you later," "I can see that event," "Out of the picture and therefore irrelevant" and so forth. All expressions that include the feeling of sight. 
 
    On and when we have an inclination for contact, at that point we may make statements like "look you up some other time," "you can clutch that idea," "I get a positive sentiment when I think about that" all expressions that include a physical feeling of touch or feeling. 
 
    Thus, in the event that we know this, at that point, we can tune in to what individuals state, and we can determine what their favored vehicle of correspondence is. We can increase oblivious impact over them by utilizing their favored arrangement of correspondence back to them. Thus, we will utilize words and expressions that they use so as to do this. 
 
    Have you seen that individuals like individuals who resemble them?  
 
    In this way, when they breathe in, you breathe in, when they breath out, you breath out. Notice how it gives you an oblivious association with them. They won't realize what you have done; however, they will feel progressively associated with them and they will like you all the more subliminally. 
 
    One of the significant commitments NLP has made to self-awareness and life improvement is its applications to correspondence both inside and outside. NLP offers numerous functional methods to enable us to participate in increasingly important cooperation’s with people around us by constraining a significant number of the hindrances to viable correspondence. This article takes on a portion of a gander of the manners in which NLP can improve our relational abilities explicitly with others, and in doing so, upgrade the nature of our lives. 
 
    Called Neuro-Linguistic programming for an explanation, NLP is centered on the language designs associated with the manner in which we speak with ourselves as well as other people. Language designs, explicitly the words we use and how we use them profoundly affect our experience of consistently life. At the point when we have an encounter of any sort, at that point, we give a mark to that understanding, the name, or the words we use BECOME the experience. For instance, you come back from a day at Disneyland and somebody asks you how it was. You may answer it was wonderful, fabulous, exciting, startling, energizing, fun, heart siphoning or insane... whichever word you decide to depict the experience, IS the experience. Let's assume you picked 'frightening.' Extremely the word 'frightening' is nothing, it's only a mix of letters. And yet startling is a believing, a lot of contemplations and mental symbolism that is related to that blend of letters. Think about this: Imagine on and when you didn't have a clue about the word startling? For reasons unknown, it had been overlooked from your jargon, or you'd never heard it said as a kid. OK realize that how will generally be 'terrified?' It's accounted for that some little island countries don't have a word for 'war…' Envision how that influences their lifestyle! 
 
    Words cause compound responses in our brains. The things we state or hear said to us, especially the words that they are said in, cause us to feel certain ways about things and respond in specific manners to specific conditions. 
 
    How would you answer when somebody asks, "How are you?" Do you carelessly answer "Fine" or "alright." How would you feel when you state that? How would you feel after you have said it? 
 
    Imagine a scenario where you answered "Remarkable," "Extremely Superb," or “Awesome.” Do you figure you would feel in an unexpected way? Two individuals can have similar encounters every day, except one can mark them "alright," and one can call them "Great," and as an outcome one individual will FEEL wonderful and one will physically feel OK. 
 
    Do you see the intensity of words yet? 
 
    If not, consider it in a progressively outside correspondence type setting. Let's assume somebody has recently given you their feeling on something and you answer, "I don't know I agree…" Do you figure this would make the individual feel distinctively to on and when you said, "You're WRONG." The two answers have demonstrated a similar importance... you don't concur with them, yet the words utilized make significantly various responses, thus enormously impact the connection between the two individuals. Alright, OK you get it, words impact how we feel. 
 
    As a Life mentor and NLP ace specialist, NLP is a ground-breaking technique that can assist you with getting the outcomes you need in all aspects of your life. By utilizing the accompanying procedure you will have the option to tweak your objectives, find what you truly need and the means, to accomplish it! 
 
   
  
 

 Positive 
 
    What do you need? This must be expressed in the positive as your subliminal personality doesn't have the foggiest idea about the contrast between constructive and contrary. 
 
    Did you realize that residence in the negative can really be awful for your wellbeing! 
 
   
  
 

 Tangible explicit 
 
    
    	 By what method will you know when you have it? 
 
    	 Where are you going to do when you have them? 
 
    	 What will you see, hear and feel like when you have it? 
 
   
 
    
    	 Contextualized 
 
   
 
    
    	 Where and when would you like to have it? 
 
    	 Where and when do you not need it? 
 
   
 
   
  
 

 Self-attainable 
 
    It is significant that the objective must be inside your very own domain of impact, for example is something over which you have control. 
 
    
    	 What assets do you should have the option to accomplish it? 
 
    	 What do you have to do to accomplish it? 
 
    	 Is this something which you, yourself, can accomplish? Or then again does it necessitate that other individuals carry on with a specific goal in mind? 
 
   
 
   
  
 

 Natural 
 
    What are the favorable circumstances and the weaknesses? There are consistently inconveniences in rolling out an improvement—being aware of these keeps you 'at cause' by settling on it your decision. 
 
    
    	 What are the upsides of rolling out this improvement? 
 
    	 What are the disservices of rolling out this improvement? 
 
    	 What will accomplishing this lose you? Become?  
 
   
 
   
  
 

 Beneficial 
 
    This is the inspiration question. Which of your qualities will be satisfied by accomplishing this objective? 
 
    
    	 What's critical to you about getting it? 
 
    	 What will this objective assist you with abstaining from feeling?  
 
    	 What is the advantage of this objective? 
 
   
 
   
  
 

 The initial step 
 
    Do you have an initial step? So as to transform your fantasy into a solid reality you pole venture out, without it you won't gather up adequate speed to make you to the following stride. 
 
   
  
 

 Use NLP to Create Changes and Shifts for Others During Ordinary Conversations 
 
    Discussing successfully with other individuals is a fundamental ability that couple of are extremely ready to accomplish. Since individuals learn and process data in an unexpected way, your individual style may not concur with the individual you're addressing. This dissimilarity in correspondence styles regularly prompts mistaken assumptions and hard emotions. 
 
    Consider the possibility that you had the capacity to quickly set up affinity with anybody. On and when you right now feel cumbersome when meeting new individuals, you are not conveying viably and could be losing commonly compensating connections. The capacity to make an association with somebody finishes you pretty much every part of your life. Personal, business and easygoing connections are altogether affected by your capacity to enough convey in a way that is effectively comprehended and generally welcomed. 
 
    NLP offers a few procedures that enable you to express what is on your mind just as to comfort the other party. In the event that they are in a casual perspective, they will be increasingly open to your thoughts and perspectives. 
 
    Animals in the normal world do almost no correspondence through vocal language. Just individuals depend exclusively on the expressed word to demonstrate our contemplations, emotions, thoughts and by and large perspective. While watching other living things, it turns out to be very evident that a discussion is going on that we don't hear yet that they unmistakably get it. Not clear to most people, we also have an implicit exchange that we use to convey our perspective to other people. What we know as non-verbal communication is frequently disregarded or not taken note. NLP utilizes this implicit language now and again to build up affinity and a feeling of recognition. 
 
    This is accomplished by discreetly watching the non-verbal communication of the other individual. When you get a feeling of their stance, characteristics and manner of speaking, you can start the way toward coordinating and reflecting these practices. There is inquire about that emphatically proposes we like individuals who are most similar to us. By imitating the conduct of another person, you are comforting that person and making the person in question increasingly responsive to loosened up discussion. Along these lines, they will tune in to what you need to state with a receptive outlook and can be emphatically impacted. 
 
    Implanted directions are questions that lead with a recommendation of an idea or thought that at that point becomes planted in the audience members mind. An inquiry that starts with "What might it be like..." makes the audience picture their answer before vocalizing it. Giving an idea setting makes it a reality and by posing these sorts of inquiries, you are giving your audience another reality and changing their conviction framework. 
 
    In spite of the fact that NLP could be viewed as a training that is utilized for control, it ought to be utilized as a positive impact for you and your general surroundings. At the point when utilized in a valuable way, NLP can decidedly change your world and the truth of others that you come into contact with regularly. This positive impact reduces strife and fortifies connections. 
 
    


 
   
  
 

 CHAPTER 10:  

Behavior Analysis 
 
   T he explanation a great many people neglect to comprehend human conduct accurately is that they take a gander at their conduct without thinking about different factors. 
 
    The equivalent goes for people, you will not understand human conduct accurately before you contemplate the individual's convictions, values, way of life, perspective and every single other variable that influence him straightforwardly or in a roundabout way. 
 
    Individuals are results of a wide range of impacts. Qualities, condition, culture, and, obviously, our childhood. We effectively process and associate with a consistently changing world around us. As we attempt to explore through this world, we adjust and gain proficiency with specific practices so as to endure. So how might we clarify why we accomplish the things we do? Fortunately, science has the way to understanding human conduct.  
 
   
  
 

 Scientific Examples That Can Help Us with Understanding Human Behavior  
 
    
    	 Why We Credit Accomplishment to Ourselves However Accuse Others When We Have Fizzled  
 
   
 
    With the goal that we can comprehend the world, occasions must have some reason or importance behind them. This causes us to comprehend what's happening. All things considered, we will in general quality this reason with regards to our conduct. 
 
    This is Attribution Theory. 
 
    There are two kinds of attribution: 
 
    a)    Internal Attribution – where we relegate causes to inner factors (ourselves) 
 
    b)    External Attribution – in which we appoint causes to outer factors (others) 
 
    At the point when we have succeeded, we are bound to utilize inward attribution, accepting that we are liable for the success. Then again, on the off chance that we come up short or commit an error, we'll want to utilize outer attribution. At the end of the day, it wasn't our flaw, factors beyond our ability to do anything about were to be faulted. 
 
    And what is the reason we are doing this for? One reason is on the grounds that we need to be found in a decent light. We would prefer not to recognize that disappointment is down to our own errors. Another hypothesis is that by utilizing attributions, we are securing ourselves. If we can accuse others, we stay away from discipline or recriminations. 
 
    In any case, examine shows that we don't help ourselves by these self-serving attributions. One specific study found that competitors with more experience would, in general, make less self-serving attributions. This enabled them to concentrate more on the genuine causes that were keeping them down. By doing this, they improved their presentation. 
 
    This is one hypothesis where understanding human conduct can enable us to improve. 
 
    
    	 Why We Consequently Accept What We See, Hear and Read 
 
   
 
    We have through and through freedom, right? Moreover, we are, without a doubt, the cleverest animals on earth. It is likely then that before we make a judgment on a circumstance, we have weighed up every one of the advantages and disadvantages. We question everything before us. 
 
    Very. Indeed, the inverse is valid. Rather, we naturally accept whatever is placed before us. What's more, you realize that well-known axiom—'truth can be stranger than fiction?' Indeed, it likewise applies to what we hear and read. 
 
    This is Automatic Thinking. 
 
    So be it, for what cause do we naturally accept what we see? A very ongoing investigation (2018), which manages why individuals succumb to counterfeit news, trusts this is on the grounds that we are lethargic. The investigation investigated purposes behind having confidence in 'conspicuously wrong features' and discovered that helplessness to counterfeit news is driven by sluggishness. This may appear to be somewhat brutal yet there is some fact behind it. 
 
    Prior research proposes that tiredness is the issue. In one test, members were approached to suggest jail sentences in the wake of perusing wrongdoing gives an account of two guilty parties. Members were informed that inside the wrongdoing reports any bogus proclamations were set apart in red. 
 
    At that point, a large portion of the members were occupied while the others finished the test in typical conditions. At the point when the members were diverted, they didn't have the opportunity to process the bogus articulations and gave longer sentences to the burglar. 
 
    Be that as it may, I believe it's more than that. We need to settle on the spot judgment calls throughout everyday life. What's more, on account of that our senses kick in and we depend on past encounters. As we need to respond rapidly it bodes well to accept what we see and hear. 
 
    Our progenitors didn't have the opportunity to lounge around, discussing whether it was a gigantic mammoth stomping on towards them. Be that as it may, clearly, circumstances are different. This hypothesis can help with understanding human conduct specifically conditions. For example, our judgment can be debilitated when we are worn out and diverted. 
 
    
    	 Why We Just Prefer to Contrast Ourselves and Comparative Sorts of Individuals 
 
   
 
    A considerable lot of us contrast ourselves and companions, associates, relatives, even accomplices. Whatever it might be, what do each of these people share for all intents and purpose? They are overall prone to be fundamentally the same as ourselves. 
 
    This is Social Comparison Theory. 
 
    We find out about ourselves and our capacities by contrasting ourselves with other individuals. This is on the grounds that we want to reconsider our lives. The thing is, we can't do it without correlation. So be it, for what cause do we just contrast individuals that are comparative with us? 
 
   
  
 

 The Secrets of the Mind  
 
    As people, we live in a little universe of little and normal potential outcomes. Our cerebrums channel and contrast us with the best plausibility of what we ordinarily know, regardless of whether this is vocation situated decisions or extraordinary sentimental loves and doesn't contrast us with the most ideal of what is. This is on the grounds that, more than a huge number of long stretches of advancement, our cerebrums have developed to pursue certain designed proclivities, for example, security, plenitude (riches), forward movement, and peacefulness. These designed necessities guarded us from deceptive conditions, adversaries, and insecurity and made us maintain a strategic distance from circumstances that would be dynamic, circumstances that would push our minds as far as possible. In this article, we will investigate the different courses and techniques you can use to open that maximum capacity that everybody is discussing.  
 
   
  
 

 The First Route: Unwire Your Brain 
 
    As science states, it is incomprehensible for individuals to remain in a similar consistent state. This is on the grounds that we are either getting the hang of, blurring, developing, or falling. We see this with the life and passing cycle of our cells; they either decide to develop or decide to bite the dust. Something very similar happens in our minds, as our neurons, the cells which are liable for transmitting data all through our bodies, should likewise decide to develop or vanish. This outcomes in a procedure called live wiring, where your neurons re-make and re-structure the elements of your sensory system progressively. So how would you tap into this and push your cells to pick development? By accomplishing the accompanying things. 
 
    
    	 Choose to Always Be Curious: you need to decide to be interested about your general surroundings, your circumstance, and your prompt surroundings. Instead of getting up toward the beginning of the day prepared for everyday practice and programmed day, attempt to be increasingly alert and cognizant about the world that your faculties take in. At the point when you open yourself up to boosts and normally pose inquiries about it, you are compelling your mind into an animating domain. This pushes the mind to break down further, make new idea designs, and to address what it sees. On the off chance that you locate this troublesome from the start, attempt to envision yourself as an outsider looking in context. 
 
    	 Pause Before Reacting: the principal thought you consider when responding isn't regularly valid or characteristic of what your identity is. These are our designed default propensities that our minds consequently hop to because of perceived examples. At the point when you stop before responding to a test, misfortune, or a chance, you really get the chance to pick your enthusiastic response. This enables you to assume responsibility for the circumstance or possibly your reaction of it. One method for rehearsing this brief instant reaction framework is by utilizing perception situations. Envision that you are grinding away, and your manager sends you a feared email about such and such; picture how you ought to respond as opposed to yielding to the first instinctual response. 
 
    	 Choose to Make a Real and Tangible Impact on the World: recall that life isn't about what others consider you thus, when you end up playing to the tunes of online visits, preferences, and hearts, comprehend this isn't generally filling your need. Rather, attempt to consistently be propelling yourself towards what furnishes you with value and reason. This powers you to consistently be thinking and consequently, continually up wiring your mind.  
 
   
 
   
  
 

 The Second Route: Emphasis on Your Well-Being 
 
    Notwithstanding pushing your neurons to develop, we can likewise push our bodies to make new nerve cells through a procedure called neurogenesis. What would it be a good thing us to open this mind mystery? It can improve your memory, give the state of mind security, and even fix harm from substance misuse. Neurogenesis gives us an open door to improving our emotional well-being and expanding our psychological power. Accomplish the accompanying things. 
 
    
    	 Make Sure You Get Plenty of Sleep: on the off chance that you are not getting enough rest, at that point, your body can't fix itself or construct, re-structure, or make new neurons. It's totally important that you are getting a well-refreshed rest that is on a normal timetable. 
 
    	 Reduce Your Stress Levels: a distressing life keeps your cerebrum from having the option to develop new cells and delayed pressure likewise prompts a ton of physical ailments and mental weariness. Ensure you have a morning and daily schedule that you pursue, just take on what you can reasonably accomplish on an everyday premise and set aside a few minutes for yourself to get outside and work out.  
 
    	 Voraciously Read (and Learn): books resemble compact enchantment for your cerebrum. They assist you with opening up better approaches for intuition, produce expanded network in the mind, and increment your knowledge, intellectual proficiency, and jargon. The more you read and learn, the better your cerebrum can work and extend. 
 
    	 Remove Harmful Substances: liquor and medications can counteract the arrangement of new recollections, avert the advancement of new associations, and they can prevent the development of new neurons. 
 
    	 Intermittent Fast (Cut Calories): by performing discontinuous fasting or calorie confinement, you can bring down your leptin levels and drive your body into autophagy, which is the point at which your phones get out poisons and expel squander.  
 
   
 
    


 
   
  
 

 CHAPTER 11:  

How Your Mind Gets Manipulated Without You Being Aware 
 
   S ometimes we give people control of our minds without even realizing we are making it easy for them. There are several ways this can happen.  
 
   
  
 

 You Don’t Take Care of Yourself  
 
    There might be times throughout the week that you don’t take good care of yourself. These moments might fall on the weekend when you are trying to relax after a busy week and prepare for the next week. They also might happen in the evenings, especially if you have had a stressful day.  
 
    While you are just taking it easy and allowing yourself to relax as you prepare mentally for your next day or week, people who want to control your mind are going to see this as an open door. They are going to start their strategies around the times you are not taking care of yourself. First, they might show that they are being incredibly helpful by running a bath for you, doing your shopping, completing your errands, doing your chores, or making something for you to eat.  
 
    They will slowly start to make other decisions for you, whether they need to be made while you are trying to relax or during the day when you are at work. At first, this might be hard to spot because they are so helpful during the times you are trying to relax. You might also try to tell yourself that their behavior is fine because they are helpful. By the time you start to notice a problem with it, you might feel that it is too late, or you might start to feel that the person is right, you do need help making the decisions.  
 
   
  
 

 Rebels Are Easily Controlled  
 
    Many people believe that rebels would be the hardest people to control. However, they are some of the easiest. This is because the rebels are often the ones who are monitored more closely. They are also people that others think need more help making decisions, so they can go on the “correct path” and “turn their life around.” When someone is a master at mind control, they often look for rebels because they know how much easier their job will be.  
 
    Many psychologists believe that subconsciously, rebels are asking to be controlled. They want an authority figure in their lives to tell them what they can or cannot do. Of course, they will continue to rebel a time or two, but that is when they want someone to correct their behavior and try to guide them on what they need to do. This is often something rebels won’t admit because they don’t realize this is how they feel.  
 
   
  
 

 You Are Afraid of Making Mistakes  
 
    If you struggle with anxiety and have a fear of making mistakes, you are more likely to come under someone’s control. This is because of the self-doubt you hold about yourself. It creates a doorway for mind controllers. Furthermore, you also tend to lack self-confidence and have more of a negative self-image than other people. This makes it easier for people to control you mentally.  
 
    Of course, you won’t mind the decision-making that the mind controller is doing. It might make you feel more comfortable as you don’t have to make decisions by yourself. You will also feel that they won’t make as many mistakes.  
 
    One of the best ways to close this door is to realize that everyone makes mistakes. You also want to realize that making mistakes is fine because it allows you to learn. The more you get into this mindset, the less likely you are to become controlled by someone else.  
 
   
  
 

 Asking for Guidance You Don’t Need  
 
    Asking for unnecessary guidance is something that you will do for several reasons. One is you might like the person. This means that you will ask them for help so you can spend time with them. You don’t realize that what you are doing is allowing them to control your mind. Second, you have low self-confidence. You don’t always trust the decisions you make, so, similar to being afraid to make a mistake, you ask them to guide you.  
 
    While it is fine to ask for help now and then, you shouldn’t ask for help on a consistent basis. This is asking for people to control you, even if this isn’t your intention.  
 
   
  
 

 Inviting Controlling People into Your Life  
 
    You might be the person who doesn’t mind being controlled. Therefore, when you meet someone who is willing to control your thoughts and actions, you are going to invite them in. You don’t mind the control because you have a desire to be controlled. You don’t understand what this desire is, typically because it is a part of your subconscious, but you are aware of it.  
 
    You also might not realize how controlling the person is. You might feel that you are giving them some control, but they take more than you imagined. Of course, you might also do this unknowingly because you don’t realize they are controlling.  
 
   
  
 

 You Struggle with Saying “No”  
 
    Some people struggle with saying the word “no,” and you might be one of them. You might feel bad when you tell people you can’t do something to help them. Therefore, you help them whenever they ask. This only makes you overextended on your duties, which is an open window for mind controller. Even if you don’t realize you are letting them in, they will come in and make you believe they are helping you. While they will, they will also start to make your decisions, tell you what to do, and how to do it.  
 
   
  
 

 You Aren’t Fully Aware of Your Emotions  
 
    You might push your emotions aside because you don’t know how to handle them. You feel too deeply, or you were never taught how to handle your emotions. Unfortunately, when you are not fully aware of how you are feeling, a mind controller can easily and quickly step in. Even if you start to feel that they are taking control, this is an emotion you might push aside.  
 
    Another problem of not being clear of your emotions is you don’t fully understand your values. This means you will struggle with making decisions. You will find you second-guess yourself and, sometimes, you are still not sure you made the right choice. This often causes you to dread making decisions, which makes it easier for a mind controller. While you feel like they are helping you make decisions, they are setting you up.  
 
   
  
 

 Moody Behavior  
 
    People who are using mind control to try to get you to do what they want will often sulk or become moody when you don’t follow their wishes. While this can often be a sign that your significant other is spoiled and used to getting their way, mind control can become a part of how they get their way.  
 
    The reason why this is important is that you will find that you are changing your behavior so you can stop your significant other from sulking. Any behavior that causes you to change your actions or responses is a sign of mind control. The more you change your behavior in order to please them, the more successful they are at mind control.  
 
    It is important to realize that this is a part of every relationship. If it doesn’t harm you, such as your significant other sulks until you agree to eat at the restaurant he wants, then there is nothing to worry about. When you need to worry about mind control is when it becomes harmful or damaging to your mental, emotional, or physical health and well-being.  
 
   
  
 

 They Will Become Highly Critical of You  
 
    People who use mind control follow the “us vs. them” mentality. This means that they will look at all the people on the outside as “them.” When it comes to this mentality, they will believe that they are out to get both of you. This will often become one of the reasons why they are trying to isolate you from your friends and family.  
 
    The criticism comes in when you don’t follow their wishes and continue to associate with people, they don’t want you to. They will say things like you are stupid to associate with people who don’t care about you or them. They will also tell you that you don’t care about them if you continue to associate with people on the outside.  
 
    Another form of criticizing is they will continuously criticize the outside world. They will state that people who associate with them are special because they are better than anyone else. They will believe that they hold a superiority against everyone else and no one else will ever be as good as they are. This is the main characteristic of narcissism, a personality that often uses mind control in order to get what they want.  
 
   
  
 

 They Limit Your Choices  
 
    Another sign of mind control is that your choices are limited, or you simply aren’t allowed to make your own decisions. It doesn’t matter if it is deciding what to eat, where to go, or what to do, you are not able to decide alone. While your significant other might discuss your options with you, in the end, they are in complete control of what is decided.  
 
    There are several stories of people controlling their partner’s choice in clothing. Sometimes this is because your significant other doesn’t want you to wear certain clothes in public because they feel it isn’t what you should wear when you are in a relationship. Other times it is because they want to know everything you are wearing, which means they might pick out your clothes for you. They will also make sure that the clothes they picked out are the clothes you are wearing, or you will have to deal with the consequences.  
 
   
  
 

 You Become Increasingly Isolated  
 
    This is always a more recognizable sign if you are more extroverted than introverted. However, the emotions that you will start to feel through isolation can tell you whether you are being mentally controlled or not.  
 
    People who want to control your mind will start by pushing you away from the people you aren’t close to, at first. They will then start to isolate you from your close friends and family. Of course, you will probably be warned by people who see what is going on. However, you are less likely to listen to them as the isolation starts to sink in. This can happen because people who become isolated often fall into a depression. As humans, we need to have human communication and presence in front of us from time to time. If we are unable to get this, our mentality and emotions will start to suffer.  
 
    


 
   
  
 

 CHAPTER 12:  

Other Manipulation Techniques 
 
   A  manipulator is going to work in order to reach their final goal. In order to reach this final goal, the manipulator will use any technique that they can in order to get people to do what they want. The five most common techniques that will be used by a manipulator to reach their final goals include blackmail, emotional blackmail, putting down the other person, lying, and creating an illusion. 
 
   
  
 

 Creating Images in People’s Mind 
 
    In addition to lying, the manipulator is going to be an expert at creating illusions that are capable of bringing about their final goal more effectively. They will work to create a picture that they want and then convince the subject that this illusion is actually reality; whether or not it is does not matter to the manipulator. In order to do this, the manipulator is going to build up the evidence that is needed to prove the point that works to their goal.  
 
    To start the illusion, the manipulator is going to plant the ideas and the evidence into the minds of the subject. Once these ideas are in place, the manipulator will be able to step back for a few days and let the manipulation occur in the subjects mind over that time. After that time, the manipulator will have more of a chance of getting the subject to go along with the plan. 
 
    Manipulation is a form of mind control that is difficult for the subject to avoid. Unlike brainwashing and hypnosis, manipulation is able to occur in daily life, and in some instances, it can occur without the subject having much knowledge or control of it. The manipulator is going to work discretely in order to reach their final goal without getting the subject suspicious and derail the process. The manipulator will not worry about who they are hurting or how others might feel and most of them are not capable of understanding the needs of their subjects. They just know that they want something and that the subject they have chosen is going to help them to get to their goal.  
 
    The techniques that are meant to help explain what goes on during the process of manipulation and how the mind of the manipulator will work. It is often best to attempt to steer clear of anyone who might be a manipulator so that you are able to avoid this kind of mind control.  
 
   
  
 

 Blackmail 
 
    Blackmail is the first technique that would be utilized by a manipulator. Blackmail is considered an act that involves threats that are unjustified in order to make a certain gain or cause a loss to the subject unless the manipulator’s demand is met. It can also be defined as the act of coercion that involves threats of prosecution as a criminal, threats of taking the subject’s property or money, or threats of causing physical harm to the subject. There is a long history of the word blackmail; originally it was a term that meant payments that the settlers rendered to the area that was bordering Scotland to the chieftains in charge. This payment was made in order to give the settlers protection from the marauders and thieves that were going into England. It has since changed to mean something else, and in certain instances, it is an offense in the United States. For the purposes of this, blackmail is more of a threat, either physical or emotional, to the subject in order to coerce them into doing what the manipulator wants.  
 
    Blackmail is also considered extortion in some cases. Although there are times when the two are considered synonymous, there are some differences. For example, extortion is when someone takes the personal property of another by threatening to do future harm if the property is not given. On the other hand, blackmail is when threats are used in order to prevent the subject from engaging in lawful activities. At times, these two events are going to work together. The person may threaten someone and require money in order to be kept at bay and not cause the subject harm.  
 
    The manipulator is going to be able to use this technique in order to get what they want. They are going to take the time to learn things of personal nature about their subject and then they can use that as a form of blackmail against them. They might blackmail their subject by threatening to spill an embarrassing secret or by ruining their chances of getting a new job or promotion. Or the manipulator might work in a more menacing way by threatening to physically harm their subject or the subject’s family if they do not agree to go along with the manipulator. Whatever the blackmail may be, it is used to help the manipulator to get to their final goal with the assistance of the subject.  
 
   
  
 

 Emotional Blackmail 
 
    Another similar tactic that may be used by the manipulator is known as emotional blackmail. During this technique, the manipulator will seek to inspire sympathy or guilt in their subject. These two emotions are the strongest ones for humans to feel and they will often be enough to spur the subject into the action that the manipulator wants. The manipulator is going to take advantage of this fact in order to get the thing that they want; they will use the sympathy or the guilt that they inspire in order to coerce the subject into cooperating or helping them. The degree of sympathy or guilt will often be blown out of proportion, making the subject even more likely to help out in the situation. 
 
    The point of using this type of blackmail is to play more on the emotions of the subject. In regular blackmail, the subject has a threat to deal with, mostly in terms of physical harm to themselves or someone they love. With emotional blackmail, the manipulator will work to inspire emotions that are strong enough to incite the subject to action. While the subject may think that they are helping out of their own free will, the manipulator has worked to ensure that they subject is assisting and will bring out the emotions again whenever it is needed.  
 
   
  
 

 Putting Down the Other Person 
 
    There are other options available to the manipulator if they would like to get their subject to assist in reaching the final goal. One technique that has quite a bit of success is when the manipulator is able to put down their subject. In normal cases, if the manipulator uses verbal skills in order to put their subject down, they will run a high risk of making the subject feel as if a personal attack has been placed on them. When the subject feels like they are attacked, they will bristle and not be willing to assist the manipulator in the way that they want. Instead, the subject will not like the manipulator and will stay as far away from them as possible, making it very difficult for the manipulator to reach their final goal. 
 
    This is why the manipulator is not going to just go around and put down their subject. They have to be more discreet about the process and find a way to do it without raising red flags or making the subject feel like they are being attacked. One way that this can be done is through humor. Humor is able to lower barriers that might otherwise show up because humor is funny and makes people feel good. The manipulator is able to turn their insult into a joke. Despite the fact that the put down has been turned into a joke, it will work just as effectively as if the joke were not present without leaving the visible scars on the subject.  
 
    Often, the manipulator will direct their put down into the form of the third person. This helps them to mask what they are saying more easily along with providing an easy way to deny causing harm if it comes back to haunt them later on. For example, they might start their put down with “Other people think…” If the subject is still able to guess that the comments were made at them, then the manipulator would end it with a throwaway line that might include something like “present company excepted, of course.” 
 
    The idea of the put down is to make the subject feel like they are somehow less than the manipulator. It raises the manipulator up to a new level and leaves the subject feeling like something is wanting. The subject is more likely to want to make things better and to fix any wrong that they have done. This will put the manipulator in a position of power, and they will be able to more easily get the subject to assist them.  
 
   
  
 

 Lying 
 
    No matter what the end goal of the manipulator is, lying is something that they are an expert in and which they will do all of the time to get what they want. There are several different types of lies that can be used by the manipulator that will help them to reach their final goals. One is that they tell complete lies and others include omitting parts of the truth from their subjects. 
 
    When the manipulator lies, it is because they know that the lie is going to further their agenda much more effectively than the truth would. Telling someone the truth might make them not want to help the manipulator out and that would go completely against their plans. Instead, the manipulator will tell a lie to get the subject convinced to do something for them and by the time the subject finds out about the lie, it is too late to fix the issue. 
 
    The manipulator might also decide to omit part of the truth in the stories that they are telling. With this method, they are going to tell parts of the truth but will keep certain things out that are unsavory or which might hinder the progress that is being made. These kinds of lies can be just as dangerous because it will become increasingly difficult to tell what the truth of the story is and what the lie is.  
 
    It is important to realize that when you are dealing with the manipulator, anything that they tell you may be a lie. It is not a good idea to trust anything that the manipulator is saying since they are just trying to abuse and use their subjects in order to reach that final goal. The manipulator is going to do and say anything possible, even lying, to get what they want and they are not going to feel sorry about it. As long as they get what they want, they are not too concerned about how it is affecting the subject or others around them.  
 
    


 
   
  
 

 CHAPTER 13:  

Avoid Giving Manipulators Your Energy 
 
    Focus on Self-Care  
 
   T he manipulator will look for people who do not value themselves. Those who do not see their own inherent value are typically much easier at manipulating into doing what they desire simply because they do not think they deserve better, and when they feel like they do not deserve better, they are not likely to resist the manipulation, even when it hurts them. By focusing on self-care, you are telling yourself that you are valuable. You are giving yourself the care you deserve to ensure that you are healthy and cared for, which makes you less desirable. While most people will find confidence attractive, the manipulator wants nothing to do with it.  
 
   
  
 

 Cut Them Off  
 
    When you are attempting to avoid the manipulator’s antics, perhaps the most successful is by entirely removing them from your life like malignant cancer they are. In completely separating yourself from the manipulator, you will find yourself far happier, rediscovering yourself and your own thoughts and beliefs that have been suppressed all this time thanks to the manipulator’s actions. You will be more successful, more capable of dealing with life, and infinitely happier without that toxicity constantly raining on your parade.  
 
   
  
 

 Ignore, Ignore, Ignore!  
 
    Manipulators want you to follow along with whatever they want you to do. They will say whatever it takes to get that reaction from you, even if their methods are cruel or hurtful. They may even make it a point to say things that you know to be blatantly untrue in hopes of getting you to react negatively or attempt to correct it. For example, they may make a snide comment to you, such as asking when the next baby is due. You could correct the person, calling out their awful behavior, or you could ignore it.  
 
    Think about it this way—when you make it a point to fight back, you are giving them exactly what they want. You are reacting emotionally, which means that the strings that he installed are still firmly in place, which allows them to continue to manipulate you. They can continue to poke and prod at you, hoping to make you more and more upset while they learn all about your triggers that can be used against you in the future. If ignoring is not an option at that particular moment, you can choose to instead not to react or agree with whatever is said just to get the other person to stop. By removing the emotions, you do not reward the manipulator’s behaviors.  
 
   
  
 

 Trust Yourself  
 
    Manipulators thrive off of convincing you that you do not know what is best. They may even go out of their ways to make you doubt your own perceptions of the world, convincing you that you are wrong about inane details about life until you are so convinced that you cannot see the world clearly that you default to the manipulator’s decisions. Instead of listening to what the manipulator says is best for you, it is time to take back the control and trust yourself.  
 
    Look at your own desires. Look at your own opinions. They are valid and worthy of pursuing. You should not allow for the manipulator in your life to make decisions that have very little impact on him or her. Do not allow him or her to define you and follow your own values. After all, you are ultimately the best judge of what is best for you. Those beliefs that you have are acceptable, and no one should be able to take them away from you.  
 
   
  
 

 Do Not Give in To Guilt  
 
    Guilt can be incredibly powerful—in fact, it is so powerful, it was likely used by the manipulator against you several times. Manipulators recognize the driving power of guilt when obligations are not met, and they utilize it well. However, you should not feel guilty for not living up to the manipulator’s standards. You do not have to give in to the manipulator, nor do you have to give in to the manipulator’s attempts to make you feel bad. Remember, recognize your innate human rights and utilize them. You are allowed to say no without feeling guilty.  
 
   
  
 

 Never Ask for Permission  
 
    You are your own person. You do not need to ask the manipulator for permission to do something, nor should you ever feel the urge to do so. Instead of being concerned with the feelings of others, you should instead focus on disempowering the manipulator. He can only control you if you let him, and one of the ways you would hand over power is if you asked for permission.  
 
   
  
 

 Insistence That You Will Not Continue a Discussion While the Other Person Is Emotional  
 
    Oftentimes, as manipulators feel their grasp over a situation slipping away, they will begin to react explosively or emotionally in a last-ditch effort to convince you to stick around. There may be screaming, threats of self-harm, or of harming you, throwing things, or other violence. In this situation, remember two things—the first is that if you feel as though you are in danger, then you need to disengage and contact authorities as soon as possible. Secondly, realize that you are not responsible for the other person’s emotional state, no matter how much he may try to convince you that you are. Telling him firmly that you refuse to have a conversation when he is so upset and walking away is probably the simplest way to end the argument without allowing him to feel.  
 
   
  
 

 Learn the Signs  
 
    The easiest way to protect yourself is by ensuring you know how to recognize the signs of manipulators. Congratulations! You have already done this by reading through this book! As you learn what to look for, you know when something does not look right, and you will be able to question the other person, which brings us to tip #2 
 
   
  
 

 Never Ignore the Red Flags  
 
    You should NEVER ignore any red flags about the other person. If they are behaving in manipulative ways and you recognize that, you should not try to make excuses or give the other person the benefit of the doubt—he does not deserve it if he is manipulating you. Do not give in to any sob stories or anything else said to convince you to give in, and instead, focus on the fact that you deserve better.  
 
   
  
 

 Develop Self-Esteem  
 
    This might be easier said than done, but it is still relevant—you should always seek out ways to develop your own self-esteem. When you do, you will find that you are a much happier and healthier individual. That alone will make you less attractive to the manipulator for the same reasons that focusing on self-care will make you less attractive.  
 
   
  
 

 Make a Support Network  
 
    The easiest targets are those who are already isolated or are easy to isolate. By surrounding yourself with a network of friends, family, and even a support group that pertains to the victims of manipulators could do wonders in terms of protecting you in the future. The more people around you, the more roadblocks the manipulator sees to get you under control.  
 
   
  
 

 Better Yourself  
 
    Also similar to develop self-esteem and engaging in self-care, you should seek to better yourself in some way. Go back to school for that degree you have always wanted, or go to the gym and get yourself in better shape. You could learn a new skill, such as baking or fishing, or begin hiking or volunteering. Find something that you are passionate about and pour yourself into it to better yourself. No one ever regrets acting in ways to better themselves, and it will be a welcome distraction from dealing with the manipulator.  
 
   
  
 

 Never Settle  
 
    Recognize that you are no less deserving of happiness and health than anyone else. You are absolutely deserving of a good relationship, of being respected, and living a happy life, free of abuse and manipulation. You can achieve this through respecting yourself—never settle for someone who is giving you less than the best. The people you surround yourself with should see your value and want you to be the best you that you can be, without feeling the need to change you or manipulate you. You should seek out only people who will help you achieve your goals in life without hindering you, or who will always be there to encourage you rather than cut you down during the tough times. You should never feel the need to settle for a relationship or friendship that is less than you deserve.  
 
   
  
 

 Set Boundaries and Keep Them at All Costs  
 
    One of the keys to minimizing your exploitability is through boundaries. Boundaries are essentially shielding between yourself and the manipulator, and while the manipulator will attempt to bang on that shield in hopes of it shattering, you must have the faith necessary that it will not crack under the manipulator’s attempts. Trust yourself and your boundaries, and always honor them. Do not drop your boundaries because they felt too heavy to hold at that moment. You need to make sure you are keeping them up to protect yourself and to prove to the manipulator that they are non-negotiable, even if that is the hard way to getting what you want.  
 
   
  
 

 Trust the Judgment of Your Friends and Family  
 
    Pay attention to how those around you react to people you invite into your life. If they seem to feel that the person is showing red flags, you should seriously consider their perspectives. They may be onto something—there could be some serious problems that you are overlooking, whether due to infatuation or any other reasons that are keeping you interested in following the manipulator.  
 
   
  
 

 Remember That If It Seems Too Good to Be True, It Probably Is  
 
    Manipulators sneak their ways into the lives of their victims through pretending to be someone they are not. They are masters at pretending to be someone desirable and wanted in order to convince people to let them in. So many people find themselves feeling like they are lucky to have the manipulator in their lives because of how they initially present themselves, but over time, they let their true selves out. They know that no one would want to be around them if they knew the truth, and they hide it for that reason. It is just another part of their manipulation attempts. Do not give them that power and do not entertain it. 
 
    


 
   
  
 

 CHAPTER 14:  

Business Marketing and Advertising Secrets 
 
   T he best marketing plan for any business is to find out customer preferences and deliver it. This way, such a business ends up promoting customer loyalty, and also increases customer references as a way of advertising. The values that most customers hold dear are easy to identify since they are almost universal. These include but are not limited to; best quality goods, good customer service, affordability, and other customer incentives such as loyalty discounts and flexible return policies. It would be in a good sense for any company to try and abide by these and other customer preferences. However, this is not always the case.  
 
    Company priorities may not be in sync with customer preferences. This is because often, the central goal for most businesses is to widen their profit margins as much as possible. As such, paying so much attention to their customer preferences may prove counterproductive. This is because producing the best quality products at low prices while offering good loyalty discounts may not make for the best business strategy. It is for this reason that many business holders have developed clever ways of ‘tricking’ their customers so that everyone goes home satisfied.  
 
    Advertising and miscommunication is often the area of target in manipulating clients. A well-designed advert holds the potential of significantly increasing the sales of a particular product. As a matter of fact, a well-executed advert can have the capacity of causing you to purchase something which you had no prior plan of purchasing. Such manipulation schemes are often executed in batches. This is to say that it is rare to have a single fool-proof plan to sway customers, but rather, separate methods are executed in conjunction with each other in order to achieve the best results.  
 
    The methods through which business people manipulate their clients are numerous. While some may be considered prudent business measures, others border on the downright shady and illegal. Some business owners have been known to pull no stops in their efforts to milk the clients of their bottom dollars. As such it is important to learn how some of these methods are used, how to spot a manipulative businessman, and best of all, how not to fall prey to their scheming minds and tactics.  
 
   
  
 

 Persuasive Advertising  
 
    In business, there are two types of advertising. The first kind is the straightforward type where what you hear or perceive is what you get. This is the honest type of advertising that is void of any trickery or manipulation of potential buyers. Seldom has this type of advertising brought profits in the form of improved sales. This is because customers need to be given reasons why they want to buy an item rather than just being given the specifications of various items. This is where the second type of advertising (persuasive) comes in. This will deal with the different types of persuasive advertising and give common examples of instances of the same.  
 
   
  
 

 Non-Specific Type  
 
    How many times have you run into adverts that are seemingly very attractive but are non-specific when you consider them deeply? Such adverts are usually connected with post-purchase advantages of various items. A good example that I am sure you have come into or will in the future is “Buy this item and benefit from a ten percent discount and an extended warranty.” I have no problem with the first part of the advert. In fact, it seems genuine enough as a result of its specificity. However, the part on the extended warranty is where my problem with the advert lies. Just what is this extended warranty? It would have been much more helpful to specify in the advert the exact amount of time covered by the warranty. You will be surprised to learn the extent of such and other forms of treachery in adverts. Other examples you might find to this effect are; “this product has a long shelf-life,” or “Buy this item at a now reduced price of…” Both of these statements are certainly appealing but non-informative. They would be far more informative and trustworthy if they were more specific. The first one, for instance, should have expressed the shelf-life in exact time while the second one should have stated the initial price of the item. Although not all advert statements similar to these are designed to mislead, a significant number of them are.  
 
    The primary targets for such adverts are those shoppers who may be in a hurry to purchase items. Specifically, they target those people who may not be loyal to any brands and are therefore dependent on adverts to make their choices. When you are in a hurry and have to purchase something, it would make perfect sense to settle for the one with the “extended warranty and shelf-life” even though you may not have a clue just how extended they are.  
 
   
  
 

 Pricing  
 
    Believe it or not, how items are priced can be used as a manipulative tool to dictate purchasing tendencies. You may disagree with this statement by arguing that goods are priced based primarily on their value. You will not be wrong from this argument, but yours would be a rather myopic view of how business is conducted. This is because the values that people attach to items vary from one person to another and so does the financial abilities of individuals. A good businessman is able to appraise a potential buyer and adjust accordingly.  
 
    This is to say that a prudent business person may not treat everyone that walks into his or her store the same way. Take for instance a situation where an obviously well to do business executive walks into an electrical outlet looking to buy a television set. The first selling points regarding such a person would be his general demeanor and his dress code. These two things alone would be enough to tell the salesperson where to begin the tour on the available sets.  
 
   
  
 

 Threat of Loss  
 
    A common advertising statement is a call for people to hurry and make their purchases while stocks last.’ A keen eye and a sharp mind should be able to see through such business lingo and interpret them for the nonsense they are. The first question you should ask yourself when you come across such an advert is; why on earth would an advert be required for a fast-selling item that is about to run out? Why not just let the stocks run out now that it is fast selling? The answer, of course, is that the item is not selling as fast as they make it seem or that there is no risk of it running out any time soon. In fact, the opposite may just be true. That there is an oversupply of the same in the market and they are just trying to bolster their sales. So why do business people use such statements in their adverts despite the obvious flaws in them? The answer is quite simple really. There is a sense of urgency that is created at the point of imminent loss. This implies that people are bound to make impulsive decisions the minute they realize that time is running out. It is not always that this strategy works, but rest assured that its success rate is significant if not impressive. If it weren’t, how would you explain phenomena such as sales of artists or authors skyrocketing posthumously? A good example of this effect was the aftermath of the death of the famous pop star Michael Jackson. His record sales hit an all-time high the period following his passing. To explain this crazy sale, one might chalk it down to the same impulsive buying that is common at the threat of a loss.  
 
    The same threat of loss works so well in other forms of advertising too. More often than not, people will react to threats of losses more than they will to the promise of gain. This is something that business people know very well and have turned it into a very potent manipulative tool. This is the reason why you are more likely to hear messages like “you stand to lose a lot if you don’t go this route” than “you will gain this much if you go this way.”  
 
   
  
 

 Capitalizing on Maslow’s Hierarchy of Needs  
 
    Maslow categorized the needs of individuals into three main groups. The first groups represent the basic needs such as shelter, food, and clothing, which everyone must have at some fundamental level. At the next level are the social needs where people aim to fit into a certain social class. This desire to fit in is often expressed in mimicking other people who belong to that particular class. This is because human beings are social beings who thrive in social groups. At the final stage of needs come psychological needs. Quite a few people often transcend the initial two stages of basic and social needs to actually arrive at this final stage.  
 
    A good business person will understand how Maslow’s hierarchy of needs works and structure his or her business accordingly. The main target category of needs to this effect is often the social needs. Shown below are some ways businesspeople capitalize on this gem of knowledge.  
 
   
  
 

 Selling Brands  
 
    It is expected that whenever you go shopping, there are a few brands that you will definitely stick to. This might be because you’ve personally tried them out and they perfectly suit your needs. If this is the case, then, by all means, go ahead and buy them every time you need a refill of the same. This is, in fact, a good thing since this will mean that you are getting exactly what you want. However, there are some people who choose to buy things simply because others do so. This is the target group that is most vulnerable to business manipulators.  
 
    


 
   
  
 

 CHAPTER 15:  

The Confidence Test 
 
   F aced with some people, we sometimes feel embarrassment, doubt, or experience repulsion (more or less sudden) that is unexplained. Often, these warning signals are not taken into account, and there is a tendency to look down on or even feel guilty about having such ideas. One then castigates himself while repeating to himself:  
 
    
    	 One must not see evil everywhere.  
 
    	 You do not judge someone until you know them.  
 
    	 You always have to trust.  
 
    	 Do not be paranoid.  
 
    	 It is not appropriate to have such thoughts.  
 
    	 Give him a chance...  
 
   
 
    As long as we have the naivety to see and think of the other person in our image, we give manipulators the freedom to abuse us. We are like sheep who think that all other animals are vegetarians like them. The day a wolf comes to the door of the sheepfold proclaiming his hunger, the sheep opens the door and invites him to enter to share his meal. To avoid this type of error, we have developed a test that allows us to uncover the true personality of the person who cannot be identified or whose sincerity is questioned. This is the confidence test that identifies a manipulator based on his actions and not accusing him of arbitrary judgments, ideas, or rumors.  
 
    We all have our share of shade and our share of light. When we fall in love, we only see what draws us to the other: his smile, his intelligence, his eyes, his body, his voice, his sense of humor, etc. We only take into account the good sides of the person who attracts us. But when we separate or when we divorce, we only see his bad sides.  
 
    Reality is not always what we believe; no one is entirely an angel or entirely a demon. It is for this reason that each line of the confidence test is made of two questions highlighting the good and bad sides of the one we suspect of manipulation.  
 
    A single coin always has two faces that are impossible to see at the same time. To help us get away from the doubt and out of the confusion, each line of the trust test, alternately draws our attention to the positive side and then to the negative side of the same behavior. After answering all the questions and considering the difference between the positive results and the negative results, the final result reveals the reliability or, on the contrary, the more or less manipulative aspect of the person thus evaluated.  
 
   
  
 

 The Test of Confidence 
 
    To defend oneself well, it is necessary to know who attacks us and how we are attacked.  
 
    Communication  
 
    
    	 He holds endless and fuzzy speeches. He actively opposes the spread of rumors.  
 
    	 He loves to gossip. He does not dwell on bad news.  
 
    	 He speaks in generalities. He communicates the facts without distorting them.  
 
    	 He blocks communication and preaches falsehoods as if they were true. He is attentive to the problems of the others.  
 
    	 He knows everything, and it is very difficult to impress him. He indicates the origin of his information.  
 
    	 He uses others to spread his messages. He avoids hurting people.  
 
    	 He devalues and belittles others. He knows how to keep secret and will not betray others.  
 
    	 He does not keep his promises. He recognizes his limits and tries to exceed them.  
 
    	 He cannot think of being wrong and refuses to change. He is fundamentally honest.  
 
   
 
    Relational  
 
    
    	 He surrounded himself with people living in fear and failure and brings order where there isn’t. He is a positive influence on those he associates with.  
 
    	 He creates suspicion and sows discord. He enriches the understanding or knowledge of his audience.  
 
    	 He displays a disconcerting assurance or crushes others. He is the target of those who have things to hide.  
 
    	 He seems harmless, even very friendly. He knows how to pass the sponge easily.  
 
    	 He is very resentful and does not forgive anything. He respects the time and efforts of others.  
 
    	 He waits for the last moment to act or ask. He loves and promotes teamwork.  
 
    	 He divides and reigns. He brings support and comfort.  
 
    	 He can destroy someone by pretending to help him. He energizes and makes you want to surpass yourself.  
 
    	 He exhausts the energies of those who approach him. He values and encourages his entourage.  
 
    	 He is surrounded by people who are often sick or absent. He inspires those around him to work hard and improve.  
 
   
 
   
  
 

 How to Use the Confidence Test 
 
    To unravel the reality of appearances, you must first read the two propositions of each line before deciding which one best fits your idea. This alternative makes it possible to provide correctly measured answers for each line of the test.  
 
    Do not answer all questions in one column before moving on to another. This would undermine the impartiality of our judgment by only amplifying the defects of those who annoy us and embellish blindly the reality of those we appreciate. Again, it is imperative to evaluate the positive and negative aspects of each behavior before moving on to the next.  
 
    The person may exhibit characteristics of both propositions on the line. In this case, check both the positive and negative sides.  
 
    After answering all the questions, simply add the results of each column to find out how much and which side tilts the balance of that personality. The result will be positive if the person is reliable and negative if the person turns out to be manipulative.  
 
    It is possible to refine the analysis by studying the distribution of crosses more closely. This allows one to see if the person is reliable or a manipulator in what he says (communication) and in what he is (relational). For example, a person can be very reliable in his activities but manipulative in his communication.  
 
    Thus, a very professional person communicates in a clear, concise, and precise way with the customers. But when she is with her colleagues, she speaks only by innuendo and likes to circulate rumors to pit people against each other.  
 
    If you cannot answer the confidence test questions, there is a good chance that this is because of the confusion caused by the behavior of the manipulator who changes his attitude according to the circumstances or situations he is in. To study these cases, consider determining a specific area of analysis before answering the test questions and keep in mind some examples of suspicious areas: with clients, with colleagues, when you are alone with him, with your family, with friends...  
 
   
  
 

 The Results of the Confidence Test 
 
    The Result Is Negative  
 
    
    	 From 0 to -5: Suspicion! We must continue to monitor this person and to avoid giving anything important to him before obtaining confirmation of his real attitude and before knowing, with certainty, in what areas we can or cannot trust him.  
 
    	 From -5 to -10: Be vigilant! This kind of individual is currently unreliable. It is imperative to control what he says and does in a rigorous and accurate setting. As far as possible, constraints must be imposed to limit the extent of the problems.  
 
    	 From -10 to -15: Attention! He is certainly a manipulator. You have to know how to say no and do not let his words lull yourself. Do not hesitate to ask him for clarification and to verify his statements. Avoid staying too long in his presence.  
 
    	 From -15 to -20: Danger! For sure, he is a very dangerous manipulator. Do not be fooled by threats or promises. Gather written evidence before considering attacking it head-on. If possible, do not go out to meet him or stay in prolonged contact with this person. If this is not possible, avoid talking about sensitive topics. Do like the English, speak exclusively of the weather and leave as soon as possible.  
 
    	 From -20 to -30: Great danger! This kind of manipulator extremely destructive and perverse. However, they are fortunately very rare (Hitler, Stalin, or Saddam Hussein). If he has some power, he will be very difficult to defeat. In the meantime, avoid him without running away. If you cannot, stay polite and get out of reach quickly.  
 
   
 
    The Result Is Positive  
 
    
    	 From 0 to 5: Stay wary! We must continue to monitor this person and especially avoid giving anything important to him before we are more certain about him and know what situations he is reliable in and which he is not.  
 
    	 From 5 to 10: Caution! We are dealing here with moderately reliable behavior. It is better to avoid trusting him too much before he has proven himself, and you are sure of him.  
 
    	 From 10 to 15: Good result! He is a reliable person to trust and rely on. You should recognize his qualities and tell him.  
 
    	 From 15 to 20: Excellent! This individual is extremely reliable and competent. They are a precious person with whom one can work and live with confidence.  
 
    	 From 20 to 30: Miracle! This kind of person is, unfortunately, a very rare jewel. Keep your relationship with them carefully and, above all, be very careful not to lose it.  
 
   
 
    


 
   
  
 

 CHAPTER 16:  

How the Media is Controlling You 
 
   T he term “Yellow Journalism” is shortened from “Yellow Kid Journalism” after the popular Yellow Kid comic by Richard F. Outcault at the end of the nineteenth century. The Yellow Kid was a bald snaggle-toothed kid in an oversized yellow nightgown who stereotyped the very poor in New York City. Sometimes making fun of the poor and sometimes making fun of the rich, the Yellow Kid became a popular and humorous political figure of the time. 
 
    Outcault was working for Joseph Pulitzer at the World when William Randolph Hearst lured him away with a large salary in order to increase his paper sales among those whose loyalties lay with the Yellow Kid. Pulitzer hired another cartoonist and created a second Yellow Kid, and the two Yellow Kids battled each other through the remainder of the century. 
 
    The line between news and entertainment has become blurry as Pulitzer and Hearst competed for the highest newspaper circulation in New York City in the 1890s. Sensationalized news stories became a norm because they drove up newspaper sales and kept Americans hungry for more exciting stories. Often, the news was altered to fit the story ideas that the editors thought would sell the most papers. Sometimes, stories were fabricated and interviews were faked. Pictures would be added to simply create dramatic appeal and make interesting insinuations. 
 
    Pulitzer and Hearst were not overly concerned with what was true, but with what would drive circulation higher than the other’s. 
 
    For example, when the Spanish-American War was on the horizon Hearst saw it as an opportunity to increase his sales and promote his own reputation. He paid correspondents to station themselves in Cuba and come up with stories of violence and brutality, so that he could entice and sway public opinion in favor of the war. The correspondents reported back saying that there wasn’t anything happening, and there didn’t seem to be a war. In a famous telegram, Hearst reportedly said, “You furnish the pictures and I’ll furnish the war.” 
 
    So, they wrote stories about executions, female prisoners, starving children, and brave rebels to effectively inflame public passions about the war (PBS, 1999). When the battleship, USS Maine, sank in the Havana Harbor, the Journal pointed a finger at the Spanish, despite a total lack of evidence that they had anything to do with it, saying that they had put a torpedo under it to blow it up. As readers jumped on board with the war, the president was effectively pressured into sending troops to Cuba to fight the Spanish. This was, arguably, the first war that the news media had such a pivotal role in causing. 
 
    Eventually, the outrageous, often untrue, news accounts that each paper printed started to hurt both of them. Pulitzer became plagued with guilt about his yellow journalism and sought to turn the New York World into a respectable publication again, while Hearst tried to get nominated to run for president and failed after stories printed in his own paper caused the public to speculate that he might be suggesting the assassination of President McKinley. 
 
    While most news media today is held to higher standards of ethical reporting, that doesn’t mean that it’s less influential, or that a newspaper or TV station isn’t concerned with circulation, viewership, and money. News media today still have the same biases and the same propensity to sensationalize what they can get away with in order to drive sales, but they must be a lot more subtle about it today. 
 
   
  
 

 Setting Headlines that Trigger Negative Emotions 
 
    Around the time that the Watergate scandal started to break, journalism professors, Maxwell McCombs and Donald Shaw, were coming up with a new theory of how the news media shapes our perspectives. They called it ‘Agenda Setting Theory.’ The idea is that the news media determine what news events we are exposed to and therefore what we think and talk about.  
 
    They went on to find that every news source has its own bias, even the ones that claim otherwise. NewsHour with Jim Lehrer might take a fairly moderate view on most things, but the slightly more liberal bias and framing might be enough to sway opinions on the edge more in favor of a liberal idea than a conservative one. That being the case, the news media subtly inform our opinions about different events by framing stories in a specific way. While some media sources will make a school shooting about race and ethnicity, others will make it about violent video game use or the deficits of the educational system. Depending on which newspaper you read or program you watch, you might unconsciously find yourself assuming the subtle (or not) viewpoint of the source from which you read about the event. 
 
    The news media can make some topics more salient than others by giving them more words and featuring them more prominently than others. We take our cues about what’s important in the world from what story has the most words on the front page of the paper and what the news anchors spent the most time talking about. 
 
    On the flip side, news media can make other topics less salient by saying less about them and burying them in the back pages of the paper or only mentioning them in passing on the evening news. 
 
    In addition to Agenda Setting Theory, another theory related to news and entertainment media, particularly network television, was making its way onto the scene in the 1960s. Researchers George Gerbner and Larry Gross developed the theory out of an interest in seeing what long-term effects heavy television watching was having on people. Interested particularly in what TV violence does to a person’s perspective over time, they devised a method to figure out the amount of violence present in each primetime show and then invited light and heavy television viewers to take a series of surveys that test for the shows they watch, how much time they spend watching television, and what their worldviews are like. 
 
    Gerbner predicted that due to the quantity of violent television programming people digested every day, they would believe that the world is a meaner, scarier place than those who rarely watched TV (Griffin, 2012). Decades of research revealed that he was correct. Moreover, further analysis of his studies revealed that not only to people who watch more violent television believe that the world is worse than those who don’t, but the content of the program itself influence who people believe the violence is most likely to happen to. 
 
    His studies repeatedly found that violence on TV was more likely to happen to minority groups, children, the elderly, and women than to young and middle-aged Caucasian adults. Because of this, people who view more violent television have a much greater likelihood of believing that violence usually happens to minorities. For example, if you are an elderly African American woman who watches a lot of TV, you will experience more fear that something violent is going to happen to you than a 35 year old white male will, whether he watches a lot of TV or not. The percentage of people who fear violent crimes happening to them is actually much greater than the percentage of people who experience violent crimes. 
 
   
  
 

 How Programs Get Your Reaction  
 
    Programming is paid for by advertisers, who recognize news and entertainment as vehicles to get the word about their products and services into the minds of the public. In order to win better sponsorship, networks produce programming that will most appeal to the advertisers’ target audience. Higher viewership of a certain show means continued sponsorship and more money. This is why excellent shows with smaller, though very loyal, fan bases like Firefly and Pushing Daisies were canceled in the first season, to be replaced by shows that seemed like they should fit a more financially lucrative demographic. 
 
    Thus, news and entertainment programs alike are not about bringing truth and art to the masses or even about making you laugh, but about getting you to sit through the almost fifteen minutes of advertising that play for every hour of programming on TV. 
 
    Advertising is the basis for radio and TV programming, but it doesn’t end there. Ads invade our Google searches, our social media, our videos, and even the movies that play on the big screen. In any given film, a character might be drinking a Coke, using an Apple computer, watching TV on a Sony, and mixing a bottle of Similac baby formula, sending us the subtle message that these are brands and products that our favorite characters endorse—and we should too. 
 
    This phenomenon is not limited to adults with the ability to logically deduce that they don’t need to drink Coke in order to win the girl or be skinny to be loved. Children’s programming is rife with examples of creating brand loyalty in children that will last a lifetime and bring companies millions in revenue ten and fifteen years down the road. 
 
   
  
 

 The Correct Use of Social Media 
 
    Social Media has indeed influenced all of us. We should use these tools to validate our resources before trusting anything presented to us. When you are presented with an unbelievable news story, check multiple sources of varying political agendas. Don’t assume that once you’ve read one you’ve read them all, as you’ll never be able to escape bias entirely. Even the most moderate sources overall will slant one way or another on individual stories. After all, a story with no angle is a boring story indeed. 
 
    Be vigilant about the television programming and movies that you watch. If the shows you like to watch are violent or overtly sexual in a way that portrays people inaccurately, it would be wise to limit how much you watch. Several hours of TV viewing every day will greatly affect the way you view the world and other people. 
 
    Be aware that the purpose of your favorite shows is not to entertain you but to persuade you to buy things. This warning is not made so that you derive less enjoyment from your favorite programming. Au contraire. It is made to remind you that the corporate entities paying to keep your favorite show on the air are doing so only for the opportunity to get you to buy stuff from them. Consciousness about the purpose of TV and advertising will keep you grounded and less susceptible to manipulation. 
 
    The more difficult solution is to practice watching TV and reading the news in a more active manner. What does this mean? It means observing what’s actually going on in the show. It means asking questions. Which characters are good and which are evil? Is this in line with current stereotypes? What do I think about this? Is it right or wrong? What is the meaning? What would my friends or family think about this? If you are watching with a group of people, engage in discussion over what has happened in the show. Say what you liked and didn’t like and why. Try to step back and objectively ask if the story was successful.  
 
    The point of mass media is to manipulate your opinions so that corporate entities can make money, but that’s not to say that you have to let that be the only point. The best weapon against mass media’s pull is a developed mind that knows how to ask good questions. 
 
    


 
   
  
 

 CHAPTER 17:  

How the Hyper Stimulated Society Triggers Emotions 
 
    Political Manipulation 
 
   L ooking at people like Adolf Hitler and Joseph Stalin, as well as current US president, Donald Trump, it is hard to understand just how they got to rise to the heights that they are.  
 
    The role of media in shaping the political landscape cannot be understated. Thus, whenever you look into both the past and present political climate, many of the people who have taken over power have almost always wanted to control the media. During the heights of dictatorship in many countries, the people in power often sought to muffle the media, through killing or firing of the opposing voices in the media, or would often take control of media as a tool to spread their ideology to the masses, and they would achieve this by creating draconian laws to govern what the media would and wouldn’t carry, and by planting people loyal to the people in power control of the media rooms.  
 
    Indeed, when we look closely, politics has always been a game of manipulation, a way of controlling how people think, and how they act, and thus, how they respond to an authority figure.  
 
    Psychologists came up with ways in which governments often affected their manipulation of the people.  
 
    Throughout history, many people in power have used bad logic and propaganda to get the people to rally behind them, and indeed, the worst revelations of our psychological horrors came out during this period.  
 
    After he seized power, Adolf Hitler created a ministry that was responsible for propaganda. This was so that they could spread their message well to the people of Germany.  
 
    So, how did they manage to get to that point? Below, we look at how the governments begin to affect the manipulation techniques.  
 
    Control Attention  
 
    Because of the knowledge that people, varied in their experiences and knowledge, would be much harder to control, the Nazi set out to bring the attention of the Germans to specific things that they wanted. By first creating a ministry specifically for propaganda, the Nazis already were lining to turn the eyes of Germans where Adolf Hitler and his fellow commanders wanted them.  
 
    Then, once they bring your attention to what they want you to, they repeated the issues. As seen today, Donald Trump continues to reinforce the racist ideologies of the people that voted for him by frequently directing attention towards it, away from other more pressing issues, like the fact that gun crimes have spiked exponentially during his reign.  
 
    During their times, Hitler and Stalin often did this through repeated speeches on TVs and podiums, and seeing as they were gifted orators, they were able to easily bring their attention of the people to them and their twisted ideologies.  
 
    This modus operandi often uses the element of fear to achieve the desired results. Through fanning people's biases, the leader then makes the population look where they look. The leader's enemies become the people's enemies. Once they achieved, then it is easier to go through the second step.  
 
    Control Perception  
 
    Once governments get your attention where they want, they then get around trying to shape how you see things and how you should perceive them.  
 
    In the Nazi example, this often involved covering up the atrocities and murders that the government committed and then would manipulate the citizens through the propaganda material, which often included antisemitic material. They would then buy into its racial ideology by making it such that the Jews were inferior beings, and therefore, it was up to them, the German people, to help the government get rid of the Jews. Millions more who could not, or chose not to take part in the atrocities, still managed to be mere bystanders to the targeted murders and persecution. The propaganda had shaped their perception, and thus, made them look at the murders as a responsible counter to the infiltration of the Jews.  
 
    In 1944, when the International Red Cross team crossed to Germany to inspect a camp that had been set up for propaganda purposes of the Nazi, the Nazis put up a “beautification program.” During their inspection, the SS party produced a propaganda film to show baffled Germans, and the visitors of their benevolence towards the Jewish “residents” of the camp enjoyed. When they finished filming, the people in the camp, who had been put there to give face, were then taken to the Auschwitz-Birkenau killing center.  
 
    This tactic also involves repackaging old cues, as well as creating new ones. While racism is now widely frowned upon, many of the emerging extreme political leaders in the world right now are still perpetuating the racial ideologies by waging war against immigrants and other minorities. While not as overt as old times, the targeted verbal attacks are often the leader’s means of pulling the attention of their followers.  
 
    While we can look at it as something that only bad, racist people do, the same manipulation could still affect all of us, if we got a leader who espoused our deepest beliefs, promised to fulfill our deepest desires, and reinforced our beliefs. This phenomenon is called in psychology “the confirmation bias.” Getting a leader who confirms, then reinforces what you already believe as true makes it very easy, then, for them to use that to manipulate you into acting irrationally. Which leads us to the third point  
 
    Reinforcing Old Beliefs  
 
    In the Nazi times, the use of films became important in their desire to feed their propaganda to the Germans. Considering that this was a period in time when racial and religious differences were actively leading to large-scale violence, many Germans were probably of the view that Jews, and other races of people, were inferior. To reinforce this, the Nazis then used films such as The Eternal Jew to paint Jews as lesser beings. In the film, the SS party portrayed the Jews as being taken over by money and sex. They were parasites that needed to be kicked out.  
 
    This was repeated, and thus, led to further ossifying of the biases view. It also then resorted to swapping the lies with truth and vice versa.  
 
    Create Shared Misery  
 
    One of the ways that we see this today is when political leaders begin to act like victims to the people they consider as the “others.” Sometime in 2015, South Africa was on the spot for xenophobic attacks against other black foreigners. This then was repeated in 2019, after one of the political leaders claimed that foreigners were taking the jobs of the South African people.  
 
    This type of manipulation aims at creating physiological stress on the people that the political leader is manipulating. Once they achieve this, it would then be easier for them to point out at the people that they do not like and say, “there, those people are responsible for your suffering.”  
 
    Through creating stress to the people that they are wooing, and then pointing out the cause of the misery as an outward force, the political leader can assume the role of savior. When the people do not see an improvement in their living under their savior leader, this creates cognitive stress, further leading them to misery and thus, leading to more of them turning their anger on the people they had been led to believe are responsible for their misery.  
 
    Through creating what psychologists call “the mob psychology,” the political leader ensures that people do not think too deeply about the real source of their misery, which explains why they remain in power for a long time and seem to hold sway all the while.  
 
    Sell the Outcome  
 
    Once Hitler had taken hold of Germans, he was able to maintain his grip by simulating what the world would be like without Jews. He put the Jews away in concentration camps.  
 
    This then allowed them to come up with laws that segregated the Jews and other people considered outsiders—the Nuremberg Race Laws. These laws were put in place after Nazi extremists increased violence attacks against the people perceived to be an outsider.  
 
    The truth is that many Germans, a good number, in fact, were against the violence against the Jews. However, the propaganda let to the disdain for them spread through many people like a viral infection. This then meant that many Germans passively accepted the discrimination of the Jews and were largely indifferent.  
 
    Thus, by making violence against Jews and other people the Nazis considered outsiders as something that was necessary and normal to restoring German pride, the SS party was able to get the silent consent of the majority, something that allowed them to thrive then. Such an environment also creates dire consequences for anyone that calls out the political leader for their harmful philosophy. Thus, though unwittingly, most people in such a case end up in the bandwagon, going on with the flow of the others in the fear that the party and their supporters would victimize them.  
 
    When a political leader creates an environment where their word is law, and there are consequences to the contrary, it then begins a terrible cycle where their most radical followers then begin to act like mobs against those that disagree with the leader. Such vicious mob psychology has often lead to the worst acts committed by people against other people.  
 
    This is what allowed Belgian King and war criminal King Leopold to kill millions in Congo. It is what allowed Idi Amin Dada to kill hundreds in Uganda with barely a conscience.  
 
    As we see above, the darkness in the human psychology comes out better when politics and advertisement, the two major places where we want to feel as “part of the crowd.”  
 
    While we look at the dark tendencies of serial killers as things unique to them, the historical revelation that many people would commit depraved acts if they felt that there would be no consequences for their actions prove that indeed, while we have our inhibitions, we aren’t incorruptible, and that the only mistake serial killers do is make it a habit. 
 
    


 
   
  
 

 CHAPTER 18:  
How to Break Free and 
Accept You Have a Problem 
 
   A  lot of times, we stay more on the viewpoint of others. Of how the world sees us or how we desire the world to see us. The lifestyle pattern of this present age has its slogan, "phony it up until you make it." This sort of approach to living causes us to have a loose and quick relationship with the truth. We are so caught up in fabricating that we are not able to manage the mask even when we are alone with ourselves. This type of self-deception can implant itself deeply in our lives that we may wake up one day and find ourselves in a situation that opposes the phony truth we have worked so hard to protect and often shocks us to our extremely core. If we are to be sincere, we are not captured continuously off guard by the lies that we are told. On some level, we understand. What makes us off guard is just how much we are injured by it. And it is this hurt that makes us avoid the issue in the first place. To break free, the first action is confronting the situation and breaking off any impressions. You cannot go again if you do not shatter the perceptions that surround you. Arm yourself with the knowledge that you have an option. Make the conscious choice to see things for what it is. That offer that appears too excellent to be true might be great to be real.  
 
    Next, trust your gut instincts. There are times that a lie has been so masterfully made that it appears to be true. In times like that, it is easy just to dismiss those feelings and go with what you are being told.  
 
    These are tiny circumstances and may not lead to big payoffs. Still, it builds your self-confidence in your impulses so that when situations of real consequence develop, you can discern what your desires are saying and act on them. If you are currently in a circumstance and don't have the time to train your ability to trust your instincts, you need not to lose hope. In this situation, you simply want to get out of it.  
 
    That question would lead you to this next step. Ask the right questions. Start with yourself. Attempt to find out why you feel the way you do. Take a look at your present scenario, figure out why you are no longer content with the way you feel. Ask yourself why you feel the way you do and see if you can be more specific about your feelings. I said that feelings make you susceptible; however, they can also act as a guide when you feel lost. When you are unable to provide the answers adequately you look for, look outside yourself. Looking outsides yourself does not necessarily mean you should confront the predator, although it may eventually get to this. I don't recommend going the direct route instantly as you will offer the wrongdoer an opportunity to provide a defense that may cloud your judgment the more and not get you the results you prefer. It can also clue the person that you might be on to them. This may trigger their battle or flight action. Instead, have people within your cycle of trust. Given that you are presently trying to navigate through a situation that includes a breach of trust, it may be hard to select who to trust unexpectedly. If you are worried about that, then go to someone who has little or no personal stake in the formula. Someone who is not directly related to you or the person(s) involved may be best. These people are most likely to be sincere with you.  
 
    When you ask the questions, the next essential thing is to listen to the answers. This might sound somehow incredulous because, duh, you are going to be listening to the responses. The reality is that our self-deception can trigger us to be selective about the reactions we get. We tell ourselves we are listening; however, we are just genuinely paying attention to the responses we want to hear instead of the answers we are getting. You might have shattered the illusions around you; however, there is still a part of you that clings to the comfort that those illusions bring.  
 
    The discomfort of challenging the reality of the situation would prevent you from hearing the genuine responses to the questions you have asked.  
 
    Actual listening needs some sense of detachment, but not from the truth this time around. You need to remove yourself from your emotions.  
 
    Your detachment from your emotions would lead you to the next step, which is processing the new details logically.  
 
    Performing illogically can complicate situations more than they already are.  
 
    Letting all the emotions simmer and spring up to the surface makes your exit way that much tough. When faced with the fact which might simply allow everything goes to hell, the illogical part of you. Your anger, which is righteously warranted, can spur you to take actions that help calm your emotions in the short term. But in the long run, you might concern regret those actions. I am not saying you need to reject your feelings; I am saying you should not act based on those feelings. Handle the circumstances initially and then your emotions later on.  
 
   
  
 

 Act Quickly 
 
    You have confronted the reality of your scenario, and that is the hardest part. You can not hope that the situation would just go away on its own. Something as simple as notifying your close pal of the reality of the case can set a series of occasions that will ultimately set you free.  
 
    After making the option to act, you must understand that the fabric of impression is made out of a harder material than glass. When your feelings are in high gear, the illusion might be working its way back into your heart by using pieces of your emotions to fix it.  
 
    The person they use may not remain in league with them. They are probably just manipulated into doing the things they do. Liars have no problems using friends, family, and even religious leaders to get what they want. You need to defend the choice you have made and make up your mind to see it through. When the tactic to manipulate you through other people stops working, the next thing they do is resort to their old method, which is leeching on to your emotions. In divorce scenarios, spouses use their partner's emotional issues for their child to drag them down. Hazards like if you leave, you are never going to see the kids again are used. In service dealings, there is generally a suggested danger to cut the other person off with no type of payment. This is a desperate effort by the manipulator to attempt to manage their victim. They know that their chars are no longer efficient and feeling threatened by their loss of control; they use power plays like trying to get the upper hand. Power plays generally include kinds of blackmail, ranging from minor things to deep secrets that were turned over to them when the relationship was good. The blackmailer may desire to get financial payouts, take more advantage of in the settlement deal, and for the more sinister people, they just want control.  
 
    At this point, their actions might have you in a corner, making you want to snap and react. I highly advise against this. If you're going to get out of this unscathed, you will need both your logic and your impulses. Although the fact of the scenario is that when you discover you have been consistently lied to, you end up being mentally scarred so, the question of leaving the situation unharmed ends up being mute. Priority needs to be given to take the route that enables you to move away from that harmful situation without further damaging yourself. Mentally, you are all over the place. Rage, disappointment, hurt, and anger are simply the tip of the iceberg. But you need to think realistically. Keep your head above water and be alert.  
 
   
  
 

 Get Help Fast 
 
    When you find yourself trapped by the adjustments of others, among the feelings you will experience is confusion. This contributes to clouding your cognitive thinking leaving with a sense of vulnerability. At this moment, you may even be questioning the reality of what you are doing. It will lead to rejection if you continue to amuse these doubts. You will likely want to conclude that you have gotten the entire situation wrong. It will be as if you came and misinterpreted specific things to the wrong conclusion. This type of thinking would drive right back to the arms of the manipulator. Resist the desire to offer in by getting a second opinion. In a health crisis, people go to another physician to get a second viewpoint. This is to get rid of any iota of doubt you might have about the first medical diagnosis and verify the best course of treatment for you. In the same way, getting the viewpoint of another person can help you discern the reality of the situation and what your next actions might be. Just keep in mind, it is much better to go to somebody who has proven many times that they have your helper.  
 
    Now that you have the confirmation you need, do not try to take on the obstacle on your own. The situation may not be something you want anybody other than yourself to know. Now, your concern is coming out of the scenario and enduring it enough to prosper no idea what it would take to walk in your shoes. Reach out for it and be ready to accept it if you need the extra bit of assistance. By all means, please do if you can deal with the circumstance yourself. Just be sure that every decision you take, the goal is to get you out and not get you into other people's conditions. You should have more than that.  
 
    If the perpetrator exists in the cyber world, you would have to involve the police and pertinent authorities, especially if the individual deceived you of your money. Look for hints to the person's true personality in the conversations you have had, and only when you are equipped with sufficient evidence to confront them. Of course, with the authorities included, you would still get them ultimately. It might take longer than it usually would if you had patiently prepared yourself before doing the confrontation.  
 
    


 
   
  
 

 CHAPTER 19:  

Manipulation in Psychology 
 
   T he definition of manipulation differs depending on who is doing the defining. Most often, it is defined as the act of getting someone to do or say something through clever and skillful influencing on the part of the manipulator. Some definitions even go as far as to list some of the most noticeable traits and patterns of psychological manipulation on that must be present in an individual’s behavior with their targets or victims for them to deserve the label as a manipulator, such as:  
 
    
    	 Undue pressuring to the point of guilt or discomfort on the part of the victim  
 
    	 Mental, emotional and psychological distortion to gain control over thoughts and actions  
 
    	 Circumstantial and personal exploitation (or taking advantage of any weakness or opening they find in a person or situation)  
 
   
 
    Regardless of who you are talking to and their personal experience with manipulation and manipulation techniques, the majority of people automatically connect the word with negative actions and sometimes even cruel methods of influence that cause pain to others and trick them into doing things they would never do. In some cases, this point of view is accurate and in studying the history of manipulation throughout the human experience, anyone can see why. Mainly it is because of how dark and dangerous manipulative people have proven to be in hindsight when experiences are analyzed, and people are trying to regain control of their lives or mental and psychological state.  
 
    When it comes down to it, manipulation (with regards to human psychology) is a means of gaining control over someone else to achieve a certain goal without them becoming aware of any outside persuasion or coercion.  
 
   
  
 

 Is There a Difference Between Manipulation & Persuasion?  
 
    The difference between manipulation and persuasion lies at their very core and the elements that make them what they are. Persuasion is the process of changing someone’s beliefs, thoughts or feelings in order to gain their support or get them to take a certain action. The definitions sound almost identical, so how do you tell the difference between persuasion and manipulation when different tactics are identifiable and being employed around you?  
 
    Persuasion and manipulation can sometimes be confused as the same concept or two sides of the same coin. The truth is that, at their core, persuasion and manipulation are two completely different psychological tactics that can be employed for both positive and negative results, depending on the person using them and how they decide to benefit from them.  
 
    Persuasion is one technique that can be employed to encourage someone into taking an action they were resisting or against at first. This is often done through presenting someone with facts about the situation in question such as reminding your friend they have to work in the morning when it starts to get late at a social event and they are reaching a point of over intoxication.  
 
    Manipulation on the other hand, is a series of techniques and tactics formed into a carefully laid out plan to get someone (or a group of people) to change their thoughts, feelings or behaviors. Definitions of manipulation often include words like clever and skillful, referring to the underhanded, unscrupulous, and cunning nature of those who practice this type of Dark Psychology.  
 
   
  
 

 What Is Covert Manipulation?  
 
    Covert Manipulation, like Covert Persuasion, is often defined as the methods and techniques manipulators use that cannot be identified or even recognized at the moment due to their subtly or due to the personal skills of the manipulator themselves. Some people take up manipulation as their profession, often ending up in criminal or psychologically damaging (to themselves and others) endeavors that solidify their reputation as Master Manipulators as they perfect their skills, abilities, and collection of effective techniques.  
 
   
  
 

 Dark Psychology: What Is Dark Manipulation?  
 
    Dark Manipulation takes the shady and often underhanded motives of general and covert manipulation techniques and blends them with other methods, theories and aspects of Dark Psychology with the intention of causing harm to others, creating chaos in their environment and doing so for reasons ranging from their own pleasure and entertainment to their own benefit and promotion. It can be difficult to see the difference (sometimes impossible, depending on the techniques employed and the skill of the individual at using them to manipulate others) and is often only identified after the fact when the victims of manipulation have to face consequences of their actions and decisions or are trying to recover from negative repercussions of the situation they were manipulated into or within.  
 
   
  
 

 The Characteristics of a Master Manipulator 
 
    The best way to be able to protect yourself from being the target of manipulation is to know how to spot a Master Manipulator before they get the chance to make you just another victim of their self-serving plans. Most manipulative people prefer the subtle and calculated approach. These people often show signs of psychopathy, sociopathy, and narcissism. There is also a smaller, but equally malicious group of Master Manipulators who embrace more aggressive (sometimes violent) manipulation techniques that are easy to spot when encountered, but the difficulty with this type of manipulation is that by the time a person is bold enough to use obvious manipulation methods on someone else, that person is already too deeply involved with the manipulator or their plan to be able to break away without circumstantial consequences like repercussions at work or fracturing of the home life or personal damage (physically, mentally, emotionally or psychologically). The sad truth is that regardless of which type of Master Manipulator people find themselves up against, by the time most manipulation victims realize that something is wrong, it is too late to escape the situation without having to take time to recover or rebuild their lives and relationships.  
 
    One of the most notable characteristics of a Master Manipulator is their ability to design and hide behind psychological masks in order to win people’s trust or create some common ground for a seemingly deeper emotional connection with the target from their point of view. Psychological masks typically start to form during puberty and other major changes in life when people start to alter aspects of their personality (knowingly or unknowingly). By adulthood, most people are starting to break through their personal masks through increased self-awareness, greater emotional maturity, psychological stability, and adapted social skills and abilities practiced throughout their life to this point. Unless, of course, the person has intentionally formed a psychological mask to wear as a means of manipulating others.  
 
    Here is a closer look at a couple of the most common Psychological Personality Masks perfected and worn by those studying the art of manipulation:  
 
    The People Pleaser: People Pleasers base their fundamental opinion of themselves on how others see, describe and feel about them. Instead of forming their own opinions and voicing them around others, they listen and agree with the popular opinions shared by those around them so that they always have friends and supportive connections regardless of where they are. Manipulators take this to the next step and put their People Pleaser mask on to agree with everyone they talk to, especially if they need the person they’re winning over to do something for them.  
 
    This can be a dangerous tactic for manipulators with large social circles or groups of people around them (from co-workers to friends and family). It becomes even riskier when the people around them are diverse and resides on opposite ends of the spectrum when it comes to choosing their sides on any given subject. If the manipulator agrees with one person and then is heard agreeing with someone else of the opposite opinion, they’ve just trapped themselves in a situation where they can be considered a liar and lose the trust they rely on so intensely in order to get people to do what they need.  
 
    The Hero Mask: This is a more direct and confident mask that manipulators wear. Those who wear this mask need to feel like the hero or the one who is needed in any given situation and is common in the professional world. However, manipulators thrive on having other people do things for them so the ones who also have a heroism complex (and can manage the two successfully) have developed their own methods of being considered the hero and getting the credit for accomplishments while convincing those around them to do all the work. The benefit of this is that they are able to fill roles that are beneficial to how others see them and their personal success when a goal is met or a task is finished effectively.  
 
    This type of mask can also be flipped by experienced manipulators typically don the Hero mask when circumstances are positive and events play out the way they intended with their influence. Thanks to the human element of the situation (free will, imperfections and emotional responses) there is always a chance that a manipulation technique will backfire, no matter how well it was planned or executed.  
 
    When this happens, the experienced manipulator knows to flip their Hero mask to reveal the opposite side of its nature, the Martyr mask. This side of the mask paints the wearer as the victim in order to draw pity and distract attention from their role in the course of events or as a way to lessen the severity of their consequences for failure. For manipulators, this side of the mask has been designed not only to earn pity but to completely shift responsibility for the failings on the person they were manipulating. They take the blame, the manipulator is given another chance or forgiven based on their lack of control over the other person’s actions (as far as the authoritative person is concerned) and the manipulator has just added another beneficial experience to their overall knowledge and practice of Dark Manipulation through the use of Psychological Personality masks.  
 
    Due to their need for control, those who were classified as manipulators psychologically tend to prefer their own company or create a group of people around them that have lower confidence or are more introverted. This means that it is rare to find a group of manipulative people working together. Another reason for this is that Master Manipulators are typically only concerned in their own benefit and promotion regardless of the harm it may do to others, even though they need that person or those people in order to achieve their ultimate goal, whatever that might be at the time. Manipulators tend to be drawn to leadership positions because they have a talent for getting people to do whatever they are told or invited to join in on, as long as it does not put the manipulative person at any risk or threaten their standing in the environment (whether it is work, home or in social settings).  
 
    


 
   
  
 

 CHAPTER 20:  

Using Mind Manipulation to Women 
 
   T here are numerous men who are exceptionally intrigued to realize how to utilize mind control to control a lady—drive her to like you with mind control strategies. This is an appealing thought, particularly for the individuals who couldn't envision how spurned or how uninterested the lady you had always wanted could be. At the point when a lady is uninterested to the point that she would effectively keep away from chancing upon you, a man is generally left with two things to choose: to proceed onward and locate some other lady, or to utilize stunts and approaches to make the lady like you, whatever state you are in.  
 
    How to utilize mind control to control a lady—compel her to like you with mind control strategies? Presently this is an extremely precarious inquiry. First is on the grounds that it is about brain control utilized as a way to control individuals. Second is on the grounds that it would cause a man too long to utilize it for something that it isn't generally expected to do. What's more, third is on the grounds that it really needs to play with an exceptionally confusing thing—love. Numerous men would truly murder to realize how to utilize mind control to control a lady—drive her to like you with mind control strategies. Here are some simple approaches to disturb a lady's cerebrum and eventually make her like you:  
 
   
  
 

 Make Her Desirous 
 
    Envy is a solid inclination, and you ought to abstain from causing a lady to feel desirous on the off chance that you could. Be that as it may, this is a vital underhandedness. Make her only a minor piece envious, and observe how she could contend with all the young ladies who might give you love. This is the main powerful way on the off chance that you need to realize how to utilize mind control to control a—constrain her to like you with mind control strategies.  
 
    First impressions leave an awesome engraving on a lady, and your selection of words on the main day of the meeting ought to be picked cautiously on the off chance that you need her to like you in a moment. This is a useful route on the most proficient method to utilize mind control to control a lady—compel her to like you with mind control strategies  
 
    Conditioning a lady could require significant investment, yet it is significant in the event that you need to begin on the best way to utilize mind control to control a lady—drive her to like you with mind control strategies. Prize her great conduct, and do in any case when she acts devious.  
 
    Imagine a scenario in which you could approach any woman, anywhere, and know exactly what to say to get her to give you her number and go on a date with you.  
 
    I realize how hard it tends to be; nevertheless, you see, as people, we as a whole have two different ways of reasoning. Number 1 is utilizing rationale or our cognizant personalities. No. 2 is utilizing feelings or our subliminal personalities.  
 
    The extraordinary thing about tempting ladies is that they are HARD WIRED to follow their passionate musings and emotions that are the equivalent over ALL ladies... They can't resist. That is the reason such a significant number of ladies succumbs to the equivalent "poop chute" folks.  
 
   
  
 

 Let You Speak First to Establish Your Baseline and Look for Weaknesses  
 
    Numerous sales reps do this when they prospect you. By asking you general and examining inquiries, they set up a benchmark about your reasoning and conduct, from which they would then be able to assess your qualities and shortcomings. This sort of addressing with a shrouded plan can likewise happen in the work environment or in close to home connections.  
 
   
  
 

 Manipulation of Facts  
 
    Examples:  
 
    
    	 Lying  
 
    	 Reason making  
 
    	 Double-dealing  
 
    	 Censuring the unfortunate casualty for causing their own exploitation  
 
    	 Disfigurement of reality  
 
    	 Key divulgence or retaining of key data  
 
    	 Embellishment  
 
    	 Modest representation of the truth  
 
    	 Uneven inclination of issue.  
 
   
 
   
  
 

 Overpower You with Facts and Statistics  
 
    A few people appreciate "scholarly harassing" by daring to be the master and generally learned in specific regions. They exploit you by forcing claimed realities, insights, and other information you may think minimal about. This can occur in deals and money related circumstances, in proficient conversations and exchanges, just as in social and social contentions. By assuming master manipulation over you, the manipulator wants to push through her or his plan all the more convincingly. A few people utilize this system for no other explanation than to feel a feeling of scholarly prevalence.  
 
   
  
 

 Overpower You with Procedures and Red Tape  
 
    Certain individuals use organization—administrative work, systems, laws and by-laws, boards, and different barriers to keep up their position and force while making your life progressively troublesome. This procedure can likewise be utilized to postpone certainty finding and truth chasing, shroud defects and shortcomings, and dodge investigation.  
 
   
  
 

 Raising Their Voice and Displaying Negative Emotions  
 
    A few people speak more loudly during conversations as a type of forceful manipulation. The suspicion might be that in the event that they anticipate their voice boisterously enough, or show negative feelings, you'll submit to their intimidation and give them what they need. The forceful voice is every now and again joined with solid non-verbal communication, for example, standing or energized signals to build sway.  
 
   
  
 

 Negative Surprises  
 
    A few people utilize adverse amazements to put you shaky and increase a Psychological bit of leeway. This can go from low balling in an arrangement circumstance, to an unexpected calling that she or he won't have the option to come through and convey somehow or another. Regularly, the sudden negative data comes abruptly, so you have a brief period to get ready and counter their turn. The manipulator may request extra concessions from you so as to keep working with you.  
 
   
  
 

 Giving You Little or No Time to Decide  
 
    This is a typical deal and exchange strategy, where the manipulator squeezes you to prepare a choice before you're. By applying strain and manipulation onto you, it is trusted that you will "split" and surrender to the assailant's requests.  
 
   
  
 

 Negative Humor Designed to Poke at Your Weaknesses and Disempower You  
 
    A few manipulators like to offer basic comments, regularly masked as diversion or mockery, to cause you to appear to be substandard and less secure. Models can incorporate an assortment of remarks running from your appearance, to your more established model advanced mobile phone, to your experience and certifications, to the way that you strolled in a short time late and exhausted. By making you look terrible, and getting you to feel awful, the assailant plans to force Psychological predominance over you.  
 
   
  
 

 Reliably Judge and Criticize You to Make You Feel Inadequate  
 
    Particularly from the past conduct where negative amusingness is utilized as a spread, here the manipulator inside and out singles out you. By continually underestimating, scorning, and rejecting you, she or he keeps you reeling and keeps up her prevalence. The assailant purposely cultivates the feeling that there's continually some kind of problem with you, and that regardless of how hard you attempt, you are deficient and will never be adequate. Essentially, the manipulator centers on the negative without giving veritable and useful arrangements or offering important approaches to help.  
 
   
  
 

 The Silent Treatment  
 
    By intentionally not reacting to your sensible calls, instant messages, messages, or different requests, the manipulator presumes power by making you pause, and means to put uncertainty and vulnerability in your psyche. The quiet treatment is a head game where quietness is utilized as a type of influence.  
 
   
  
 

 Imagine Ignorance 
 
    This is the exemplary "acting ignorant" strategy. By imagining she or he doesn't comprehend what you need, or what you need her to do, the manipulator/latent forceful makes you take on what is her obligation and gets you to start to perspire. A few youngsters utilize this strategy so as to deferral, slow down, and manipulation grown-ups into accomplishing for them what they would prefer not to do. Some adults utilize this strategy too when they have something to stow away or commitment they wish to dodge.  
 
   
  
 

 Blame Baiting  
 
    Examples:  
 
    
    	 Unreasonable accusing  
 
    	 Focusing on the beneficiary's weakness  
 
    	 Considering another answerable for the manipulator's bliss and achievement, or misery and disappointments.  
 
    	 By focusing on the beneficiary's enthusiastic shortcomings and defenselessness, the manipulator pressures the beneficiary into surrendering irrational demands and requests. 
 
   
 
   
  
 

 Victimhood  
 
    Examples:  
 
    
    	 Exaggerated or envisioned individual issues  
 
    	 Overstated or envisioned medical problems  
 
    	 Reliance  
 
    	 Codependency  
 
    	 Purposeful fragility to evoke compassion and favor  
 
    	 Playing frail, weak, or saint.  
 
   
 
    The motivation behind manipulative victimhood is regularly to abuse the beneficiary's acceptable will, feeling of remorse, feeling of obligation and commitment, or defensive and supporting nature, so as to remove irrational advantages and concessions.  
 
    So here's the acceptable part. The psychological systems are off the beaten path. So how precisely you get them to do the thing? In the first place, you need to lead with the prize. Individuals love the arrival of the dopamine otherwise known as remuneration. In what capacity can the "thing" you need them to do profit them? Presently, don't let them know legitimately to do it. Studies have appeared, 90% of the time, individuals detest being determined what to do. Rather, you assist them with arriving at the same resolution all alone "way." Individuals love feeling like it was THEIR thought (not yours). So let them claim it. The main genuine crucial step is joining the "prize" or advantage to the thing. In such a case that individuals don't see how something benefits them, they will probably never do it.  
 
    You can lead individuals to water, but in some cases, you can't make them drink. So all things considered, make them thirsty. Interest wins! Get the individual inquisitive about subjects and you'll get nature working for you, like a rock moving down the slope because of gravity. Never ignore every single logical law, simply stream with it.  
 
    When you have effectively manipulated, never uncover yourself since it will resist enjoying and adoring inclination and individuals will cut you off. You don't need that. Keep up cognizance of how you are causing them to feel and attempt to manipulation, "convince," generally advantageous, don't be abhorrent.  
 
    


 
   
  
 

 CHAPTER 21:  

Motivating People 
 
   A nother vital way that can help you control the emotional environment of the workplace is to inspire motivation. One of the main causes of stress and anxiety within the workplace is a lack of motivation. Whenever people feel overworked, underappreciated and generally disillusioned with their job, they will begin to lose the motivation that encourages them to put in their best effort. The end result is not only a lack-luster performance but also a loss of interest in the task at hand. Even worse, the longer a person lacks motivation, the more stressed they become by having a job that doesn't make them happy. Therefore, inspiring motivation is the key to creating a positive emotional environment. 
 
    Additionally, you can actually spread emotional intelligence to those around you through motivation. When you show people how to handle the pressures and stresses of the workplace environment through your own actions, you can help them to develop better habits and behaviors of their own. This will cause them to develop emotional intelligence without even realizing it. The important thing is that you always demonstrate emotional intelligence in the things you say and do, thereby setting the standard for others to follow. 
 
   
  
 

 Lead by Example 
 
    There are countless books available on the different styles of leadership and the benefits each style possesses. One thing most books will tell you is the importance of leading by example. While this may sound like a revolutionary concept, the truth of the matter is that every person in charge leads by example whether they realize it or not. If a manager overreacts to every little setback that they face they will encourage each and every employee to do the same. This is because they create the idea that setbacks are devastating by reacting the way they do. Therefore, even though they don't mean to, these managers increase the stress and anxiety in their environment by reacting in an emotionally charged way. 
 
    This makes a lot of sense when you realize that people are no different from animals in nature when it comes to learning. Every animal learns by watching and mimicking the actions of their parents or other animals. This is how ducks learn to swim, sparrows learn to fly and lions learn to hunt. While people are taught new skills at school or with the aid of instruction manuals, the same observational process is still present. Thus, people will develop skills and behaviors based on what they see and experience more than in any other way. This is why leading by example is so vital for controlling the emotional environment of any place, not just work. 
 
    Once you realize how leading by example works, you can begin to use it to your advantage, as well as the advantage of those around you. The first thing to do is to actively avoid negative behavior. It’s not enough to never appear to engage in negativity, however. Instead, you actually have to actively avoid and condemn it. One example of this is how you react to setbacks. Every time something doesn’t go according to plan, you need to demonstrate your emotional intelligence in how you respond to the situation. Rather than getting stressed out and lashing out, simply show your confidence in being able to solve the problem at hand. Furthermore, demonstrate the fact that you don’t see setbacks as problems in the first place. This will prove that your confidence is more than just a façade hiding your true feelings. 
 
    Another way to lead by example is to set the standard regarding principles and ethics. You can't expect others to take punctuality seriously if you are always late or behind schedule. However, when you show up at work on time each and every day and have tasks completed by their deadline, you will encourage others to focus their efforts on always being on time. Additionally, showing integrity is absolutely vital for creating a positive emotional environment. By always being honest with others you will encourage others to be honest with you. This will significantly reduce the stress and anxiety that comes from dishonesty, underhanded actions and other similar elements that only undermine a person's emotional stability. 
 
   
  
 

 Reward Hard Work and Success 
 
    Numerous studies have shown that another effective way to inspire motivation in a person is to reward hard work and success. All too often the focus in any workplace environment is the consequence of failure. Many companies believe that the best way to get a person to perform at their best is to keep the threat of being fired for failure always present in their minds. Such methods have been shown to not only cause untold stress and anxiety, but also undermine a person’s performance rather than improving it. In the end it seems that negative motivation only ever leads to negative results. 
 
    Alternatively, it has been discovered that when people are rewarded for hard work and success they tend to perform better on a more regular basis. This is a critical point to understand when it comes to influencing the emotional wellbeing of those around you, especially in the workplace. Every time you reward a person for good behavior you will encourage them to continue behaving in the same way. This holds true for any aspect of performance. By showing appreciation for a job well-done you will encourage a person to continue to perform at their best level. The simple reason for this is that pleasure always beats fear as a motivator. Therefore, always be generous in rewarding those who put in good performances and produce positive results. 
 
    Perhaps the most important aspect of rewarding hard work and success is that it fosters a sense of teamwork within any workplace environment. The main reason for this is that most employees are aware of the fact that managers tend to get bonuses when they achieve their quotas. Unfortunately, the average employee is usually left empty-handed, even though it was their hard work and effort that accomplished the goal. Subsequently, when you share the spoils of success with those who created the success in the first place it serves to make them feel more a part of the process. The more valuable employees feel they are, the more valuable their contribution will become, leading to even greater success as a result. 
 
   
  
 

 Motivation Theory 
 
    Motivational leadership isn't a generic concept that projects one specific profile. The caveats are strongly influenced by the unique strategy, model, culture, and context in which it's applied. However, in looking at the very basic components of motivational leadership, you can define it as a product of your own mindset, skills, philosophy and work ethic, and how you apply it to yourself and those around you. 
 
    The end result is a type of leadership that motivates you and those around you to actively engage in physical and mental abilities to strive toward achieving goals and objectives versus simply mindlessly following directives to get to a prescribed destination. Instead of micro commands and archaic control measures, motivational leadership uses empowerment as the motor behind the engine of productivity. 
 
    Successful workplaces almost exclusively have one thing in—motivational leadership. Few businesses can go from intellectual property/goods to consistent cash flow without the productivity of multiple workers from design, sales, and marketing to logistics, customer service, and HR. 
 
    That's a long chain that can easily kink or break if just a single employee isn't performing, and that clearly affects the success of the company both directly, and from the indirect influence such a worker has in infecting other workers with negativity. 
 
    This is where having a motivational leader becomes key to creating motivated, engaged, invested, and positive workers. There's an extensive, multi-layered explanation on the how and why. But it all boils down to a motivational leader's ability to meet a worker's human needs, also called Maslow's hierarchy of needs, which are psychological, safety and security, belonging, self-esteem, and self-actualization. Every human on earth needs these components to effectively function in life and work. Your responsibility as a motivational leader is to find and interconnect those needs with your company's vision and strategies. 
 
   
  
 

 The Process of Motivation 
 
    There are two types of motivation: intrinsic motivation and extrinsic motivation. Before learning how to harness their potential, let's look at what they are and what sets them apart. 
 
    What is Intrinsic Motivation? 
 
    Intrinsic motivation involves types of behavior propagated through internal rewards. Those that are driven by intrinsic motivation pursue their goals because they get internal satisfaction from these pursuits. Intrinsically motivated people to obtain fulfillment from the journey towards the goal rather than from the reward waiting at the finish line. People that devote their lives to helping others provide some of the most easily identifiable cases of intrinsic motivation. 
 
    What is Extrinsic Motivation? 
 
    Conversely, extrinsic motivation relates to the type of motivation where the reason for pursuing a goal comes from the potential of receiving an external reward. Being paid a bonus or getting a promotion are both things that others offer to give you the incentive to achieve a task or adopt a new behavior. Parents are often seen utilizing extrinsic motivation with their children to get them to do anything from studying harder at school to behaving in a public space. Childhood offers most of us our first brush with extrinsic motivation. 
 
   
  
 

 How Do They Differ? 
 
    Besides the source of motivation, intrinsic motivation differs from extrinsic motivation in the degree of effectiveness at driving different behaviors. There also seems to be a cutoff point past which each type of motivation loses effectiveness; a motivational law of diminishing returns, if you will. 
 
    A study by the Institute for Evolutionary Anthropology has proved that giving too much of an external reward for a behavior that is inherently internally rewarding results in a reduction in intrinsic motivation. This is called the over-justification effect and can be counterproductive to a business that aims to increase productivity. To give employees the incentive to do better, a company can shift focus to elements that are not necessarily internally fulfilling. 
 
    Not that extrinsic motivation has any use in a business environment. On the contrary, external rewards are a powerful tool in driving productivity when thought out and applied correctly. To better understand the implementation of the two motivations and the reward systems that support them, let's look at practical examples of both. 
 
   
  
 

 Intrinsic Motivation Implementation, Factors and Examples 
 
    Implementing a company volunteer program, whether related to the business's offered services or as something entirely outside the company's normal activities, provides employees with intrinsic motivation to excel in their work. Helping others is already intrinsically motivating for most people, so tying volunteerism into the company culture provides an internal reward that cannot be quantified in monetary value. 
 
    


 
   
  
 

 CHAPTER 22:  

NLP for a Successful Life 
 
   T o understand NLP, one has to understand how it works. The mode of communication must have its own way of operating and work. Its strategies explain its work, advantages, and even its disadvantages. These help us to know where it is applied and where it is not. Psychiatrists have given different ways of how to go around NLP, but we will look at it in general without being discriminative. This is to give you the reader a clear picture and understanding of the NLP.  
 
   
  
 

 Strategies of Neurological Programming  
 
    Before we dive into the strategies of NLP, one has to understand in what situations it is worked on. These situations mostly are psychologically based. This means that the situations handled by the NLP are mostly affecting the psychological aspect of someone and not physical or mental aspects. These situations include immense sadness, which is known as depression in very short terms, another is problems in decision making; this is known as someone being very indecisive on matters. This happens when someone is afraid of taking a step forward when he or she is needed to for the good of oneself or even simply others. Another situation is when one has full-blown mood swings. Mood swings are pretty normal, but when they are increasingly many and they change frequently then they are dangerous. This then makes them need psychological help for one to overcome them. The situations that are suitable for NLP are thus psychological and are tired of the brain of the victim.  
 
    Strategies of NLP are precise, detailed and they make sense to work with. Some of the strategies are the following and are greatly detailed for you, the reader to understand.  
 
    NLP first is used with people whose problems are here and now. For one to read to one’s brain waves or for a psychiatrist to read the brain waves the problem should be present at the time. The problem should seem or should be able to be manifested. The brain waves and the signs and symptoms should be able to help the specialist to deal with the problem effectively. The problem being present is key and helps to solve all the mystery and its issues at hand. The brain waves, if present, help to keep everything in check and solvable. This also helps the brain wave read to be very clear and simple.  
 
    Another strategy is being aware of one’s surroundings. This helps one to be clear and open-minded about their problems and, most importantly, to understand oneself. When someone has a clear mind then their brain waves show clearly what is trying to be read. An unclear mind does not show things well, unlike when their minds are clear and calm. For this strategy to work, people must be clear of bad things from the mind and body too. This strategy is very realistic and very applicable to life  
 
    For NLP to work listening and speaking skills between the patient and the psychiatrists must be absolutely great. The relationship between doctor or specialist and patient must be good and understanding. The specialist must put himself or herself in others shoes or in the patient shoes. This is to enable trust between the patient and the specialists. This really helps the patient to open up and be assisted by the specialists. This may interfere when the patient fails to open up thus, the specialist is unable to understand and fix the problem at hand. So, to keep things smooth, the patient and specialist relationship should exist; thus, harmony is restored.  
 
    For problems to be solved through NLP, the specialist must detect the problem at hand. How is this possible? This is possible when the specialist notes and recognize the signs and weird behavior depicted by the patients. Once the specialists are clear on noting the signs, he or she has done that he or she will be able to deal with the problem. This makes things easy and less complicated. Detecting is the key to quickly solving and also to bring more trust between the victim and the specialist.  
 
    The next step after detection is utilizing what one knows. Utilizing the information that one has gained from their patient to help them from their problems and issues. The specialists must take advantage of the information he or she knows about their patient so that they can assist their patient to overcome their problems and issues. This is a great way to deal with the psychological problems of people. This method is not only used by psychiatrists, but it is used by other professionals like teachers and others. This method is very good and must always come after the detection of the problem.  
 
    Finally, one can easily deal with psychological problems. If the patient is willing to allow the change in their lives, then their problems may be easily solved. There is an easy solution to all the problems. Change is something that someone must be willing and grateful to accept in his or her life. This is the only way to make things to be easy and simple. Besides, life should be easy and simple. It should be without a complication so as to be healthy and fruitful. This is the way everyone should be living life and also be happy in each and every way.  
 
    The strategies help one or many to overcome all their problems. Everything that the strategies do is help the specialists in completing their work faster and easy. Strategies are set rules and procedures to keep things running smoothly and safely. Every psychological problem has ways to deal with. In NLP the strategies are many, but I have only mentioned a few just to give a clear picture of what NLP is and how it works. How it works is easy and efficient. So, does NLP have any advantages and disadvantages? The advantages and disadvantages are clear and definite.  
 
   
  
 

 Advantages of NLP  
 
    Advantages are the possible good things that come from NLP in this case. So, what are the good things that come with using NLP? First thing is that it helps people to change and adopt new ideas. This helps one to bring in new things into the fold of a person’s life. The victims of any kind of trouble have to learn different things and change some aspects of them so that they can get rid of their problems. So, change and adoption of new things is a good thing to work within everyday life.  
 
    NLP works on someone who is present and alert about their surroundings. This helps to control someone’s present relationships. This is basically by understanding one’s mental, physical and psychological personalities of a particular person. These ways help to understand and fix all problems whether big or small. Everything keeps the person on toes when alert, thus a very open and comfortable mindset to work with. This advantage is practical in everyday life and it can be clearly used by every man or woman. It is an easy way of tapping into the communication of a living and breathing human being.  
 
    It also helps people solve their personal relationship problems, which are hard to do. For this to be possible one has to tap into someone’s deepest and darkest thoughts and feelings. This point thus makes the NLP suitable for the task named above. NLP reads the mind; thus, when combined by therapy, which deals with psychological emotions then the goal the specialist is going for is easy to reach. The personal relationships will be looked at using different angles, which will eventually bring a great solution to the problem. This, when finally used, it brings about a way to move and stand forward without looking back.  
 
    Finally, it helps to remove some ideologies which hinder in someone’s maturity. With therapy and constant checking in of the specialist, then the victim becomes positive and learns to live normally. This is one of the goals of the therapy. The whole healing and redeeming process are important and insightful in all manners. Without NLP, then one becomes a sucker to some bad and hindering ideologies in one's life. NLP is a good friend and helper in this department and not forgetting the specialists who see it through are also very important.  
 
   
  
 

 Is There a Negative Side of NLP?  
 
    Despite NLP having a lot of advantages it also has its flaws. It is not perfect just like the rest of the things existing in life. The first disadvantage is that it is based so much on the patient rather than on both the patient and the therapist. For the therapist to understand the patient's problems he or she has to talk to them. This may be useless if the patient is unwilling to open up to the therapist then the problem goes unsolved and this is bad. The purpose of therapy is to treat and in this case it is impossible to do so. Another disadvantage is that a lot of work has to be done by both parties. For NLP to work both parties cannot just sit around and wait for miracles to happen, they both have to work for maximum and efficient. The therapist has to understand the client's problems whereas the client has to ready to open up to the therapist. This way of therapy ensures both parties are working to bigger and greater progress. In many cases, if one of the parties fails then all tumble and fail together at the task at hand. Finally, one has to prepare for the session. This is just knowing what one will do or say or even ask. If this is taken lightly then the whole process fails. Which means the therapy does not work and it becomes a waste of perfectly good time. This just calls to show that seriousness in NLP is taken not lightly. This is to avoid chaos.  
 
   
  
 

 What Are the Major NLP Improvement Strategies?  
 
    There many ways to improve NLP but am only going to brush up on them to give a clear overview. NLP can be improved through understanding the NLP language, when one understands the language then it will be easy to execute the therapy required by the clients. Also, one can improve NLP by improving on their coded NLP language. NLP has its own language, which is coded. As I said earlier NLP is understood by looking at someone’s brain waves and activities once one understands how they work. Then and only then will NLP be greater than before. Another way is by understanding the problem incurred. This simple term means that once one is able to know and understand the problem, then solving will be easy and pretty fast.  
 
    


 
   
  
 

 CHAPTER 23:  

Brainwashing 
 
   N ow that we know where brainwashing started, let’s look at the definition of the term. Brainwashing can simply be defined as a process where a person or a group of people make use of some underhand methods to talk someone into changing their will to that of the manipulator.  
 
    When discussing this topic, it is important to delineate between honest persuasion and brainwashing, as there are several ways that people persuade one another these days, especially in the field of politics.  
 
    A very easy way that people persuade others to conform to their will is by stating a few things that could typically induce a yes response from the target. They then use some statement of facts as the icing on the cake. In the end, they state what it is that they want people to do. For example, consider the speech below:  
 
    “Are you tired of paying exorbitant fares for your child's schooling? What about the rising prices of gas and power supply? Are you concerned about the constant riots and strikes? Well, a good point to recall that the government has mentioned the country is gradually drawing close to recession and that the prices of fuel will continue to rise as they are seeing the greatest drop in the economy since the end of the civil war. If you want the country to change for the better, vote democrats."  
 
    The truth is that you may not want to agree with the fact that these are brainwashing techniques which may come off as subtle persuasion and that they are techniques in the hands of manipulators.  
 
    Here are some of the most common manipulation techniques that you should watch out for:  
 
   
  
 

 Isolation 
 
    When trying to brainwash a person, one of the first things usually done is the isolation of the victim from their family, friends and loved ones. This is to ensure that the victim will not have any other person to talk to besides the manipulator. So, the victim will get all their ideas and information from the manipulator while avoiding any possibility of a third party stepping in to ask what is going on.  
 
   
  
 

 Attack on the Victim’s Self-Esteem 
 
    Since the manipulator has successfully isolated the victim, he must look for a way to break his will and self-esteem. They will then use the process to begin to rebuild the victim in whatever image they wish to.  
 
    The only way a person can be brainwashed is if the person manipulating them is superior to them. This attack on the person’s self-esteem would manifest in the form of intimidation, ridicule or mocking the victim.  
 
   
  
 

 Mental Abuse 
 
    The manipulator will try to brainwash their victim by putting them through a phase of mental torture. They will do this by telling lies to the victim and making them feel embarrassed by telling them the truth in front of other people. They can also bully these victims by badgering them and not leaving room for them to have any form of personal space.  
 
   
  
 

 Physical Abuse  
 
    Manipulators understand there are many physical techniques that can be used to brainwash the victim. These techniques include depriving the victim of sleep and making sure that they stay cold, hungry or causing bodily harm by exhibiting violent behavior towards them.  
 
    The manipulator can also make use of some much more subtle ways like increasing the noise levels, making sure that there is a light that is always flickering on and off or raising or lowering the room's temperature.  
 
   
  
 

 Playing Repetitive Music  
 
    According to a study, if a person plays a beat repeatedly, especially a beat that has a range of about 45 to 72 beats each minute, it is possible to introduce an extremely hypnotic state. This is because repetition is much closer to the rhythm that comes from the beat of the heart of a human being.  
 
    This rhythm, however, can cause an alteration to the consciousness of the person until they reach what is known as the Alpha state, which is where the person becomes 25 times more suggestible than he would ordinarily be when they are in a Beta state.  
 
   
  
 

 Allowing the Victim to Only Have Contact With Other Brainwashed People 
 
    When the manipulator is brainwashing a person, they ensure that the victim does not encounter any other person/people besides those that are already brainwashed. This is to create room for peer pressure.  
 
    The truth is that everyone desires to be liked and accepted. This is more prevalent when a person is a new member of a group. In such a case, the person will typically adhere to and promote things that the other members are saying, which will secure them a space with their new company.  
 
   
  
 

 Us vs. Them 
 
    This also has to do with the possibility of being accepted by a group. The manipulator makes the victim feel like there is an “us” and a “them.” So, they are offering the victim a chance to choose the group they wish to belong to. This is done to gain absolute loyalty and obedience from the victim.  
 
   
  
 

 Love Bombing 
 
    This technique has to do with attracting the victim to the group through physical touch and by sharing some intimate thoughts with the victim. Emotional bonding is also used in this technique through a show of excessive affection as well as constant validation.  
 
    All the above mentioned are a few ways to brainwash a person. Once a person is brainwashed it is usually very difficult to get them back to normal. They develop more rigid neural pathways than other people and this could be an indication of why it is always very hard for a brainwashed person to double check their situation by rethinking it once they have been brainwashed.  
 
   
  
 

 Avoiding Brainwashing Techniques 
 
    To avoid brainwashing, one would first have to avoid the brainwashers themselves. However, since this is often impossible, there are other ways in which one can avoid being brainwashed.  
 
    Let’s take the art of advertising for instance. There is no way you can avoid advertisements, as they have become a part of our daily lives. In fact, if you wish to continue to watch TV and movies while avoiding ads, it may cost you a lot. So, the best thing you can do is cut the things you can cut and in cases where you cannot cut them, you try to find a balance which most times is the easiest thing to do.  
 
    Doing this mostly entails that you give yourself every piece of information that you need. Here are the things you need to do:  
 
    Identify Every Piece of Manipulative Message You Have Received 
 
    Find a message that is contrary to the one that you have received, regardless of whether it is also a manipulative message. You can try to look for either a neutral or an unbiased version of the same message too.  
 
    Compare the Different Sources of Information and Decide How You Feel About Them 
 
    Whether the brainwashing is mild or extreme, it can only be made possible when the person is in isolation. When the only thing you hear is the brainwashed message, because you are not open to other sources, it is very likely that you will begin to accept the message without giving it a critical thought. So, if you desire to avoid being brainwashed, the best you can do is surround yourself with a wide range of information instead of simply giving into the messages that keep you in your comfort zone.  
 
   
  
 

 Practical Uses of Brainwashing  
 
    Political Brainwashing 
 
    A typical example of political brainwashing is China's use of persuasion techniques. The communist party of the People's Republic of China used the phrase "xi nao," which means to wash the brain, in describing the methods they used in persuading the people who didn't believe in the message of their party which was about orthodoxy.  
 
    Although the attention of America was later drawn to the thought of reconstruction or brainwashing from the effect of the Korean War, brainwashing had already been used in China on the citizens of the country. What the Chinese communist party did was to refine and adopt the technique that was used in the Soviet Union earlier to prepare their prisoners for show trials.  
 
    To get this done, the government of China looked out for changes in the victims of the brainwashing or thought reform process. Their goal above all, which drove these extreme efforts, was made up of the reformation of an individual with either a feudal or a capitalist mindset into becoming a "right thinking" individual in the new sociopolitical system. Simply put, to change what the state considered to be the criminal mind into what could be a non-criminal mind.  
 
    Mass Brainwashing 
 
    This type of brainwashing is applicable to societies where the government has tight control over mass media and the educational sector, which they use to spread information in a very intensive manner.  
 
    The aim of this type of governing system is to brainwash a very large part of the populace and this happens more in countries or societies where there are nationalist or religious sentiments. These sentiments are used to feed the people with the type of information they wish to have them go with.  
 
    This type of brainwashing is very possible in societies where the populace is not very educated and there is limited access to independent or foreign media. 
 
    Brainwashing in Fiction 
 
    There have been cases where brainwashing has been used in the imaginary world or fictional works. There have been fictional works where the idea of brainwashing could change the attitudes, thoughts and beliefs of individuals.  
 
    Examples of this kind of work are:  
 
    
    	 Nineteen Eighty-Four by George Orwell 
 
   
 
    In this book, the totalitarian government of Oceania made use of brainwashing to get rid of any form of nonconformist thoughts or any rebellious personalities. This is deep into the society that children turned against their parents whom they thought exhibited these nonconformist tendencies as well as friends against friends and what have you. The government made use of the media, stage plays, banners and every other information dissemination outlet to pass their totalitarian messages.  
 
    
    	 A Clockwork Orange by Anthony Burgess 
 
   
 
    In this book, criminals were re-educated in order to get rid of their violent tendencies.  
 
    
    	 The Manchurian Candidate 
 
   
 
    This movie shows concept of brainwashing as the central theme of the movie, where a soldier is turned into an assassin by the communist brainwashers with a technique that is akin to hypnosis.  
 
    This idea of a person enslaving another person to do his bidding without exerting any other form of violence has proven to be fascinating to both dramatists and movie viewers for several ages.  
 
    


 
   
  
 

 CHAPTER 24:  

Id, Ego, and Superego 
 
    What Is Ego Referred To?  
 
   T he ego begins developing naturally over the first three years as a result of the child interacting with the world around him. Because of this, Freud claimed that the ego is based on something he referred to as a “reality principle.” The ego comes to realize that there are other people around that also have desires and needs, and that impulsive, selfish behavior can lead to harm. The ego must consider the reality of any circumstance while also meeting the needs of the id. For example, when a child thinks twice about doing something inappropriate because he understands the negative outcome that will occur, this is the ego asserting itself.  
 
   
  
 

 What Is Superego?  
 
    The superego is the seat of the conscience, and also includes the self-ideal, or "what I should become or be." It is also the internalization of all the values, rules, and expectations that we absorb from living in a society and culture and in a family: Don’t run with scissors! Don’t punch your friend! Don’t eat a seventh bowl of curds and whey! Naturally, the id and the superego clash constantly.  
 
   
  
 

 Auras 
 
    What exactly is an aura? You’ve surely heard the term before, but it may not be clear what it is exactly. Basically, every single person has one. In fact, all living beings do, but we’re going to focus on us, humans. It’s the energy field around people that gives you a feel for who they are as a person. Auras are colorful lights emanating from somebody or energy sensed from somebody without touching them that can tell you information about the individual’s personality. Reading auras can be tricky and requires practice to master it.  
 
   
  
 

 Quality Colors and Their Meanings  
 
    A person’s aura can show up as a color or multiple colors surrounding a person’s body. To practice seeing someone’s aura, you could ask a friend if they could stand in front of a white background. It doesn’t have to be their whole body, just head and shoulders are fine if you don’t have a large enough background. This is the best way for a beginner to practice as the neutral background will make any colors that appear around them pop out clearly. Other colors can be distracting and cause bias, so ask them to wear the most neutral clothing possible. Try not to be in an environment you think will distract you or cause you to lose focus. Now that you’ve set this up, the way you will begin to see the colors of their aura is by choosing one spot to stare at (something on or near your friend that isn’t colorful) and defocus your eyes slightly so that your vision is somewhat blurred. Don’t concentrate on the spot you’ve chosen but instead on your peripheral view. Keep staring, it may take a few minutes, or it may show up right away, but you should begin to see a sort of light around your friend, sort of like an imprint or glowing form. Soon after, it should change from being just light to show a color. This is considered their aura. Make a note of what color (or colors) you saw, and you and your friend can look up what that color means, what it says about your friend and different interpretations of that color. Remember, color symbolism isn’t universal, but see which one suits your friend the most, or you can interpret the color yourselves. In general, red can indicate an energetic individual, blue a good communicator, those with purple auras are mysterious, yellow could indicate a cerebral quality, green for creativity, orange is associated with generosity, and pink auras show a caring figure. Remember these are just basic, general and common interpretations. If you feel something else to be true, then so be it. Also, if you look away from your subject and see their imprint in front of you still, like how if you stare at the sun you’ll see a glowing blue orb in your vision for a while, understand that this is NOT the person’s aura. The aura is only the colors you saw surrounding your friend. If you spend time in a classroom or office with lots of blank colorless walls, you can practice on your classmates/coworkers in your day-to-day life. Just don’t let them catch you staring! It may be hard to explain.  
 
    As well as seeing someone’s aura, it is also possible to sense someone’s aura energetically. This is slightly easier than seeing the aura, and you’ve likely sensed someone’s aura in the past unwittingly. You can first practice sensing auras with yourself, and your own energetic presence. It’s easy, and there are two ways of doing this. The first way is to rub your palms together to stimulate them, and then hold them apart from each other (palms facing each other). Slowly begin bringing them closer together, noticing the energy you feel, the changes, and the increase in energy as you bring them closer together. The other way is similar. Press your palms together with some strength for 30 seconds to a minute. Then pull them apart, and slowly bring them back into each other, the same as in the first method. In both methods, notice how you could sense the energy of your palms the closer they got, even though they weren’t touching at all?  
 
    Next, you can try reading the aura of someone else. Ask a friend to stand or sit in front of you. You can either ask them to close their eyes while you run your hands close to their body but never touching, or close your eyes and have them do this to you. Either way, you are merging auras. As a beginner, you should start with your hands closer to the body, but as you develop your skills, try from farther away. If your friend is moving their hands into your aura, it’s the same principle. Get them to start close so you can really sense it, and then try from farther away. What you’re most likely to feel is tingling, but you may pick up on the person’s feelings and emotional state. While doing this, see if your mood changes and what sensations you pick up. Have you noticed an increase or decrease in energy? A sudden mood change or strong emotion? This is likely seeping from the other person’s aura into yours as they are combined. If you felt only a tingling or nothing at all, that’s fine. You’re a beginner, so don’t expect full results on the first try. If you felt any other sensations or feelings discuss them with your friend. Ask them if this is what they were/are feeling and thus if you are correct in surmising their mental state. If you’d like, keep a record of your experiences and practice sessions of aura reading in your journal.  
 
    Aura reading both visually and energetically is a useful skill for the psychic because it helps you get a sense of the person you’re doing a reading for what they’re like as a person and what their current emotional and mental state is. You can pick up on any worries or reservations they may have, as well as what mood they’re in coming into the reading. Having this knowledge can help you tailor the reading to the subject. As a psychic, you’ll find that no two people, and therefore no two readings, will be the same. You may want to use different techniques, tools, and ways of explaining premonitions to someone based on the insights you have picked up from them.  
 
    Your aura is your energy field. It reflects yourself and your current state of being. It can be weighed down and get clogged with negative energies, so here’s how to cleanse and refresh it.  
 
    First, you’ll want to imagine your aura. You don’t need to necessarily see any colors or light in your mind’s eye, but just visualize it around you and focus on this knowledge that an energy field surrounds you. You should be relaxed, and your eyes should be closed while doing this. Now, think of what negative interactions or thoughts you may have had or may have been directed towards you recently. Hanging on to these interactions is usually one of the big causes of aura blockage. Let them go. If you have to bring it up to someone and apologize or have an honest conversation with them, then do so. If not, then there is no reason for you to be carrying it with you. Imagine on every exhale you are letting go of a negative thought, worry, or stressor from your mind. Every time you inhale, you are reenergizing and reinvigorating your aura, bringing a renewed feeling to your once cluttered energy field, which is now a blank space again. You obviously can’t eliminate everything from your aura; otherwise, there would be no essence of yourself in it anymore. What you’re trying to do with this exercise is release all the negative clutter that can build up over time and make you feel dragged down, low in energy and even depressed. Do this exercise a few times to really clear out all the stagnation. You can find your own visualization technique—whatever will work best and be most effective for you. And try and take breaks from the chaos of life and responsibility. Spend extra time in nature or someplace that will make you feel comfortable and at peace.  
 
    Your aura may also be stagnant because you are in a stagnant spot in your life. Do some deep digging and introspection to see if you can get to the bottom of this. Is there some aspect of your life that you don’t like? Do you feel unfulfilled? Is it time for a change? No amount of deep breathing is going to answer these questions. If you think they are applicable to how you feel, you’re going to have to tackle them, no matter how hard it may be. For your own wellbeing, you need to get to the bottom of what aspect of your life needs an adjustment. If you remain stuck energetically like this, it will also hinder your psychic abilities, making you feel too lethargic or low in energy to practice with your gift effectively. Take care of your aura as you would take care of your physical self. Treat your aura’s blockages as you would treat an illness or a broken bone.  
 
    


 
   
  
 

 CHAPTER 25:  

Understanding Various Dark Personalities 
 
   B oth world history and regular day to day existence are brimming with instances of individuals acting heartlessly, malignantly, or childishly. In psychology just as in ordinary language, we have different names for the different dark inclinations human may have, most conspicuously psychopathy (absence of sympathy), narcissism (over the top self-assimilation), and Machiavellianism (the conviction that whatever it takes to get the job done, so be it), the alleged 'dark group of three,' alongside numerous others, for example, selfishness, perversion, or anger.  
 
    Even though from the outset there give off an impression of being critical contrasts between these characteristics—and it might appear to be progressively 'worthy' to be a self-seeker than a mental case—new research shows that every dark part of human character is firmly connected and depend on a similar inclination. That is, most dark qualities can be comprehended as enhanced appearances of a solitary typical essential aura: The dark center of the character. By and by, this suggests if you tend to show one of these mysterious character qualities, you are likewise bound to have a robust inclination to show at least one of the others.  
 
    As the new research uncovers, the shared factor of every dark attribute, the D-factor, can be characterized as the general propensity to expand one's utility—ignoring, tolerating, or maliciously inciting disutility for other people—and joined by convictions that fill in as avocations.  
 
    As it was, all dark attributes can be followed back to the general propensity of setting one's objectives and interests over those of others even to the degree of enjoying harming other's—alongside a large group of convictions that fill in as legitimizations and therefore forestall sentiments of blame, disgrace, or something like that. The examination shows that dark attributes when all is said and done can be comprehended as examples of this standard center—even though they may vary in which viewpoints are dominating (e.g., the defenses angle is excellent in narcissism though the part of malignantly inciting disutility is the principle highlight of twistedness). This shared factor is available in nine of the most customarily contemplated dark character characteristics:  
 
    
    	 Egoism: an excessive distraction with one's bit of leeway to the detriment of others and the network  
 
    	 Machiavellianism: a manipulative, hard disposition and a conviction that whatever it takes to get the job done, so be it  
 
    	 Moral withdrawal: subjective handling style that permits carrying on deceptively without feeling trouble  
 
    	 Narcissism: unnecessary self-retention, a feeling of predominance, and an extraordinary requirement for consideration from others  
 
    	 Psychological qualification: a shared conviction that one is superior to other people and merits better treatment  
 
    	 Psychopathy: the absence of compassion and poise, joined with hasty conduct  
 
    	 Sadism: a craving to incur mental or physical mischief on others for one's pleasure or to profit oneself  
 
    	 Self-intrigue: a craving to further and feature one's own social and money related status  
 
    	 Spitefulness: damaging tendency and readiness to make hurt others, regardless of whether one damage oneself all the while  
 
   
 
    In a progression of studies with more than 2,500 individuals, the analysts asked to what degree individuals concurred or couldn't help contradicting proclamations, for example, "It is difficult to excel without compromising to a great extent," "It is at times worth a touch of enduring on my part to see others get the discipline they merit," or "I realize that I am unique since everybody continues letting me know so." What's more, they considered other self-announced inclinations and practices, for example, hatred or impulsivity and target proportions of narrow-minded and dishonest conduct.  
 
   
  
 

 iPredator  
 
    iPredator: An individual, gathering, or country who, legitimately or by implication, participates in misuse, exploitation, pressure, stalking, robbery, or demonization of others utilizing Information and Communications Technology [ICT]. Predators are driven by freak dreams, wants for force and control, revenge, strict enthusiasm, political retaliation, mental disease, perceptual mutilations, peer acknowledgment, or individual and monetary benefit. iPredators can be any age or sexual orientation and are not bound by financial status, race, religion, or national legacy. iPredator is a common term used to recognize any individual who takes part in criminal, coercive, immoral, or harsh practices utilizing ICT. Key to the development is the reason that Information Age lawbreakers, freaks, and the savagely upset are psychopathological arrangements new to humanity.  
 
    Regardless of whether the guilty party is a cyberstalker, digital harasser, cybercriminal, online sexual stalker, web troll, digital fear monger, cyberbully, online kid sex entertainment purchaser/wholesaler, or occupied with web maligning or loathsome online double-dealing, they fall inside the extent of iPredator. The three criteria used to characterize an iPredator include:  
 
    
    	 Mindfulness of making hurt others, straightforwardly or in a roundabout way, utilizing ICT.  
 
    	 The utilization of ICT to get, trade, and convey destructive data.  
 
    	 A general comprehension of Cyberstealth used to participate in criminal or immoral exercises or to profile, recognize, find, stalk, and draw in an objective.  
 
   
 
    Not at all like human predators preceding the Information Age, have predators depended upon a large number of advantages offered by Information and Communications Technology [ICT]. These help incorporate trade of data over long separations, rate of data traded, and the interminable access to information accessible. Malignant in aim, predators constantly hoodwink others utilizing ICT in theory and fake electronic universe known as the internet. In this way, as the web offers all ICT clients obscurity, typically, if they choose, predators effectively structure online profiles and diversionary strategies to stay undetected and untraceable.  
 
   
  
 

 Arsonist 
 
    The Arsonist is an individual with a burning distraction with a fire setting. These people frequently have formative accounts loaded up with sexual and physical maltreatment. Regular among sequential fire playing criminals is the proclivity to be hermits, have scarcely any companions, and captivated by fire and fire setting. Sequential torches are profoundly formal and will, in general, a show designed practices as to their approach for setting fires.  
 
    Engrossed by fire setting, Arsonists regularly fantasize and focus upon how to design their fire setting scenes. When their objective is set on fire, a few fire playing criminals experience sexual excitement and continue with masturbation while viewing. Regardless of their obsessive and formal examples, the sequential light playing criminal feels pride in his activities.  
 
   
  
 

 Necrophilia  
 
    Thanatophobia, Necrophilia, and Necrologies all characterize a similar kind of confused individual. These are individuals, and they do exist, who have a sexual appreciation for bodies. A paraphilia is a biomedical term used to portray an individual's sexual excitement and distraction with items, circumstances, or people that are not part of regulating incitement and may cause trouble or significant issues for the individual. Subsequently, a Necrophile's paraphilia is sexual excitement by an article, a perished individual.  
 
    Specialists who have incorporated profiles of Necrophiles demonstrate they have colossal trouble encountering a limit concerning getting physically involved with others. For these individuals, sexual closeness with the dead has a sense of security and security instead of sexual closeness with a living human. Necrophiles have uncovered in interviews feeling an extraordinary feeling of control when in the organization of a corpse. A sense of association gets auxiliary to the essential requirement for saw control.  
 
   
  
 

 Sequential Killer  
 
    A sequential executioner is a genuine human predator ordinarily characterized as somebody who murders at least three individuals over a time of 30 days or more noteworthy. Meetings with most sequential executioners have uncovered they experience a chilling period between each murder. The sequential executioner's chilling period is a stubborn perceptual period whereby they are incidentally satisfied with their need to make torment others.  
 
    Criminal Psychology specialists have theorized their inspiration for murdering is the interest for an encounter of mental satisfaction just accomplished through fierceness. After the murder, these people feel a feeling of discharge joined with vain force. The experience for them brings such delight that they become wanton of feeling the experience of release and satisfaction by and by.  
 
    The term 'sequential killings' methods a progression of at least three murders, at the very least one of which was carried out inside the United States, having regular attributes, for example, to propose the reasonable chance that a similar entertainer or on-screen characters submitted the wrongdoings.  
 
    Rape, assault, embarrassment, and torment are frequently included throughout their killings. Specialists at the Federal Bureau of Investigations have sketched out different inspirations, notwithstanding outrage, rage, consideration chasing, and thrill chasing and financial increase. Regularly, sequential executioners display comparative examples in their selection of unfortunate casualties, how they murder their objectives, and techniques for removal of the body. Criminal specialists prepared in conduct investigation agree sequential executioners have a past filled with massive enthusiastic, social, and social pathology. Even though not outright, sequential executioners will, in general, be mavericks, who experience trouble taking part in practical connections.  
 
    The sequential fire playing criminal may not attack others or discover satisfaction from being a human predator, as does the sequential executioner. Yet, he encounters happiness and rapture from his fire setting. Notwithstanding joy, he feels a feeling of achievement from the obliteration he has caused. His scenes of fire setting are incredibly hazardous, given he can make hurt others, yet the objective of delivering torment or substantial mischief isn't his usual way of doing things.  
 
    For the sequential fire playing criminal, the huge result is his feeling of pride and contorted view of achieving a splendid accomplishment of a virtuoso. His distorted sense of accomplishment, now and again, lead him to turn out to be explicitly stimulated and masturbation results. The pyro criminal's conduct is indefensible, unlawful, and unsafe; however, regularly doesn't include planned homicide. They live inside a pit of diabolical fixation.  
 
    Even though the Necrophile isn't making torment someone else or defrauding others, his activities are remarkably unusual and missing of any feeling of rationale. The Necrophile's requirement for saw control is tricky to the point that he builds up a sexual appreciation for a carcass. Envision what the experience must be for him. He is explicitly stirred by a dead body that is dull and missing of warmth. The vast majority long for the association during sexual closeness, yet the Necrophile doesn't require this. He gets excited by the experience of aggregate and complete disengage. His brain has entered a dark domain.  
 
    The sequential executioner is one of the most authoritarian characters that shows from the dark side. In films, legal disputes, and news inclusion, the sequential executioner is now and again a subject of interest. The substance of this exemplification of degenerate insidiousness echoes a piece of the human mind that lone the sequential executioner himself can practically understand. Similarly, as a drunkard needs his next beverage or a sedative someone who is addicted longs for his next fix, the sequential executioner gets dependent on murder.  
 
    The sequential executioner talks about the satisfaction and raised feeling of discharge once his homicide has worked out as intended. Not at all like the necrophile or subsequent fire playing a criminal, is the sequential executioner’s sole undertaking to smother life. For a large number of these attackers, sexual excitement by tormenting their exploited people is a typical subject. Albeit an ideal issue, there are other similarly upsetting drives making them torment their unfortunate casualties.  
 
    


 
   
  
 

 Conclusion 
 
   I n our world, we need to start to become more aware of manipulation. When you can recognize that someone is trying to control you, it will be much easier to stay out of their controlling grasp.  
 
    When you start to better identify manipulation, how it develops, and how it has affected your life, then it will only become easier to navigate without it. Interacting with others can include doing your best to avoid it healthily. However, stopping ourselves from being manipulated isn’t the only important thing we will be discussing.  
 
    We will pay significant attention to how you can become a persuasive person yourself. Though you might have been hurt in the past by manipulation or even damaged your mental health by being the manipulator yourself, there is hope, now that we can work towards a better future for ourselves. This is done by becoming an inspirational and potentially influential person.  
 
    Manipulation is dangerous, but when it is put in a more positive light, it can become a healthy influence. If you are able to be a persuasive individual and not only get what you want, but fulfill the needs of others as well, then it will become easier for you to be able to get the things that you desire the most in life.  
 
    Rather than always doing things you don’t enjoy, being the “yes man,” or letting people take advantage of your good nature, you can become just as influential as the people who have tried to control you. You might even be at a point where you fear manipulation altogether. Why would you want to do something to others that has actually caused you grief in the past? This kind of thinking is because we have only been aware of the negative types of manipulation. Not only that, but it is important to ensure we have the tools to understand how to get these things.  
 
    The first important step in this process is to investigate the personality types of manipulators, as well as the people whom they commonly go after. You may have heard of the common personality type, “Narcissist,” a person who is only concerned with himself and getting the things he wants. Narcissists might take advantage of empathy, or highly sensitive people who are more concerned with the wellbeing of others.  
 
    After that, we will further explore positive manipulative personalities and the way that you can adopt some of these helpful practices in your own relationships.  
 
    Aside from that, we will also be discovering how our bodies communicate, the signals and responses that we give off, and what others might be taking away from our body language. The better you can understand influence through ways besides our verbal communication, the easier it will be to avoid becoming influenced yourself and to better persuade those around you.  
 
    After we understand what all of this means, it will be easier to learn and practice the rest of the influential tips that we will be sharing throughout the book.  
 
    Though it might seem easier to negatively manipulate those from whom you want something, the person whom you would be hurting most in this process is going to be yourself. Always look for ways of positive influence so that you can mutually benefit both parties.  
 
    Start the work from within—working on your body language, presentation, and communication techniques—and then apply the outcome to the external environment. You will be surprised how much more you can gain from people and the world around you if you subtly manipulate them. Becoming a master manipulator will take you longer than a few days, but it will be worth the work and the wait. Remember, as long as you are not hurting anyone who does not deserve to be hurt, you are well within your rights to manipulate your way to the success that you have always envisioned for yourself! After reading this book, you have already unlocked the secrets in mind control! 
 
    


 
   
  
 

 PART II
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NLP AND MANIPULATION 
 
    


 
   
  
 

 Introduction 
 
   P eople influence each other all the time. However, most of it is not negative in intent. This is an important fact to remember because it allows someone to tell the difference between simple persuasion or influence and manipulation. In general, influencing others is not meant to be conniving or harmful. However, persuasion and manipulation can both be considered to be dodgy at best, and the underlying intent is generally for the manipulator’s benefit. 
 
    The best way to discuss this is to think about all the times you have been persuaded to something you might have been hesitant about at first. A good example is going on a roller coaster for the first time, maybe you were scared, but your friends persuaded you to go, even if you didn’t like it, you still tried something new, and that helps you grow as a person. They have no malicious intent; they simply wanted you to push your limits and face your fears. If you did enjoy it, then it opened up a whole avenue for things you can do to have fun. When they were trying to get you to go on the coaster, they probably talked about your fears and worries and tried to reassure you to make you feel as comfortable as possible. 
 
    Manipulation is more vindictive in nature. It is characterized by changing someone’s mind or perception by using unfair or artful means that serves one person’s purpose. Unlike persuasion, the benefit and self-interest to the manipulator are unmistakable. Basically, a manipulation is when someone wants what they want no matter what, including hurting those around them to get it. Manipulation is not something that is taught in schools, and it is not part of a typical communication between adults. It is a conniving and controlling behavior that has a negative impact on another human being. 
 
    When someone is being manipulated, if there is any benefit to them at all, it is simply a byproduct of the intentions of the manipulator and generally not a priority. This means that the person manipulating others is not taking their feelings into consideration when they are committing whatever types of behaviors they are using to get what they want, which can often include emotional abuse or guilt. Manipulation, by definition, is a form of emotional abuse, and this is because one of the hallmarks of a manipulator is to play on someone’s guilt and use this to make them act or do things they would not typically do. They are acting as a puppet master to another person, and this is a toxic relationship, taking away someone’s choices and making them do what you want them to do is unhealthy and conniving. 
 
    Since manipulation is not part of daily interactions like persuasion, we would think that it is easier to spot and avoid. This is not usually the case because charm, subtlety, practice, and experience come into play, making it difficult to recognize when someone you know or you are the victims of a manipulating person. Think of it as a con artist; there is a reason, so many people fall for their scams. It is because they are so good at what they do, it does not feel as though it is something negative, and they think they will benefit from it. Manipulators can be compared to this, they can seem so positive and their intentions can seem to really benefit the person who they are targeting for manipulation. 
 
    This type of behavior is not part of our daily lives, which is another reason why it is more difficult to spot and even more difficult to prevent from happening again, because it can come in so many different forms. Classes are not taught to us to look out for these types of behaviors, so many people are ill-equipped when it comes to looking out for these types of people. The good news is, once you learn what to look for, it can make it easier to avoid these types of people and situations. Despite, it does not happen overnight because there are so many different tactics used by manipulators, but the more you are aware of it, the easier it will be to understand how to spot and stop people like this from entering your life. These types of people can be toxic for many different reasons, and cutting them out of your life completely is the absolute best option if you cannot get them to stop their manipulating ways. 
 
    There are three main ways to tell the difference between persuasion and manipulation: The intentions behind the process. This means that if someone is simply trying to get you to see another perspective, that is not necessarily benefiting them in a way that will not cause any negative impact on someone else. 
 
    Is there transparency and truthfulness in the process? This is important because if you cannot immediately understand the intentions of the other person, this can be the huge determining factor between finding whether or not it is simple persuasion or manipulation. 
 
    What type of benefit or impact is the process and result having on another person? If it feels as though one person is gaining and one is losing, that is considered a red flag and should not be taken lightly as this is a great way to tell that someone is manipulating you. However, if the impact is more neutral and feels as though it is a compromise and no ill will has come to anyone, that is considered to be a more common interaction and is most likely simple persuasion. 
 
    However, with manipulation, it can cause negative feelings, similar to that of buyers’ remorse. So, in the beginning, when you are learning to tell the difference between the two, seeing how you feel once the interaction is over, is a great way to differentiate between the two. Granted, it is not ideal since you will have gone through some potentially negative situations and are left feeling worse, but thinking of it as a learning opportunity will help you see that this is only temporary, and pretty soon you will be able to spot a manipulator well before any negative impact happens to you. 
 
    Learning the difference is incredibly important, especially in today's society, when trust is at an all-time low. Despite this, people are also increasingly more vulnerable because of what is known as information overload. We are constantly bombarded with information from our phones, computers, tablets, billboards, and so on. It can be hard to sift through this to find anything that is legit, and simplification is incredibly appealing. This opens up a new door for manipulation because all it takes is one person offering that in a sea of confusing overstimulation. This is a very common form of manipulation now, and one that in recent years has proven to be incredibly effective, especially through emails and phone calls claiming to change someone’s lives. Granted, this is considered a scam, but at the heart of it, it is actually a very strong and powerful form of manipulation. 
 
    If you find yourself wondering if you are being persuaded or manipulated, take a step back, and look at the situation with a clear perspective. This can be more difficult for those who feel as though they have lost themselves from being a manipulative relationship for so long, but it can still be done. The thing you are going to be paying the most attention to is the intent behind the people you are dealing with. If it seems malicious and that the person doesn’t care, then that is a manipulator. If you are bombarded with apologies, that mean nothing because their behavior doesn’t change, that is also a manipulator. However, if you see the intentions as not harmful and your feelings are talked about in an adult and rational way, then this is positive persuasion. This is also something we all deal with on a very regular basis too, so you should be able to tell the difference pretty quickly. No one wants to be manipulated and constantly question their self-worth, so that is what you want to avoid in the future, and this book will help you do just that. 
 
    


 
   
  
 

 CHAPTER 1:  

Creating Rapport 
 
    How to Build Rapport Quickly and Effectively  
 
   N ow that you have the right mindset about rapport let’s talk about how to build rapport, and also why it works so well, you will find rapport is the foundation for building a hypnotic connection with people.  
 
    The fact that makes this all come together is that people with people like themselves. Think back to that good friend you naturally click with, if they were the complete opposite of you, you probably would not click with them. But, what is it that makes us feel that connection with people? It’s something that we call mirror neurons. Have you ever seen someone and told yourself, “wow, that person is so stylish,” and then you remember that you have the same outfit you just wore the other day? Or have you ever noticed that when you’re talking to a friend, you’re talking at the same rate of speech, pitch, tonality, and even volume? Maybe you’re both whispering and close together, so you make sure you never miss a word that the other person says.  
 
    The fastest, simplest, and most strong way to get constructed rapport is to fire off those mirror neurons. So, how do we do that? It’s quite simple. It requires that you become a little observant and flexible so you can meet people where they are. That is utilizing a technique we call matching and mirroring. Many people do this naturally, but they’re not aware of it. Recognizing this and knowing when to use it can be of great value and can give you a strong persuasive advantage over others who do not know these techniques.  
 
    Matching, Mirroring, and Modeling  
 
    Some people think that matching and mirroring means copying or mimicking their target. We don’t want to mimic them or copy them; we want to model them subtly. Doing this will cause those mirror neurons to fire off, and it will cause the other person to feel they connect with you because you understand them, and you are like them.  
 
    Some things we can match and mirror are postures, gestures, movements, and positioning. If you’re sitting across from someone, you can sit in a similar way they are sitting. You don’t have to sit exactly the way they are, but you should sit similarly. If they gesture with their right hand, you can make a similar gesture after waiting for a few beats or later in the conversation. People make a mistake by thinking they must keep up with the other person and constantly copy their gestures. Many people think that if their target moves their left hand, then they should move their left hand in the same way at the same time. However, that will get you caught, and it will turn people off instead of firing those mirror neurons.  
 
   
  
 

 Why Does This Work?  
 
    Words only make up 7% of our communication. That means the other 93% is all nonverbal communication. That encompasses everything from posture, to eye pattern movement, to breathing, to eye blinking and to the facial expressions we make. When we fire off those mirror neurons and model and match people, we are sending their subconscious mind signals that they can trust us, and they can be safe with us. That’s why sometimes people will feel so comfortable with you that they may divulge their deepest darkest secrets. Yes, with great power comes great responsibility.  
 
    The Hypnotic Handshake  
 
    Here’s how a handshake can help you hypnotically connect with the person and help them feel an equal honest connection with you.  
 
    There’s a lot of debate about how to shake a person’s hand. I’m sure you’ve heard everything from shaking a person’s hand with a death grip to lightly shaking a person’s hand like a dead fish. You will learn about matching, mirroring, and modeling. That’s precisely what we’re going to do with the handshake. When you shake someone’s hand, you should match their handshake. If their handshake is firm, yours should be firm. If their grip is light, yours should also be light. That signals the subconscious mind saying, this person is like me. One other subtlety that many people miss is what you do with your facial expression when you’re shaking a person’s hand. Imagine you saw someone in a restaurant you have not seen in a long time, and you like this person. You would most likely be very excited to see them, and you might raise your eyebrows in surprise. Whenever your eyebrows rise, it’s a signal to other people you are excited. That’s how you want the person to feel whose hand you’re shaking. You want to send the sign to their mind that you are excited to see them and meet them, and that you are very similar to them. However, you don’t have to say that to people. They will think you are weird if you say that to them. Instead, state that in your body language by matching their handshake and raising your eyebrows as if they are a friend you haven’t seen for a long time. That will send that subconscious signal that will help build rapport.  
 
    There’s one more thing that I like to call the ‘hand over hand.’ Some people think that when you’re shaking hands with another person, you should put your free hand over theirs. That is only socially acceptable as you are leaving the person, not when meeting or greeting the person. So, just be aware of this. Again, practice this as much as possible until it becomes natural. The idea behind this communication is that it becomes a natural thing for you to do.  
 
    Focusing Attention on Them  
 
    Your ability to focus your attention on others helps you to gain a hypnotic connection. That is why it is so important to learn how to listen, ask appropriate questions, and show a sincere interest in what they do and want.  
 
    Remember, this is all about an equal and genuine connection. People don’t like to hear continually, “I, I, I” or, “me, me, me.” There should be a balance that shows you are interested in what they have to say, and when you show a genuine interest, they will often reciprocate and be genuinely interested in what you have to say. It can be a little difficult to develop this habit, but with practice, you’ll become very aware of its power. The best way to develop this habit and technique is to become aware of how you are responding to people, and avoid saying things like, “Me too,” or, “Yeah, I know,” or “Good for you.” Show genuine interest and ask questions that relate to what they’re talking about. That will send off a connection in their mind that you genuinely care about what they’re saying, you’re interested in what they’re saying, and it will start building that connection. Here’s a sample conversation:  
 
    Them: “Hey, I just went on vacation!”  
 
    You: (Instead of saying, “Yeah, I went last week!”) “Really, where did you go?”  
 
    Them: “I went to New Hampshire.”  
 
    You: “Really, what did you like about New Hampshire?”  
 
    Them: “There was this store that was cool, it was called Zeb’s!”  
 
    You: “No way! Is that the store that has all of those various foods and sauces?”  
 
    Them: “Yes, and they have candy and a bunch of other fun stuff. Why, have you been?”  
 
    You: “Yes, I’ve been. I got a bunch of stuff there and brought it home. What did you get?”  
 
    See, in this conversation, you’re putting in genuine interest, and you are relating the conversation to them in the questions you ask, but it also opens up a connection with the things in common.  
 
    Have you ever been in a conversation where you know nothing about what the other person is talking about, nor do you care? People get bored quickly if the discussion is not something they know a lot about or are interested in. However, what gets a person to feel good and enthusiastic is when somebody listens to them about their interests. Think about this for a moment, don’t you get excited when somebody talks to you about one of your interests or hobbies you have? Those are the people you want to spend more time with, right? So, what happens if someone talks about golf, and you don’t like golf? Do you pretend also to be interested in the game? No! Never fake interest or pretend you have something in common. People will find out quickly that you’re not genuine. Instead, just play the role of an active listener. Ask well-informed questions. People like to be the expert, so if you’re asking to them questions and they sit in the seat of being the expert, it will bring their energy level up, and you’ll see their energy shift to being excited and enthusiastic. To shift somebody’s energy, just get them talking about something that they enjoy doing.  
 
   
  
 

 You Have Rapport. Now What?  
 
    You have established a subconscious connection with your target. Now, this is where the real fun begins. Once you have rapport, you can start a process we call ‘pacing and leading.’ Think of it as you are taking the controls now. Establishing rapport is all about meeting people on their levels of communication.  
 
     Sometimes we have to down to meet them where they are, and sometimes we have to rise to meet them where they are. Once those mirror neurons are fired, and we established the connection that caused the target to think, “Hey, this person is like me, and I like them because they are similar to me,” we can now get them to follow us.  
 
    Once you gain rapport, they follow you. Think of it as having a conversation while running a race. You and your target both start at the same pace and you are having a conversation while you run. Then you speed up slightly, and to keep the conversation going, the target must speed up too. Then you start slowing down, and to stay in the conversation, the target must slow down too. You are leading them to stay at your pace, but you started off running at their pace first.  
 
    When building rapport, practice it until it becomes natural and a subconscious way of communicating. You want that feeling of being in sync to be natural. To do this, you must practice with your friends, your family, strangers, and anyone and everyone you meet. However, a word of caution follows. When people feel a deep connection with you, often they will open up to you, and they will tell you things you probably don’t want to or need to hear.  
 
    Once you establish rapport, you can make small adjustments to your communication styles, and the target will most likely follow you and model your communication styles. Think about ways you can use this for beneficial purposes. If you’re talking to a person and they seem sad or depressed, and you want to elevate their mood, you go down to their level of communication and then work your way up to a more lighthearted way of speaking and feeling. At that point, they will follow and model your mood, your communication styles, and your positive attitude and emotions.  
 
    


 
   
  
 

 CHAPTER 26:  


NLP Manipulation Techniques 
 
    Affirmations and NLP  
 
   S tart your day positively with daily affirmations. It is important to take time in the morning to think about what you like about yourself. Remember that you are the only one that has the power to do what you want. If you want to achieve something, then instead of telling yourself that you will get there someday, you need to feel like you are already there. Envision yourself as the person you want to be.   
 
   
  
 

 Using NLP Patterns to Amplify Emotions 
 
    Imagine a situation where you have a favorite route you drive through each time you are going from home to your place of work (every day). This driving pattern becomes repetitive and sometimes, you do not have to place too much effort and concentration into it because well, you already know the drill.    
 
    It is kind of like autopilot for you and you take out this time to think of the tasks you need to complete at home, how your day went, and other things while your subconscious takes care of everything else.   
 
    Suddenly, you hear a loud sound and bam! A large tree has just fallen and your path is obstructed. You slam the brakes and the car comes to a screeching halt. For the next few seconds, you are sitting in your car wondering what just happened.    
 
    Your subconscious is not used to this situation; therefore, it does not know how to respond. At this point, you have to step in; your conscious mind has to take control and issues instructions detailing how to handle the situation. Your subconscious mind is great at running automatic patterns so that your conscious mind can handle other activities that need conscious handling.   
 
    When you are trying to alter some patterns, sometimes, automatic habits, thoughts, emotions, and actions can create a problem. It is not as if you are not willing to change, but your subconscious keeps pulling you back, which then cause you to do the same thing repeatedly.   
 
    Well, you have to understand that the subconscious mind is very poor in decision-making. Only the conscious mind has the ability to make decisions. As an NLP technique, pattern interruption forces your subconscious mind into a state where it waits for information from your conscious mind.   
 
    It helps you break habits and embrace new methods and changes. It helps you re-program your subconscious, so that the subconscious becomes a messenger that receives instructions from the conscious mind.   
 
   
  
 

 Bad Memories (Dissolving) 
 
    We all have memories that surface at inappropriate times, making us feel uncomfortable and preventing us from giving our best. They are deeply rooted in our subconscious because we associate strong negative feelings with them. The whiteout technique will help you stop thinking about these memories.  
 
    First, think of a memory that makes you feel uncomfortable. It can be something embarrassing or humiliating or heartbreaking. Once you have a clear image established in your mind, turn up the brightness of the image quickly, so that the image goes white.  
 
    After this, pause for a second and think of something entirely different. Repeat the process in quick succession at least six or seven times, then pause to see what happens. When you think of the uncomfortable memory again, it will either whiteout by itself, or you won’t be able to see it clearly at all. Adding a sound effect to the whiteout process can help.  
 
    Make sure to pause between each cycle so that your brain doesn’t create a loop of the image and the whiteout.  
 
   
  
 

 NLP Sub-Modalities Belief Change 
 
    Some skepticism is healthy for everyone, but it has to be kept in check. If you’re the kind of person that doubts everything you hear, you need to find a balance. For your persuasiveness to be effective, you have to believe that it is effective. The ideas in this book are not your first class ticket to instant wealth and overnight success, but they can be very instrumental in gradually expanding your ability to have influence over people around you.    
 
    Your words can be a powerful tool, for good or for bad, depending on how you use them and hopefully you will be able to use these strategies for the betterment of not just yourself but those who have the good fortune to interact with you, but all of this starts with your initial practice. Simply by changing your viewpoint and your attitude about a lot of things, you’ll see how persuasion does have the power to change lives.    
 
    The human brain is a powerful and mysterious tool. It is the impetus behind every experience you have, every action you take, and every skill you develop. Learning how to tap into and utilize that tool can open the door to your subconscious mind and all sorts of opportunities. Through study and research, we have come to learn that the brain is a never ending learning machine and the more we understand about how it works, the more questions we have. The billions of neurons and connections that are at work in our mind are constantly being reinforced by the sensory input that we feed it every day. So, as you go about persuading yourself on a new viewpoint on life, you are, in fact, creating a new reality about the things you interact with.    
 
    Make a list of the things you want to change and start reinventing yourself first. That way, when you are ready to become an influence in other people’s lives, the skill will be second nature to you.  
 
   
  
 

 NLP Fast Phobia Cure 
 
    In NLP, this technique goes by the common name dissociation. Dissociation is a very effective NLP technique used to eliminate traumatic memories that create phobias. For instance, Acrophobia (a phobia for heights) may be because of a high fall you or someone experienced in the past. Zoophobia (the intense fear of animals) may be because of an experience where you saw or watched an animal attack or kill someone.    
 
    You can use Dissociation to cure phobias by reprogramming your brain to give a different response to the object of your phobia. Dissociation helps separate the mental pictures you have from the associated feelings. It helps facilitate a safer, much more relaxed state, and a different perspective that helps you change your viewpoint about certain things.   
 
    Dissociation reprograms your brain by creating a new perspective that limits the triggering of the fight-or-flight response you have towards the object of your phobia.   
 
   
  
 

 NLP Hypnosis and Meditation 
 
    For many people, hypnosis and trance summon up images of swinging watches, covert influence and people acting against their wills.  
 
    Pick up any serious book on hypnosis, or go to any serious hypnotherapy course, and you’ll learn that there are many myths surrounding hypnosis and trance which are based on fear rather than reality. Here are a few ideas about hypnosis that you may wish to confirm for yourself. Anyone can be hypnotized. People who think quickly tend not to respond to the slow paced, traditional trance induction as they get bored half way through. They respond better to fast inductions using pattern interrupts and suggestions. We can say that anyone can be hypnotized because everyone spends some time in a trance, every day. And by ‘trance,’ I simply mean a ‘heightened focus of attention.’  
 
    It’s even possible to say that we live in a trance. Typically, our days comprise both attention to the outside world and the daydreaming, thinking and remembering that are all trance states. Essentially, a trance state is where one or more of your senses are directed inwards. Every time you remember a telephone number, think about what happened yesterday or worry, your senses are directed inwards and you partially disconnect from the outside world. A deep trance is where all of your senses are directed inwards, although even in a deep hypnotic trance you will still hear the hypnotist’s voice or a fire alarm. At worst, it will be like being woken from a deep sleep. The magicians and witches of the middle ages were probably hypnotists. Magical spells and enchantments were most likely trances, exaggerated by fear and mass hysteria. In a modern world where science and television have banished the myths and legends of our ancestors, the reality of hypnosis is much different, although the fears and doubts are much the same for some people. In some parts of the world, witchcraft is still a very powerful social motivator.  
 
    So, the use of trance is natural and ethical, when you have your client’s full participation.  
 
    When were you most recently in a trance today?  
 
    When did you most recently put someone else into a trance, accidentally?  
 
   
  
 

 Six Step Re-Framing 
 
    The NLP Framing technique draws upon the idea that how you perceive everything depends on your point of view. Framing involves trying to change the meaning you attach to a thing by trying to change its context or setting.   
 
    For instance, a person trying to annoy, you can seem funny so that, rather than becoming angry, you can start laughing at what the person is doing. The meaning you attach to events and things happening around you is dependent on how you frame it.    
 
    You can use your responses and behaviors to change the meaning. Dressing as a skeleton to a Halloween party and dressing the same way to a burial would cast different perceptions, even though it is the same costume and the same person wearing it.   
 
    NLP reframing helps you change how you see and perceive things happening around you, so you can behave in a different way. You can get people to see things differently by reframing events and communication differently to get a different response. By using this technique, you can keep calm in the face of fear and maintain your cool when you should be angry or losing your temper.   
 
    To use this NLP technique:   
 
    
    	 First, identify a behavior you consider negative or troubling; a behavior or feeling you would like to eliminate from your persona.   
 
    	 Now try to establish a communication with the part creating the behavior or response. This could be a sensation in your body, a picture of another person, a specific sound, or voice: anything that triggers the negative behavior or feeling. Write down both the behavior and any triggers associated with it.    
 
    	 Ask yourself what exactly you want—what would you rather feel instead? How would you rather behave? You have to recognize the difference between the feeling or behavior and your intended one.   
 
    	 Tap into your creativity to figure out three alternative ways you would rather feel or behave instead of the current negative one or some alternative ways to get your intended outcome.   
 
    	 Evaluate your new choices and determine whether they are acceptable or not.   
 
    	 Check for objections with other parts. Sometimes, when you change an ingrained behavior or pattern, it affects other parts or aspects of your life. You have to ensure your new choices and desired change do not have unintended consequences.   
 
   
 
    The framing technique helps you tap into your inner resources, so you can behave in a way than is far different and superior to your normal way of thinking. Write down any reflections and results from using this technique.    
 
    


 
   
  
 

 CHAPTER 27:  

Language Patterns for Persuasion 
 
   P ersuasion is simply the process or action taken by a person or group of people when they cause something to change. This will be in relation to another human being and something that changes their inner mental systems (attitudes, values and beliefs) or their external behavior patterns (actions and habits). The act of persuasion may also create something new within the person or may just modify something that already exists in their mind. In my experience, both types of persuasion have its own set of problems and obstacles, getting somebody to do something completely new can be challenging as they have no prior reference point for it and will naturally be cautious or even dubious about trying it. Similarly, getting a person to change or modify an existing thought pattern or behavior can be equally as tough as they are already set in their ways. Remember, humans are pattern seekers by nature and are looking to connect the dots and find evidence to back up what they already believe as it’s easier than re-thinking the whole thing. It’s your job to go along with these patterns of thought when you can but disrupt, break up and redirect them when you cannot (pointers on this to come).   
 
    In terms of the process, persuasion is usually comprised of three parts:   
 
    
    	 The communicator or source of persuasion    
 
    	 The actual persuasive nature of the appeal   
 
    	 The target person or audience of the appeal   
 
   
 
    All three elements need to be taken into account before attempting any high level persuasions. It’s good practice to look around you in your daily life and watch out for when these subtle (and sometimes overt) persuasions are happening. It’s good training for when you want to employ similar tactics yourself or just as importantly to make sure you are not at the end of something you do not want to be.   
 
    I’m sure that right now, you’re aware of the fact that words aren’t just strings of letters sewn together with ink. They have a hidden power waiting for you to unleash. Words are cues; words are triggers. You can use them unconsciously, just like 99 percent of people do, or you can use them correctly and completely take advantage of their power. It’s your choice. You have the ability to transform a bored “Eh, whatever…” into an enthusiastic “Wow, that’s it!”—don’t waste it.    
 
    Words can make you go from laughing your ass off hard to fuming with fury; they can take you from a skeptical “Nah…” to an uncontrollable urge to decide “Now!” How so? Well, I can answer you with just one word: emotions. In fact, there are highly emotional words that can transform an absolute no into an almost yes and a “Maybe…” into “For sure!” They’ve been used in every kind of advertisement and marketing for ages, and I’m sure you’ve seen them time and time again. If they work so well, why don’t you use them? It’s time to switch on your awareness and exploit their power to improve your social and dating life, your communication skills, your career, your sales… and pretty much every other area of your life.    
 
    As you may know, people’s actions are driven by specific underlying emotions—if you can control the latter, you’ll have control over the former. For example, when you’re trying to get someone to agree with you, what you are really doing is trying to induce empathy so that they can see and accept your point of view.   
 
    So… what are these words? Well, I’ve created a long list and you’ll find it in the next pages. Keep in mind that they are proven to evoke certain emotions every time—both negative and positive. This last distinction doesn’t really matter; what is most important is your ability to evoke strong emotions that drive your prospects to take immediate action. And if you’ll start implementing these words in your online and offline communications, that’s exactly the result you’ll get.    
 
    Before jumping into the list with you, I want to share here a 3-step plan to make the most out of these words:    
 
    First step: Identify the desired action you want your prospects to take (for instance: like, share, comment, buy, subscribe…).   
 
    Second step: Determine the exact emotional state that will drive that specific action (for instance: inspired, relaxed, confused, fearful, curious…).   
 
    Third step: Pick a bunch of words from the list and sprinkle them throughout your content.   
 
   
  
 

 Emotional State: Curiosity    
 
    Curiosity is a necessary state of mind for you to instill in your prospects and readers if you want to hook them quickly.  
 
    These words are particularly useful in headlines, titles, and whenever you want your prospect to be gripped by an unwavering desire to click, read, and learn more:   
 
    
    	 Controversial   
 
    	 Secret   
 
    	 Confidential   
 
    	 Forbidden   
 
    	 Banned   
 
    	 Underground   
 
    	 What no one tells you   
 
    	 Have you heard   
 
    	 Cover-up   
 
    	 Behind the scenes   
 
    	 Secret agenda   
 
   
 
   
  
 

 Emotional State: Urgency    
 
    As you now, the feeling of urgency is often necessary to get a prospect to decide fast, right at the moment. This is one of the most powerful agents of influence, so be sure to take advantage of it inside your content and all kinds of communications. From setting up a date with a girl via text to selling a high-ticket product, make sure to sprinkle these words in your conversations to put some pressure on the other person—and, ultimately, to get to a yes quickly:    
 
    
    	 Missing out   
 
    	 Left behind   
 
    	 Magical   
 
    	 Instantly   
 
    	 Magnificent   
 
    	 Miracle   
 
    	 Most important   
 
    	 Profitable   
 
    	 Startling   
 
    	 Strongly agree   
 
    	 Revolutionary   
 
    	 Safe   
 
    	 Proven   
 
    	 Quick   
 
    	 Results   
 
    	 Save   
 
    	 Sensational   
 
    	 Should   
 
    	 Strongly recommend   
 
    	 Worthwhile   
 
    	 Deadline   
 
   
 
   
  
 

 Emotional State: Confusion and Helplessness    
 
    Confusing your prospect is not something to avoid every time—it may be useful in the right moment. These words are especially helpful when you want your prospect to question the status quo, accept the challenge to escape his or her comfort zone, feel some FOMO, or respond to an “us vs. them” frame inside your content:   
 
    
    	 Indecisive   
 
    	 Doubtful   
 
    	 Uncertain   
 
    	 Hesitant   
 
    	 Disillusioned   
 
    	 Perplexed   
 
    	 Embarrassed   
 
    	 Distrustful   
 
    	 Stressed   
 
    	 Uncomfortable    
 
   
 
   
  
 

 Emotional State: Anger    
 
    Even though anger is a powerful emotion, you should not be afraid of it. Instead, you can use it to your own advantage during a sale or any kind of interaction. Anger is a high-arousal, physiological, emotional state that can help drive immediate actions, such as getting support for a cause or sharing content because of the utter outrage felt:   
 
    
    	 Provoke   
 
    	 Ordeal   
 
    	 Severe   
 
    	 Shameful   
 
    	 Outrageousness   
 
    	 Repulsive   
 
    	 Scandal   
 
    	 Corrupting   
 
    	 Damaging   
 
    	 Deplorable   
 
    	 Shocking   
 
    	 Terrible   
 
    	 Wicked   
 
    	 Aggravate   
 
   
 
   
  
 

 Emotional State: Safe and Satisfied 
 
    Great for sales pages when you want to evoke a feeling of safety in your audience’s choice. As you know, safety is a very important fundamental in communication—not only in sales, but also in every kind of interaction. You should always make the other person feel safe and secure in the first place, so that you can easily build a relationship of trust and transparency:   
 
    
    	 Accurate   
 
    	 Honest   
 
    	 Truthful   
 
    	 Guaranteed   
 
    	 Highly effective   
 
    	 Instantly   
 
    	 Advantage   
 
    	 Introducing   
 
    	 Freedom   
 
   
 
   
  
 

 Emotional State: Happy and Alive 
 
    These are great words to use when you’re selling health-based products or services, or anytime you want your prospect to be in a highly positive, vibrant, and energetic mood. By boosting his emotional state during the sale process, he’ll be more inclined to buy from you; but even if he doesn’t, he will at least associate those positive feelings with you, and he may buy from you in the future: 
 
    
    	 Blissful   
 
    	 Delighted   
 
    	 Joyous   
 
    	 Overjoyed   
 
    	 Innocent   
 
    	 Child-like   
 
    	 Gleeful   
 
    	 Thankful   
 
   
 
   
  
 

 Emotional State: Inspired    
 
    An important part of selling and building a positive relationship in general is inspiration. By using the following words, you can motivate and inspire the people around you, making them feel like they are capable and in control of their lives… even though you may secretly be the one behind their actions and behavior:  
 
    
    	 Motivated   
 
    	 Eager   
 
    	 Keen   
 
    	 Earnest   
 
    	 Inspired   
 
    	 Enthusiastic   
 
    	 Bold   
 
    	 Brave   
 
    	 Daring   
 
    	 Hopeful   
 
    	 Upbeat   
 
    	 Forgiving   
 
    	 Sincere   
 
   
 
   
  
 

 Emotional State: Relaxed and Peaceful    
 
    These words are perfect in case you’re selling products or services that offer mental peace and relaxation. They can evoke this exact mood, which is going to put the prospect into a trance-like state, and this means more and easier sales for you:    
 
    
    	 At ease   
 
    	 Calm   
 
    	 Comfortable   
 
    	 Relaxed   
 
    	 Carefree   
 
    	 Quiet   
 
    	 Grateful   
 
    	 Serene   
 
    	 Certain   
 
    	 Bright   
 
    	 Blessed   
 
    	 Forgiving   
 
    	 Balanced   
 
    	 Fulfilled   
 
    	 Genuine   
 
    	 Authentic   
 
    	 Sincere   
 
    	 Self-sufficient   
 
    	 Confident   
 
    	 Glowing   
 
    	 Radiant   
 
    	 Reflective   
 
    	 Grounded   
 
    	 Beaming   
 
    	 Smiling   
 
    	 Unhurried   
 
    	 Open-minded   
 
    	 Unassuming   
 
    	 Trusting   
 
    	 Efficient   
 
    	 Non-controlling   
 
    	 Supported   
 
    	 Fluid   
 
    	 Light   
 
   
 
    


 
   
  
 

 CHAPTER 28:  

Mirroring and Matching in NLP 
 
   N ow, as we start dealing with multiple NLP techniques, one of the most common when it comes to building rapport is that of mirroring. Mirroring, which is often substituted by matching in various instances, is an NLP method where the practitioner in question starts to do the exact same things you are doing to give you the impression that you are on the same wavelength. 
 
    For instance, a part of sales training is that a manager, when dealing with an angry client, is told to meet the ferocity in the client’s tone. They will be as visibly angry as the client is on their behalf so that the client doesn’t feel the need to be as angry anymore. 
 
    The same goes for waiters. Studies have shown that waiters who used positive reinforcement, by saying things like “Yes, that’s a great pick” or “Oh yes that’s very good” in response to their customers’ orders, were more successful in their tips than waiters who used the NLP mirror technique of simply repeating back to the customer the things they had ordered. The NLP technique proved to be more successful with over a 70% higher tip rate for the latter group. 
 
   
  
 

 Breathing 
 
    The first thing you are taught to match here is the breathing pattern. Because breathing is such an inherent thing, it’s easy to overlook when a person starts to mirror how you are breathing; yet at the same time, breathing is a super important part of life, for obvious reasons, which means it is a great place to start. Not only are you mirroring a key component of life, but you are also mirroring something that is hardly noticed. 
 
    When mirroring breathing, don’t just match the pace, also try to follow the same bodily excretions. Are they breathing from their nose or their mouth? How are they releasing their breath? How are their arms, chest, face, and shoulders moving? 
 
    Remember, the more natural you are, the less likely you are to get caught. 
 
   
  
 

 Posture 
 
    The next thing that manipulators tend to focus on is the overall body posture. Now your posture is a bit harder to focus on and much harder to copy than a simple breathing pattern, but it can usually be done with a lot of practice. Parents tend to use posture mimicry a lot when they deal with children. It is also commonly seen in business meetings where the betas tend to copy the posture of the alpha to feel more important or to feel more in control. 
 
   
  
 

 Gestures 
 
    Have you ever noticed how, on some first dates, some people tend to click and act as if they’ve been dating for years when they just met? 
 
    Why do you think this is? 
 
    The individuals in question are either consciously or unconsciously mimicking each other, which of course, mean that they see each other in themselves. This is super important because it not only helps build conscious rapport but also because it makes the individual feel safe, as safe as they are with themselves. Pretty creepy when you think about it, isn’t it? 
 
   
  
 

 Language 
 
    Even when you are speaking the same language, there can be marked differences in how you speak. Unfortunately, differences make people more alert and that, in turn, makes them seem more unapproachable and less trustworthy. Imagine you are talking to a farmer down in Wisconsin the way you would to a Wall Street Banker or to a politician in D.C. the way you would to a country gal from south Virginia—you’re not coming across as a really smart person, are you? You are also not coming across as someone trustworthy. A man from India in America is more likely to trust another person from India than he is a random white person. That’s the case for many people. Foreigners in Asian countries also tend to gravitate towards their kind. By detecting and copying the speaking style and language structure used by the subject, the practitioner in question is automatically setting themselves up to be similar or akin—meaning they’ve just opened the subject up to suggestion. 
 
   
  
 

 Chunk Size 
 
    Using chunk size to determine the information being presented to you makes it easier for an NLP practitioner to convince a subject. With chunk sized information, the information that you are being served is avoiding specification and, as such, is being manipulated more easily. 
 
    So, if I were former President Barack Obama’s campaign manager, I would talk about how we would be the “change you need” instead of telling you what kind of change you need. That is because the former makes you think all kinds of positive stuff and makes you more inclined to be on my side, while the latter makes you feel like your mother is berating you for forgetting to get the milk. So, be careful of people who are using big and vague terms—it’s probably chunks of information. 
 
   
  
 

 Volume and Speed 
 
    The next thing that you need to keep an eye out for is the volume at which people are communicating. If you go to a crowd of people who are whispering amongst themselves, the best way to mix in and take control is not by screaming in their faces—that is, in fact, how you ruin your whole approach. Instead, meet their volume and match their speed; this makes you blend in, and your consistency makes you seem more reliable. 
 
    But, that’s when you are communicating via NLP. When someone else is doing that to you, steer clear of them because odds are, they are better at NLP than they are letting on. 
 
   
  
 

 Pitch and Tone 
 
    And last but not least is your pitch and tone. Be careful of the kind of tone you are using to speak to your subject or, rather, beware of how you are being spoken too. Pitch and tone are the two most commonly used tools when it comes to hypnotherapy. Skilled NLP practitioners generally match pitch and tone to create an even baseline. 
 
   
  
 

 Anchoring 
 
    So, what else do you need to watch out for? 
 
    Anchoring 
 
    The easiest way to understand this is to focus on price anchoring, which is generally done with the whole $9.99 deal. But, another way to get you to think you’re getting a great deal is to create a sense of belonging or an anchor of ownership. An example of this would be Starbucks. They have overpriced and not so great coffee, but the barista writes your name on the cup, and automatically, the product value increases in your mind. They have included you in the making of this product, and now the product itself seems like it is yours. 
 
    Dark persuaders use anchoring as an easy fix for most of the monetary sales they want to encourage. They’ll either prompt you with a comparatively low price (the price of an HP Mini compared to a MacBook Air), or they’ll try to get you to connect with the service, like trying to get a dog lover to sign up for a supposed fundraiser that is apparently for dogs. 
 
    When you are using NLP, a CBT method that is similar to Pavlov’s dog and meat test called anchoring is something you need to know. 
 
    What is anchoring? Anchoring is when specific stimuli, like touching a person’s shoulder or giving them a four-second hug, can make their mental state return to a specific form. It can, for instance, be used to make people calm down or get excited, whichever the individual is trained to invoke. 
 
   
  
 

 Types 
 
    What are the different kinds of anchors? 
 
    Generally, there are three: visual anchors, auditory anchors, and kinesthetic anchors. A visual anchor is where you use a specific visual symbol to trigger a particular reaction. If you are in a condition where you have taught yourself to identify a circle with safety because there is a round symbol in front of your room, then every time your conscious mind sees a circle, you will automatically start to calm down. 
 
    When it comes to auditory anchors, you are using a specific tone or phrase to help you to do something specific. You might repeat “calm down” in your mom’s voice to make you feel more ready to calm down and take on the world. 
 
    Kinesthetic anchors are anchors which help combine your auditory and visual anchor to deal with certain problems. 
 
    Design 
 
    How do we do this? By crafting anchors. To craft an anchor, we must first start with the person who is going to be using the anchor. The anchor needs to be something that can be easily replicated. 
 
    Install 
 
    To start, choose a mental state that you want to use as an anchor for yourself. This can be calm, relaxed, energized, or fitful. Once you have chosen that for your anchor, you will need to visualize a time when you felt that way. Attach the anchor (which can be a touch, for example,) so that you will associate that anchor with that experience and feeling. Every time you have an intense moment, you can use that anchor (such as touch) to put yourself back in that state. So if you wish to be relaxed, attach your anchor to a relaxed memory. When you become worked up, contact that anchor again, and you will return to that relaxed state. 
 
    You may need to do this multiple times to make sure it is ingrained. 
 
    Tips 
 
    Anchor yourself to the peak of the emotion. This allows you to be most attached to the most important point of the experience, and it is easiest to tap into. 
 
    


 
   
  
 

 CHAPTER 29:  

How to Influence People 
 
    Sense Emotional Energy   
 
   F eelings are a shocking articulation of our vitality, the "vibe" we radiate. We register these with instinct. A few people feel great to associate with; they improve your disposition and essentialness. Others are depleting; you intuitively need to escape. This "inconspicuous vitality" can be felt inches or feet from the body, however, it's imperceptible. In Chinese medication, it's called chi, an imperativeness that is fundamental to wellbeing.   
 
   
  
 

 Methodologies to Read Emotional Energy   
 
    
    	 Sense People's Presence   
 
   
 
    This is the general vitality we produce, not really compatible with words or conduct. It's the passionate climate encompassing us like a downpour cloud or the sun. As you read individuals see: Do they have a well-disposed nearness that draws in you? Or then again would you say you are getting the creeps, making you back off?  
 
    
    	 Watch People's Eyes   
 
   
 
    Our eyes transmit amazing vitality. Similarly as the mind has an electromagnetic sign stretching out past the body, examines demonstrate that the eyes venture this as well. Set aside some effort to watch individuals' eyes. Is it true that they are minding? Hot? Serene? Mean? Furious? Additionally decide: Is there somebody at home in their eyes, demonstrating a limit with regards to closeness? Or on the other hand, do they appear to be protected or covering up?   
 
    
    	 Notice the Feel of a Handshake, Hug, and Touch   
 
   
 
    We share enthusiastic vitality through physical contact a lot of like an electrical flow. Ask yourself, does a handshake or embrace feel warm, great, certain? Or, on the other hand, is it off-putting, so you need to pull back? Are individuals' hands damp, flagging tensions, or then again limp, recommending being reserved and hesitant?   
 
    
    	 Tune in for Tone of Voice and Laugh   
 
   
 
    The tone and volume of our voice can enlighten much regarding our feelings. Sound frequencies make vibrations. When understanding individuals, see how their mode of speaking influences you. Ask yourself: Does their tone feel mitigating? Or then again is it grating, rude, or whiny?  
 
   
  
 

 Importance of Reading People  
 
    You may imagine that you're great at think about what others are thinking, however, how proficient would you say you are at perusing what they're feeling? Also, for what reason should that issue?   
 
    You may not generally comprehend what individuals are feeling, however on the off chance that you can make a decent conjecture, you improve your odds of having the option to collaborate with them in a solid way. You may, likewise, increase a superior comprehension of yourself simultaneously.   
 
    By evaluating mentalization aptitudes when treatment, alongside BPD indications, the creators had the option to show advantages of MBT joined with DBT versus DBT alone in the power of self-hurt practices. Individuals in the joined treatment bunch additionally demonstrated a decrease in dreadful connection, or the conviction that one will be relinquished by huge others.   
 
    MBT appears to have esteem, at that point, in helping individuals known to have explicit challenges in picking up knowledge into the enthusiastic existence of others.   
 
    This brings up the issue of whether it's conceivable to put a number on how well anybody can mentalize. On the off chance that your number is excessively low, it would bode well that your very own emotional well-being may profit by applying a few standards of MBT to your very own comprehension of other individuals.   
 
    All things considered, in the event that you incorrectly presume that somebody is attempting to exploit you, wouldn't it be advantageous on the off chance that you refined your capacity to advise whether you're arriving at an inappropriate resolution?   
 
    The trial of mentalizing that the Edel et al., created included having the members complete an animation test (created by Brüne et al., 2016) in which at least two characters collaborate in a complex passionate situation including feelings, for example, desire, jealousy, and "fun at others' expense" (enjoying other individuals' agony).   
 
    To start with, members needed to pass judgment on the right request of occasions for each animation situation. Next, they needed to pick a proper animation from a lot of decisions that would speak to the enthusiastic condition of the characters.   
 
    The model referred to in the paper by Brüne and partners utilizes as the "prosocial" condition, where one individual solaces another. In the "reserved" condition, a character is barred. In the "avoidant" condition, a character leaves an intense subject matter uncertain, and in the "disordered" condition, the character indicates conduct that doesn't generally bode well.   
 
    To envision this undertaking, consider isolating the squares in a funny cartoon and afterward taking care of them back together, without any inscriptions to control you. At that point, envision what last square you would build (or pick) contingent upon the feelings or relational connections you're being approached to speak to.  
 
    As a general rule, you're always rehearsing this ability, regardless of whether you don't understand it. Think about what may happen when you're at your wellbeing supplier's lounge area.   
 
    You see a gathering of individuals coming in together and, out of sheer weariness, attempt to make sense of what their relationship is and how they're feeling. It is safe to say that they are kin, companions, sentimental accomplices, or flatmates who don't have any acquaintance with one another that well? Which one, or ones, of them, are looking for treatment?   
 
    Is it a genuine or generally minor sickness that acquires them? In the event that your hold up is long enough, and you feel courageous enough, you may attempt to discover what's truly going on with them. At that point, you can perceive how close you came to speculating their genuine passionate state and connections among one another.   
 
    In case you're not unreasonably valiant or aren't into hypothesizing about the connections of outsiders, consider what happens when you're viewing a motion picture or TV appear in which the circumstances aren't especially clear. This occurs toward the start of practically any bit of dramatization, particularly riddles. The scene is set and it's dependent upon you to shape theories about how the individuals included feel about themselves, one another, and the circumstance. In the end, you can test these speculations against the real unfurling of the activity.   
 
    Playing these passionate act games can give something beyond inactive entertainment. As the Edel study on individuals with BPD appears, it can enable you to refine the relational and intrapersonal abilities that can profit your emotional well-being. Having the option to detect, precisely, the sentiments of others can support you—in Lemonsky's words—permit "dangerous adapting" to transform into the capacity "to grin and chuckle."  
 
   
  
 

 Why is it Important to Influence Others  
 
    Various divisions and offices end up with their own arrangements, practices, and systems, which could possibly be lined up with those of the association. As associations develop as well as broaden, they become much progressively mind-boggling.   
 
    Over the inward activities, there are the outer elements, including customers or clients, colleagues, sellers, providers, and contractual workers, every one of whom, somehow, need to cooperate to reach achievement.   
 
    In view of inside stratification and outside multifaceted nature, there could be obstructions to completing work or achieving an objective, which may require participating cross-practically or affecting friends or others over whom one has no direct hierarchical or legally binding force.   
 
    By and large, individuals might be a piece of a task group, in a work gathering, or in a cross-practical unit, utilizing impact to get something achieved or take care of business.   
 
    To be fruitful, you may need to apply impact upward to influence the chief; on a level plane to get others to help, coordinate, or perform; and perhaps descending to persuade direct reports to do their absolute best as opposed to the base to get by. There is a more noteworthy need to oversee upward and along the side in business today.   
 
    Everybody has a supervisor just as companions. To be fruitful, one must have the option to work successfully with any or the vast majority of them. The soul of this procedure is impact.   
 
    No doubt, to be fruitful at your specific employment, you should have the option to "sell" a thought or undertaking, induce colleagues or companions to offer help as well as assets, or get individuals to accomplish something that they may not really need or need to do.   
 
    The capacity to move others to accomplish significant goals is best on the off chance that you can figure out how to lounge chair it in wording where everybody wins (you, me, and the association). A hidden standard of influence is that individuals anticipate correspondence all the while. To have the option to convince viably, you should make win-win exchanges when troublesome circumstances or when managing troublesome people or gatherings.   
 
    This is particularly valid for development. The development procedure includes a huge gathering of associations that meet up to construct an office or structure. There are three significant groups included: the proprietor, the originator, and the constructors.   
 
    Various gatherings might be associated with the proprietor group, including yet not restricted to senior chiefs and budgetary, legitimate, operational, and upkeep experts, to give some examples. A modeler will in all likelihood head up the creator group, with various essential and auxiliary advisors. Also, the constructors may incorporate a development administrator, a general contractual worker, and various subcontractors.   
 
    Sub-subcontractors, merchants, and providers may likewise be included. Much of the time, there is no authoritative connection between huge numbers of them. In view of the reliant idea of development, every one of these associations and gatherings should work helpfully to effectively finish the venture.   
 
    Working together is getting increasingly confusing. There are more prominent time weights, the need to accomplish more with less, more challenge, and higher weights on benefit. There are less center directors. Workers are required to assume on greater liability and basic leadership.   
 
    Innovation is evolving quickly, and information is developing exponentially. Individuals are relied upon to keep up, and there is by all accounts a brief period for preparing and improvement.   
 
    There is a more prominent need to unite different gatherings of individuals to work agreeably to make progress. With all the multifaceted nature and reliance, the capacity to employ impact is ending up increasingly more imperative to one's capacity to work adequately in the association.  
 
    


 
   
  
 

 CHAPTER 30:  

How to Deal with Toxic Personalities 
 
   T o understand a potential enemy and the tactics they might use is to beat them at their own game. Too often, manipulators enter our lives because we find their companionship pleasing. We let them fill a need that they create. This need can come from many places, for some a broken home, for others a simple need for action. To not know yourself is the greatest asset a manipulator can use against you. They act like parasites burrowing their way into your life and sucking you dry, getting all that they can resource-wise, and then leaving you.   
 
   
  
 

 Borderline Personality Disorder 
 
    To begin the conversation on disorders that make one manipulative, I would like to start with the lesser-known Borderline Personality Disorder or BPD.  
 
    BPD as a disorder is characterized by an intense pattern of instability in both interpersonal relationships and a sense of self. This instability is accompanied by an extreme of abandonment. When combined with the general impulsiveness and mood swings that BPD brings, make for a perfect storm of destructive behavior. Due to the fact that individuals with BPD have such an intense fear of abandonment, they may lie and manipulate to keep you closer to them, while at the same time getting angry at you for spending so much time with them. This splitting between their desires and fears is where the term borderline comes from. Their emotions are always bordering on the edge. Ever so close to teetering off and having a nuclear meltdown but still so far away.   
 
    Sometimes, people with borderline personality disorder present their symptoms in a chaotic or disorganized fashion, which reflects the fact that they are unsure of who they are themselves. It is not known what causes an individual to develop a borderline personality disorder, but it is theorized that growing up in an abusive home or experiencing severe trauma at a young age makes someone more likely to develop it.  
 
    An individual with Borderline personality disorder may be able to lure you in with how they may appear to make themselves vulnerable.   
 
    They are prone to sharing intimate details with their lives very early in a relationship in the hope of establishing trust and moving the relationship along quickly.   
 
    Your best defense against a borderline is leaving before you are too involved. If someone wants to move a relationship quickly in a direction you don't feel comfortable with, then it is in your best interest to leave while you can and when you have not invested much emotion.  
 
   
  
 

 Narcissistic Personality Disorder 
 
    Moving on from one of the least known disorders, I would like to discuss a disorder we have all heard of, Narcissistic Personality Disorder or NPD. 
 
    NPD is characterized by extreme self-centeredness and an inability to comprehend and understand the consequences of their actions. As a result of this inability to understand consequence, narcissists tend to repeat the same self-destructive behavior over and over again.   
 
    We have all heard this term used to describe someone. Few of us actually understand what narcissism truly looks like. We are quick to label any behavior we don't like as narcissism when, in reality it is more subtle than that.   
 
    Narcissists are not the overt self-centered people the media likes to portray them as. A narcissist likes to utilize subtle tactics to get you to come in line with their way of thinking, as opposed to overt manipulation. By getting you to question your own judgment, they can replace your ideas with theirs.  
 
    One of the main behaviors all narcissists follow is the inability to take responsibility for their actions.   
 
    They will pin the blame for their actions on others instead of realizing that they are the reason misfortune keeps befalling them.  
 
    As a result of this inability to learn from past mistakes, a narcissist will often repeat the same behavior over and over again to try and meet the same goal. This is what makes them so dangerous. They are willing to go to extreme measures to achieve their goals.   
 
    The largest danger from narcissists comes from what is called a narcissistic meltdown. When a narcissist feels cornered like an animal, they will meltdown and destroy everything in their path, even if it means damaging themselves. This can take many different forms; for some narcissists, this means something as extreme as suicide or even murder. For others, they may trash a lover’s house when asked to leave the relationship. In short, when a narcissist realizes their game is up, they tend to blow a lot of fuses in their head.  
 
    It is hard to postulate what motivates a narcissist as to behave this way. Current psychological research points to a poor sense of self. But, the truth is it does not matter why they do something; what matters is your ability to avoid it.   
 
    Narcissistic manipulation mainly takes the form of what is called ‘Gaslighting,’ which in simple terms is the act of getting you to question your own judgment of a situation and get you to think that you’re the one with the issues and not them. By getting you to question your own beliefs regarding their behavior, a manipulator is then able to live rent-free in your head! This is extremely dangerous behavior because it allows for self-doubt to be reinforced and allows for the manipulator to instill dangerous thoughts and ideas into someone's head.   
 
    The main thing to look out for in someone who behaves like this is how they were in past relationships if you see a pattern of them avoiding any responsibility for their actions, then run away immediately.   
 
   
  
 

 How to Maintain Your Energy and Don’t Let Them Steal it From You 
 
    The good news is that you can avoid having this happen to you if you don't let it. Too often we let people dictate how they can treat us by our own actions. If we let someone convince us that we are weak and need them to succeed, then is it really their fault for us getting sucked into their web, or is it perhaps our fault for convincing ourselves that this “relationship” is good for us? The truth of the matter is that manipulators like to prey on people who have been hurt before. Their charm and glib cons us into thinking that they will help us with whatever issue we are dealing with.   
 
    It may sound cold or blunt, but, by keeping your guard in check and not letting yourself get too close to someone upon meeting them, you are able to quickly avert any potential mishaps or crisis that may come forward within that relationship.   
 
    Do not buy into their bluffs. Once a manipulator realizes they can get away with something once, they will do it again and again. As you set a precedent for them, that manipulative behavior is okay. Calling a manipulator bluff in a high-tension scenario like this, in the beginning, may lead to them getting irater and more irrational. But if you are firm and stand your ground, they will quickly come to terms with the fact that they will not win here.   
 
    The other component of de-escalation is not losing control of your own emotions. Manipulators are very good at learning what buttons to press to set you off. Understand this when interacting with them, because if you just buy-in and get as angry and irrational as them, then you are stooping to their level and letting them get what they want from you, which is usually attention.   
 
    Calming Techniques 
 
    There are some simple calming techniques you can use when you feel your emotions brewing up. Take a slow deep breath and count to five in your head; you can also try peaceful imaging. Imagine yourself on a calm beach or somewhere pleasant to draw your mind away from the situation with the manipulator. Presenting yourself as calm shows a potential manipulator that you won't stoop to their level and are willing to not compromise your integrity.   
 
    De-escalation tricks are pointless if you do not take active steps to change things from there; this can be as simple as trying to set firm boundaries. The way you do this is that you let someone know what your limits are and what you won't put up with. For example, if someone lies to you and you catch them, you are firm and consistent with the consequences of it. If establishing boundaries and trying to de-escalate the situation doesn't work, then it may perhaps be in your best interest to reduce the amount of contact you have with the manipulator.   
 
    Going low or no contact with a manipulator guarantees you that they cannot harm you. The problem with doing this is remaining firm in your conviction. It is very easy to tell someone that you are going to stop contacting them, but actually doing it is much more challenging.   
 
    Once a manipulator feels you are pulling away, they will ramp up their scheming in the hopes they can entice you into staying with them.   
 
    Simply put, leave them, block their number and, if possible, leave any friendships you both share.  Manipulators love to use other people to do their bidding. This allows them to act through proxies and avoid arousing suspicion that they are the ones responsible for certain behaviors. In fact, you may find that the more challenging part of reducing contact with someone who is a manipulator is the obstacles you set, yourself.   
 
    Manipulators like to make you second guess yourself and doubt your own instinct in the hopes that you will follow through with their intentions. This is why knowing certainly how you want to act is important. Take time to do your diligence before making any major decision, pull back for a little bit, and analyze all the facts at your disposal.   
 
    By taking a calm and measured approach to your decisions and actions, you present an image of someone who is not weak. This more than anything will prevent you from becoming a victim of manipulators attacks. Because it represents the image that you are someone who is in control of their emotions and, as a result, can't have your own emotions used against you, as manipulators commonly try to get you to do.  
 
    In closing, know that you have a basic understanding of some of the methods manipulators use and how to defend yourself against them. You are now better able to understand where manipulation truly comes from and what drives people to use someone’s own emotions against them. As a result of knowing how their own weapons work, you can utilize them in tricky situations in life, where they may prove incredibly useful. Because manipulation is so common in today's fast-paced world, it is imperative for you to understand it if you want to get ahead. That is why I would like to discuss how psychological disorders play in manipulative behavior.   
 
    


 
   
  
 

 CHAPTER 31:  

How a Great Salesman Learn about Emotions 
 
   E motional intelligence can make a real difference in the workplace. Choices that we make, even in business, can be fueled by emotion. Following your “gut instinct,” means that you’re in tune with your emotions. Understanding where those emotions are coming from helps us connect and cooperate better with other members of our team.  
 
    It’s the 21st century, business is global. Being emotionally clever is more important than ever because the interactions we have with other people are complex. If you’re working with people from different cultures, it is essential that you understand and accurately express your emotions. It makes a difference when it’s time to solve problems under pressure.  
 
    When we’re self-aware, we understand our own needs. We’re also adept at anticipating reactions to events, and emotional intelligence allows us to explore alternate solutions. Emotional intelligence begins with you; it’s impossible to enhance the well-being of others until you truly understand how your emotional self operates.  
 
    Leaders stand out because the skills that come with their emotional intelligence allow them to build a productive and efficient workplace. If you consider Daniel Goleman’s tenets of emotional intelligence, you can see how valuable these traits are for employees.  
 
    Self-awareness: It’s essential to recognize and understand your own strengths and weaknesses. Self-awareness is also quite helpful when it’s time to receive constructive feedback from others. 
 
    Self-regulation: We all know that emotional outbursts at work are highly inappropriate, but self-regulation extends past that. If you are able to successfully self-regulate, it means that you utilize tact and diplomacy when expressing yourself and communicating with others. 
 
    Motivation: If you’re emotionally intelligent, your motivation is intrinsic. You work hard because you feel pride and fulfillment when you accomplish things. Self-driven people are extremely valuable in the workplace. 
 
    Empathy: If you show empathy, you’re more likely to have people trust you and follow your lead. It’s important to understand how others feel and perceive the world; being open to others’ perspectives makes collaborative work happens much more smoothly. 
 
    Social skills: You want coworkers to trust you, and having a positive rapport is important. Think of social skills as the act of putting the other four pillars to use. Emotional intelligent people with great social skills are able to show others that they’re empathetic, self-aware, self-regulatory, and motivated. 
 
   
  
 

 Strategies for Using Emotional Intelligence at Work 
 
    Employees with emotional intelligence are an asset to any organization, and tapping into that advantage can really help a company set itself apart from its competitors. There are three places you can use them that will help you maximize the benefits of emotional intelligence.  
 
    Make emotional intelligence a priority. It’s not necessary—or even a good idea—to “turn off” your emotions when you go to work. For a business leader, it’s important to approach situations with an emotionally intelligent perspective. Employees want to have a relationship that includes respect and trust; if they’re not provided that, they’ll find an employer who will give it to them. Emotional intelligence is correlated with good health—both physical and mental. If a leader utilized emotional intelligence to improve interpersonal relations at work, employees will most likely remain loyal and hardworking. Considering this, business leaders should seek emotionally intelligent people for hire and promotion. Additionally, it serves everyone if they also help to increase current employees’ emotional intelligence. A successful professional has a balanced combination of work ethic, skill, and emotional intelligence.  
 
    Foster an emotionally intelligent culture. Emotional intelligence is a skill, and it’s worth practicing. Organizations should develop an environment that is conducive to practicing the different tenets of emotional intelligence. This is important for everyone, including employees and managers. An organization can do this by showing employees that emotional intelligence is a core value. Employees should see that their well-being matters, and that they’re seen as individuals. Getting employees to follow is a complex skill that leaders must possess, so it’s important to gain emotional support. Genuine emotional intelligence means that a leader appeals to employees’ emotions rather than just deliver commands.  
 
    Set emotional intelligence goals. A leader doesn’t stop once he or she is able to get employees on board; he or she works to continually increase emotional intelligence in the team. This can be accomplished through things like constructive feedback and open communication. The next step is to set goals at different levels (for example, organization, team, and individual). Goals should be set for each of the five pillars of emotional intelligence. Goals might resemble things like:  
 
    
    	 Ask a coworker for feedback on a task to show that you are approachable. 
 
    	 Eat lunch with a coworker you don’t know very well. 
 
    	 Write down your emotional triggers and share them with the team. 
 
    	 Ask a coworker what motivates him or her, and genuinely listen to the answer. 
 
   
 
    Once the goals are set, coworkers should openly discuss them, even if it feels awkward. Following up is just as important as setting the goals, and with some practice, everyone will grow accustomed to the entire process. 
 
   
  
 

 The Value of Organizational Emotional Intelligence 
 
    Of all the reasons that emotional intelligence is valuable in the workplace, there are two that are of paramount importance: job satisfaction and job performance.  
 
    High emotional intelligence is correlated with increased job satisfaction. This includes employees whose coworkers and managers have high emotional intelligence. If an employee has high emotional intelligence (especially self-awareness), he or she has a low risk of burnout. Overall, emotionally intelligent people tend to find more satisfaction and happiness in their jobs.  
 
    High emotional intelligence also fuels job performance. Employees who receive training in emotional intelligence are likely to be productive members of a team. In particular, those with great self-regulation skills tend to perform quite well at work. Emotional intelligence impacts job performance in seven ways:  
 
    
    	 ability to combine reason and emotion, empathize with other people, and express emotions 
 
    	 cognition 
 
    	 conscientious behavior 
 
    	 emotional stability 
 
    	 extroversion 
 
    	 self-efficacy 
 
    	 self-evaluations 
 
   
 
   
  
 

 Examples of Emotional Intelligence at Work 
 
    It’s important to see what high (and low) emotional intelligence in the workplace looks like. Here are some examples.  
 
    Your office is making a change, and everyone will be using brand new software. If the workplace has an environment of high emotional intelligence, the change will likely be met by employees who take it seriously and are eager to learn. In contrast, a workplace with low emotional intelligence will resist the change. Employees won’t want to put in the effort to see it through. If the initiative itself isn’t well-planned with consideration and thought, it’s an indication that management lacks emotional intelligence and doesn’t understand how big changes impact the employees.  
 
    A new work schedule has some employees upset. The abrupt change, made without their input, has affected many of their lives outside of work. An emotionally intelligent employee, who is adept at appropriately expressing his or her thoughts and emotions, will tactfully speak up and genuinely listen during the conversation. Conversely, an employee with low emotional intelligence might keep the emotions bottled up or complain to anyone nearby without any suggestions for a resolution.  
 
    An employee is having issues at home, and his overall mood is affected by the situation. A coworker or manager with high emotional intelligence will recognize that something’s amiss, and compassionately offer a listening ear if he’s so inclined. On the other hand, someone with low emotional intelligence will get annoyed at him, criticize him, or aggravate the situation.  
 
    Several employees in an office have young children, and therefore very busy home lives. An executive with high emotional intelligence will recognize and understand that his or her employees are people who have families. He or she will show flexibility, utilizing options such as the ability to work from home one day a week, knowing that it benefits everyone. In contrast, a supervisor with low emotional intelligence will not recognize (or care about) his or her employees’ lives and responsibilities outside the workplace. Inflexibility is a sign of low emotional intelligence.  
 
    Meetings in your workplace don’t always go smoothly. It becomes quite obvious which employees have high emotional intelligence, and which employees have low emotional intelligence. The former will attentively listen, keep everyone on task, and ensure that everyone has the opportunity to be heard. The latter, however, will offer no input, talk over his or her peers, zone out, or get into a heated argument.  
 
    Of course, it’s not necessary to be best friends with your coworkers. A workplace that cultivated an environment of high emotional intelligence, though, is a place where employees enjoy spending time together. They might eat lunch together, go out together after work, or enjoy meeting up for social activities. Conversely, a workplace with low emotional intelligence is an environment where employees do not see value in building relationships.  
 
    Your restaurant has decided to completely redesign the menu, from entree choices to layout to graphics. If it’s a workplace with high emotional intelligence, you might give the employees a chance to show their creativity and offer suggestions. It makes a team feel valued, supported, and heard; additionally, the employees can stretch their creative legs a bit. These employees feel invested in their work. Conversely, a workplace with low emotional intelligence always strictly adheres to the same policies it always has, even if the logic behind them is archaic and obsolete. Management in an emotionally unintelligent workplace is not concerned with employee input.  
 
    


 
   
  
 

 CHAPTER 32:  

Influencing with Sales and Leadership 
 
    Use Marketing Strategies and Tactics to Gain Clients 
 
    Why social influence marketing matters to you 
 
   W hen they make purchasing decisions, customers have always been strongly influenced by each other. They ask each other for guidance, observe and emulate the decision-making of each other and, simply, let peer pressure decide their judgments whether they want to follow it.  
 
    What has shifted is that physical behavior has absorbed the off-line action–which is why marketing has a social impact on anyone with a Marketing Potential.  
 
    Communication technologies such as social networks and prediction markets, microblogging solutions and location-based networked mobile apps, as well as virtual worlds allow consumers to have a more visible and drastic impact on each other than ever before.  
 
    How it works  
 
    The Holy Grail in marketing is, in many respects creating enforcement, recognition, and internalization. Here are some things to consider as you profit from marketing social influences:  
 
    
    	 Become your consumer  
 
   
 
    The increase in social networks and blogging has allowed customers to stay even closer together. As a consequence, users become connected to each other online and offline. You want to be in harmony. When they learn, they also reflect and affect buying actions directly or indirectly. In order to influence customers, you must be like them and genuinely engage in the same forums on a continuous basis.  
 
    
    	 Aggregate information for your consumer  
 
   
 
     Social networking has offered people the ability to connect and express their opinions more widely. Individuals, further than ever before are writing, tweeting, and reviewing. Every day, about 120,000 blogs are produced. Such participants provide a richer knowledge base for other customers to use during a purchasing process. Consumers who plug into these blogs know better than you probably know about your company. Instead of trying to control the post, act as the aggregator of all brand knowledge. Let your website become the talk amphitheater. Even if the conversation's pessimistic, you benefit like Chevy did for his Tahoe advertisement over the long term. The advertisement contest created by the consumer led to 629,000 microsite visits and Tahoe sales started.  
 
    
    	 Articulate product benefits better  
 
   
 
     New e-Marketer analysis shows how important customer reviews are. Around 22% of US online shoppers still read customer reviews before purchasing. Forty-three percent of US internet purchasers at least read customer reviews most of the time before making an order. This is the social influence at work. How will you do with it, then? Recognize that your customers are more conscious and ensure that you market a better offering and more digestible express the advantages. This would produce happy consumers who will then advertise this because others will want to associate themselves with them through specific buying behavior.  
 
    
    	 Align your organization into multiple, authentic voices  
 
   
 
     Online impact Marketing offers market space to affect each other during the purchase process. As a company, you want them to affect each other positively. Do this by aligning the entire company with a multi-voice and credible network. Don't saddle sales and marketing departments with customer interactions. To encourage other internal representatives of the organization, perhaps via forums, to serve as brand ambassadors. We will communicate to their own audiences about your company in their own languages. You may not be absolutely on the post, but you will be genuine and have a strong and positive influence. Help them! Believe them!  
 
    
    	 Amplify the favorite business stories  
 
   
 
    So, you can no longer control the message. The clients prefer to listen to each other rather than to you. But you still have posts you want to share. You can do this by defining, motivating and amplifying the brand's market stories. Remember; it doesn't mean that you have no presence at all because the customers are more interested in talking to each other. Edelman's research shows that 28 percent of US online users have taken measures such as texting, chatting or submitting e-mails depending on what they read on a blog post. In Belgium, the number is 43%. Publish as broadly as possible your favorite business stories and also guide customers to people or groups already predisposed to your goods.  
 
    
    	 Let consumers shape and share the experience  
 
   
 
    The clients don't want to engage automatically in debates on your own page. Rather than focusing solely on creating strong brand experiences, which can then be exchanged by customers, think about creating assets, which allow consumers to form and expand the brand experience as they wish to. In addition, let them mold these perceptions and express them; however—they want. For starters, make it easy for customers to take your website details and add it to discussions elsewhere. Apple gets this. According to patent papers, Apple begins a service, which enables iTunes users to compile and change podcasts before they are downloaded.  
 
    
    	 Participate where your consumers are  
 
   
 
     Your customers spend time engaging with their peer groups on social sites. Do not try to disrupt social dynamics by pulling them to your page at all times. Alternatively, send them the updates directly on those social sites. Go to the customers, not seek to drag them to you all the way. In reality, if you have to de-emphasize the website. Wondering where the talks are taking place? Not only on social networks but also on pages of the publication. According to the Magazine Publishers of America, 67.5 million unique visitors each month visited the top 320 magazine pages, which marks an 8.1% increase over the same timeframe of 2006. Internet traffic actually rose just 2.1%.  
 
   
  
 

 How to be an Influential Leader 
 
    "I'm a doer, not a delegator."  
 
    Most people who have spent their early careers as individual contributors use such terms. Their hard work and dedication gained them a necessary sponsorship.  
 
    Although, many companies offer training for new hires, discuss issues like human resources, administrative practices and professional oversight, none give advice on how to handle and control their employees. In 2013, CIPD research found that over a third of line managers did not have adequate training for supervisory personnel. However, in 2017, a case study by Microsoft listed management failure as a major concern today for businesses.    
 
    The phrases "management" and "leadership" are, sadly, used as if they were synonymous. Whilst management has influence and supervision; leadership has a descriptive, constant and consistent contact capacity that gives control and motivation.  
 
    How can a manager, especially a new manager, be powerful, motivate others to act, especially if they lack the ability and confidence to do so?  
 
    Simply put, influence is the ability to make people do what you have to do. Everyone in management will improve their ability to connect if they want to progress into an influence and motivation position.  
 
    Although this may seem to be easier said than done, these ten approaches give managers ways to increase their leadership role and their impact on others:  
 
    
    	 Maintain composure  
 
   
 
    Everyday management circumstances may cause a reasonable person to fight or run. Demanding clients, intolerable staff, and misdirected leadership, will cause frustration and growing emotions even for the most seasoned managers. A key element of leadership is to preserve peace of mind, irrespective of the situation. Speaking with dignity, patience and justification are important for other people to be understood. A true leader will react with a sound mind and relaxed temperament to emotionally charged circumstances. They consider and act all the possible effects of their reaction accordingly.  
 
    
    	 Exude confidence  
 
   
 
    Regardless of the risk of success or failure, a leader exudes confidence and bravery in circumstances that other leaders may challenge. Employees may dread the result of choice, but happily endorse it when they are sure of the verbal and nonverbal signals of their boss. If you show confidence in your choices, your team members are encouraged to do the same. When members feel adequately willing to take the helm, the staff is encouraged to follow.  
 
    
    	 Be accessible  
 
   
 
    In addition to being open in your workplace, you also have to be involved with your staff and actively search for opportunities to help them. Accessibility can be a problem for new managers who have only ever kept their supervisors responsible for themselves. On the other side, a dictator is responsible for all they control. Accessibility is key to building trust in the partnership between management and staff. Exit from the workplace and get out of the desk. Walk around the office to see the workers. Determine the roadblocks and indulge in challenges and failures.  
 
    
    	 Motivate others  
 
   
 
    Leaders are not hunting for praise. Rather, they sell it free of charge. Give credit when necessary and appreciate the diligent work and efforts of others. Leaders know that appreciation arrives not only in the context of sometimes incentives, bonuses and promotions but also through the regular presentation of successes and challenges to the team and the priorities involved. If you demonstrate a deep appreciation of successes in the workforce, staff engagement rises, integrity improves, and employees become empowered for difficult tasks.  
 
    
    	 Watch your body language  
 
   
 
    Every move made by a leader is consciously or unconsciously judged by those they want to affect. If your vocabulary does not conform to your verbal signals, listeners see a difference and are less likely to trust what you mean. For starters, leaders know how to speak and listen in an open position. This neutral position gives you access to your room and demonstrates faith in the post. If you pose with your arms crossed or speak with erratic mannerisms, other people get confused and worry about the authenticity of what you mean.  
 
    
    	 Practice word awareness  
 
   
 
    Leaders communicate quickly, only using terms that add value to their speech. You will practice the less-is-more approach by practicing this skill. Eliminate all non-words like "um" and "oh." Avoid the change from thinking to the topic and understand what is said. Provide simple and succinct instructions; to avoid ambiguity. Clarity builds audience trust and content credibility.  
 
    
    	 Be grateful and humble  
 
   
 
    Leaders understand that no achievement alone is accomplished. While it is important to consider many individuals, empathy and modesty continually shown by leaders encourage others to act. If you understand you cannot function alone while showing appreciation and modesty for those doing the job, you encourage the efforts of committed, thoughtful workers. Humility indicates that you understand that change is always possible regardless of how qualified you are.  
 
    
    	 Continue your development  
 
   
 
    Leaders know there's always space to change and they never feel that they have perfected every element of power. Get input from those that you value so that your poor management and leadership abilities can be continuously talked about. A true leader would like to learn how they are viewed and work diligently to gain confidence and reputation. Seek coaches to help you and trainers to improve your abilities and learn about developing constantly.  
 
    
    	 Champion others  
 
   
 
    New managers also fail to recognize that they are responsible for developing others. Leaders know that it is their duty to coach, direct and provide their employees with constant input. Therefore, you will support those who are willing to pursue advertising incentives and be rewarded for their significant efforts.  
 
    


 
   
  
 

 CHAPTER 33:  

How to Detect Unethical Manipulation 
 
   I t should be remembered that coercion alone doesn't work for the manipulators and no one, either the target of coercion or the manipulator, gets any real income. If it's exploiting, the end result is a loss. Before learning how to recognize and combat manipulators, you need to know how coercion affects both the manipulator and the victim negatively. 
 
    Powerlessness – Manipulators opt for coercion because of the feeling of helplessness. This is because of the impotence that a person is giving in to the trickery of the manipulator. 
 
    Inadequacy – Manipulators assume they lack some of the attributes certain people possess and they exploit others they believe possess such attributes in search of these characteristics. When exploited, a victim feels foolish and wonders if they've just behaved more intelligently to outwit the manipulator.   
 
    Victimization – Manipulators believe that life has victimized them by not being fair to them or giving them what they deserve. A manipulation victim also feels victimized when they fail to do what the manipulator demands.  
 
    Anger and Frustration – Manipulators are always frustrated when their targets turn down their demands or requests. The victims also feel bad when doing what the manipulator asks them to do, especially if it is forced manipulation.   
 
    If you allow yourself to be manipulated, you sacrifice your rights to self-determination, self-esteem, finances, energy, and even your principles. If you manage others as well, you surrender your self-respect and self-reliance when you try to use others to benefit yourself. Either successful or not, after manipulating others, there is the emotionally immature feeling that always haunt a manipulator. 
 
    How to Response to a Manipulator 
 
    Unless you have obligated yourself to refuse with a clear conscience when you want to do, it is not your obligation, and if it is not a genuine requirement. You do not have to have any guilty feeling if you refuse to do anything you are requested to do. When a manipulator requires anything, you have to say ‘NO,’ without backing it up with excuses or explanations. The more you reply to the manipulators with such responses, the more proficient you become. This means that you should never do anything you do not like just to please another person. 
 
    Important concepts to consider when resisting and avoiding manipulation, mind control, and persuasion:  
 
    
    	 Your time and energy are as important as anyone else’s.   
 
    	 Your ‘not wanting to do’ is equal to the manipulators ‘wanting me to do.’   
 
    	 You are never required to support your decision with explanations or excuses. 
 
    	 Insisting you should do something means manipulation. 
 
    	 Your silence might mean a ‘Yes’ if you fail to respond with a ‘No.’   
 
    	 It is challenging to get manipulated if you cooperate. 
 
    	 Your happiness, needs, and desires also matter just like anyone else’s. 
 
    	 Being a manipulator yourself is an added advantage to avoid manipulation. 
 
    	 It is always your right to say ‘No’ to anything that does not please you.   
 
    	 Failing to do another person’s request does not mean you are stubborn.   
 
   
 
     When you put these points into consideration, it will be difficult to be manipulated since it will be easier to spot and resist manipulators. It is easier to identify a manipulator since they all have the same characteristics.   
 
    
    	 All types of manipulators, persuaders, and cult leaders who mostly use mind control can tell your weakest points.   
 
    	 When they know your weakness, they start using it against you. 
 
    	 They start convincing you to give into their interests. 
 
    	 When they succeed in manipulating you for the first time, they are likely to continue controlling you more and more.   
 
   
 
     The following tips have been confirmed and tested to be the best in handling manipulators and resisting being manipulated. 
 
    Firstly, being aware of your rights helps you to realize when you are being manipulated. Defending your rights is very crucial provided you are not harming anyone. You should know that it is your right to be treated respectfully. It is your right to explain yourself, how you feel, what you want, and your opinion over any topic.  
 
    You should never be guilty after saying ‘No’ to anything that you feel is uninteresting to you. Having divergent views with others is normal, and you should never be worried about it. Whenever you protect yourself from any kind of threats, it is never wrong, but right for your own benefit. You have all the reasons to prioritize your happiness over anyone else’s. If you maintain these rights, everyone will know their limits, and it will be your beginning of a manipulation-free life. Anyone who tries depriving you of your rights is a manipulator, and you should resist them and be in control of your own life.   
 
    Second, it is as straightforward to recognize a manipulator as it is to learn their acts and expressions when people dissimilar in different ways. Most manipulators are either friendly to certain people or rude to others; there is only one side to them. A manipulator can be violent at times, and friendly at other times. If you observe these habits, detach yourself from these men. They also will falsify their character to you. Changing this sort of people is never your job or duty, as it may be a deep case of long-lasting mental abuse. 
 
    Third, you should be mindful that your vulnerability is being manipulated and taken advantage of by a manipulator’s major agenda. When they blame you for failing to fulfill their expectations, feel better, the last thing you should do is blame yourself or feel bad for your actions. That is the manipulator’s weakest point to take advantage of; bypassing your strength and control. When a manipulator seriously insists on one demand, feel free to pose and answer these questions to yourself: Are my rights respected? Are the criterion this person asks me to do valid? Is there anything positive that can make me or that person if I end this relationship? When you want answers to these questions, you’re going to know where the problem is, or who it's with; the manipulator or you. 
 
    Fourth, if a person tries to exploit you, you shouldn't always concentrate on how you'll help them out. You may opt to pose a few questions to them. Those questions help you know if the manipulator is aware of the differences their demands make. You may ask the manipulator: Does something on your side that you ask for sound credible? Is it fair for me to have your demands granted? Will your orders reflect a question or a statement? When will I get to benefit from this? Are your standards without doubt that I will give in to your wish? Such questions serve as a mirror in which the manipulator sees himself and the kinds of demands he asks for. If the manipulator is fully aware, the request or argument will be automatically removed. 
 
    Fifth, each manipulator needs an immediate response to their demands. It is their method to optimize control over your goal. To avoid that, you should never react to any of their conditions immediately. Instead, use the time to your advantage. Hold a distance over any force that promptly wants you to respond. Take your time and say, "Let me contemplate this." This loosens their standards, and with the same desire, the manipulator or persuader is less likely to return to you. They are going to be afraid to come back to you after they've read your first reactions. 
 
    Sixth, you should be mindful that if their demands have not been fulfilled or other people harm them, a manipulator or persuader may also be a bully. You should resist by getting solid and avoiding passivity. The manipulators must withdraw and stop their methods as soon as they know that you are conscious of your rights and can't be easily exploited. Many of the bullies and manipulators are urgently seeking recognition, affection, and peace because, in most instances, they have been victims of abuse. If threatened by a bully, stop standing firm and get any people around you to help in case it turns out to be physical bullying or violent. 
 
    Seventh, certain manipulators wouldn't take a 'no' to their preconditions, so that allows you to set other consequences. When you offer some manipulator results, their methods would be challenged and if they were aggressive, they will automatically move to a friendlier mode. 
 
    Be confident with those realistic strategies that no manipulator can ever exploit you. It might not be a direct exploitation, but even if you see your friends being exploited, you may use these techniques to try to help them stop the manipulators or combat them. 
 
   


  
 

 CHAPTER 34:  

Repeat Back and Feedback 
 
    Repeat It, Repeat It, and Repeat It More 
 
   Y ou, like many people, may have found some of this stuff repetitive. When it comes to transforming your life and figuring out how to bring about your ideal self, I really pushed home the importance that transformation and overcoming emotional hurdles has on self-mastery. I’ve pushed the importance of confidence, certainty, and power dynamics when it comes to influence.  
 
    Repetition is what is necessary to make a person understand what you’re talking about. Every election season, we’re bombarded by advertisements for politicians. Even though people claim they’re fed up, sick of them and have heard everything about them. The majority of people don’t know what any one individual candidate stands on topics—sometimes not at all, sometimes not until they are days away from the election where they’ve been bombarded with every other commercial being some political campaign. The thing is, as much of a bother as it may be, it’s necessary. People need to hear things again and again until they are sick and tired of hearing it actually to listen to it the first time. Any person with children can tell you the same thing. Repeat is the way to get a response through and actually being heard.  
 
    The biggest mistake you can make whenever you’re trying to persuade someone is just to say your message once. No, it’s your job to hammer home the important points, to make it as clear as possible what it is you’re saying, what it is you want them to do, and what the next step for them to take is if they want to do what you want them to do. But, you can’t just say the same thing over and over again. No! People won’t listen to you. They will find you boring. They will ignore you.    
 
    The key to powerful repetition is saying the same thing in different and interesting ways so that people stay engaged. Every marketer in the world knows this that is even a tenth of a percent good at their job. You can’t just rely on one advertisement or one message to get people to take action. You want to continue to expand your outreach, test different mediums, and be heard in a different way. The more people hear from you, the more they’re going to listen eventually. Whether they love you or hate you, they’ll be forced to listen.   
 
    Maybe you’re not trying to do something over a long frame. Perhaps, your persuasion and influence needs require more immediate action to be taken. The principle is still the same. What you emphasize, how you emphasize it, how you order the words, and how you tell people what you want from them. All of these things require you to repeat, repeat, and repeat some more. Repeat it until everyone’s tired of hearing it that they actually take action in the way you want them to take action. Repetition is the rhetoric of kings and politicians, it’s the tool of master speakers, and now, it’s your job to make it your tool today, to make your life better.    
 
   
  
 

 Failure into Feedback 
 
    People have never hidden the secret to success. One of the major philosophies of NLP is that success leads clues, and those clues are something everyone can learn from. Throughout all of history, the most successful men and women in the world were meant with failure on top of failure and yet their success so outweighed anything that they failed at. But it all started with understanding one thing: they weren’t failing; they were getting feedback.   
 
    Ford would go about creating one of the biggest car companies in the world, but before he’d succeed at doing that, he’d failed… a lot. In fact, his first outing at building a car, he burned through all the money his investors gave him without building a car.   
 
    His next business was Detroit Auto Company, which went bankrupt. After he got success with the Model T, he refused to update it in the 1920s, which led to slumping sales. At every point, these failures were just opportunities for him to learn, to better himself, and to make things better. Because for him, there wasn’t a failure; there was just feedback.   
 
    History is rich with famous failures, which produce massive success. And that is because they have followed one simple principle. There is no failure; there is only feedback.   
 
    But, the problem often is that we have a hard time finding that feedback in every failure. For one, most of our childhood is spent thinking that failure is a horrible thing and must be averted at all cost. We grow up learning that the big red F on the paper is a dangerous thing. But like many things in school, they’re not exactly structured for the real world.    
 
    The fact is, because of our negative association with failure, we oftentimes don’t know how to look at the failure to turn it into feedback. But that’s about to change. And when you’re able to take every failure, past, present, and future, and turn it into a learning opportunity, you’re free to move beyond failure and find the success hidden behind it.   
 
    So, what do you do?   
 
    First and foremost, you need to disconnect yourself from the emotion of failure. There’s no easy way to do this, but through introspective analysis. Lay out all the emotions you have with failure, and one by one examine which one is the strongest, which one does all the other’s fall in line under. Then, using the Six-Step Reframe Process, change your perspective from when you meet failure from that emotion to curiosity and excitement. That is how you need to be with failure. A clap of the hands, a grin, and excitement at the new opportunity that presents itself to you.   
 
    Because when you eliminate the stigma of failure, you’re faced with only the opportunity for success. The opportunity to make something happens. The opportunity that is presented when you are forced to look at something in a completely new way.   
 
    Second, when faced with a failure, whether you’re taking it from the past or the present, you need to start breaking it down immediately. What precisely didn’t work? Did anything work even a little? What was the biggest thing that didn’t work? What are three things you can test from that failure to isolate the biggest problem? What was the biggest problem? Do you have enough feedback to understand all these questions?   
 
    Most people are ready to write something off as a complete failure, again, because, in grade school, we got something marked wrong on our page. But in life, mistakes and failures are not that simple. As Neil de Grasse Tyson points out that if you ask three people to spell CAT, and one person spells it, “CAT,” the next spells it, “KAT,” and the other one spells it, “XYZ,” in our current state of education, two people are wrong, and one person is right. In life, when you fail by one letter, that means you’re two-thirds of the way to getting it right.    
 
    And that’s the power of Failure to Feedback.   
 
    Breaking down every failure, so nothing is wasted, so no action is taken that doesn’t get rewarded with more information and more knowledge on how to do it right.   
 
    Third, once you’ve broken down the problems you’ve had and you’ve found the reasons why you failed, now it’s time to start looking for different solutions. You can only focus on the problem for so long before you switch your mind to start finding solutions. Because in truth, there are only two types of people in this world—those who focus on failure and those who focus on solutions. If you take these instructions and start the process to take away the power, then the fear of failure oftentimes grasps us with. You’re now on the way to being solution-oriented.    
 
    


 
   
  
 

 CHAPTER 35:  

Analyzing People through Their Words 
 
   E verything that a person does or says reveals something about their personality. The actions, beliefs, and thoughts of people are aligned perfectly with each other in a way that they all reveal the same things concerning an individual. Just as it is said that all roads lead to Rome, everything a person thinks or does can reveal a lot about their personality makeup and personality. The words that are spoken by a person, even if they appear to carry less weight, tell a great deal about a person’s insecurities and desires.   
 
    No one doubts that the words we speak or write are a full expression of our inner personalities and thoughts. However, beyond the content of a language, exclusive insights into the minds of the author are usually hidden in the word choice and style.   
 
    From our acts of dominance to truthfulness, we are revealing to others too much about us. You can quickly know the most important of all the people in the room by listening to the words that they use. Confident and high-status people use very few “I” words. The higher a person’s status is in a given situation, the less the “I” words they will use in their conversations.   
 
    Each time people feel confident, they tend to focus on the task that they have at hand, and not necessarily on them. “I” is also used less in the weeks that follow a given cultural upheaval. As age kicks on, we tend to use more positive emotional words and even make very fewer references to ourselves. A study has also shown it that the higher social class a person is, the fewer emotional words he will need to use.   
 
   
  
 

 Examples of Word Analysis 
 
    “I earned another honorary degree.”  
 
    The word clue in this sentence is “another.” It is used to give a notion that the speaker has earned more than one past honorary degrees. The person wanted to prove to others that he or she has earned at least one honorary degree. It is a smart way of bolstering the self-image of a person. The speaker may require the admiration of others to be able to show their self-esteem. Professional observers could exploit this kind of vulnerability by using flattery and comments that can help in enhancing the ego of the speaker.   
 
    “I have worked so hard to achieve my goal.”  
 
    The word clue in this sentence is “hard.” It suggests that the speaker values goals that appear so hard to achieve. The sentence might also indicate that the goals that the person has made could be more difficult to achieve than the goals that he usually attempts to achieve. The word clue in this sentence also offers other suggestions. It also shows that the speaker can defer gratification or strongly believes that dedication and hard work tend to produce a better result. A job seeker that has the following characteristics stands higher chances of getting a job because the character traits could be attractive to the employers. It is because this is a kind of individual who would accept challenges and have the determination to be able to finish up tasks in a successful way.   
 
    “I patiently sat through the public lecture forum.”  
 
    The word clue in this sentence is “patiently.’’ It can be used in many hypotheses. It could mean that the person could have been bored with the public lecture forum. Perhaps the person was forced to talk on the phone or even use the restroom. No matter the kind of reason, the person has evidently preoccupied with other things apart from the main contents of the public lecture forum. Someone who patiently waits for a break before leaving a forum or a room is someone who obeys the social etiquette and norms.   
 
    “I opted to purchase that model.”  
 
    The word clue in this sentence is “opted.” It shows that the person weighs a few options before deciding to make the final purchase. At times, they could have struggled to some extent before making the final decision to buy what they wanted. The behavior trait showcased here is that this is a person who thinks through making the decision to buy something. The word “opted” can also be used to show that this person is not likely to be impulsive. Someone impulsive would likely use words such as “I just purchased that model’. The word clue in this second sentence is “just” and suggests that the person just purchased the item without giving it much though.   
 
    Based on the first-word clue of “opted,” the listener can go ahead and develop a hypothesis that the speaker is an introvert. Introverts are the type of people who usually think before they decide. However, they tend to carefully weigh on each of the options that they have before giving their views and decision. Introverts, on the other hand, tend to be more impulsive. The use of the verb “opted” does not identify the speaker as an introvert in a positive manner, but it seeks to offer an indication that the person could be an introvert.   
 
    “What I did was the right thing.”   
 
    The words clue in this sentence is “right.” It is used to suggest that the speaker struggled with an ethical, moral, and legal dilemma and managed to overcome some degree of external and internal opposition to make a just and fair decision. According to the behavioral trait that is portrayed in this sentence, it is also very evident that the person has enough strength of character to be able to make the best and right decision even when pressed with several opposing views. The key here is to listen to what they are saying and let their words do the talking.   
 
   
  
 

  Open Communication    
 
    In most interpersonal interactions, the first few seconds are very vital. Your first impressions have a great impact on the success of future and further verbal communication with another person. When you first meet a person, you create an immediate impression of them; this is based on how they behave, sound, and look, as well as anything else you may have heard about them.   
 
    For example, when you meet a person and hear them speak, you create a judgment about their level of understanding and ability and their background. When you hear a foreign accent, for example, you might decide that you require using simpler language for communication. You might realize that you need to listen more attentively to make sure that you understand what the person is saying.   
 
   
  
 

 Effective Verbal Communication    
 
    Effective speaking includes three main stages, those are, words that you choose to use, how you utter the words, and how you reinforce the words. All these areas have an impact on the transmission of your message and how the message is received and understood by the target audience.   
 
    It will be important for you to wisely and carefully choose the words to use. You will need to use different words in different events; even you are discussing a similar topic.   
 
    How you speak will include your pace and tone of voice. The pace and tone of voice communicate a certain message to the audience, for example, about your level of commitment and interest, or whether you are nervous about the audience reaction.   
 
    Active Listening    
 
    Effective listening is important for effective verbal communication. Ways that you can ensure that you listen more. These include:   
 
    
    	 Be prepared to listen. Focus on the person speaking and not how you will reply to them    
 
    	 Keeping an open mind while you avoid being judgmental about the person speaking    
 
    	 Always be objective    
 
    	 Always focus on the objectivity of the message being conveyed    
 
    	 Avoid distractions    
 
    	 Don't stereotype the person who's speaking    
 
   
 
   
  
 

  Enhancing Verbal Communication    
 
    Techniques and tools that you can make use of to enhance the effectiveness of your verbal communication. These include:   
 
    
    	 Clarifying and Reflecting. It is a process involving giving feedback to another person of your understanding of what has been conveyed or said.    
 
    	 Reflecting usually involves paraphrasing the message that has been conveyed to you by the speaker in your own words. All that you need to do is to capture the importance of the feelings and facts expressed and communicate your understanding back to the speaker.   
 
    	 Reflecting is an important skill because:    
 
    	 You are demonstrating that you consider the other person's opinions    
 
    	 The speaker received feedback about how the message has been received    
 
    	 Shows respect for, and interest in, what the other person has to say    
 
    	 You can view that you might have understood the message properly    
 
   
 
    Questioning 
 
     This is how broad we get more information from others on particular topics. It's an important way of clarifying aspects that are not clear or test your understanding. Questioning enables you to seek support from other people explicitly.    
 
    Questioning is a vital technique because it helps you to draw another person into a conversation or simply to show interest.   
 
   
  
 

  Types of Questions   
 
    Open question. These types of questions demand further elaboration and discussion. They help to broaden the scope of reply or response. These types of questions often take long to reply, but give the other person a broader scope for encouraging and self-expression involvement in the interaction.   
 
    Closed question. They seek only two or one-word answer, often simply 'no' or 'yes.' They allow the person asking the questions to be in total control of the interaction.  
 
    


 
   
  
 

 CHAPTER 36:  

Manipulating Mass Opinion as a Public Speaker 
 
   I t is so important for you to gain some level of trust with your target. Even though persuasion and manipulation don’t seem to go hand in hand with trust, it is impossible to persuade your target to do anything that you want them to do. Building up some form of trust, whether it is a short term trust that you do in the spur of the moment as you meet them at work, or one that you build up over time because of the long relationship that you are going to be in.    
 
   
  
 

 Know what your purpose is  
 
    Before you ever try to persuade anyone to do what you want and before you use any of the other techniques that are found in this guidebook, you really need to make sure that you know what your purpose is. You don’t want to do all of the work that is presented above, and then find out that it is not enough because you have no idea what your purpose is. This purpose is really going to drive all of the other things that you are going to focus on when it comes to working through this guidebook. We are going to focus on what we want to get the target to do. What actions are they able to take that will ensure we get what we want at the end?   
 
    If you are not able to answer that question, then it is hard to really have any idea of the steps that you need to take in order to make this happen. Think about what your purpose is here. Your main purpose is to get someone to do what you want so that you can reach your own goals. Sometimes this is going to be beneficial for both of you. This can be seen when the target comes in to purchase a car. You sell it, which benefits them because they get a new vehicle, and you benefit because you made a sale and get to keep the money for your paycheck.   
 
    But with manipulation and persuasion, sometimes the result for the target is not going to be as positive. In fact, many dark manipulators are not going to care about how their actions are going to affect others. They just want to get the benefits that they need and feel that they deserve, and that is all that they are really going to care about at the time. This can be seen in manipulative relationships. The manipulator is going to woo someone into the relationship and will keep them there. The target is not going to receive much from this relationship, and often they are going to be harmed in the process and be emotionally, physically, and mentally drained by the end of it. But, the manipulator doesn’t care because they will feel like they got what they wanted for the length of the relationship. This is why we need to understand our purpose. If we don’t understand why we are walking into the process of manipulation (to get what we want), it is possible that we will be turned around by emotions and not do what we set out to do. This could end with us not getting the sale, not getting the relationship, or not getting something else that we really wanted.    
 
   
  
 

 Be calm and confident  
 
    As a manipulator, you really need to learn how to keep your emotions in check as much as possible. This is going to be one of those things that often seem easier said than done, but it is definitely something that you need to be able to focus on as much as possible.    
 
    Think of it this way, if you say someone comes over to you who seemed to be a bit agitated, or they were snickering with an evil grin on their face, how likely is it that you would give them the time of day? It is likely that you would turn away and want to have nothing to do with them at all because you would feel like something was up.  
 
    And this is exactly the same way that the target is going to feel if you are not careful about how you react to situations around them. You need to be willing to stand up for yourself, be calm, and be confident, in order to ensure that the target feels comfortable with you and to ensure that they are not going to feel like something is up before you even get a chance to speak with them.    
 
    First, we need to take a look at the steps to remaining calm around the target. You do not want to come up to them sweating, heavily breathing, bouncing around, and acting like you are nervous. Sure, it’s very possible that you do feel these things. But on the outside, it is going to look really suspicious and it is going to be really hard for you to build up any of that trust or that connection that you need with the other person at all. If you are able to come up to your target with a lot of confidence, and you are able to show them that you have no fear, and you are sure in yourself, in your message, and in what you have to say to them, then this issue is gone. Now, it is normal for you to feel a little bit antsy and anxious when you are first starting out. That is the beauty of practice when it comes to working with persuasion. Over time you will get a lot better. If you still find that the nerves are bothering you and you are not able to get them under control, you have a few steps at your disposal as well.    
 
    Before approaching the target, take a few slow and cleansing breaths in and out to let it all go. Count down or up from ten, and see if that is able to help clear your head, get the shaking to go down, and will help you to stay as calm and collected as possible. The next thing that we need to concentrate on is the idea of adding some confidence to your stance and to your life. Confidence is hard to do, but it is something that you are able to fake a bit in order to convince someone else that you possess a lot of confidence, even if it is not really there for you. If you are worried about how to do this, then some of the steps to make you appear more confident to everyone around you, even though you may be sweating bullets and feel like there is no confidence around you at all, includes:   
 
    
    	 Avoid your pockets: Those hands need to stay out of the pockets. Put them almost anywhere else, but do not let them get lodged into your pockets and out of site.    
 
    	 Do not fidget: When you are nervous it is easy to spend some of your time fidgeting and not be able to sit still. This is a clear sign that you are tense, hiding something or worried. When you become more conscious about the fidgeting that you are doing, you will find that it is easier to make it stop, and confidence is going to follow.    
 
    	 Keep the eyes forward: Nervous people are going to glance all over the place except at the person they are talking to. We have already talked a bit about why this is a bad thing and the importance of eye contact, so make sure that your eyes are on the target, and not glancing all around the room in a nervous manner.    
 
    	 Stand up straight: Not only does slouching make you look bad and like you are unorganized, but it is also going to look bad when it comes to how much confidence you have in yourself. Make sure that when you meet with anyone, but especially with your target, you stand up nice and straight with your back up and your shoulders back. No matter how nervous you are, this kind of stance is going to really make a difference in how much confidence people have in you.    
 
    	 Take steps that are wider: Don’t go crazy with this one. If you are short, your steps are not supposed to reach so far that you fall over or anything. But if you are taking steps that are quick and short, then it may feel like you are sneaking, creeping, or scurrying, and these are not words that are used when it comes to someone who is confident. Do a nice stance while you walk (based on your own height), and see what a difference it makes in the confidence you have.    
 
    	 Firm handshake: We have all had that one handshake that never seems like it is completed. You have to pretty much do all of the work of holding onto the hand, much less making sure the handshake gets done. Don’t be like this. Use a firm handshake that is going to impress all of those around you.    
 
    	 Proper grooming: You have to take care of yourself when it comes to showing others that you are really confident in yourself. Keep your hair nice and kept up on a regular basis, wear clothes that are meant to impress, brush your teeth, take a bath on a regular basis, and make sure that you wear some perfume or cologne that is a nice scent, but not too overpowering.    
 
    	 Smile: There is nothing better to helping out with your confidence and making you appear better to others than smiling on a regular basis. When you are confident, you really have no reason to worry about anything. Try this little experiment for a moment. The next time that you are walking down the street or the hall at work, give someone a smile. Chances are pretty high that this person is going to smile back at you. This is because you show confidence and it helps to rub off on them as well. You can do this with your target as well when you are working on that confidence.    
 
    	 Don’t have your arms crossed when you are socializing: When you cross your arms, it is showing that you are trying to protect something. This is an action that we are going to do when we are on guard, nervous, or cold. And none of these things are going to inspire a lot of confidence, are they? It is important to do something else with your hands. Put them casually by the side. Or, if this seems a bit off, you can consider using hand gestures to help get your point across while still having something to do with your hands.    
 
    	                    Use contact when you want to show some appreciation: A pat on the back is something that is considered a lost art in our society. But, it can not only sow some of your own confidence, but it is going to be a great way to feel closer and more connected to the target when you need. Be careful with this and only use it with those who are going to be comfortable with your actions.    
 
   
 
    


 
   
  
 

 CHAPTER 37:  

The Emotional Predators 
 
   A n emotional killer is someone whose hat takes pleasure in viewing (or creating) discomfort in others. It provides a feeling of powerfulness or importance they might not feel in various other parts of their lives.  
 
    In their twisted way of thinking, the reasoning would certainly seem unconscious like "What better way to feel vital or strong than by the discomfort I've created for somebody else?" or "I have to be necessary because they're considering me now!" (Insert maniacal giggling here).  
 
    These psychological predators can appear in any type of sort of partnership, love, relationships, or the office. While it seems that they might be more straightforward among good friends, given that they aren't intimate relationships, be advised: they can create chaos in numerous areas. Being risk-free in friendships is a crucial thing.  
 
    Remember, not only do emotional predators delight in seeing the downfall; however, if they are the ones that trigger it, but it's also a lot more enjoyable for them. There's a misdirected sense of power and also a zing of undesirable satisfaction in recognizing they triggered damage to others.  
 
    How to identify the killer  
 
    Their jollies and also kicks are found in emotional money. Vulnerability, credibility, tricks, information, arguments with others, and even when they obtain you to open to them, they search for the vulnerable points.  
 
    They'll be beautiful and also attempt to obtain as high as they can out of their desired targets, as quickly as they can. Yet it'll look like a lot of candy floss from them up till it's so sweet your teeth injured.  
 
    Initially seductive and deactivating, they charm individuals in with their realistic appeals, and they're "call it as I see it" way.  
 
    They may seem genuine, prone, and also real.  
 
    Or they may seem super pleasant and charming and deactivating.  
 
    They could draw you in with that feeling of being in the "inner circle of depending on" someplace essential as well as unique.  
 
    They begin to open quickly: sharing obstacles they've had from their childhood (or last week) with you, arguments they've had with others in the circle, as well as anticipating the same quantity of emotional money in return.  
 
    The emotional coins start little, then obtain more prominent and also more significant, till they want to know the inmost darkest tricks of your soul. This is where I caution you, if you in some way feel dangerous sharing with this individual, there's a factor. They might be an emotional killer. Count on your reactions.  
 
    An emotional killer is a person who means to hurt one more individual selfishly. That is the attribute that separates psychological predators from the remainder of us... intention to do injury and an absence of treatment whether injury involves the various other people.  
 
    So, although we all have a natural tendency to be egocentric, when it concerns the predatorily egocentric individuals, the tendency to be self-centered is disproportional. Their self-indulgent desires completely overshadow the health of their desired prey. To truly understand this, you need to recognize how these harasses, lunatics, and also narcissists veterinarian target. Right here are the concerns an aggressive person asks to vet whether you fit prey.  
 
    As a youngster, we are pretty inadequate at determining predators around us. It frequents retrospection that we find what they did and exactly how it was manipulative. You would think that we would be much more accurate at choosing killers, especially for those who have been victims as a youngster. However, that's a naïve thought.  
 
    Adults still encounter killers, befriending them as well as bringing them into their lives, with no thought that they require to secure their hearts. So many people still are unable to discern when it pertains to identifying predacious people. We could stay clear of a ton of heartache and pain if we had a far better understanding of the qualities to keep an eye out for when producing new relationships as well as connections. Extra on your own from also engaging deeply with a predatory person and also discover just how they can be manipulative, conceited lunatics.  
 
    Find out these eight indicators to ensure that you do not obtain caught up in a violent as well as aggressive circumstance:  
 
    They are qualified  
 
    Do they usually act as if the world owes them whatever and that they are worthy of unique treatment? A predatory individual will believe that they are far better than others. As a result, they think they must be offered, instead of seeking to serve others. Everybody else just exists to provide their demands and wishes. They run around doing anything they want, when they want and can pull off several crimes throughout their lives with no consequence due to their capacity to relocate stealthily between targets. This enhances their suggestion of entitlement since their sufferers usually are too scared or ashamed to defend themselves.  
 
    They fake emotions  
 
    They make-believe to be whatever it is they require being to gain you depend on; nevertheless, their heart is not in it. A predacious person will certainly locate a person's weak points and also exploit them to their benefit. They might go out of the method to tell secret tricks that they state is just for the victim to understand, which makes them feel special as well as fosters a sensation of exclusivity. By the time the sufferer realizes it recommends program, they are currently trapped. They're tempted via generosity, however, harmed with misuse and also control.  
 
    They should be in control  
 
    Abusive individuals grow under only one situation: when they have control over an additional. The predacious person will do anything to preserve full freedom over another person's decisions, ideas, and also interactions with others. They will separate the sufferer from loved ones leaving them feeling prone. Whenever the victim begins to assert their legal rights, big battles take place where the victim is banged further into an entry, or they take off. Surprisingly, numerous victims tend to repeat the cycle of misuse and look for new partners that have egotistical and predacious traits. They believe that if they can obtain a horrible sort of individual to love them, it suggests that they are ultimately lovable. This certainly does not end well, as predacious narcissists don't like other individuals, they manipulate them.  
 
    They cannot empathize  
 
    A lack of compassion is the hallmark quality of a lunatic, psychotic, and also narcissists. They may attempt their hardest to show empathy. Nevertheless, it is only a front to help them assimilate much better. They simply are not able to create this feeling and cannot understand others because of the way. They are so consumed with themselves and also have no construct of other individuals feeling unfortunate, mad, or pain. An excellent means to tell if somebody is forging compassion is to say to them regarding something uncomfortable you are going through. They will undoubtedly make-believe to pay attention as well as seem understanding of your heap of problems, however after that, quickly change the based on their hill of discomfort.  
 
    They are personalized  
 
    This is one of the most surprising qualities to recognize and also can be the hardest to ingest. Our suggestion of a killer is one that drives around in a creepy white van that attempts to kidnap youngsters. Yet, in actuality, they can be quite reasonable on the outside and mix right into culture effectively. They're commonly the life of the party, exceptional conversationalists, fun to be around. It will certainly not be until you have invested considerable time with the individual that you start to recognize their true motives. When you complain to somebody else concerning their belittling actions, the other person is utterly surprised.  
 
    They work as a target  
 
    Killers easily find fault in others but never in themselves. Instead, they consistently play the duty of the target in any circumstance. Although they spend their whole lives preying on others, it's continuously someone else's mistake. Killers will undoubtedly condemn the destination for their awful behavior. As an example, an abuser might state, "It's your mistake. I snap like this, and it's your mistake I hit you. If you would only abide by what I ask better." They are compulsive regarding other individuals' wrong, but they can never see their very own.  
 
    They are never incorrect  
 
    Besides condemning the target for all of their problems, predacious people will go to any length to prevent individual duty. They are unable to live in a world where they have defects or perceived sins, so they disperse their downfalls onto other individuals. If a person brings up their unfortunate activities, the predator will worry as well as create intricate stories and explanations. They always have an excuse or reason for when they get caught, and it teems with control and also exists. An abuser like this will do anything it takes to stay in the "right," even when it means hurting other individuals and making them feel as if it was their fault.  
 
    They have low self-respect  
 
    This is an additional one that seems incredibly counterproductive. You would believe that a narcissist, a sociopathic predator would not even require to stress over self-respect since they gain power from injuring and also regulating.  
 
    Eliminate on your own from their hold  
 
    If you find yourself in a relationship with a predatory individual, it is necessary to do what you can to eliminate yourself from the poisonous, as well as the harmful scenario. Allow a relied on buddy, member of the family, community leader, or law enforcement agent recognize of your trouble. From there, you can try as well as reach safety and security.  
 
    


 
   
  
 

 CHAPTER 38:  

The Use of Questions 
 
   N LP experts love this technique because it enables them to hijack someone's thought patterns without them realizing it. Questions are so effective at steering people's thoughts; they are often used in mass media, in political rhetoric, and in many other areas. Questions have a way of forcing the target to look at things from the point of view of the manipulator. 
 
    Questions allow you to make a statement without making it. You may have encountered news headlines like “Are eggs bad for you?” or “Is fossil fuel the only viable energy source?” In such instances, the writers of these articles want to convey a controversial point of view that they have (e.g., “eggs are bad for you” or “the benefits of fossil fuels outweigh the environmental concerns”). But because they know that these ideas may face pushback, they choose to present them as questions so that they seem ambiguous. 
 
    You can use this technique in interpersonal relationships. For example, if you are trying to talk someone out of a certain idea or point of view, you can do it by saying, “You seem to raise some good points, but ask yourself this question.” When you drop in the question, your target will have no choice but to ponder on the idea that underlies that question. You have effectively taken control of his thought process, and you have pushed it in a direction that is favorable for you. 
 
   
  
 

 Using the Word “Don’t”  
 
    NLP experts can use the word “don’t” as a decoy to steer people’s thoughts towards a certain direction in order to influence their emotions and actions. 
 
    The human mind has trouble understanding negatives. In many cases, it processes negative statements the exact same way it processes positive statements. 
 
    If someone tells you “think about elephants,” images of elephants are going to pop into your mind. 
 
    If someone else tells you, “don’t think about lions,” images of lions are going to pop into your mind. 
 
    While your conscious mind can logically tell the difference between the positive and the negative statement, your subconscious mind cannot (remember that the subconscious uses a different linguistic system). So, if you tell someone not to focus on something, he will inevitably focus on it. 
 
    You can use the word "don't" as an NLP technique in almost all areas in life. If you want to nudge your spouse into thinking about your future plans subliminally, you can mention in passing how lucky you are that you don't have to think about those plans for a while. 
 
    For instance, if you want to have your wife start thinking about buying a home, you can just pretend to be reading the business section of a newspaper and say something like, "It looks like the housing market is still recovering. I'm glad we don't have to think about buying a home for now." 
 
    When you say that, your spouse won’t be able to help it; he will start thinking about buying the house because that’s what his subconscious mind will tell him to do. 
 
   
  
 

 Using the Word “Means”  
 
    Our brains are wired to find meaning in the information that we take in and find links and associations between different ideas and concepts. This is crucial for our survival; the brain creates “maps of meaning” for the sensory information that we gather so that when we encounter that information, later on, we know exactly what we are dealing with. This explains why children are so inquisitive; for the brain to function properly, everything we encounter needs to hold some meaning, so children can help it but ask for an explanation for everything that they cannot understand. 
 
    If you want to persuade someone, you can be able to do it by providing meaning to the information that is available to them and by linking what they are thinking with what you want them to think. To do this, you have to use the word “mean” as frequently as you need to during your conversation with the person whom you are trying to influence. 
 
    For example, when you are pitching an idea to a client, you can finish your presentation with lines such as “hiring me means you get the best services” or “using our services means fast results, which means more money for you.” 
 
    However, even without using the word “means,” you can condition a person to associate certain ideas with certain feelings. This technique is widely used in marketing link products with positive experiences. For example, all Coca-Cola adverts showcase happy people doing exciting things because their marketing experts want you to believe that “Coca-Cola means happiness.”   
 
   
  
 

 Using the Word “Because”  
 
    When you use the word “because” in a sentence, it indicates to the person you are talking to that “all questions have been answered,” and they are more likely to give you what you want without bombarding you with lots of follow-up questions. 
 
    The word “because” starts almost all sentences that are used to answer the question, “why?” So, when you preemptively use the word “because” in your statement, the person you are talking to will subconsciously feel as though all of his “why” questions have been addressed. 
 
    For example, when you ask your friend, "I need to borrow your car to go to the mall." He is more likely to have a follow-up question than if you had told him, "I need to borrow your car because I have to go to the mall." When he hears the first sentence, he will feel as though you haven't addressed your reason for borrowing his car. When he hears the second sentence, he will as if the latter part of the sentence (going to the mall) explains the former part of the sentence (borrowing the car). 
 
   
  
 

 Strategic Use of the Words “but” & “and”  
 
    These two words may seem simple, but they have a lot of weight when they are strategically used in conversation. 
 
    You can use the word “and” at the beginning of all your sentences during the conversation to indicate agreeableness and to prime the other person to be more agreeable by extension. The “and game” is often used in improvisational theatre to help people generate free-flowing ideas, but in interpersonal conversations, you can use an iteration of that game to make the other person feel like they can open up to you. 
 
    It’s very simple; when someone is done speaking, follow up their last sentence with the word “and,” then add your own statement. For example, if your date says, “This steak is really delicious,” you can follow that with “and it pairs well with this wine.” This creates the impression that your minds are in sync, so the person will be more receptive to your ideas. 
 
    The word “but” on the other hand, has the power to negate anything that comes before it in a sentence and to make the listener lend more weight on whatever comes after. 
 
    Let’s take these two sentences as examples: If your friend told you “my brother is a very smart guy, but he can be difficult to deal with,” you are more likely to think that her brother might not make great company because you will have a difficult time dealing with him. 
 
    However, if your friend says, “My brother can be difficult to deal with, but he is a very smart guy,” you are more likely to think that her brother might provide interesting company, and getting along with him might be slightly challenging at first. 
 
    The phrase that comes afterward seems to hold more significance than the one that comes before, so you can keep that in mind in cases where you have to deliver both positive and negative news, or in scenarios where you have to talk about something’s negative and positive qualities. 
 
    For example, if you are selling a second-hand car, you are more likely to win over a customer by saying “the rear has a slight bump, but it gets good gas mileage” instead of saying “it gets good gas mileage, but the rear has a slight bump.” 
 
   
  
 

 Embedding Commands in the Statements That You Make  
 
    When you want someone to comply with a request that you are making, you can make statements in such a way that they include specific commands. 
 
    For instance, if you want to ask your friend to schedule a lunch date with you, you can phrase your request as a command instead of a question. So, instead of saying, “can we have lunch sometime this week?” You say, “let’s have lunch this week.” 
 
    It may seem like the same request either way, but the reactions you’ll get from those two statements are completely different. The first one is a question, so there is room for a yes or no answer. Here, your friend is highly likely to turn you down even if scheduling your lunch date is only slightly inconvenient. 
 
    When you say, “let’s have lunch this week,” it feels like a commanding statement. This kind of phrasing primes your friend to feel as though the question of whether or not you are going to have lunch is a foregone conclusion, and now the only thing that’s left, is for the two of you to figure out the logistics. So, in his mind turning you down is going to feel like an insurmountable task, and he will be more inclined to adjust his schedule to accommodate your lunch date. 
 
    There is also a more urgent context in the second request that there is in the first one. Even if your friend is generally inclined to have lunch with you at some point in the future, the first request increases the chances that your friend will try to bargain and schedule your date further away. The second request, on the other hand, creates the impression that the date needs to happen as soon as possible, so in your friend’s mind, it will register as a major priority. 
 
    There are many other ways that you can conceal commands in the statements that you make. This is especially done in sales and marketing; salespeople are trained to use hidden commands to upsell you when you go to their stores. For example, when you’ve just bought a shiny new electronic gadget, if you are dealing with a well-trained salesperson, she will ask you, “what accessories do you want with that?” Instead of “do you want any accessories with that?” 
 
    In the first statement, there is the implication that you have to get at least one or more accessories, but in the second statement, there is the implication that accessories are generally optional. If you have a few bucks left, you are more likely to consider spending them on an accessory if you heard the first question than you are likely to do it if you heard the second question. 
 
    


 
   
  
 

 CHAPTER 39:  

How to Spot a Liar 
 
   E verybody can tell a lie, most people do. Most Americans will tell a couple of lies per day. There are ways that you can spot these lies.  
 
    The best way to spot a lie is by knowing how a person will likely act when they speak the truth. Ask a person a simple question like: “Where are you from?” Now, you have to watch what their eyes do and how their voice sounds.  
 
    When you have established this information, now you just look for changes in this behavior in four categories: speech content, voice tone, facial expressions, and body movements. These are communication codes.  
 
    These signs aren’t foolproof. If a person is uncomfortable, they might fidget in their seat. If they are nervous, their voice might crack.  
 
    There has been a lot of debate in the healthcare community, specifically in the mental health community about which body language tips that can show when somebody is lying. Our perceptions can keep up from correctly interpret signs that we see. It is tough to be able to figure out people by watching their body language because a person might look uneasy or tense for various reasons. It’s easy to think that someone who won’t make eye contact is automatically lying. They might not be lying but might be feeling ashamed, bored, or anxious. We aren’t as great as reading others as we think we are.  
 
    Good news is there are signals that you can watch out for. Who lies more women or men? Are their reasons for lying different?  
 
   
  
 

 Women and Men: How They Compare 
 
    On average, with every type of lie, women and men are equal in their tendency to lie. Once they looked closer at the various types of targets and lies, this is when the differences showed up.  
 
    Think about two types of lies: kind-hearted and self-serving.  
 
    Kind-hearted lies are said just to make someone else make another feel or look better or to keep them from getting their feelings hurt, being embarrassed, blamed, or punished. Look at these statements:  
 
    
    	 “I know how you feel!”  
 
    	 “What a wonderful meal!”  
 
    	 “You look wonderful!”   
 
   
 
    How to look at these four combinations of targets and liars:  
 
    
    	 Women telling lies to women  
 
    	 Women telling lies to men  
 
    	 Men telling lies to women  
 
    	 Men telling lies to men  
 
   
 
    In three of the above, people will tell more self-serving lies that kind-hearted ones. In the other one, people tell the same amount of self-serving and kind-hearted. Which one, you ask?   
 
    Kind-hearted lies are exchanged between women more. If men were involved, either as targets or liars, the self-serving lies always prevailed. There was always two to eight times more self-serving than kind-hearted lies.  
 
   
  
 

 Age and Lying  
 
    The community people didn’t lie as much as college students. So, this means that older adults don’t tell as many lies, right? Not really, the people in the community were different in other ways, too. There was 81% that was employed, and 34% only had a high school education.  
 
    In a different study, adults were asked how much they had lied in the past 24 hours. They saw that as their age got higher, the number of lies they told were a lot lower. But, they didn’t include how many opportunities they had to lie.  
 
    This isn’t for certain, but it could be that as we get older, we lie a lot less.   
 
   
  
 

 Types of Lying 
 
    If you begin researching on how to know if somebody is lying, you are going to find many articles that are going to give you lists that include averting eye contact, fidgeting, changes in voice, and nervousness. If you have ever been interviewed for a job, these happen a lot. These are normal reactions to any stressful event.   
 
    Spotting lies is hard to do. Everybody exhibits different idiosyncrasies when lying instead of a set pattern that is consistent for everyone. If somebody lies during an interview, it could be likely that most of what they said is true. It is hard to go through all the information and find out which parts are deceitful while conducting an interview.  
 
    Lying is hard to do, too. A person who is knowledgeable and skilled knows how to see and expose lies by using detailed inquiries. You could ask the exact same question different ways to get information that is more accurate. You can constantly rephrase that question until you get all the clarification you want. If someone is lying, constantly pushing the conversation might lead to a new choice; they will have to either escalate the lie or claim they don’t understand and tell you the truth. If they decide to escalate the lie, indicators of lying will be more obvious.  
 
    Nobody can deny that lying is bad. The thing is most are clueless about how big of a problem it is. Lying might be a destructive and unconscious habit. Let’s look at various lies and see if you can recognize them.  
 
    Understanding the different kinds of lies could be helpful when recognizing the problems that a liar might go through whether friend or foe. Knowing the kinds of lies to watch out for could be helpful when trying to detect lies:  
 
    Compulsive Lying  
 
    This is caused by a person having the need for attention and low self-esteem. A compulsive liar will find it hard to stop lying. They will tell their lies even if telling the truth would have been better and easier. Most people believe that every word of what they say is the truth. They live a world that is different from reality. It isn’t ridiculous; it is tragic.   
 
    White Lies  
 
    This type of lie is considered less serious of all. People claim they tell white lies just to be polite or tactful. It might be just making up excuses for not attending a party or not showing appreciation for a gift you don’t want. Constantly, telling white lies could cause some conflict due to, after some time, they can cause problems with others because they will start to realize the insincerity. This is what causes people who tell white lies to lose their credibility.  
 
    Saying that you have something to do when you don’t just so that you don’t have to let them know that you don’t want to go out with them can hurt as much as a straight lie and saying that you are fine even when you feel down or sad can hurt you more than the other person. When you tell this little white lie, you are disrespecting the person who asked a simple question to help build the relationship. It puts up roadblocks when building a deep relationship.  
 
    Broken Promises  
 
    This is failing to keep a promise or commitment. It creates a lot of damage when a person makes promises that they never had any intention of keeping. Saying that you will do something that you know you aren’t going to be able to do can cause a lot of problems.   
 
    What many people don’t realize is that lying and breaking a promise creates double damage. It causes hurt feelings that didn’t have to happen. Breaking promises hurts the hope of others. They get excited because you said you could do it just to have their hopes destroyed when you don’t. These broken promises could easily lead to lives getting broken.  
 
    Deception  
 
    People who deceive create impressions that cause other people to get misled by creating false impressions or not telling all the facts. You might not like for others to think you are smart. You joke about being smart to try to make people think that you aren’t smart. It might work sometimes. It might not feel like you are lying. You think you are pretending to be something you aren’t. Being deceptive is hurtful. It is very subtle but deadly at the same time. It is like when you are a child, and you exaggerate about everything you can do even when knowing you can’t. You make yourself look more successful, experienced, better, and greater.  
 
    Fabrication  
 
    This is telling others things that you aren’t sure are true. These are very hurtful because they can lead to rumors that could damage other’s reputation. When you decide to start a rumor about someone, it isn’t just a lie, but you are stealing other people’s reputations. Some people love to spread rumors. They like to tell lies about a person they don’t like. It works most of the time. You are deliberately inventing false stories.  
 
    Lying to Exaggeration  
 
    Exaggeration enhances the truth when you add lies to it. One who exaggerates will mix untruths and truths to make them look more impressive to other people. These people can successfully weave lies and truth together to create confusion even to the one who is lying. With some time, the liar will begin to believe their exaggeration.  
 
    Some people think that exaggerating will help them. If you believe that you aren’t good at something, you could choose to lie about something so that it makes you sound better. These are very tragic people since they don’t feel good about themselves, and they feel the need to make up stories to look good around others.  
 
    Bold Faced Lies  
 
    This is the type of lie that tells others something that everyone knows that it is a lie. It is rather simple. It might be cute for a small child to tell a lie about not having any cookies before dinner, even if there is chocolate on their face.  
 
    As we age, we like to try to be clever about how we cover up our lies. Some people don’t grow up and continue to lie even if others know they are telling nothing but lies. When we hear a bald-faced lie, we feel resentful that a liar would think so little about our intelligence and time.  
 
    Some people might say they hate lying even when they know everyone around them knows they are lying. They might even feel dumb. The people who are getting lied to might feel the same way.  
 
    Here are a few more types of lies:  
 
    Minimization: They reduce the effects of a judgment call, fault, or mistake.  
 
    Denial: They outright refuse to acknowledge what is true. The extent of their denial could be very large. They might lie just to you one time or they might be lying to themselves.  
 
    Restructuring: They distort the context. They say things sarcastically. They change the scene or they change the characters.  
 
    Omission: They will leave out information that is relevant. This is not as risky and easier. They aren’t forced to make this up. It’s passive deception, and there isn’t as much guilt involved.  
 
    Error: This one is only a lie by mistake. The person who says these things don’t realize that they are lying.  
 
    


 
   
  
 

 CHAPTER 40:  

Defending Yourself from 
Manipulations in a Relationship 
 
   D ifficulties with people in our environment are normal and common in relationships. When they arise in significant contexts such as family, partner or friendships, they become more important and can significantly increase stress and dissatisfaction in our lives.  
 
    Our emotional world plays an important role in your solution. In those moments, different emotions, abilities or resources come to the surface, which can help us or hinder communication.  
 
    One of the obstacles that complicate understanding is emotional manipulation. With it, unconsciously or voluntarily, another person is required to act according to their own wishes or needs, using feelings as a tool.  
 
    Manipulation can be conceived as a game of domination, a power struggle within a relationship, based on feelings of fear, obligation, and guilt, which follows the next guidelines: 
 
    Requirement: You want to get something from someone. It is said explicitly or not. You may believe that the other person should guess.  
 
    Resistance: The person, to whom the demand is directed, resists because he does not like the idea, does not do it, cannot, etc. Therefore, it is not attended to in the way you would like or it is simply not attended to.  
 
    Pressure By not resisting the refusal, or wanting to understand their motives, the blackmailer begins to exert pressure and use different strategies to obtain what he wants.  
 
    Threats: If the denial continues, you can move to a threat level... "If you do not do or agree to what I say, then..."  
 
    Obedience: The blackmailer gets what he wanted, thus reinforcing the "relational game" with the person involved and their relational strategies.  
 
    In summary, those who exercise emotional blackmail present difficulties to make requests in a clear and direct way, but also to accept and respect a NO for an answer and to solve these difficulties can use.   
 
    The punishment: When the other party is implied that he will receive negative consequences if he does not do what we want (“if you do not come with me, you may know someone better”).  
 
    Silence: Is a way of showing anger when they do not do what we want, with the intention that they give in to improve the climate of the relationship.  
 
    Victimization: Implies showing as weak promoting feelings of pity and guilt to achieve our goal. ("I'm not very well, I cannot stand being alone").  
 
    The fault: To provoke it, reproaches or criticisms of the other person are used so as to correct their attitude or behavior ("I do everything for you and you do nothing for me").  
 
    The promises: Wonderful and unrealistic promises are offered, which are rarely fulfilled ("If you give me a chance, I promise I will change and we will be happy again").  
 
    Give to receive: Aids or favors are offered as a way to bind the other person and favor their submission.  
 
    A good way to detect a manipulative message, we can find it by attending to our own feelings. As a rule, in these circumstances, we are faced with an impasse "if we do what the other demands of us, we renounce what we want or need and if we do not do it, we will suffer the consequences..." 
 
    We must be clear that a petition implies granting freedom to choose between satisfying or not the request and that demanding does not provide alternatives.  
 
    To get out of the game it is necessary to learn to intelligently manage our basic emotions, fostering the development of a series of capabilities:   
 
    Self-knowledge: Knowing what our positive points and our weaknesses are. In the face of a manipulative message, it may be necessary to question the image that they intend to assign us (egotistical, ungrateful, unworthy, etc...) and to establish some limits between our "I" and the "I" that it pretends to attribute to us.  
 
    Self-control: Do not let yourself be dragged unthinkingly by the first impulses.  
 
    Empathy: Take others into account, put yourself in their place so that we understand their feelings, thoughts, emotions, an attitude of respect and acceptance of their emotional needs, even if they do not coincide with ours.  
 
    Social management: Use communication and collaboration resources with others. A good way to dismantle manipulative traps is to make the game explicit. It is useful to put into words everything that is being expressed indirectly, or through vague, confusing and contradictory messages.  
 
    Clear and honest communication is crucial to clarify ambiguous situations. The manipulation game ceases to have power when it is recognized as such. To allude to one's own feelings or sensations is much more effective than using an accusatory tone, which usually generates more defensive barriers and reactions instead of greater comprehension. For example, "I feel divided. However, you tell me that I do not need help, but on the other hand, I feel that if I do not do it, you can get angry." Although, if we consider that this is not possible or will worsen the situation, it is more prudent to maintain an attitude of indifference, always indicating that we respect “your opinion.”  
 
    Here we will learn types of manipulators you may encounter.  
 
   
  
 

 The different types of manipulators you may encounter and their tactics   
 
    We are all manipulators! We all manipulate others but concerning certain limits. This is a 'normal' aspect of human relationships. We will speak of manipulators when the personality of an individual is globally organized around such social relations. This is the usual character that makes the manipulator: Not the manipulation itself.  
 
    Some people, by their function, are likely to manipulate others. The word manipulation does not have the same meaning here. This is the case, for example, of a manager leading a team and wishing to do so pleasantly and gently rather than giving direct orders. A mode of management is not always the healthiest, which seeks to hide the report of authority and which can be compared to the expression an iron fist in a velvet glove.  
 
    There are manipulative bosses, but it is not because a boss asks you to do something without reciprocity that he manipulates you so much. It's all about context.  
 
    Let us learn about the different types of manipulators: 
 
    
    	 Sympathetic manipulator   
 
   
 
    He appears as a person at ease with himself and with others, his communication is fluid and easy-going, he is extrovert and sociable, looks beautiful and tries to immediately enter into intimacy by making confidences and compliments to his prey.  
 
    His goal is to ask for small favors in a climate of pseudo trust and complicity after having given you some gift or heard.  
 
    The manipulation begins to come to the surface when the victim realizes that in the relationship there is only room for him and his needs, from the moment in which these will not be paid he will interrupt any kind of contact.  
 
    
    	 Seducer manipulator   
 
   
 
    It is the typical Don Giovanni, attractive, well dressed, distributes compliments, takes what he wants from others but gives nothing in return. His victim is an object to dispose of to feed his low self-esteem.  
 
    In this regard it might be interesting to read the profile of the histrionic personality disorder, recognize him in the partner, in the parent or in a friend.  
 
    
    	 Selfless manipulator   
 
   
 
    He appears as a person who is always available, who sacrifices himself for others, is always in the right place when someone needs him so much that it is not even necessary to ask him anything, he prevents every situation.  
 
    His generosity is apparent because after a while he always asks for something in return, demanding in the course of the relationship sacrifices much more significant than what we initially did.  
 
    
    	 Cultured manipulator   
 
   
 
    He is usually a cultured person, subtly arrogant and contemptuous of those he considers not to be at his level of culture.  
 
    He uses a polished language, continually quotes, shows his educational qualifications and even puts his interlocutor in awe. When we talk about subjects that we do not know in-depth, we prefer to change the subject for fear of being discovered.  
 
    
    	 Timid manipulator   
 
   
 
    He is a shy apparent, reserved in a group, he prefers to observe and not intervene. He uses an interlocutor to express his point of view and to get it to his victim.  
 
    It requires protection, but at the same time, it is highly judgmental and takes pleasure from insinuating suspicions and creating disagreements between people.  
 
    
    	 Dictator manipulator   
 
   
 
    His behaviors are violent and aggressive. He criticizes and offends his interlocutors, aware of his attitude.  
 
    He does not hesitate to perpetuate it despite realizing that he hurts those around him. He flatters when he needs a favor and rejects all those who value weak and emotional.  
 
    His ideas are absolute. He holds the truth and does not accept criticism. The manipulator can assume different behaviors that fall into the models mentioned above as if he wore a mask to pursue his sole purpose to affirm himself at any cost.  
 
    To achieve this goal he is willing to change reality in every way to his exclusive advantage and reacts to rejection with sarcasm and irony, sometimes even being very destructive.  
 
   
  
 

 The effects of emotional manipulation   
 
    Manipulation is a mechanism that the affective manipulator uses to assert itself due to a lack of self-confidence even though it seems resolved and decided.  
 
    He needs to have many individuals around him to continually confront and humiliate them to feel successful. The needs of those around him are not taken into consideration.  
 
    He is a true self-centered whose only goal is to admit that he is the best, denigrating the other. To humiliate one's victim has the aim of affirming her presumed superiority through direct criticism, irony, and indifference. The manipulation produces devastating effects on those who suffer it, generates feelings of guilt, aggression, anxiety, fear, and sadness.  
 
    On the physical plane, migraines, digestive disorders, lack of appetite or bulimia, knots in the stomach or throat and sleep disorders emerge.  
 
    If exposure to a manipulator is prolonged, these symptoms can turn into disease, which can also be followed by depression that can sometimes culminate in suicide.  
 
   
  
 

 Emotional counter-manipulation the fogging technique   
 
    No manipulator will ever admit to being the cause of these disorders, indeed. He will advise those affected to seek treatment without ever questioning themselves. The only way to defend yourself from an affectionate vampire's attacks is to not approach or manipulate them.  
 
    


 
   
  
 

 CHAPTER 41:  

Social Manipulation Strategies 
 
   W e can't have a conversation about social manipulation without talking about Stanley Milgram and his experiments. That's because the techniques Mr. Milgram used are brutally effective and repeatable. They also have terrifying implications about authority and acts of evil.     
 
   
  
 

 Strategy 1: Sow the Seeds of Fear   
 
    Fear is one of the most powerful emotions. It captures our attention like nothing else, threatening everything we hold dear. It forces us to focus on it and shuts down our higher thinking.   
 
    It doesn't matter that violence is on a global centuries-long decline. It's easy to manufacture situations that make it seem like extreme violence is the norm. Just hone in on the frightening but statistical rarities.   
 
    Terrorist attacks and mass shootings might be rare compared to lightning strikes and police killings but are terrifying enough to shut down our creative thinking skills and force us to focus on defending ourselves. This fear is then easily translated into fear at whatever scapegoat is convenient.   
 
    Example: Major news networks understand the power of fear. They offer 24-hours coverage of all the things going wrong in the world. They offer a warped view because they prioritize content that produces a strong emotional reaction to an accurate representation of the facts.   
 
   
  
 

 Strategy 2: Appeal to Authority   
 
    In our modern day and age, there is too much information for normal people to process. They are flooded with competing ideas and facts from every angle, so everyone tends to use experts’ inputs to form their opinions.   
 
    Experts don't have to be highly qualified, though. They only need the mantle of authority placed on them. This authority can be anything from a title like Brain Surgeon to heading a faction like President of the WWO.   
 
    The appeal to authority is often able to apply enough pressure to force conformity from the majority.   
 
    Example: “My opponent was investigated by the FBI, CIA, and NSA last year. Only someone with something to hide would have so many agencies looking into their past.”   
 
   
  
 

 Strategy 3: Use Social Proof   
 
    Humans are social creatures with certain perverse tendencies. One of those is that we tend to do and believe whatever we think everyone else does. That's why effective social manipulators always seem to have the back of the majority.   
 
    It doesn't mean the majority actually supports them, though. Social proof is easy to manufacture with a small minority and the right study or poll. But, as long as there is the perception of support, it's hard to argue.   
 
    Example: “Nobody believes you are a serious candidate, Bill. In fact, the latest polls show I'm ahead by double digits. Everybody can tell your ship has sunk.”   
 
   
  
 

 Strategy 4: Repeat, Repeat, Repeat   
 
    Our brains are hard-wired to recognize patterns and give them meaning. The more times we see or hear something, the more likely we are to believe it's true. If nothing around us contradicts the pattern, then this is even truer.   
 
    We find comfort in patterns and complete sets, so much that we are often compelled to complete known patterns. So, companies and people set up patterns of behavior and thought that take advantage of this principle.   
 
    It takes a lot of repetition for something to stick in your mind. That's one reason companies pour billions of dollars into ads to win your dollars. They understand that hearing something enough times will make you start to believe it, even if you know it's a lie.   
 
    Repeating emotionally provocative words like “winning” or short and repetitive phrases help them sink into the listeners. This tactic subtly conditions people to associate the word and the subject because of how often they appear together. Company jingles and ad campaigns leverage this phenomenon to sell more products or convince you to buy things you don't need.   
 
    Example: Dairy farmers managed to increase milk sales significantly with their “Got Milk?” campaign. Recording and political companies also leverage repetition to encourage consumption of their media. Fast food companies also use catchy jingles across media platforms to overwhelm listeners and get “I'm loving it,” “I want my baby back, baby back,” and “How many licks does it take” stuck in your head decades after the campaign ends.   
 
   
  
 

 Strategy 5: Create Double-Bind Situations   
 
    Another tactic that improves frame control is to trap an opponent in a situation where it doesn't matter how they respond. I ask questions and make statements that put others in a lose-lose situation. Any response makes me look better and make them look worse.   
 
    The goal of this method is to discredit and steamroll opponents. If they rise to the challenge, it looks like they are simply reacting to your jabs. But if they do nothing, they appear weak and scared.   
 
    Example: When in a debate, I might say “I see that my opponent is trying to build his energy, but it's not working.” If they increase energy, it looks like I'm in control, but maintaining or lowering their energy sets them up to be steamrolled later in the debate.   
 
    Strategy 6: Make It about You   
 
    Whether making jokes or acting superior, I always aim to appear as the leader of a game others simply play. This is accomplished by framing every interaction as if I am the best there is. But, it takes a strong and unflinching frame to really sell.   
 
    Staying at the center of any debate is essential to manipulate the crowd. You need them to care about your thoughts and opinions, not those of an opponent. Once your frame is established, make sure others can't challenge it directly.   
 
    Combining power plays with some of the other tactics like provoking anger and presenting myself as the best thing since bread creates a difficult combination to counter. The more manipulative elements I can combine, the more untouchable, iron-willed and courageous I appear.   
 
    Example: When giving a speech, I lead with a little fear-mongering, stoking the flames of anger towards an intractable problem and weathering the storm with a little humor. Then when the crowd is properly riled up, I tell them how I can help them overcome the Big Bad Problem controlling their life. I explain how my experience and innate understanding helps me find solutions to problems. Throughout it all, I make sure my talking points and I stay the focus.    
 
   
  
 

 Strategy 7: Act Superior to Opponents   
 
    The more respect you show to opponents, the more powerful they appear. Responding with disbelief and disgust informs everyone that I don't believe the topic or critique is worthy of my time. It also puts pressure on the person delivering the attack to show why I need to take them seriously.   
 
    This can bypass all sorts of rational discussion and produce a win despite damning assertions by my opponent. It makes them look confused and insecure when their main point of contention is dismissed as a fool’s banter. They then need to take time and energy to show why their point is valid instead of continuing their attack.   
 
    Example: If I want to dismiss a critic, I treat their questions and assertions with disbelief and disgust. I go out of my way to show that the attack is ridiculous, laughable, and not even worthy of attention. I tailor my responses to show how foolish the critique is and request “real” or “grown-up” perspectives.   
 
   
  
 

 Strategy 8: Deflect with Humor   
 
    There is always a chance that an enemy can get the better of you, but letting people see that can ruin any attempts to establish yourself as a strongman or messiah. One method to hide an obvious foil is to deflect the blow with cutting humor.   
 
    Laughter disrupts traditional patterns of speech. It's hard to stay mad at someone who makes you laugh uncontrollably. A properly timed joke makes you laugh and be more receptive to the next thing said.   
 
    Example: When I notice I am losing control of a situation, a touch of humor can get me back in the driver seat. If my opponent is focusing on my small following, I can often shut them down instantly by making a joke about how few people follow them. If delivered properly, it derails their attack and puts them on the defensive.    
 
   
  
 

 Strategy 9: Paint in Black and White   
 
    The world is supremely complex and there are many ways to accomplish any given goal. But, this idea doesn't make people feel very secure, so we have a tendency to try and simplify things.   
 
    Simplifying complex problems normally isn't an issue. But when all possible responses are reduced to two options, it can set up a false and misleading dilemma. This warped view of things makes it easy to justify all sorts of bad behavior.   
 
    Reducing the world to black-and-white narratives, appeals to our desire for simple and clean resolutions to complex and messy problems. It becomes more effective when we are on the brink of catastrophe. When people are afraid and angry, they often accept these oversimplifications and alluring but empty promises.   
 
    Example: When I want to polarize a group, I introduce a “with us or against us” mentality. By making every issue an all-or-nothing debate, I force my opponents to fight everything I stand for, even if they don't disagree on everything. People either believe me and support everything I stand for or are seen as a threat trying to undermine my followers.   
 
   
  
 

 Strategy 10: Play a Messiah Figure   
 
    There have been a lot of people who claimed to be the only person that can do what needs to be done. These people are almost always dominant and strong-willed. They offer domination and don't think twice about making unrealistic claims.   
 
    The best way to become a messiah is by leveraging the afterlife. This doesn't always mean religion though. Many dictators present themselves as the only person capable of bringing back a mythical golden age.   
 
    This strategy leverages nostalgia and totalitarian security to alleviate a social fear. It relies on the promise of better things to come in order to justify whatever the Great Leader desires. This makes it more effective with conservative populations than liberal ones.   
 
    Example: To gain control over a group, I would claim to be the only person who can “Make Things Great Again.” I position myself as the sole authority willing to do what needs to be done. This forces anyone in the group to remain silent on issues they might disagree on. The silence acts as a form of de facto consent, which prevents others from speaking up, in fear of being the only one to go against the Great Leader.    
 
   
  
 

 Strategy 11: Provoke Anger and Hostility   
 
    Many creatures naturally respond to fear with anger and aggression. When you are a mouse cornered by a cat, it makes sense to go on the offensive. In such situations, the risk of dying is outweighed by the chance of escape. This dichotomy is often referred to as the fight-or-flight response.   
 
    There are tons of times when our fear is justified, but we can set up false dichotomies in our every-day life that make us feel like a trapped mouse when we really aren't. Mass media makes its bread and butter off, setting up and playing up any threat they can.   
 
    


 
   
  
 

 CHAPTER 42:  

Understanding Hypnosis 
 
   H ypnosis is very mystified even nowadays in the media that advocates for it some scientific understanding or validation. Even today, there is no shortage of misunderstandings about what it is or would be. Disregarded by some or deified by others, it circulates in the imaginary as a fact about which little is known whatsoever. The tendency is ignorance and judgments precipitated or filled with other interests (financial, ideological, corporatist) than the sincere and humble search for knowledge.   
 
    Those who exaggerate their powers and who make themselves heard at the full power of diffusion in the mass media are generally more interested in personal and financial self-promotion than in clarifying what hypnosis is. The more ignorance and the more obscure, the better, because they can thus be clothed with the aura of hidden knowledge and talents, revealed only by a special process of learning, which would overcome the common exchanges between human beings. Thus, the technique itself, always demonstrated in favor of concealment of what it is, is totally lost in the midst of the sea of manipulations that manufacture it as another illusion to be sold and consumed by our society from time to time.   
 
    Yes, the trick, the surprise, the illusion, sells. Many prefer illusion, to knowledge. The joy of being deluded, the charm, sells more than enlightenment. There is grace in delusion. The bountiful benefit, sudden, without reason and without explanation, is full of grace and a gift from God. And often, the work of knowing is a process of disillusionment and disenchantment. It shows the limits of some realities and causes frustrations. They extinguish with some horizons and create others. But, we are so attached to those that we do not open ourselves to the new.   
 
    Given the impact usually produced on everyone involved, whether hypnotized or observers, hypnosis is something that deserves attention. Whether it is a neurological phenomenon, psychological or social coercion, the sensible and sincere attempts to understand it are valid. Even if hypnosis is simply a farce, I have no doubt that through it, we can better understand what human beings, their psyche, and their relationship to others of their kind are.   
 
   
  
 

 Hypnosis Techniques 
 
    There are three main techniques of hypnosis used in clinical treatment. Clinical hypnosis, that is, hypnosis performed in the office by a trained professional, can follow different methodologies or concepts, depending on the line of work of the hypnologist. Today, we will present the three most known lines and their main characteristics:   
 
    Conditional Hypnosis: Created and patented by Luiz Carlos Crozera, conditional hypnosis is a technique used to rid the patient's mind of blockages that directly interfere with his physical and emotional health.   
 
    In this technique, deep body relaxation is done so that the patient has a decrease in his brain frequency and, with the purest mind, can be led by the hypnotist to the traumatic records that accompany him. At this point, the professional removes the registered emotional charge, disassociating the trauma from the given situation.   
 
    Upon returning from the trance, the patient already has an important behavioral change when faced with what caused him anguish. Thus, the hypnotist uses the post-hypnotic suggestion, a technique that executes the commands inserted during the trance, in order to achieve the best possible results. In conditional hypnosis, the patient does not interact with the hypnotist.   
 
    Eriksonian Hypnosis: In this technique of clinical hypnosis, described by the American psychiatrist Milton Erickson, the patient is suggested to seek within himself new learning that leads to a reformulation of thoughts and truths. Thus, the patient is led to the trance and suggested to relive, in a metaphorical way, the situation that causes him pain and suffering but with a completely different outcome, aiming for the trauma to be forgotten.   
 
    The idea is not to change what has been experienced but to give other responses to the trauma since it is believed that the patient has all the resources necessary to solve his own problems.   
 
    Classic Hypnosis: This method is mostly in disuse because it presents less efficient results than the other methodologies. Classic Hypnosis consists of searching in the memory of the patient for the facts that bring him suffering and making him understand that it is part of the past and should no longer reach the present.   
 
   
  
 

 How to Hypnotize Someone Without Them Knowing   
 
    Have you ever heard of a method that many claims to be able to achieve through repetitive motions, with the help of pendulums or finger movements, which allows them to stay in a state of trance? Is it possible? Well, some people believe so. Texts produced in Egypt in 1550 BC show evidence that older people already used these practices.   
 
    Well, the name of this method is hypnosis and, in fact, this is a psychological state, which brings together several phenomena that occur in our mind, and which can produce different impacts. It can be conducted by a voice and has been used as an instrument in the treatment of different diagnoses.   
 
    While there are those who believe in past lives and those who do not, it is true that hypnosis can cause the patient to return to a certain age. For example, hypnosis may return someone up to an "x" age, when he may have contracted some kind of trauma.   
 
    Let's look at a situation to illustrate: A patient is in a hypnotized state. The doctor puts his hands on the patient's arm and warns that he is applying an ointment, when, in fact, he is not applying anything; he just touches the patient's hands. Despite this, the patient has the feeling that the doctor is actually applying an ointment, even being able to smell the ointment as it passes through a positive olfactory hallucination. The patient, who is hypnotized, really believes the doctor's words.   
 
    Another example is the case of a patient who smells a scent. When they smell the gunpowder, if this smell happens to be strongly associated with when they were 10 years old, then the patient can regress until the age of 10 to try to solve some kind of childhood problem. Not everyone is able to perform this practice because a badly done hypnosis session can cause great harm. This is because hypnosis is not restricted only to the return to time but also the treatment of certain psychological problems, which can be aggravated if not treated by a specialized professional. For this reason, only those who have technical knowledge of the use of hypnosis should practice it.   
 
   
  
 

 How to Hypnotize a Person 
 
    However, if you would like to learn this technique in order to know the principles of hypnosis and then go deeper into the subject, follow this step-by-step guide:   
 
    Step 1 – The first thing to do is to make the person relax. I would advise to make the patient sit comfortably and get ready for the session in a peaceful and quiet environment. I would not advise to lie down since this posture can lead to sleep and prevent hypnosis from reaching the person's mind.   
 
    Step 2 – The second step is to start speaking very slowly so that the person pays attention to your voice and begins to relax at the same time. Then you can use a pendulum (swing the pendulum at the height of the person's eyes) or your own finger, making repetitive movements also at eye level. You could also use the moving image of a spiral. Continue the movement until you see the person become half asleep.   
 
    Ideally, the person should not close his or her eyes. One way that helps create concentration is to blink and focus the mind on what is being said. Talk about certain things, slowly, that cause you to relax and ask the person to imagine a feeling of warmth and comfort all over their body.  The quiet tone of the voice is essential to reach this status.  
 
    Step 3 – You need to always be in touch with the person who will be hypnotized. Ask him to take a deep breath and breathe out slowly through his nose. Ensure that the participant always stays relaxed during the hypnosis.   
 
    Step 4 – Ask him to imagine himself levitating and also to pay attention to all parts of his body, trying to perceive any discomfort or pain starting with his head and working downwards. Tell him to let the pain go away. Ask him to repeat this kind of thinking for each part of his body.   
 
    Step 5 – As soon as you realize that the patient has reached a state of relaxation, have him imagine a spiral staircase. He should fully visualize this thought and go down the stairs. With every step he takes on that ladder, he must feel he is moving ever deeper into his thoughts. A few steps, as many as you think necessary, let the patient know that there is a door at the end of the staircase and that it is time for him to cross that door.   
 
    Step 6 – The person must open the door and enter the environment. Direct the person to imagine that this environment is a room, which can be decorated in any way that he would like to imagine. Then direct the thoughts of the person saying that he should look in this room for a place to sit.   
 
    Step 7 – Say you will count from 1 to 10 and that, at the end, the participant will be in a deep state of hypnosis. This is the time to ask the questions that will bring the patient to the result that you want to extract from that experience. This is also the time to cause sensations by the suggestion of taste and smell, among others. For example, you can ask him to find some chicken in this room and eat it. The hypnotized person will actually believe and feel the taste of eating the chicken.   
 
    Step 8 – After the experience, let him know that he will wake up in a few moments. Ask him to rise from the place where, mentally, he is sitting and walk back down the same path. When he reaches the last step, he will be awake and relaxed. Then count to three and say wake up!   
 
    Remember that this experience needs a lot of care and attention to be put into practice, after all, there are proven cases of poorly done hypnosis practices that have caused mental problems in patients. Therefore, seek the guidance of a professional!   
 
    


 
   
  
 

 CHAPTER 43:  

The Importance of Manipulation 
 
   T here are going to be certain times in your life when you will find that manipulation is going to come in handy.  
 
   
  
 

 Business Negotiations  
 
    When it comes to working on some negotiations in business, it is easy to see how you want to make sure that you can get your way. Getting your own way will usually mean that you want to close a better deal, one that is going to be highly favorable to your own company. Closing these deals, and making sure that they are in your favor, will mean that your company is able to get most, if not all, of the things that it is asking for, and that you will barely have to deal with any inconveniences in the process to do this.  
 
   
  
 

 Closing Sales  
 
    If you are at all involved in a sales process at some point, then you know that it is not always easy to close sales. If you work in retail, for example, you likely notice that many of the people who come into your store are dreaming and looking around, and sometimes, they won’t be prepared to buy anything. Because of this, it can sometimes be valuable to know how to manipulate people as you can encourage them to spend money that they did not, otherwise, intend to spend.  
 
   
  
 

 Getting Prices That Are Better  
 
    You can use manipulation from the other side of the perspective as well. If you are the customer and knowing how to manipulate during this time can be highly valuable. As you know, many times, the salespeople have been given some room to negotiate with their customers in order to encourage sales. This means that if you are willing to use some manipulation and work with them, you can get a special and better deal. You are able just to take the price, but wouldn’t it be much better for you to go through and get a better price if you are able to.  
 
    Being effective at manipulation, means that you can easily manipulate companies to give you the best in deals for services and products. By promising them your praise and services, for example, you can essentially get them in the palm of your hand. They become far more willing to communicate with their managers and negotiate the best possible deal for you so that you will actively buy from them. Salespeople, especially those who are based on commission, are always eager to close a deal. This allows you to use manipulation in order to get the deal to close in your favor.  
 
   
  
 

 Leading the Desired Lifestyle That You Want  
 
    Each person has a goal about the desired lifestyle that they would like to have—but the lifestyle that you have right now, and the one that you desire, might not always be the same thing. However, the good thing about using manipulation is that you can use it to help you get to the desired lifestyle. There are a lot of ways that you can do this—you just need to learn how to make it work.  
 
    Let’s say that right now you are living in a house that you are renting, and you want to buy your own home at some point—but right now, the types of homes that you are the most interested in purchasing are not within the price that you can purchase. However, with the right kind of manipulation, you may find that you are able to get a better deal, putting you into the home of your dreams sooner as you would like. This can work with any of the big-ticket items that you would like to purchase, such as cars.  
 
   
  
 

 Getting Out of Things  
 
    Have you ever gotten into a situation where you were asked to do something, but you didn’t have any want to do it? All the time, we are going to be signed up for things, or given offers, that we aren’t really that interested in—and sometimes, it can feel difficult to turn these things down in a polite manner. Depending on who is asking for the favor, you may feel obligated to help them out with it.  
 
    However, once you learn how to work with manipulation a bit more, you will find that this is not as big of a problem for you anymore. You may even find that this is a good place to start when it comes to practicing your manipulation. You can bring it up any time that you get stuck doing something that you would rather not be doing.  
 
    Not only are you able to use manipulation for your benefit to get out of the reunions or things that family and friends want you to help with, but you can also use it at work as well. If your boss went and signed you up for something that you don’t want to do, you can use manipulation to convince them to let you get out of it, or you can convince someone else to go and do the work for you.  
 
    You can use manipulation in any manner that you would like to make sure that you are able to live the life that you want. It can help you to get the business negotiations to work the way that you want, to help you get the friendships, relationships, and to get yourself out of the things that you don’t want to do. There are just so many different things that you can use manipulation with, and this can be a great way to ensure that you have the life that you have always dreamed about.  
 
   
  
 

 Work on Self-Esteem to Overcome Manipulation 
 
    To overcome manipulation, you have to examine your inner self. There is something about you that makes manipulators believe they can have easy control over you. Here’s an example: 
 
    Stacy has learned since childhood that expressing emotions is a good thing. People will appreciate you more when they understand you, and if a person can’t express their emotions, they will live a lonely life. This way how Stacy was psychologically conditions during her childhood, but as she got older, her personality becomes too vulnerable.  
 
    Stacy is now a very skilled advertiser, but her lack of confidence keeps you from being recognized. She hasn’t developed confidence. Instead, she is emotionally vulnerable when she doesn’t need to be. She apologizes for everything, and she worries if she is liked by others. In fact, she has even asked her colleagues whether they like her. This is causing her to lose friends, which is the opposite of what her parents made her believe.  
 
    Some emotional vulnerability is great in relationships, but if you let it go too far, it leaves you open to manipulators. You must also have self-confidence or self-esteem. Having both emotional vulnerability and self-esteem will help you to know when it is safe to be vulnerable and when you need to stick up for yourself. This makes it a lot harder for the manipulator to take control.  
 
    Self-esteem is the way in which you perceive and value yourself. It is your own beliefs and opinions about yourself, which are likely going to be hard to change because you have had them for so long. Your self-esteem can affect:  
 
    
    	 If you value and like yourself  
 
    	 If you can make decisions for yourself and assert them  
 
    	 If you can see your positives and strengths  
 
    	 If you are willing to try new things  
 
    	 If you can show yourself kindness  
 
    	 If you can move on from mistakes without unfairly blaming yourself  
 
    	 If you take personal time  
 
    	 If you believe that you are good enough  
 
    	 If you believe that you deserve to be happy  
 
   
 
    There are many different things that can cause low self-esteem. Your self-esteem could end up changing suddenly, or you could have always suffered from low self-esteem. Either way, it can be hard to notice that you have low self-esteem and make it hard to change it. The following things can create low self-esteem:  
 
    
    	 Housing or money problems  
 
    	 Body image worries  
 
    	 Divorce, separation, or other relationship problems  
 
    	 Mental health problems  
 
    	 Physical health problem  
 
    	 Ongoing stress  
 
    	 Problems with school or work  
 
    	 Having a hard time finding a job or losing your job  
 
    	 Experiencing a stigma, discrimination, or prejudice  
 
    	 Being abused or bullied  
 
   
 
    It doesn’t matter what caused low self-esteem. A manipulator can use your low self-esteem to gain control over you.  
 
    Let’s look at how you can improve your self-esteem to avoid manipulation:  
 
    Be Mindful  
 
    There’s no way of changing something if you can’t spot it and know it needs to be changed. Simply becoming aware of how you talk to yourself will start to pull you away from the negativity. You want to stop self-limiting talk. When you notice yourself falling down the rabbit hole of self-criticism or doubt, take note of what is happening, and then tell yourself, “These are only thoughts and not the truth.”  
 
    Change Your Story  
 
    Everybody has a story they have created about themselves. This story shapes our perceptions, which is what your self-image is based upon. In order to change it, you must know where it originated. Whose voices have you internalized?  
 
    Most negative thoughts that have become automatic were learned from somebody else, and that means you can unlearn them. What is it that you want to believe about yourself? Start repeating those things in your mind and your story will start to change.  
 
    Stop Comparing  
 
    Accept who you are and stop comparing yourself to other people. Just because one of your friends seems super happy in their Facebook posts doesn’t mean they truly are. Comparing yourself will only cause negative self-talk, which lowers your self-esteem. You are enough as you are.  
 
    Channel Your Strengths  
 
    Everybody has their own strengths and weaknesses. You could be an amazing chef but lousy at singing. These things don’t define your worth. Recognize your strength and the confidence that they bring you, especially if you are feeling down. When something doesn’t go right, remind yourself of all the ways in which you rock.  
 
    You Are Not Your Circumstances  
 
    You must learn to differentiate yourself from your circumstances. Know your inner worth and love your imperfect self. This will provide you with a foundation to grow. This will pull you away from the fear of failure and allow you to grow unencumbered.  
 
    Accept Compliments  
 
    One of the hardest things about improving your self-esteem is that when you feel bad about yourself, it is a lot hard to accept compliments even though they are exactly what you need. Work on tolerating compliments whenever one is given to you, even if you are completely uncomfortable. One of the best ways to avoid responding in a negative way is to have set responses to compliments and then train yourself to say them when you receive good feedback. You can say things like, “That was nice of you to say,” and “Thank you.”  
 
    Everybody has infinite potential and equal worth. The stronger your self-esteem is, the harder it will be for a manipulator to grab hold of you.  
 
    


 
   
  
 

 CHAPTER 44:  

Boost Communication Skills for 
Effective Manipulation 
 
   T o be an effective manipulator, persuader, and influencer, someone undoubtedly has to be an effective communicator. What emotions, ideas, feelings, and thought process do to you want to convey to the other person? How will you express yourself in a manner that the other person instantly takes to you and does what you want him/her to without batting an eyelid? A majority of sneaky and dark psychology tricks involve ace communication skills, including using trigger words, modulating your voice for greater effects, keeping your body language in sync with the ideas you want to communicate and much more.   
 
    Manipulation is all about influencing people or getting them to do things your way. Thus, the manner in which you communicate certain ideas, thoughts, feelings, facts, and emotions is going to impact their decision.   
 
    Communication skills are vital when it comes to persuading people to do what you want them to without making them feel like they are being manipulated or pushed into something. Manipulation is a subtle art that can be mastered with powerful verbal and non-verbal communication skills over a period of time.   
 
    Here are some of my best tips for improving your communication skills for manipulating or persuading people into doing what you want them to:   
 
    
    	 Words  
 
   
 
    What words should you use to trigger people’s hot buttons during verbal communication? ‘Hot words’ are highly effective when it comes to influencing people by tapping into their subconscious mind. The human mind often links specific words or phrases with compelling emotions. There is a deep psychological meaning attached to certain words and phrases, which means they can be used for influencing the person to take quick action.   
 
    Words and phrases such as “love,” “genuine,” “trust,” “valid,” and “assurance” evoke positive feelings in people. It creates a sense of warmth and assurance. People tend to react more favorably to these words.   
 
    Similarly, amplifying words and phrases that are spoken to elicit a desired response or create a desired feeling, much like hypnosis. You are simply hypnotizing people with your words. When you want to get a person to do what you want, use words and phrases such as “right now,” “right away,” “immediately,” “quickly,” “instantly,” “suddenly,” and other similar words. These words and phrases create a dramatic effect on the person’s subconscious mind to trigger the required response.   
 
    Correct pronunciations are vital when you are trying to manipulate people by establishing authority. People aren’t going to take you seriously if you don’t know how to say a word. If you are unsure about pronouncing a word, avoid using it. Learn at least three new words a day to use them to convey the right meaning during a presentation or interaction.   
 
    It becomes easier to manipulate or persuade people into doing something when you create the right impact by using the most appropriate expressions. Being articulate is significant from the manipulation point of view.   
 
    To make your arguments more persuasive, use simple, effective and straightforward language.  
 
    
    	 Body Language   
 
   
 
    Body language is one of the most important aspects of non-verbal communication, which is why people always insist on having important meetings face to face when things can be easily organized over the phone or via email. The impact of body language in the process of communication is vital.   
 
    Here are some of the things to keep in mind when you are using body language to manipulate people:   
 
    -          Be attentive and relaxed. Don’t tap your hands or feet. Avoid fidgeting with your fingers or an object. It sends across the message that you aren’t interested in what they are saying or are nervous in their presence. Leave your hands and legs in a relaxed position.   
 
      
 
    -          Lean in the direction of the other person to reveal your interest in what they are saying. Your head should be slightly tilted in their direction without thrusting your face on them. Your feet should also be pointed in their direction. Don’t get too close or you’ll end up invading their private space, which is close them to anything more you’ll want to say. However, slightly tilting your body in their direction or leaning over the tabletop is a good way to reveal your interest in them.   
 
      
 
    -          A smile works wonders when it comes to striking a rapport with an individual on a subconscious level. Keep a smile plastered on your face while interacting with the other person to improve your likeability factor.   
 
      
 
    -          People will be more taken in by the words and actions of a person who appears confident and self-assured. If your body language is sloppy, hesitant and full of self-doubt, there’s a slim chance people will buy what you are saying. Maintain an upright posture, avoid crossing your arms and legs, and keep a relaxed demeanor.   
 
    Notice how some of the best speakers will move their hands animatedly to make a powerful impact on the audience. You’ll find your content improving significantly when you use gestures. Your thoughts will have more clarity and you’ll utilize briefer more impact sentences.   
 
    -          Watch people’s feet to know if they are speaking the truth. When people who are aware of body language try to control their postures, gestures, and expressions, they often forget their feet. Since it is the least noticeable part of the human body, people don’t pay too much attention to controlling feet movement.   
 
    People’s foot movements will invariably increase when they are nervous, anxious or stressed. Research has proved that you can determine a person’s emotional state more effectively by looking at the entire body. When people are not speaking the truth, their toes will begin curling.   
 
    -          To establish an instant rapport, align your body language with the other person’s. Face the person completely and directly to reveal you are focused on him/her. This is especially effective while communicating with a person within a group.   
 
    -          Another technique for observing your body language, gestures, posture, leg movements, expression, walk, etc., is to record important meeting or presentations. Each time you are in a situation where you are required to manipulate or persuade a person into taking action, ensure that the interaction is recorded. This way you’ll have some reference material to fall back on when it comes to making important changes in your manipulation-communication pattern.   
 
      
 
    
    	 Be a Voice Influencer    
 
   
 
    When you are about to make an important presentation or telephone call, let your voice relax into its maximum pitch. Keep your tone low and authoritative rather than high and squeaky. Your voice shouldn’t end on raised note at the end of a sentence. This simply signifies that you aren’t sure of something you said or are asking a question rather than making a statement.   
 
    Allow what you said to end on a flat and assertive note, as if you’ve pronounced a statement you’re dead sure about. Personally, I love to use the authoritative arc, where my voice begins on a note, then raises its pitch in the middle of the sentence and finally drops down towards the end. This way you’ll come across as more impactful and authoritative in your communication while manipulating people.   
 
    The tone of a person’s voice can reveal a lot about how they are feeling. If the person isn’t talking in a more even tone or there is a lack of consistency in their tone, they are most likely experiencing a surge of emotions such as anger, disappointment, nervousness or excitement. You will need to look for other clues to determine the exact emotions.   
 
    Also, the words a person emphasizes on can reveal what he or she is thinking. For example, let us take a sentence like, “Did you borrow the bag?” Depending on which word they are emphasizing on, it will be clear what the person means. If he/she is emphasizing on borrow, it can mean he/she is asking you whether you borrowed the bag or stole it. Similarly, if he/she emphasizes on you, it can mean he/she is trying to establish if you borrowed it or someone else did. If the emphasize is on the bag, he/she wants to know whether you borrowed the bag or something else.   
 
    Knowing what words the person is emphasizing on will throw greater clarity of what he/she is trying to communicate, which is vital from the perspective of getting them to take the desired action.   
 
    
    	 Listen Keenly   
 
   
 
    Contrary to what people believe, communication isn’t only about talking. It is as much (or even more) about listening to the other person.   
 
    The act of intently listening to people (put aside your phone and everything else if you want the other person to feel you are completely in sync with what they are saying) gives them the impression that they have your attention. From your perspective, you establish their personality and wants.   
 
    Listening to people equips you with the ability to come up with suitable responses for what they’ve just said.   
 
    For instance, if a potential buyer doesn’t need a product right now because he/she is in the middle of considering another competitor product and you totally miss out on the part where he/she mentions competitor product, you will only focus on why they need to buy the product now in your objection handling. Since you didn’t even hear the bit about the competitor, you don’t launch into a comparative analysis to establish how your product is superior or more value for money than the competitor.   
 
    
    	 Be a People Analyzer   
 
   
 
    Every person possesses a distinct persona that requires a unique communication approach. Every individual won’t respond to your manipulation techniques in a uniform manner. For example, instilling hesitation or self-doubt won’t work with people who are more self-assured and self-confident.   
 
    Similarly, a person who is more emotional in their disposition won’t respond favorably to logical arguments. Before you decide your manipulation strategy, listen carefully to other person’s words, and closely observe their actions.   
 
    Are they more thinking or feeling people? Do they take decisions primarily based on logic or emotions? Does their body language appear inhibited or confident? What is the best approach to move them into action? What are their strongest fears, needs, and motivators? When you gain awareness of all this simply by observing their words and behavior, there are greater chances of persuading them into taking the desired action.   
 
    Study a person’s personality thoroughly before attempting to manipulate them. Analyze if people tend to give more emotional responses. These are the easiest psychological manipulation victims. Typically, they will cry during emotional scenes in movies or television, so when their favorite character undergoes pain, they feel drawn towards animals, they feel an instant sense of empathy for the disadvantaged or underprivileged and they are likely to treat other people’s problems as their own. You can get these people to do what you want by leveraging their emotions.   
 
    Some people have a more rational approach to arguments. They need empirical or verifiable evidence of what you are saying if you intend to get them to perform the desired action. You will have to deal with them in a calm, balanced and composed manner to rationalize with them since emotions won’t generally move them. Usage of subtle, balanced and gentle persuasion will work best on these people.   
 
    


 
   
  
 

 CHAPTER 45:  

Why Do People Manipulate 
 
   P eople control you since they figure they won't get captured. Furthermore, in the event that they get captured, they don't figure you'll do anything.   
 
    What makes them figure they won't get captured? Potentially, if you involve a picture of cluelessness or gullibility, they see themselves understanding or knowing things that you don't.   
 
    If you have low comprehension of social elements, experience issues getting jokes is delayed to perceive a track until it's past the point of no return, can't recognize greatness from lewd gestures, can't tell when two people are a tease, at that point, people will control you, basically in light of the fact that they can. They realize you can't take care of something you don't realize they're doing. They see the shortcoming and exploit it.   
 
    What's more, for what reason do they figure you will do nothing? There are three reasons:   
 
    1. Because they can additionally utilize your cluelessness to state you're causing things to up, or to attempt to divert you with side contentions.   
 
    2. Because they believe they can hurt you beyond what you can hurt them: truly, this is on the grounds that you're most likely excessively pleasant. They realize that on account of a showdown, you won't have the option to take it far before separating.   
 
    3. Because in your neglectfulness to the deceitfulness that invades a piece of social relations, you have not framed devotions to counter that. You, in contrast to your manipulators, have a social gathering for an organization, not for the support you up in debates.   
 
    How to understand that? I don't believe being progressively particular or being less decent is arrangements since they don't address the genuine reasons for the issue. The viable, long haul arrangement is to address every one of the three focuses:  
 
    You have to improve your comprehension of human instinct and human inspirations. Start by observing that a great many people are not moved by ethics, however, by whether they think they'll be compensated when seen doing right and whether they think they'll be seen fouling up and rebuffed. That implies that in the event that you show shortcoming and offer the low likelihood of reprisal, it doesn't make a difference where you go, or who you're with, somebody will manhandle that.   
 
    You have to pick up the passionate equalization and detachment of desires with the goal that not many things can really hurt you. Never anticipate the best of people, since when you do, that is when people know how they can hurt you.   
 
    Become progressively mindful of social elements. Understand that a few people become a close acquaintance with one another for social assurance, not for adoration or for the organization.   
 
    I know numerous people right now, evident reasons, have endured the serious tactics of manipulation—which incorporates love-besieging, over the top obsessive lies, the horrendous consequences of triangulations and slanderous attacks, and practices which challenge any human explanation or clarification.   
 
    These things fly under the flag of 'manipulation.'   
 
    So, for what reason do a few people use manipulation as a strategy?   
 
    What in the world drives people to control as opposed to being bona fide?   
 
    I'd prefer to take you on the excursion of a more profound take a gander at 'manipulation.'   
 
   
  
 

 Manipulation Is about Fear and Unworthiness   
 
    What causes an individual to capitulate utilizing the tactics of manipulation so as to attempt to verify an ideal motivation?   
 
    The main explanation is very self-evident—fear.   
 
    The fear that as things stand, this individual won't increase an ideal outcome created from their own benefits. That life and others won't give well. That life and others are situated against this individual.   
 
    This is a fear that others will pick up what they want, and that there are restricted assets in a 'no-nonsense' world that must be verified and controlled so as to endure inwardly, basically, or monetarily.   
 
    There is a critical fear of what will my life be in the event that I don't get this going. Furthermore, someone will get the high ground over me in the event that I don't.   
 
    Presently, how about we burrow further…   
 
     The fear underneath demonstrations of manipulation originates from an individual's absence of value.   
 
    This interprets as “I am not deserving of life working out for me, and I am not deserving of life and others having my eventual benefits on a basic level.”   
 
    How an individual sees that they identify with others and life is basically how this individual sees themselves.   
 
    So, to improve, the genuine conviction is: I am dishonorable.   
 
   
  
 

 Manipulation Is about Lack of Consciousness   
 
    The absence of cognizance happens when there is an inability to perceive that we are liable for our own world. Being oblivious is the failure to make the immediate relationship between someone's life's occasions and inner degree of being.   
 
    What this relationship implies is: It doesn't make a difference what anybody intentionally introduces to the world, on the grounds that the passionate aim underneath that introduction is the genuine determinant of where their awareness lies, and what will at last unfurl.   
 
    There is no beating the frameworks of so inside so outside.   
 
    Oblivious people don't accept that this framework exists, notwithstanding the recurrent examples, the excruciating scenes, and the disgorging disillusionments. This is the embodiment of not gaining from past encounters, or what inward feelings and external life are appearing as.   
 
    This is the state of not advancing.   
 
    Oblivious people accept that manipulation in an apparent 'hazardous world' is the best approach to get results, regardless of these outcomes, not bringing sturdy fulfillment and winding up genuinely or truly back at the starting point—over and over.   
 
    At that point, to attempt to maintain a strategic distance from the agony of this—another manipulation should be made.   
 
    What reason doesn't manipulation pay off past the underlying 'handy solution' for? Since the activity of manipulation isn't a successful or genuine activity. It is a guarded response to attempt to balance fear, agony, and shamefulness.   
 
    It is a purposeful activity that isn't adjusted in the cognizance of more prominent benefit.   
 
    A definitive degree of obviousness is the non-understanding. We are every one of the ones.   
 
    In this manner, by attempting to make gain by means of manipulation, as opposed to genuineness, the individual outcome is non-validness.     
 
    Anything picked up from that degree of obviousness can just, and will just ever make empty triumphs, continuous agony, void, fear, and obviously considerably more prominent dishonor.   
 
    Dishonor is a desperate detachment from life and others—it the fear of being disgraceful of being adored and acknowledged by others and life.   
 
    Being oblivious means not learning, not developing, and not coming into the genuine intensity of validness value—which is the knowledge about being adored and acknowledged for Who One Truly Is.   
 
   
  
 

 It is a separation from Oneness   
 
    Along these lines, it is just people who feel disgraceful at their center who control.   
 
    Tories about how to spot manipulators are extremely popular nowadays. A fast web search will turn up hundreds, if not a huge number of pages that depict narcissists and attempt to let you know precisely how to see the warnings and act as needs are. These well-expected pieces attempt to tell you the best way to recognize a manipulator, name them, and maintain a strategic distance from them; and keeping in mind that this is acceptable, I feel as though a profundity frequently inadequate with regards to when we attempt to paint the essences of evil spirits onto people with a wide brush, without a consideration for subtlety, calmly tossing out findings here and names there, and we never appear to truly get down to the base of what's happening, really understanding the circumstance for what it is. That is the thing that this story tries to do, to increase a superior comprehension of the manipulator. Not the slightest bit does this story look to approve or support the activities of manipulative people, yet to just give a stage to comprehension.   
 
    I was a manipulator for a large portion of the long stretches of my life. I'll let it be known. I'll additionally say that I just didn't have the foggiest idea about any better. I was a truly terrible one as well, so let me disclose to you at the present time that this story originates from my direct understanding of what it resembled and what I'm similar to now. I needed to turn my own focal point internal and practice an extreme duty to change. This is somewhat me assuming liability for my own mix-ups, incompletely instructing them to you so you may better recognize the truth about and get manipulators, and ideally give some nice recommendations that will show you the proper behavior in like manner to limit strife and disarray.  
 
    A manipulative individual may state they need consideration when they're disturbed and simply need to be disregarded, at that point, appear to be totally tired of your quality—possibly pestered. They may forget about totally imperative pieces of a story with the expectation that you don't get it so they can cause you to appear the adversary, and unfortunately, they may convince you that you were off base. Have you encountered this or something like it? This is manipulation.   
 
    


 
   
  
 

 CHAPTER 46:  

Pain Points of Human Behavior 
 
    Grandiose Sense of Self-Importance   
 
   G randiosity is one of the defining traits of a narcissistic person. Grandiosity is more than just vanity or arrogance; it is having an unrealistic sense of superiority. Narcissists believe they are “special and unique” and that only other special people can understand them. They only want to be associated as well as associate themselves with other people, places, or things of high status.    
 
    Narcissists also believe that no one is better than them and that they should be recognized, even when they have done absolutely nothing to earn recognition.  
 
   
  
 

 Sense of Entitlement   
 
    Since they consider themselves unique and special, narcissistic people always expect to be given favorable treatment. They really believe that they should get whatever they want. They also expect that everyone should automatically comply with all their wishes and the ones who don’t in their eyes are useless. And also the ones who dare to ask something in return or entirely defy their will should prepare themselves for outrage, aggression or the cold shoulder.    
 
   
  
 

 Needs Constant Praise and Admiration   
 
    The sense of superiority in a narcissist is like a balloon that needs a steady stream of recognition and applause to keep it inflated; without it, it gradually loses air. An occasional compliment is not enough. Narcissistic people need constant compliments to feed their ego, and therefore, they tend to surround themselves with people who would do just that. Such kinds of relationships are usually one-sided because it is always about what they get and not what they give. And if they feel like their admirer has reduced their attention and praise or entirely stopped offering it, they would treat that as a betrayal.   
 
   
  
 

 Exploits Others without Guilt or Shame   
 
    Narcissistic people lack the ability to identify themselves with the feelings of other people, that is, to put themselves into “other people’s shoes.” This means they lack empathy. Usually, many of the people in their lives are viewed as objects that are there to serve their needs. And as a result of that, they would take advantage of other people without thinking twice as long as they get what they want. While these interpersonal exploitations are usually simply obvious, sometimes they can be outright malicious. Narcissists simply do not possess the ability to think about how people are getting affected by their behaviors. And sometimes, even when it gets pointed out, they would still not get it. Getting their own needs met is the only thing they understand.   
 
   
  
 

 Lives in a Fantasy World That Supports Their Delusions of Grandeur    
 
    Reality will never support narcissists’ grandiose feelings of themselves. They have fantasies of glorifying themselves of ideal love, attractiveness; brilliance, power, and unlimited success that make them feel in control and special. Having such fantasies protects them from having feelings of shame and inner emptiness; therefore, opinions and facts that contradict them are either rationalized away or ignored. Anything that poses a threat to their fantasy bubble is usually met with rage or extreme defensiveness.    
 
   
  
 

 Frequently Belittles, Bullies, Intimidates or Demeans Others   
 
    Narcissistic and aggressive individuals always feel threatened when they come across a person who appears to have something that they don’t have—especially those who have confidence and popularity. They also feel threatened by people who challenge them in any way and the one who aren’t submissive towards them. Most times, they would resort to putting these people down as a way to neutralize the threat—contempt is the defense mechanism. This can be done in a dismissive or patronizing way to show how little these people mean to them. And other times, they may choose to go on the attack with threats, bullying, name-calling, and insults to force that person to get back into line.    
 
   
  
 

 The Types of Abusive People 
 
    The Narcissistic Abuser   
 
    The narcissist is self-obsessed, constantly thinks about himself, adores himself, photographs himself, promotes himself, looks at himself, and, most importantly, wants other people to do all this too. A narcissist is overly concerned with their image, talents, and looks and will do anything no matter the cost to uphold all these. They are also overly concerned with receiving adoration and praise. They love and thrive in the attention they get if any. They are also very charismatic but hate having a charismatic or outgoing partner. They think that this would take attention from them.    
 
    A narcissistic abuser is also very inconsiderate, self-absorbed, and very selfish. When socializing with other people, they usually only want to talk about themselves, their accomplishments, talents, pain, and injustices, and if the conversation shifts to another person, they are usually bored and disinterested and only thinks about how to switch the conversation back to themselves.    
 
    A narcissistic abuser is the opposite of an emotionally needy abuser for the reason that they can replace a person like a lover at any time with another person. This is because they are only interested in a relationship of any kind only when it benefits them somehow. They may also behave as a good parent to their child for the reason that he perceives the child as their own “extension.” This can be termed as indirect narcissism. A narcissist believes that life is all about being “happy” and not about “honor” even if it means obtaining that happiness leaves others unhappy, for example, leaving a wife for another woman without caring if the wife and children would feel pain. A narcissist also possesses various other traits of other abusive traits like verbal, physical, emotional, financial, economic, and spiritual abuse.    
 
    The Emotionally Needy Abuser   
 
    This type of abuser often lacks self-esteem and obtains self-worth from relationships—usually romantic ones. They would try to isolate their partner from the outside world and would get very jealous when their partner spends a lot of time with friends or even family. They become very clingy and possessive, and they use manipulation and guilt-tripping as their best tools. If emotional manipulation and abuse aren’t working, they resort to physical or verbal abuse just to keep the partner to themselves.    
 
    An emotionally needy abuser usually feels like they can’t live without their partner. They would make claims such as the partner being their soul mate or that they were meant to be together or even claim that God has revealed to them that they should be together. They would try to convince the partner that there is no other person who would love them the way they do. They are usually consumed with jealousy as well as fear of losing their partner. They make their partner responsible for their happiness. These kinds of abusers are usually hypersensitive, and they cry very easily. Their most preferred love interests are those codependent people who are emotionally stronger than they are and who would be forgiving, doting, and tolerant of them. These abusers can also be verbally, physically, financially, or spiritually abusive.   
 
    The Addictive Abuser   
 
    This is an abuser with either one or several addictions. It could be drugs and/or alcohol, sex, gambling, pornography, spending, eating, etc. They are usually ashamed of their addiction(s) and would do anything to hide and cover up their behaviors. These abusers are very skilled at manipulating and lying. Usually, when the addiction involves substance abuse, the abuser is usually volatile and can easily get angered.    
 
    Addictive abusers are usually impulsive and seldom exercise self-control. They believe that it is of utmost importance to get their needs and desires met. They enjoy taking risks but sometimes can be reckless. Many times, they would make promises to quit their addiction over and over without following through. However, the best hope for these abusers’ is professional long-term treatment. They can also exercise verbal, physical, financial, and spiritual abuse.   
 
    The Womanizing Abuser   
 
    A womanizer is usually extremely arrogant and, in most cases, unfaithful to their partner. They are excessively consumed with and can even be addicted to seducing and flirting with other women. They are sometimes very charismatic, but not all the time. They derive self-esteem from women or men who reciprocate their advances.    
 
    The abuser may or may not be good looking, have very low self-esteem, and they usually claim that they are flirtatious, but rather it is just their “personality,” so nothing they have done is wrong. They are also expert manipulators and liars who lack any sensitivity towards their partner’s hurts, emotions, and needs, and they would rarely validate their partner’s feelings.    
 
    The Mentally Ill Abuser   
 
    This type of abuser can have mood disorders and even multiple personalities. They can be clinically depressed or may have frequent and unpredictable highs and lows medically known as manic and depressive stages. If the abuser has Obsessive-Compulsive Disorder (OCD), it can cause them to constantly keep tabs on their partner like by calling and texting all the time. Also, they may be anxious, and this can cause them to have a fear of losing their partner or being abandoned.   
 
    Other types of mental disorders associated with this type of abuser include borderline personality disorder, bipolar disorder, among others. They can easily be angered or prone to rage, or they can also be hypersensitive and can cry easily. Being on prescribed medication in these situations can sometimes be dangerous, and sometimes when they switch or entirely quit medication, they can be even more dangerous to both themselves and other people.    
 
    The Martyr Abuser   
 
    The martyr abuser thrives off if sympathy and pity from others and will do anything to be seen as a victim, even lying. This type of abuser may be a child of a mother who highly adored them and constantly excused their bad behavior while growing up. They may even go as far as to threaten suicide or actually attempt to do it in order to gain attention. Most times, they blame other people for their bad behavior. There are also times when they would apologize and claim it won’t happen again but would never change or even seek the help they need with the abuse.   
 
    The martyr abuser is usually a smooth-talker who can easily persuade anyone into believing them. They are also hypersensitive and would cry easily. They are very emotionally manipulative and abusive and uses guilt-tripping as their greatest tool of manipulation. They can also be physically, verbally, financially, and spiritually abusive.    
 
    The Perfectionist Abuser   
 
    The perfectionist abuser demands perfection in other people—especially their partners in relationships. They are very condescending, impatient, and intolerant at times to other people. They would engage in humiliation and ridicule to get their partner to get them to comply. They are also very critical and would complain regularly about their partner’s performance, be it their cooking, cleaning, shopping, driving, parenting, intelligence, work ethic, body weight and even their performance in the bedroom.   
 
    


 
   
  
 

 CHAPTER 47:  

Reframing, Anchoring, and Dissociation 
 
    Content Reframing 
 
   A nother technique that can be useful toward you is learning to reframe the content. You will effectively be taking the feeling that you want to eliminate and reframing what has happened in order to change the result. This is effectively attempting to tap into the cycle of thoughts, feelings, and behaviors. For example, if you feel like you are a bad person, you are going to act in ways that fail to show that you are a good person—you will be nervous and flighty. This will lead other people to want to keep their distance, only further reinforcing that initial thought of being a bad person.  
 
    When you are able to remove that initial negative feeling, so you stop obsessing, you will see a change in behavioral patterns as well. For example, let’s go back to the woman who urinated in class as a child. She is so concerned with embarrassing herself in public again that she gets afraid every time she knows that she has to perform or give a presentation. This leads to nervousness, which leads to a failure to perform to satisfaction, which further reinforces her fear.  
 
    In reframing, you will effectively stop focusing on the negative and instead shift your attention to something else that will help, such as accepting your own responsibility for your emotions. You may decide that you will no longer worry about failing or making a mistake and instead focus on how to ensure that your project is as successful as possible. In doing so, you will actually shift your attention to something that you can fix. In the end, you will perform better and teach yourself that the shift in attention is absolutely necessary. You will find that life gets better and that you actually are not as afraid of presentations as you initially were because you have begun to get some positive experiences out of it.   
 
   
  
 

 Anchoring Yourself 
 
    You will be able to use that anchoring process with all of the benefits of anchoring and begin to apply it to yourself as well. The only real difference in anchoring yourself versus anchoring others is that when you anchor yourself, much more of the process is internal. You do not have to try to trigger emotions in other people—instead; you are focused on yourself and what you need to do.  
 
    This will follow the same steps as anchoring other people: You will still be making it a point to identify an emotion, identifying a trigger for the emotion, identifying an anchor, triggering the emotion, and then using the anchor until it works. That stays the same. What changes are the methods through which you are able to anchor other people? Instead of focusing on how to trigger the feelings in other people externally, you must trigger them inside yourself.   
 
    For example, consider our friend who had the accident once more. Perhaps she wants to stop feeling anxious and instead feel relaxed when she is presenting. She declares that the feeling that she wishes to trigger is relaxation. She then must think of a time during which she felt that emotion incredibly strongly in order to use it. Perhaps she chooses a time on her wedding night during which she and her newlywed husband watched the sunset over the ocean to the sound of the waves lapping at the beach. That time was particularly relaxing for her and she loved it. That memory becomes her trigger for her emotion.  
 
    Now, she chooses a simple anchor—she decides to use a very specific tapping pattern of her toes against the bottom of her shoe, as she knows that it will be discreet, and she will be able to use it in public without anyone ever knowing.  
 
    She thinks about that memory at the beach, waiting for the feelings of relaxation to wash over her, and right as those emotions reach their peak, she taps her toes within her shoe to the pattern she is linking to the memory. Over the course of several days and attempts at this, she finds that every time she taps her toes, she is reminded of that relaxing memory. She has now anchored herself to that feeling and can use it any time she is in public and feeling distressed, or whenever she has to present for someone at work. She can use these techniques and find that her stress and anxiety simply melt away. 
 
   
  
 

 Dissociation 
 
    Anxiety can be debilitating, especially if it is an anxiety toward something that you must face regularly. Let’s go back to the example of the woman who had an accident in front of her class and could never get past it again. She may decide, after reading through this book, if she wants to go through the process of dissociation. She wants to figure out how to remove that inherent link between her negative feelings and being able to go in front of crowds once and for all.  
 
    This process involves three simple steps: Identify the problematic emotion, focus on it and the cause, and then visualize and change.    
 
    Our friend may identify that she feels shame. She is ashamed that she urinated on herself in class in front of all of her peers, and that shame comes up regularly. She acknowledges that she feels that same shame every time she stands in front of other people, such as her coworkers, or when she has to go to an interview, and in the back of the mind, she is always afraid that it will happen again.  
 
    Next, she must visualize the triggering event. In this case, she visualizes the incident like it was yesterday—she stops and remembers how she felt when she had to go to the restroom but was too afraid to raise her hand and ask to go. She had been embarrassed that she was going to go during a presentation, and she worried that those around her would be angry that she did not hear the presentation that was given. She imagines elementary school her going up to the front of the class, trying desperately to give her own presentation, even though she really needed to go to the restroom. She hears the sound of the rain pitter-pattering on the window in the classroom, and she remembers the sensation of wet warmth spreading down her legs. She remembers the sound of laughter that exploded within the room and the embarrassment and tears as she ran to the bathroom, with urine squelching in her shoes. She remembers this as vividly as possible, and she can feel her face turning bright red in shame as she does.  
 
    With the memory firmly in mind, it is time to repeat that scene again, but this time, trying to distance herself from the shame that she felt. It is time for her to look at the memory in a way that reduces the negativity. Perhaps she imagines that everyone wet their pants at the same time, and the laughter was directed toward everyone, not just her. Maybe she imagines that instead of urine, she had spilled soda or something else on her lap. She wants to change the context, so it is no longer distressing and instead funny.  
 
    Over time, the negative emotions will fade away. It may take time and repetition, but over time, the feelings of shame will be desensitized and fade away.  
 
    


 
   
  
 

 CHAPTER 48:  

The Basics on How to Read Anyone 
 
   T he first part of being able to influence and manipulate someone is going to be when you learn how to read them. You have to be able to get a good analysis on the other person or you are going to end up with a lot of trouble in the process trying to get them to do what you want or wasting time with a strategy that doesn’t work for that particular target.   
 
    The good news is that there are actually quite a few steps that you are able to take in order to figure out who someone is so that you can learn more about them and pick out the right manipulation technique to get what you want. So, let’s dive right into the best steps that anyone can use when it is time to learn how to read anyone!  
 
   
  
 

 Learning the baseline of the target  
 
    The first thing that we need to be able to do here is to learn how to get a baseline on the target we wish to work with. The baseline is just going to be when we take notice of how the person behaves normally when they are not stressed out, overly happy, or have any other reason to act in a way that is different than what is their normal.   
 
    While it is common to learn how to watch out for body language to help us know whether the other person likes us or if they are lying or not, you will find that not everyone is going to behave in the exact same manner under those circumstances. When you are able to take some time to learn the baseline of the target, you will learn how they are going to behave in a regular way, and then it is easier to catch when there are changes to that behavior.   
 
    For example, you may notice that someone is acting a bit jumpy around you and wonder what is going on. For most people, this is a sign that they are anxious or waiting for something to happen. But, when you spend some time learning the baseline of the other person; you may notice that they are always jumpy. If that person is usually jumpy, then this kind of jumpiness is not going to really tell you much. But if that person is a jumpy kind of being, and you notice that they suddenly stay still instead of moving around, then this is a sign that there is something up with them.   
 
    Each person is going to be a little bit different from one another and this is why it is so important to first start and tries to find their baseline, rather than assuming that you already know everything about the other person and that they know nothing at all. If you jump to conclusions and don’t really pay attention to what you are able to get out of the other person, you will find that it is hard to know when things are normal, and when things are off.   
 
    Figuring out the baseline of your target is going to be so important to helping you read their body language. But, it is definitely something that a lot of people are going to miss out on. They need to actually take some time to practice it long before they even waste their time trying to figure out what one action means over another.   
 
    A good way to get some practice is to look for this baseline, even before you go out and pick a target to manipulate. The next time that you are interacting in some manner with another person and having a conversation with them, take a moment to notice things like where their hands are, how they are positioning their feet, and even the amount that they smile. Don’t take note or anything because this is going to seem really odd, but just get in the habit of being more observant to what is going on around you.   
 
    Of course, the more times that you are able to practice this, the easier it is. And once you have that nice baseline down, you will find that it is much easier for you to find a target, pinpoint the baseline that they have, and then you can easily notice the changes to their body language when these come up.   
 
   
  
 

 Learn the different personality types  
 
    The next thing that we need to take a look at is some of the different personality types that we need to have in order to help us really get to know the target. The truth is, each and every person you encounter is going to be a little bit different from the others, and this is fine. Learning who they are and why they react to things in a certain way is going to be hard to get each time because all of us are created to be unique and special.   
 
    With that said, there are several personality types that are recognized at large, and we all are going to lean closer to one of them, or one combination of them than the other. You can use these different types of personalities, and the things that come with them, in order to help you get a little bit better feel of the target you are trying to analyze.   
 
    Here, we are going to take a look at the four groups of personalities, which include four sub sects of personalities within them. You may find that someone fits a little bit of more than one of these, and that is just fine. Learning the basics of them and trying to understand how each one works is not always exact, but it can give you a better idea of the person you are dealing with ahead of time.   
 
    First, we have the analysts. These are going to be the people who like to study things and are going to rely a lot on the facts that are presented to them. They have emotions, but they are not going to base any decisions that they make on these emotions. This means that you should not waste your time with emotional tactics to get them to do what you want. Instead, if you are able to get them a lot of facts about why they should react one way over another, you are more likely to get the results that you want.   
 
    There are four types of personalities that tend to fit under the umbrella of the analyst. Some of the personality types that fit in with the analyst will include:  
 
    
    	 Architect: This kind of person is going to be a thinker who is strategic and imaginative. They like to think things through and they are going to come up with a plan for everything.   
 
    	 Logician: This is going to be the kind of person who is an inventor and who has an unquenchable thirst for as much knowledge as possible.   
 
    	 Commander: These people like to be the one that is in charge. They are bold and imaginative, and they are going to be the leaders that are strong-willed. They will either find a way or they are going to make their own way to get it done.   
 
   
 
    Next on the list is going to be the diplomat. These are the people who are able to think things through in a way that is going to benefit other people, and not just themselves. They use logic, but there is often a bit of emotion in the mix. If you want to be able to manipulate this kind of person, you have to be ready to add in some facts coupled with emotion and more. They are an interesting group to work with, and you will find that reading them is going to give you a lot of the good practice that you are looking for. Some of the personality types that are going to fit in with the diplomat are going to include:  
 
    
    	 The advocate: This person is going to be pretty quiet and mystical. And yet, you will find that they are also very inspiring and tireless idealists.   
 
    	 Mediator: This kind of person is going to be poetic, altruistic, and kind in most situations that come around them. They love it when they are able to help out with what they see as a good cause.   
 
    	 Protagonist: This kind of person is going to be charismatic and can inspire others when they are the leader. And they have the ability to really mesmerize the people who are listening to them.   
 
    	 Campaigner: This is going to be a free spirit who is sociable, creative, and enthusiastic. They are really good to be around because they know how to make you smile about anything.   
 
   
 
    When you find that the person you are reading does not fit into any of the categories above, then maybe they are considered a sentinel. These are going to be like the guards; the ones who are going to help defend others will help to rule, and can provide counsel when needed. You will find that these kinds of people are going to be really reliable all of the time, which can make them good friends, but can sometimes make them more susceptible to the manipulation techniques that you use. Some of the examples that are out there for a sentinel personality group include:  
 
    
    	 Logistician: This kind of person is going to focus on the facts and will think critically about everything. When it comes to their reliability, you can always trust what they are telling you and that they will do what they promise.   
 
    	 The defender: This kind of person is going to be a kind of protector. They are really warm and dedicated to whatever they put their minds to. They will always be there to defend the ones they love the most or those they think they are closest with.   
 
    	 Executive: These people are going to be great at managing things and people, and they are some of the best administrators around, even if you don’t want them to manage all of these things.   
 
    	 Consul: And the final personality type that fits under this umbrella term is going to be the consul. This kind of person is going to be very popular, social, and caring. They are always there to help out others, almost to a fault, and you know that they have your back when it is needed.                 
 
   
 
    


 
   
  
 

 CHAPTER 49:  

Change Their State and 
Make Them Do What You Want 
 
    Create an Appeal to Needs  
 
   W hat drives you to act in your life to survive? We are not talking about things that you enjoy right now, but rather, what compels you more than anything else? The answer to this is a need—your needs keep you motivated to act toward fulfilling them. You will always be motivated to find food when you are hungry, for example, or to find shelter when you are too cold. This is because you have basic human needs to meet that keeping you alive. Your needs can vary from physical needs to keep yourself alive all the way to how to feel fulfilled, and ultimately, these motivators are incredibly compelling.  
 
    Before delving into creating and appealing to needs, let’s stop and go over the basic hierarchy of needs. Take a look at the pyramid below: As you can see, at the base, you have the most important needs. These are the needs for food, water, air, shelter, warmth, and reproduction. These are the bare minimum needs to stay alive and to reproduce, as is the biological imperative. In general, you must meet the bottom three tiers of needs before you can begin to work on yourself.    
 
    Each of these categories manage different sorts of needs for you, and ultimately, people are always striving to do better and move from one to the next. These categories encompass needs such as:  
 
    
    	 Physiological needs: The need to survive and be healthy physically—food, water, air, shelter, reproduction, warmth, etc.  
 
    	 Safety needs: The need to feel safe and secure, such as the need for steady access to resources and health  
 
    	 Love and belonging needs: The need to feel like you belong with others—this is friendship, intimacy, and a sense of connection with others  
 
    	 Esteem needs: This is a need for respect and recognition  
 
    	 Self-actualization needs: This is a need to be the best person that you can be  
 
   
 
    Ultimately, people are always striving for the top—self-actualization. However, you cannot work toward self-actualization if you are hungry or unsafe. You need to secure the bottommost needs before you can work at the top.   
 
    When you want to create a need that you can use, you may find that sometimes, identifying a previously existing need can be easier. However, you can also create a sense of urgency to meet one of these needs. For example, imagine that you are selling a car. You are really working to persuade someone to get a very specific car, though you know that they are not particularly interested in it. One way to create an appeal to a need is to mention that the car that the people are interested in does not have the best ratings in terms of safety. You point out that the car has been known to underperform in accidents, and that the one that you are pushing for tends to be safer simply because it is bigger and sturdier, or it has better safety ratings.  
By appealing to that need for safety, you are more likely to get them to agree to buy that particular car. If they are not concerned about safety, you can appeal to a need to belong—you can point out that other people also tend to prefer that one car that you would like to sell over the one they are interested in and provide the evidence to support that claim.  
 
   
  
 

 Loaded Words  
 
    Another commonly used method to persuade other people is through using loaded language. This is the act of using words or language that has very specific connotations in hopes of changing the way that the other person perceives what is being talked about. Effectively, you are using words that typically attract attention or are seen as particularly beneficial bonuses.  
 
    Imagine that you are trying to sell a new baby food brand. You have worked hard to develop the image for the food, but you realize that people do not usually buy a food that they know nothing about—they tend to go with trusted brands that they know and can trust will be safe or deliver what they wanted. You may be stuck trying to figure out how best to break into the scene to actually get on the market and convince people to buy.  
 
    One such method of convincing others is through using loaded words and images. You will want to make sure that you are constantly utilizing words or images that are perceived as strongly positive. For example, think about what it is that parents want for their newborn children. You may acknowledge that most parents want to ensure that their children are happy and healthy and that they are not exposed to chemicals or other additives that may make them sick or cause a reaction. After all, babies are believed to be incredibly fragile, and because of that, parents tend to go all-out in making sure that their children only have the best.  
 
    You may, then, decide that you will be appealing to that desire for all-natural products. You take your advertising campaign to emphasize that you use natural, organic, non-GMO food products with the bare minimum ingredients necessary. You push that your food is healthy and simple, encouraging parents to be more inclined to buy simply because they know that they can read all of the ingredients on the label.   
 
    Effectively then, when you want to use loaded language, you are appealing to emotion. You are making someone feel like they are making the right choice in deciding to go with whatever you are requesting that they use. This means that you are better able to get people to see things your way and better able to persuade simply because you know how to activate emotions. You will always choose the loaded language that will activate the feelings that you need present to play upon.   
 
   
  
 

 Anchor Biases  
 
    An anchor bias is a cognitive bias that ends up being incredibly influential. Effectively, you want to make something seem like a good idea or plan simply by making it seem reasonable in comparison to the anchor point. When you do this, you are generally setting an anchor point that you use to be a reference point for whatever you are trying to persuade someone else to do.  
 
    This is best understood when looking at the negotiation of pay. You may be asking for a raise during your next review at work. Perhaps you want a 10% raise because of the productivity you have put in and the rate at which you are able to retain valuable clients. You figure out exactly why and how you want to argue for this particular number, but all that is left is the delivery of the argument. You need to present your information in a way that makes it seem realistic or reasonable.  
 
    In a negotiation, it is common knowledge that you rarely ever take the first offer—you are usually able to counter-offer, and then meet somewhere in the middle. This means that if you ask for that flat 10% raise right off the bat, your chances of actually getting it are slim. However, if you are able to make an anchor point that makes that 10% raise seem reasonable, you may actually stand a chance.  
 
    The best way to do this is to always ask for more. You may go in and ask for a 15 or 20% raise instead, knowing that the number will be cut down. When you ask your boss for that raise, you will likely be shot down immediately, followed by a counteroffer of 5-10% simply because your original asking price was so high. This means that the other party is going to feel more inclined to give what you initially wanted since it is still significantly less than you originally asked for.  
 
    In the end, you get your 10% raise, all by asking for far more than you were actually interested in. By shooting high right away, you make anything that comes afterward seem reasonable.   
 
   
  
 

 Ask First What You Can Do for the Other Person  
 
    Perhaps one of the simplest techniques that you can use to persuade someone to do something for you is to appeal to reciprocity. People naturally feel inclined to return favors when they have received them in the first place, and you can use this tendency in order to influence other people to do whatever it is that you want or need them to do. You may be able to convince someone to take a shift for you at work just by covering their extended lunch break, for example.   
 
    This is a popular technique for the emotionally intelligent leaders. They make themselves sound entirely focused on making someone else feel better about doing a favor by offering to do one first. You may find that you have a friend that is always happy to help you or is the first to volunteer when you voice that you have a problem. Emotionally intelligent leaders make it a point to do this simply because it sets up a standard of camaraderie—you make it clear that you are interested in the other person simply by volunteering occasionally to help them out. Not everyone is willing to help out when asked or needed, but if you are willing to do so, even occasionally, other people will be more inclined to help you out when you need a favor.   
 
    This technique tends to be better for those who need help from a friend or someone that they know personally just because it involves one-on-one interaction. However, you can also see this play out on a larger scale as well. Perhaps you are a manager, and your employees are all asking for an increase in pay across the board. You take it to your higher-ups, and in return, your employees all see that you have their back. They then make it a point to always help whenever they are asked to do so and they are willing to go above and beyond when requested. To take advantage of this technique, you are best served by always asking how you can help other people whenever it is not a strain on you or what you need to do. If you are able to always ask other people what they want or need, you can make sure that you are setting up good relationships with other people, and with that good relationship established, you will be far more able to get them to do whatever it is that you need.  
 
    


 
   
  
 

 Conclusion 
 
   H appy you have made it this far and I hope you found all the information stated here useful for day-to-day life. Explanations on body language and manipulation and how it can help you decipher what people really think or feel situations.  
 
    Understand if things are a little bit confusing even at this stage—it’s supposed to be. The fact is that understanding people is a lifetime process, so you will find the need to constantly evaluate your baselines as you move forward.   
 
    Here’s one thing I want you to remember: you only have control over your own values, actions, and reactions. It doesn’t matter how badly you want to connect or forge ties with someone—you cannot make people like you if their values are intrinsically different from yours. Keep in mind that connection is based on similarities and there’s no point connecting with someone when nothing is similar between the two of you. Remember, you matter first. Your values are personal to you and you should NOT allow other people to predict your values.   
 
    So what do you do now? Here’s what I want you to do:   
 
    Take a good look at yourself and assess your own values, personality, communication style, goals, and everything else that pertains to you. I want you to deeply get to know yourself first before attempting to know others.   
 
    Your next step would be to observe yourself. What are your mannerisms, your behavior, and your tendencies when confronted with specific situations? I want you to know exactly what you’re doing wrong and what you’re doing right.   
 
    Next is cultivating a system of thinking, analyzing, and discovering your own values and motivations before pursuing a behavior. Even before you do something, I want you to pause and think about why you’re doing it. What’s your ultimate goal and what’s the motivation behind it? Feel free to use Maslow’s Hierarchy of Needs for this to help you further narrow down your own motivations.   
 
    Once you’ve figured out your goals and motivations, I want you to take a good look at the actions you propose to take. Are those actions in line with your goals and motivations? Will they achieve the results you want? What other roads are there for you to take in order to get the same results, but with much less hindrance on your part?   
 
    I encourage you to practice these four steps consistently in order to get to know yourself better and deeper through personal analysis. Only after you’re comfortable understanding yourself can you feel comfortable in understanding others. One thing I want you to remember though: you don’t have to understand yourself 100%! Face it, people are a mystery and sometimes, we can be a mystery to ourselves too. All I encourage you to do is to try as often and as hard as you can to trace your motivations before pursuing any sort of significant action.   
 
    So, let’s say you’re comfortable understanding your own motivations at this point… what about other people? First, I discourage you against reading too much into people you don’t know or barely know. While thin-slicing is highly effective, you should not use this as a way to figure out everything around you. People-watching can be fun and a good way to hone your skills, but don’t take things too seriously.   
 
    Start by focusing only on a small group of people. Make decisions based on conscious “reading” efforts, but keep it simple or in situations where getting it wrong wouldn’t have negative consequences in your life. Remember, you’re testing the waters here and just honing your skills.   
 
    Always keep in mind that this book was written to help you CONNECT with people through developed verbal and non-verbal skills. Hence, try not to use your new superpowers for evil and keep connections in mind when trying to decipher people.   
 
    Have a pattern when observing people. This means having a fairly good idea of where to start when attempting to understand them. For example, you look at the feet first, and then the hands, then face, or any other sequence you may choose. Having this pre-set programming on where to look gives you a story-type reading experience that can help with any conclusions you might have about the situation. The beauty here is that as you practice this technique, it becomes second nature to the point where you don’t even have to consciously guide yourself through the process. Your mind instantly goes to these body parts in order to interpret what they mean.   
 
    Learn the art of listening and try not to be too self-absorbed. Even as an extrovert, you should be able to recognize the enjoyment of being able to sit back in one corner of the room and just take in the different movements and reactions of people as they interact with each other.   
 
    If you find things too difficult, I suggest you watch a movie multiple times and pay attention not just to the words but also to the actions and movements of the actors. Actors are trained in the proper action and reaction in different situations. Their facial expressions and even the slightest movement of the hands can convey so much and can help hone your skills in prediction. It’s by far the safest way of approaching body language understanding while enjoying yourself in the process. Make sure to watch movies with very good actors known for their excellent skills in the art. Meryl Streep movies are perhaps one of the best to do this, focusing primarily on the movement of this amazing actress.   
 
    The beauty of watching movies is that there’s a way for you to confirm what you suspect about a certain situation. You can look at a person’s expression in one scene and guess on what they think or feel. In a later scene, these emotions are often expressed out loud or given further focus, therefore allowing you to really figure out if what you initially thought was correct.   
 
    When reading people in the real world, observe and keep your conclusions to yourself. Do not go around telling people that you’ve “read” how a particular coworker acts and make expressive predictions because of it. I want you to keep any conclusions or ideas you have close to your heart and only use them when needed.   
 
    Practice, practice, practice! The beauty of reading body language is that you never run out of people to observe or body language to read. There’s always an endless supply of them, so feel free to practice as often as you want. Note though that acting on those observations isn’t always advisable. Think about it multiple times before actually making a decision.   
 
    Yes—you can read people and make connections simply by honing your verbal and non-verbal skills! But it takes time, patience, and drive. It might seem like such a big project at first, but don’t let this stop you! Unless you live under a rock, forging connections and communicating with others is an integral part of your life. You will find that by mastering this talent, you too can achieve a kind of success that only few can boast about.   
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 Introduction 
 
   T here is so much to learn about the psychological nature of people to prey on others. The truth is that all of humanity has the potential to victimize others. Yes, some try to sublimate this tendency while others choose to act upon their impulses. However, the most important thing for you is to understand your thoughts, perceptions, and feelings that lead to predatory behavior so that you can learn to control yourself and use it for good.  
 
    One thing that is important to note is that manipulation often happens in families with parents who have narcissistic tendencies. In the case where there is parental alienation, a parent may use their child as a psychological weapon to abuse the other parent. The truth is that mind control, a form of dark psychology, happens in a system where people are—such as churches, families, and workplaces.   
 
    The key ingredients of dark psychology are people, narcissistic leaders, lieutenants, scapegoats, and keeping secrets. What is not allowed in this kind of system is having a free spirit or free-thinking mentality. It is such kind of people who are banished from the community of manipulators.   
 
    According to dark psychology, some people commit evil acts, not because of money, power, sex, retribution, or other known factors. Instead, they choose to do it because they are horrid—without a goal. In other words, for them, ends do not justify the means. These are the kind of people who injure others for the sake of doing it.  
 
    Within each one of us lies this potential!  
 
    You and I have the potential to harm others without cause, purpose, or explanation. This potential is considered complex—one that is even hard to define.   
 
    One thing you must note is that your shadow self is always standing right behind you—just outside your view. When you stand indirect light, you cast a shadow, right. The shadow is the part of yourself that you can’t really see. Think about it for a moment, what lengths do you go to just to protect your self-image from unfamiliarity and flattery?   
 
    The truth is, when you see another person’s shadow, you realize that one can show gifts in one area of life and remain unaware of their evil behaviors in certain areas. Everyone is susceptible to this. Over the years, I have learned that working with my shadow has not only been a challenging but rewarding process too. It is by looking at your darker side that you gain greater creativity, authenticity, personal awakening, and energy. It is this subjective process that contributes to your maturity.   
 
    Realize that you cannot eliminate your darker side. Instead, it stays with you as your darker brother or sister. When we fail to see our darker self that is when trouble ensues.    
 
    While our shadow self can operate on its own without our awareness—more like it is on autopilot—it causes us to do things we would not do voluntarily, and that is the reason behind regret. You find yourself saying things you wouldn’t normally say. Your body language expresses emotions you would consciously not feel. In short, when you ignore your dark side, you end up hurting your relationships—with friends, spouse, or family, among others.   
 
    When you see others and yourself exactly as you are, you view the world around you with a clearer lens. Integrating your shadow self into everyday activities helps you approach your true self, hence offering you a realistic evaluation of who you are. In other words, you will not perceive yourself as being too small; neither will you feel as though you have a high moral ground than others.   
 
    The reward of doing this plays a significant role in healing splits in your mind. It also helps unlock untapped potential and a world of new possibilities for your growth and development.   
 
    So, what are you still waiting for?  
 
    It is time to embrace your dark side so that you allow the light inside you to radiate without fear of hurting others of being all that you are meant to be. Your dark side will help you overcome manipulation so that you can shine brighter!  
 
    Good Luck!                       
 
    


 
   
  
 

 CHAPTER 1:  

Understanding Manipulation 
 
    What Is Manipulation?  
 
   A  quick check of your dictionary would provide different definitions of manipulation. In this book, we are interested in the psychological definition. In this field, manipulation is described as a form of social influence that aims at changing the perceptions or behaviors of other parties, usually through deceptive, abusive, or underhanded methods. Collectively, the manipulator is always pursuing their interests at the cost of the victim. As such, most of the approaches they use are considered exploitative, abusive, devious, and deceptive. Social influence is not necessarily harmful, but when the approach used leads to manipulation, it might cause negative outcomes.  
 
    When a doctor persuades a client into changing their lifestyle to overcome health issues such as obesity, we can refer to this as social influence. This is a harmless type of influence. The same applies to all other forms of influence whereby the person doing the influencing has good intentions of the receptor at heart. On the contrary, if a person uses a form of coercion to get their way and benefit from the receptor’s action or reaction, this is considered to be a harmful influence and will generally add up to manipulation.  
 
    A victim of manipulation may not voluntarily adhere to the demands of the oppressor. However, they may lack any alternatives, forcing them to grant them their will, of course, depending on the tactic used to influence them. Manipulative people typically display a lack of sensitivity and care towards other people; thus, they see nothing wrong with their actions. A different type of manipulator only cares about their end goal and is unconcerned about who they hurt along the way; be it a child, relative, or close friend. Most manipulative people avoid healthy relationships because they possess the fear of not being accepted. If such a person gets into a relationship, they are unable to take charge of their problems, behaviors, and life in general. What follows is they initiate the process of manipulation and make their partners take over those responsibilities.   
 
    If you analyzed all forms of mind control, you would realize that a manipulator can use most of them to gain the influence they desperately need. One of the most common tactics across the five types of mind control is known as emotional blackmail. Here, a manipulator comes up with a plan to evoke guilt or sympathy in their victim. They understand all too well that guilt and sympathy are one of the strongest human emotions, and are likely to open up their targets to their manipulation. Once the guard is dropped, the manipulator takes advantage of the subject and initiates the coercion process. In no time, the subject of manipulation finds themselves cooperating and assisting the controller in attaining their malicious goals.   
 
    One danger of manipulators is that they are not only good at evoking these emotions, but they can evoke them in immeasurable degrees in comparison to the situation at hand. Such a person will make a small situation such as being late to work appear to be as huge as causing the collapse of a whole company.   
 
    Emotional blackmail is one of many tactics employed by manipulative people. There are others, such as a covert form of abuse known as crazy-making. Just like the name suggests, the manipulator aims to make their subject to feel crazy. They create a scenario where the victim develops self-doubt. At times, the level of self-doubt might be so severe that the subject might think they are losing their mind. There is yet another form of manipulation where the manipulator acts as if to support their victim verbally but give non-verbal cues that portray contradicting meaning. If they get confronted, they revert to rationalization, justification, deception, and denial to try and escape from trouble.  
 
    Another big problem with manipulators is that they might not always be aware of what their subjects need. At times, they might be aware of them but cannot consider and/or provide them. This does not, at all, justify their behavior. What it does is show that a manipulator will neither consider nor prioritize these needs. They also do not feel any pity, guilt, or shame. The dangerous thing about this trait is that it makes it hard for the manipulator to stop their harmful influence. If this is a point to consider, it explains why some victims of this vice never realize the extent of the damage until it is too late.  
 
    Manipulators are also solitary humans. They are most likely to be found alone because they never form or sustain durable relationships. The problem is that after forming relationships of any form, their manipulative nature creeps in and scares their friends or lovers away. People who, at some point, relate with manipulators confess to feeling used and lacking trust towards the controllers. In this case, the problem affects both parties; first, the controller will not be able to recognize or provide the needs of the other party. On the other hand, the affected person will not succeed in creating the emotional connection required to sustain the relations. In the end, both parties go their way, and the manipulator is once again left lonely.   
 
   
  
 

 The Qualities of a Manipulative Person 
 
    According to George Simon, a psychology writer, there are distinct qualities that define a manipulative person. If someone possesses these traits, their chances of being successful manipulators are extremely high. In the same way, if one lacks these traits, they cannot use other people to get to their selfish goals. I bet this is one of those qualifications we all do not want!   
 
    In Simon’s words, a successful manipulator must:  
 
    
    	 Have the ability to hide their aggressive nature and intentions from the public, and more so their potential targets.  
 
    	 Have the ability to identify the vulnerable aspects of their potential victims to decide which approaches to use for efficient manipulation.  
 
    	 Have an extraordinary level of ruthlessness in them to enable them to overcome the qualms that might arise from the harm they cause on their subjects. Ruthlessness can be emotional or physical.  
 
   
 
    As we can see, the first trait that a manipulator needs so they can successfully influence other people is the ability to cover up their aggressive intentions and behaviors. Imagine if they went around telling of their dark secrets and plans, nobody would dare to befriend them for fear of being manipulated. Due to this, the manipulator develops a camouflage that hides their thoughts and plans from other people, so they end up appearing normal. Often, the victim walks into the trap with the least suspicion and might not realize it in the beginning. The oppressor will come off as a Good Samaritan, a best friend, or a random person acting sweet. By the time the target becomes suspicious, the manipulator already has enough information to successfully coerce them as they please.   
 
    Next, the controller must have the skill to observe and determine the vulnerable traits of their victims. This is a typical application of the proverb that if you must cut down a tree, you better take your time to sharpen your ax. From the identified weak points, they can sit down and decide on the best approach to use to effectively manipulate them and attain their goals. At times, the manipulator will use observation to identify the vulnerabilities, while in others, they need to interact with their subjects for a certain time.   
 
    The final trait is that ruthlessness must be applied. It would be pointless for the manipulator to put in the work required in the above steps only to start worrying about what their victims will feel or what will happen to them. If they cared about someone, they would not come up with these plans at all. That said, the manipulator puts all the care behind them and plays blind to any emotional or physical harm that may occur to the victim. To them, what matters is that they achieve their end goals.  
 
    From these three traits, we can tell why manipulators succeed most of the time. The amount of planning and trickery that they use is bound to catch anyone off-guard. Due to this, the subject will not be quick to realize that they are in the middle of a manipulative process until the effects begin to show up. They might assume that the oppressor wishes them well, making them drop all defenses. By the time they come to their senses and want to get out, they are already stuck.  
 
    


 
   
  
 

 CHAPTER 2:  

How to Manipulate Yourself for 
Any Purpose You Want 
 
   T he mind can be taught not to be controlled by others. There are various ways people in society can achieve this.  
 
   
  
 

 Believe In Yourself and What You Can Change 
 
    Someone who wants to be strong in mind needs to believe. If a victim doesn’t believe that they can change, then they are not going to try as hard as they can if they believe success is a possibility. They have to make sure that they are using positive thinking to face their problems. Keeping in mind that they can change the way they think hence they can improve. Different studies that have been conducted have shown that people who adopt a "growth" mindset tend to be more likely to make coveted improvements compared to those who view their skills and traits as unchangeable and fixed.  
 
   
  
 

 Be Optimistic With Your Abilities  
 
    Many people tend to think that being accurate about their abilities to control themselves is the key. Nonetheless, studies show that by being more optimistic about your ability to take full control of your behavior, then you will be able to achieve more self-control.   
 
    To become optimistic, try and tell your inner self that you are going to succeed and gain full control of your mind, over and over, irrespective of whether you believe it or not.   
 
    Also, try to remind yourself of the times where you managed to successfully control your brain and mind as intended. You should reflect on the successes and not on any form of self-control failures that you may have had.  
 
   
  
 

 Stop Overgeneralizing  
 
    Overgeneralizing simply refers to the process of taking one occurrence of a negative experience and then projecting the experience onto other experiences or alternatively to your predictions about how your future is going to be. People need to use this opportunity to transform their own future through constant persistence and by working hard. For instance, someone who had a strenuous childhood and thinks that their life is going to be challenging forever, need to might ways in which he wants his life to improve, and work to improve them. Those who may want a more meaningful relationship or a better job may have to research on the different ways of attaining these things. The individual should then set goals for oneself in the different domains to accomplish.  
 
   
  
 

 Stop Jumping To Conclusions  
 
    This tactic is a thought trap that entails thinking certain things without having any sort of evidence to back the thoughts up. A person who tends to jump to conclusions may think that a person despises him or her without having any evidence that supports this assertion. For one to jump into conclusions, then they can employ different ways, including pausing and thinking more, before reaching any judgments. It can help to ask yourself questions about the thought. And individual can ask himself if he really knows that the thought, he is having is true or false. He can also ask himself to identify detailed pieces of evidence that would suggest that the thought is true. Someone who believes a person doesn't like him/her may have to ask themselves to identify specific conversations with the individual to offer evidence for their claims.  
 
   
  
 

 Avoid Catastrophizing  
 
    The act of catastrophizing is simply defined as a pessimistic thought trap whereby the person tends to exaggerate scenarios or situations. A person who is catastrophizing after failing an examination may utter statements like "My life is ruined. I am never going to get a great job." To prevent yourself from catastrophizing, the person needs to work on processing things in a positive manner. He can also ask oneself questions that employ reason and logic. People who have just failed a test and believe that their life is ruined because they are never going to get a great job may ask oneself: "Do I know anyone who has failed a test yet still gotten a good job and/or seems happy?" "If I was hiring someone, would I make my entire decision based on that person's grade in a single class?"  
 
   
  
 

 Create Obstacles for Yourself  
 
    The best way to control the mind is by making it more difficult for the mind to get what it needs. You should starve it sometimes. The added effort will enable this part of the mind, which is less likely to win and influence one’s behavior. Instances when one keeps clicking on the snooze button early in the morning, he could place the phone far from the bed. This will force the individual to get out of their beds so as to turn it off. Another model is when you want to control the part of the mind which wants to watch TV when a part of you is keen on cutting down on the TV watching time, you could put your remote control in a difficult to reach the spot.  
 
   
  
 

 Reward Your Successful Self-Control Efforts  
 
    This technique is really helpful as a kind of motivation. When you manage to control your mind successfully, then you should reward yourself to encourage yourself to continue doing so in the later dates. A great example, if you do not feel like doing laundry and cleaning the house, but you managed to force yourself to do the test anyway, then you should reward yourself with your favorite pastime activity. However, be careful not to make the reward/gift too excessive or you might find yourself beyond control and then back to where you started from. If your main goal is to be able to study and you managed to force the mind and managed to do the studying when you actually never felt like doing, then do not treat yourself too much or you might just end up losing the progress that you have made.  
 
   
  
 

 Punish the Unsuccessful Self-Control Efforts  
 
    While we reward good behavior and success, it's also important to punish yourself for any failures on self-control. As a matter of fact, studies indicate that the threat of punishment forces the mind to embrace self-control.   
 
    To ascertain that the punishment was effective, ensure that you place the punishment on another person’s mind a close friend, partner, or family member. A great example is that you could ask them to ask your dessert. If at the end of the day you failed to gain the established self-control measures, then they are going to withhold the dessert.   
 
   
  
 

 Uses of Mind Control 
 
    Mind controlling has various uses. It can be used in beneficial ways:  
 
    
    	 Propel forward — upon seizing full control of the mind, it's going to be easy for you to move forward in your file. The influence that you will have will be much greater and will be of greater use in your life. This will only work if your intentions are not selfish or negative in nature.   
 
    	 The Hypnosis Technique — has always created controversy in its wake; most therapists will agree that hypnosis is an effective and powerful therapeutic technique that can be used to address a wide range of conditions such as mood disorders, anxiety, and pain. Hypnosis is widely used to assist people to change their habits including excessive drinking or smoking.   
 
   
 
    Hypnosis helps people cope up with a variety of negative emotional states such as anxiety and stress, fatigue, mood disorders, insomnias, and mood disorders.   
 
    
    	 Writing Peoples Own Tickets — you can use mind control to help people do certain things for you. If you gain control over a person, then you will definitely make certain things work for you.   
 
    	 Accomplishing Larger Sums — while we tend to believe that many hands will always make light work. Thus, putting many hands to work will be much easier for work that would have been difficult to achieve alone. Even though the person will feel as if they have been taken advantage, later on, they will still be happy that they were able to achieve something which you needed help to accomplish.   
 
   
 
    This sort of gratification and satisfaction will always make these individuals overlook that they were controlled.   
 
    
    	 Manipulating Circumstance — getting positive control over one’s mind means that you will be able to manipulate certain situations with much ease. Two hands will always be better than one, and when you have someone that you can depend on in your corner, then you are going to be able to manipulate the circumstances and situations to come to your favor.   
 
    	 Intimidating the Opposition — the strongest armies are known for their colossal numbers. Having a mind on your side under your control will always give you a soldier who will help you stand firm in any battle. These soldiers will take fire when needed to. While this is not usually the moral and ethical road to take, it will always come in handy especially when dealing with difficult situations.   
 
   
 
    Nonetheless, there are certain people who tend to use mind control techniques unethically. Basic mind control techniques are used widely by sects and cults to indoctrinate, recruit, and keep members. Many of the leaders of these sects and cults are usually psychopaths.   
 
    Robert Hare, a psychology expert says that many psychopaths employ these techniques to begin a relationship with another person so that they can control and dominate them. The ideas of these mind control techniques can be applied to one on one relationship. Narcissist happens to be another group that regularly uses these tools.   
 
    


 
   
  
 

 CHAPTER 3:  

How to Manipulate Others for the Better and Improve Your Life 
 
   P sychological manipulation is defined as a form of social influence that seeks to alter the behavior and the perceptions of others, by the use of tactics that are indirect, deceptive, and underhanded. In other words, it’s about using certain tricks to get people to act in a certain way or to think certain things, usually to the advantage of whoever is perpetrating the manipulation.  
 
    Now, from the very start, we need to make sure you understand that not all psychological manipulation and social influence is negative. It’s possible to manipulate someone for their own good. For instance, parents may manipulate their children into eating vegetables. In as much as that is manipulation, it ends up benefiting the child because his or her health is improved. Similarly, friends, family members, and healthcare professionals may try to influence you using certain manipulation techniques with the aim of getting you to make the right choices in certain situations.   
 
   
  
 

 Positive Reinforcement 
 
    We always think of positive reinforcement as a good thing, but malicious people can also use it to manipulate their victims. The fact is that we all use positive reinforcement in one form or another. Parents use it to get their kids to behave properly, teachers use it to make their students more interested in school, bosses use it to encourage productivity, and partners use it to modify each other’s behavior in relationships. It is an integral part of our social interactions, but it only becomes a problem when it’s detrimental to the person it’s being used on.   
 
    Positive reinforcement happens when a good or desirable stimulus is presented in such a way that it appears to be a consequence of certain behavior. For example, a child who eats his vegetables gets a scoop of ice-cream at the end of the meal, and it registers in his mind that those two things are intricately linked. An employee who works hard and becomes more productive gets a bonus at the end of the month, and her brain makes the connection between the hard work and the extra disposable income. The next time the person has to perform the same activity, he/she will recall the positive feeling or the reward from earlier and will take a course of action that ensures he/she gets a similar outcome.    
 
    When manipulators use positive reinforcements, they are always trying to get you to do things that benefit them. For example, an abusive person in a relationship may buy you a gift after a major abusive incident in order to keep you from leaving or reporting him. You may have heard of people who hit their spouses and then buy them flowers the next day. In such cases, the abuser is trying to get you to accept the abuse as a norm that comes with a reward. The message here is that "if you shut up, you get something nice."  
 
    Positive reinforcement is also used by manipulators who want you to be their accomplice when they are taking advantage of a third party. Machiavellians are particularly good at using this technique. For example, a boss who embezzles from work may offer you a payoff to keep his secret.  
 
    Manipulators often use positive reinforcement on an incremental basis when they want you to do something against your will. The objective here is to lull you into complacency. They know that once you have accepted a basic level of positive reinforcement, they can escalate things and push you outside of your comfort zone.  
 
    The simplest and most commonly used form of positive reinforcement is a commendation. When someone goes out of their way to compliment you in public, they could be using positive reinforcement to manipulate you. For instance, when you are with a group of friends and one of them starts saying what a nice guy you are, how much they know they can rely on you, the chances are that he is buttering you up to ask you for a favor.    
 
   
  
 

 Negative Reinforcement 
 
    Negative reinforcement is a form of psychological manipulation that is used to make people feel obligated to act in certain ways in order to avoid certain levels of mental or physical pain or discomfort. In positive reinforcement, you get a reward for acting the way the manipulator wants you to act, and the desire for that reward is what modifies your behavior in the future. Negative reinforcement is, however, a bit more complicated than that.    
 
    To understand the concept of negative reinforcement, you first have to understand how it’s different from punishment. Both of them are popular manipulation techniques, but there is a subtle difference between them. Many people assume that they are the same thing, but they are not. In punishment, the manipulator adds something negative when you don't act a certain way. In negative reinforcement, the manipulator subtracts something negative when you act the way they want you to act.   
 
    Reinforcement is meant to strengthen voluntary responses, while punishment is meant to weaken voluntary responses; the manipulator will choose one method or the other based on the kind of outcome that they desire in that particular situation.   
 
    While punishment is meant to stop a certain behavior from occurring again, reinforcement is meant to encourage the behavior to occur again. A manipulator would use punishment to stop you from doing something he doesn’t want you to do. However, he will use negative reinforcement to force you to do (or to keep doing) something he wants. For example, nagging is more of a negative reinforcement technique than a punishment. When someone wants you to do something, they keep nagging you to do it, and the nagging (which is the negative stimulus) stops when you comply. So, negative reinforcement works on you because you want to put a stop to a negative stimulus that already exists, while punishment works because you want to keep something negative from happening.    
 
    Every time someone does something negative to twist your arm to get you to take a certain course of action; that is negative reinforcement. When you are trying to break up with someone, and he/she cries very loudly about it in a public place, until you change your mind, they are using negative reinforcement to manipulate you (at that moment, you feel that the uncomfortable stares from strangers will only stop if you take the person back).    
 
    Sanctions are also a very common form of negative reinforcement. They are used by powerful nations to get other nations to bend to their will, but they can also be used in interpersonal relationships or at work in one form or another. A sanction is basically a threat of a future consequence if you fail to do something. Sanctions may be used in relationships for the common good or for malicious intentions; you have to assess the individual situation to tell if the use of sanctioning (or any other negative reinforcement technique) is malicious.   
 
   
  
 

 Nagging 
 
    Nagging, also known as pestering or hectoring, is a form of manipulation where one person continuously urges another to do something, despite the other person refusing to do it or to agree to do it at a later time. One author famously described nagging as an interaction where one person makes a repeated request while the other person repeatedly ignores that request, and both people become annoyed as the battle of wills escalates.   
 
    Although it has negative connotations, nagging is actually an integral part of interpersonal communication in many social dynamics. Parents nag their kids to get them to do certain things. In fact, nagging is necessary when training children to take up certain constructive habits. Nagging may also be used by well-meaning people; friends or partners may nag you to do things that benefit you. In fact, some amount of nagging is necessary even in healthy relationships. However, people with dark personality traits may nag you to do things that benefit them and impact you negatively.   
 
    To tell if the person nagging you has malicious intentions, you have to examine the individual situation. Are they asking you to do something that only benefits them? Does the nagging seem forceful? Do you detect anger or threats in their body language and in the words they choose to use? Are they trying to guilt you into doing something you don’t want to do?   
 
    If your girlfriend repeatedly asks you to take out the trash, that might indicate that she has some control issues, but that’s not the same thing as having malicious intentions. When malicious people nag you, there is usually an “or else” to what they are asking you to do, and if you look at the subtext, you will realize that it’s more of a demand than a request.    
 
   
  
 

 Silent Treatment 
 
    The silent treatment works as a manipulation technique because it's a form of love withdrawal. When a person gives you the silent treatment, they are essentially saying, "I’m taking away the love unless you do what I want." It is a form of punishment that is designed to control people, and it's a very popular type of emotional abuse.    
 
    The silent treatment only works in cases where there is some level of emotional dependency between the two parties (you don't really care if a total stranger gave you the silent treatment). In certain dynamics, the silent treatment can be used to make you feel powerless and invisible; as if you don’t even exist.    
 
    As social beings, we need the approval and the affection of others to thrive. Even people who are introverted need to have some sort of back and forth with the people in their lives to feel whole. When someone gives you the silent treatment, they deny you that affection, and it can mess with you psychologically, and force you to make certain concessions that you aren't ready to make.   
 
    So, a manipulator will ask you to do something, and when you say no, he/she will start ignoring you. They won’t respond when you talk to them, and they won’t answer your calls or texts. Some of them may even suddenly vanish from your life or go out of their way to avoid being in the same room with you. The more emotionally involved you are, the higher the chances you will decide that the animosity isn’t worth you standing your ground, and you will find yourself doing what they want.   
 
    


 
   
  
 

 CHAPTER 4:  

How to Change People’s Emotions through NLP 
 
    How NLP Works   
 
   I f you are just coming across to this topic for the first time, NLP may appear like magic or hypnosis. When a person is undergoing therapy, it digs deep into the unconscious mind of the patient and filters through different layers of beliefs. The person's approach or perception of life to deduce the early childhood experiences are responsible for a behavioral pattern.     
 
    In NLP, it is believed that everyone has the resources needed for positive changes in their own lives. The technique adopted here is meant to help in facilitating these changes.    
 
    Usually, when NLP is taught, it is done in a pyramidal structure. However, the most advanced techniques are left for those multi-thousand-dollar seminars. An attempt to explain this complicated subject is to state that the NLPer (as those who use NLP will often call themselves) is always paying keen attention to the person they are working on/with.     
 
    Usually, the majority of NLPers are therapists and they are very likely to be well-meaning people. They achieved their aims by paying attention to those subtle cues like the movement of the eyes, flushing of the skin, dilation of the pupil, and subtle nervous tics. It is easy for an NLP user to quickly determine the following:    
 
    
    	 The side of the brain that a person predominantly uses.    
 
    	 The sense (smell, sight, etc.) that is more dominant in a person’s brain.    
 
    	 The way the person’s brain stores and makes use of information (the NLPer can deduce all this from the person’s eye movement).    
 
    	 When they are telling a lie or concocting information.    
 
   
 
    When the NLP user has successfully gathered all this information, they begin to mimic the client in a slow and subtle manner by not only taking on their body language, but also by imitating their speech and mannerisms, so that they begin to talk with the language patterns that are aimed at targeting the primary senses of the client. They will typically fake the social cues that will easily make someone let their guard down so that they become very open and suggestible.    
 
    For example, when a person’s sense of sight is their most dominant sense, the NLPer will use a language that is very laden with visual metaphors to speak with them. They will say things like: “do you see what I am talking about?” or “why not look at it this way?” For a person that has a more dominant sense of hearing, he will be approached with an auditory language like: “listen to me” or “I can hear where you’re coming from.”     
 
    To create a rapport, the NLPer mirrors the body language and the linguistic patterns of the other person. This rapport is a mental and physiological state which a human being gets into when they lose guard of their social senses. It is done when they begin to feel like the other person who they are conversing with is just like them.     
 
    Once the NLPer has achieved this rapport, they will take charge of the interaction by leading it in a mild and subtle manner. Thanks to the fact that they have already mirrored the other person, they will now begin to make some subtle changes in order to gain a certain influence on the behavior of the person. This is also combined with some similar subtle language patterns which lead to questions and a whole phase of some other techniques.     
 
    At this point, the NLPer will be able to tweak and twist the person to whichever direction they so desire. This only happens if the other person can’t deduce that there is something going on because they assume everything that is occurring is happening organically or that they have given consent to everything.     
 
    What this means is that it is quite hard to make use of NLP to get other people to act out of character, but it can be used to get a person to give responses within their normal range of character.   
 
    At this point, what the NLP user seeks to do may be to either elicit or anchor. When they are eliciting, they make use of both leading and language to get the person to an emotional state of say, sadness. Once they can elicit this state, they can then lead it on with a physical cue by touching the other person's shoulder for example.     
 
    According to theory, whenever the NLP user touches the person's shoulder in the same manner, the same emotional state will resurface if they do it again. However, this is only made possible by the successful conditioning of the other person.    
 
    When undergoing NLP therapy, it is very possible for the therapist to adopt a content-free approach, which means the therapist can work effectively without taking a critical look at the problem or without even knowing about the problem at all. This means that there is room for privacy for the client as the therapist does not really need to be told about whichever event took place or whatever issue happened in the past.    
 
    Also, prior to the commencement of the therapy, there is an agreement that ensures that the therapist cannot disclose any information that means the interaction between the therapist and the client remains confidential.    
 
    In NLP, there is the belief in the need for the perfection of the nature of human creation, so every client is encouraged to recognize the sensitivity of the senses and make use of them in responding to specific problems. As a matter of fact, NLP also holds the belief that it is possible for the mind to find cures to diseases and sicknesses.    
 
    The techniques employed by NLP have to do with a noninvasive, medicine-free therapy that enables the client to find out new ways of handling emotional issues such as low self-esteem, lack of confidence, anxiety, and destructive relationship patterns. It is also a successful tool in effective bereavement counseling.    
 
    With its roots in the field of behavioral science, which was developed by Skinner, Pavlov, and Thorndike, NLP makes use of the combination physiology and the unconscious mind to bring about change in the thought process and ultimately the behavior of a person.    
 
   
  
 

 NLP Techniques   
 
    Here are some of the techniques that are employed in the users of NLP:    
 
    Dissociation 
 
    Everyone experience a bad day when a situation ruins it and gives one a bad feeling. This may drown your spirit every time you are faced with it. Also, it may be a certain nervous feeling that comes at any point that you have to address an audience. It could be a feeling of shyness whenever you need to approach a certain (special) person.    
 
    Although it may seem as this feeling of shyness, sadness or nervousness is automatic and unstoppable, what the NLP technique of dissociation offers are ways to get over these feelings.     
 
    Get to know about the emotion that you wish to overcome especially when feeling of discomfort, anger, or dislike for a certain situation.    
 
    Imagine the possibility of teleportation and looking back at yourself going through the same situation, but this time from an observer’s point of view. Take note of the dramatic change that occurs in the feelings.    
 
    To get an extra boost for your morale, think about floating out of your body and watching yourself. This means that you will now be looking at yourself while your other self is also looking at yourself. What this double dissociation attempts to do is to take away all the negative emotions in all possible minor situations.    
 
    Content Reframing  
 
    This technique is useful for all the times you feel like you are trapped in a negative or helpless situation. With the help of reframing, you will be able to get rid of all negative situations by becoming empowered by interpreting the meaning of the situation into becoming a positive thing.     
 
    Take a situation where your relationship ended, for instance. Although it may seem as if it is an awful situation when one looks at it on the surface, what about the possibility of those hidden benefits of being single? Think of the fact that you are now open to meeting and interacting with new people, which means that it is possible for you to get into a new relationship. This means that you are now free to do whatever you want to do at whatever time you want to do it. From the last relationship that ended, you must have learned some valuable lessons that will eventually be useful to you in your subsequent relationship(s).     
 
    It is very possible to panic or get thrown into fear in certain situations. Instead of focusing on fear, you can sway your focus by reframing. This will contribute to help you make some even-handed and responsible decisions.    
 
    Anchoring yourself  
 
    This process of creating a neurological connection between the ringing of a bell and the attitude of salivating is known as a conditioned response. These responses to stimulus anchors can also be used on humans.    
 
    The result of anchoring oneself is that a person gets to link a desired positive emotional response with a specific sensation or a phrase. When you can select a positive emotion or a thought and intentionally link it to a gesture, you will be able to trigger the anchor at every point you feel low, so you will be able to change your feelings immediately. Here are some ways of anchoring yourself:    
 
    
    	 Take note of the feelings you want to experience. It could be a feeling of happiness, confidence, calmness, etc. Decide on the part of your body where you would love to place the anchor. This could be a certain action like pulling your earlobe, squeezing your fingernail, or touching your knuckle. With this physical touch, you will be able to trigger the desired positive feeling whenever you want to. This has nothing to do with the part of the body that you have chosen, all that needs to be done is create that connection between the unique touch and the feelings. You do not have to make this touch for anything else besides the feeling.    
 
    	 Think about a certain time in the past when you had the same feelings you are experiencing at a given moment. Reminisce on the time you felt the same way then float into your body by looking through your eyes so that you will be able to replay and relive the memory.     
 
   
 
    Once done, you can make some adjustments to your body language to match with the memory and the state of mind. When you are reliving the memory, make sure you can see, hear, and feel everything the way you remember it. If you can do this, the feeling will come back, just as it will when you tell a funny story from the past to your friend.     
 
    


 
   
  
 

 CHAPTER 5:  

How Your Body and 
Energy Can Impact on Others 
 
   T here are types of body language. This is because we cannot classify the different styles in the same category. Different body languages can be distinguished. So, which body language styles can be differentiated? Generally, the body language is divided into two columns. That includes; Body parts and the intent.     
 
    So, what kinds in each class can be observed?    
 
    Let us start with the body parts and the language they communicate:    
 
    
    	 The Head — the placement of the head and its movement, back and forth, right to left, side to side, including the shake of hair.     
 
    	 Face — this includes facial expressions. You should note that the face has many muscles ranging from 54 and 98 whose work is to move different areas of the face. The movements of the face depict the state of your mind.    
 
    	 Eyebrows — the eyebrows can express themselves through moving up and down, as well as giving a frown.    
 
    	 Eyes — the eyes can be rolled, move up down, right, and left, blink as well as the dilatation.    
 
    	 The Nose — the expression of the nose can be by the flaring of the nostrils and the formation of wrinkles at the top.    
 
    	 The Lips — there are many roles played by the lips that include snarling, smiling, kissing, opened, closed, tight, and puckering.    
 
    	 The Tongue — the tongue can roll in and out, go up and down, touch while kissing, and also the licking of lips.    
 
    	 The Jaw — the jaw opens and closes, it can be clinched, and also the lower jaw can be moved right and left.    
 
    	 Body Posture — this describes the way you place your body, legs, and arms connected, and also concerning other people.    
 
    	 Body Proximity — this looks at how far your body is to other people.    
 
    	 Shoulder Movements — they move up and down, get hunched, and hang.    
 
    	 Arms — these go up down, straight, and cross.    
 
    	 Legs and the Feet — these can have an expression in many different ways. They can be straight, crossed, legs placed one over the other, the feet can face the next person you are in a conversation with, they can face away from each other, and the feet can be dangling the shoes.    
 
    	 The Hand and the Fingers — the way that your hands and fingers move is powerful in reading other people's gestures. The hands can move up and down, they can do some hidden language that only people of the same group can understand.    
 
   
 
    How one reacts to handling and placing of objects—this is not regarded as a body part, but it technically plays a role in reading a body language. This may predict anger, happiness, and much more.     
 
    This includes willingly making body movements otherwise known as gestures. These are the movements that you intended to make for example shaking of hands, blinking your eyes, moving, and shaking your body in a sexy way maybe to lure someone and much more. There are also involuntary movements—these are movements that you have no control over. This can be sweating, laughter, crying, and much more.  
 
   
  
 

 Descriptive Gestures   
 
    You will find people that move their hands around a lot, while others move them just a little bit. So, what is the right thing for you to do? According to research, the people that move their hands around a lot are good speakers. [image: ] [image: ]   [image: ][image: ][image: ] 
 
    However, it is not all about moving your hands around aimlessly—you need to understand what each movement means and how you can make it work for you. This is true because the right-hand signals will complement the words that come from your mouth. You also explain a concept faster than before, because it is like sending a message using two explanations instead of the traditional one.  
 
   
  
 

 Emphatic Gestures 
 
    How often do we say, "If I were you," and I mean in reality, "If I, I were in one place like yours...?” It's not easy to feel what it’s like in someone else’s shoes. What do you think of the following rule?    
 
    Someone who cannot become aware of their own body language signals will never be able to register the signals of others very accurately. Body language analysis requires not only a "sharp" (read: trained) gaze and a "good" (i.e., trained) ear, but probably a much higher degree of good "sense.”    
 
    This word describes a good empathy without which any method of self and human knowledge will fail. (You may also know someone who has attended 30 seminars and has read 500 books on the subject and yet does not get beyond a certain limit?) Registering one's own feelings and non-verbal signals means going through two essential processes:    
 
    First, one perceives a signal, e.g., one tugs nervously on the lip. Second, you register how you feel right now. This combination helps one later tote others guess what feeling may have triggered a certain signal with them. Of course, this guessing is commonly called 'interpret' because it sounds 'scientific'. However, the fact remains that scientists must also "guess" as long as they work on a theory of knowledge, that is, to create. Empathy for others can, therefore, be practiced by registering one's own processes. We can express this again as a rule:    
 
    The more empathy a person has with their own emotional world, the more they will be able to develop for others and vice versa. This rule also explains why especially sensitive people not only have much understanding for others but are also very sensitive (sometimes mimosa-like) to others. This brings us to the next task for you.  
 
   
  
 

 Suggestive Gestures 
 
    Studies show that the way you hold your palms will say a lot about you. When you have your palms facing upwards, you will show a positive behavior while palms facing downwards will show negative behavior.     
 
    Palms facing up tell the person that you are welcoming and honest.    
 
    For example, if you are negotiating with a salesperson when buying something and he is putting his palms facing upwards while saying he cannot go any lower than he is honest and you need to believe him.     
 
    If the palms are facing downwards, then he is more emphatic. In the first instance you can keep on negotiating because he might go lower, but in the next instance, he won’t go any lower.    
 
    It has also been known that those who talk without gesticulating are prone to talking lies than those that talk with a lot of gestures.     
 
    If you have watched a politician talk, then you must have realized that they usually use a lot of gestures than many people. They also like to use open arm gestures to show some honesty. Pointing is rare in most cases with politicians because they know that it is seen to be rude.   
 
   
  
 

 Prompting Gestures 
 
    Verbal and non-verbal cues determine how well you can communicate with people. It is about understanding the content and the context at the same time and communicating back in kind. Verbal cues are simple prompts in conversation that ask for your attention or need your response to something. They are very clear.    
 
    “Does anyone have the answer?”    
 
    This is a direct verbal cue prompting anyone who might have the correct answer to speak up. Everyone understands this. If you don’t have the answer, you might probably look around the room to see who has so that you can be attentive and listen to their explanation. Verbal cues are straightforward and explicit. You cannot mistake them.    
 
    Direct verbal cues are clear, whether you are asking a question or giving instructions. The message is clear between the decoder and the sender of the message. There is a chronological order in which ideas are conveyed.    
 
    What is the difference with non-verbal cues? These are indirect. They are often implied but not explicit. Indirect verbal cues can be subtle. You have to be very keen to identify them. Given their complicated nature, they are often easy to misunderstand.     
 
    Indirect verbal cues are often affected by context. Instead of saying what they want, someone acts it out, hoping you can understand them without them having to say it out loud. Affiliation to different cultural groups, societies, and other interactions often affect the understanding of indirect verbal cues. It might not be easy to read verbal cues, but with some insight, you can hack it. Here are some useful tips:    
 
    
    	 Recognize Differences. You must first understand that people are different, and for this reason, their communication styles might not be similar to yours. Everyone responds to verbal cues differently. When you respect this, it is easier to create an environment where you can understand one another.    
 
    	 Overcoming Bias. The next thing you have to overcome is your personal bias. Everyone is biased over something in one way or the other. Most of the time, you are biased without even realizing it. This is because of the inherent traits, beliefs, and core values that you live by. These affect the way you comprehend things or how you recognize challenges.    
 
   
 
    Some people who are used to direct verbal cues might find it difficult to interact with people who are used to indirect verbal cues. You might even assume them dishonest because they are not communicating in a manner you are used to. On their part, they might find you unassuming, difficult to deal with, and insensitive. Some might even feel offended, yet you both mean well.    
 
    
    	 Embrace Diversity. Effective communication is about embracing diversity. People show different emotions in different ways in different parts of the world. This might not be the same as what you are used to, but it is how they do things. It is wise to learn about cultural relations, especially if you might have a very diverse audience.    
 
    	 Practice. You can learn everything you don’t know. Learning means setting aside time to.  
 
   
 
    


 
   
  
 

 CHAPTER 6:  

Advanced Communication Techniques 
to Get People to Like You 
 
   C ommunication skills refer to verbal and non-verbal competencies that make the exchange of message effective. While some people are born gifted communicators, a majority of people have to learn communication skills to enable them to accomplish a social transaction. Even for individuals that are gifted communicators, they have to learn communication skills due to the diversity of audiences. If one aspires to influence people, communication skills is the critical success factor in this endeavor. A common mistake we make is to assume that we possess the requisite communication skills. Most people without adequate communication wrongly believe that they possess the requisite communication skills.    
 
    While most people acknowledge the criticality of communication skills, few commit to learn and practice communication skills. Non-verbal communication is highly critical in communication yet widely ignored when horning communication skills. Body language, which is essentially non-verbal communication, affects the quality and quantity of communication. We will explore requisite communication skills and make a connection to how they can enhance one in influencing others.  
 
   
  
 

 Empathy 
 
    In this context, showing empathy requires one to place themselves in the position of the people. Empathy invokes emotional intelligence competencies. For one to feel like the other person, he or she should first be aware of his or her emotional status. For instance, one has to understand how anger feels and how it manifests for him or her to understand how the other person is feeling. Empathy requires that we drop our personal biases and process the message and feedback from the other person in an open-minded manner. For instance, if you are listening to someone from a marginalized background, one should not assume that they are ignorant and lazy. If we do not drop biases and stereotypes, then it will be difficult to manifest empathy.  
 
    For example, if listening to an immigrant from Syria in the United States one should not assume that all they need is security and food. If you are interacting with such a person and you make assumptions that since the immigrant is from an Arab country then he or she is a Muslim then you are not being genuinely empathetic. Empathy requires letting the other person express their position and feelings and then taking place of the person to view the world through their lens. Perhaps a good illustration of empathy is how you felt when explaining yourself to a teacher why you came late, but the teacher did not seem to share your position.  
 
   
  
 

 Body Language 
 
    As indicated, body language is non-verbal communication and includes things like gestures, facial expressions, tone of voice, and posture, among others. The biggest challenge with body language is that one has insignificant control as it largely initiated at the subconscious level of the brain. When you feel upset, you have little control over how you will react to the negative emotion. However, in this context, we are going to focus on how one can develop, and employ non-verbal communication. The underpinning qualification of inclusion of it in communication skills is that they must align with verbal communication to make the message believable. Any contradiction between verbal and body language will portray one as acting or lying.  
 
    As such, one should try to ensure that they exhibit appropriate facial expressions and gestures when communicating. The most effective way to exhibit appropriate body language is to first internalize the message to enable evoke the appropriate emotion internally and externally. For instance, if the message of your communication bears happiness then one should first relate with the message before making a presentation. The other way of exhibiting appropriate body language is to make a mock presentation that can help you patch up on weak areas. As long as one has internalized the message then the matching emotions and body language will naturally manifest. The threats to manifesting appropriate body language include stage fright and cultural variations.  
 
   
  
 

 Clarity 
 
    It would surprise many that clarity of the message should occur in both verbal and non-verbal communication. Clarity of a message refers to disambiguate—the quality of communication making it easier for the masses to leave with one shared understanding. In the absence of clarity, each member of the audience will form their interpretation of the message. Poets and novelists frequently employ mild ambiguity in their work to interpret the message as open as possible. The clarity of a message should also include ensuring that the body language meaning is widely shared by the audience. However, in conventional communication clarity is a desired attribute when communicating.  
 
    For this reason, clarity includes the quality of not being ambiguous and using diction that many easily relate to. It requires also ensuring that the communication flow is logical. The introductory part should precede the body of the message and the conclusion. One should use transition words such as firstly, and for emphasis to enable the audience to follow. It is also necessary to give the audience moderate content rather than overloading the audience with information. Exhibiting clarity as a skill in communication requires that the speaker gathers and acts on feedback from the audience. Apart from feedback from the audience, self-feedback is useful as it enables the speaker to adjust communication accordingly.  
 
   
  
 

 Friendliness 
 
    Another one of the most overlooked skills in communication is friendliness. Friendliness is the quality of not being harsh. Even though friendliness is related to politeness, it is not synonymous with politeness. A friendly person is approachable even though the individual may not necessarily get along with you. A communicator should be friendly as judged by the tone of communication and body language. The audience should not feel judged or shouted at by the contents of the message or the speaker.  
 
    While we insist on exhibiting friendliness concerning the tone and content of the message in an exchange, it does not imply avoiding emotive issues. It may also include being considerate and sensitive to how others feel or react to a certain message. It will manifest with a genuine smile and measured gestures and facial expressions when invoking body language. The choice of words largely impacts on how the audience finds you friendly or hostile. There are cases where a speaker intended to sound friendly, but his choice of words portrayed him on the contrary.  
 
   
  
 

 Respect 
 
    As part of communication skills, one should communicate in a manner that upholds and encourages respect. If people feel insulted or despised, then this will make them switch off from active listening. Against this backdrop, a speaker should ensure that he is fully knowledgeable of the rich diversity of the audience. For instance, diversity includes attributes such as sex, gender, culture, ethnicity, socioeconomic status, and age. A man talking about an issue that affects women has to be considerate about how women view the issue. On the other hand, talking about the minority could be a sensitive issue, especially where the main speaker is from the majority.  
 
    In addition, exhibiting respect in communication covers making appropriate and acceptable jokes and avoiding making jokes where one is unsure of the reaction of the audience. For instance, one should avoid making jokes about sexuality where intersex members exist in the audience. The gestures, facial expressions, and posture that a speaker exhibits may also communicate disdain or respect and the body language of the speaker should be respectful. When it comes to respect, it is usually reciprocated, which implies that showing respect to the audience through verbal communication and body language will motivate them to return the favor.  
 
   
  
 

 Coherence 
 
    In this context, coherence refers to the connectedness of the content and presentation. Even though one is free to start and interrupt a presentation, the content should be connected and with a clear flow of ideas. While speaking or pausing, a speaker should maintain the systematic development of the main idea of the message. Coherence requires that one stick to best practices when writing an essay, such as having an introductory segment, building main points, and making a conclusion. One should make topical sentences and support them with evidence and examples. The use of transition words can help the audience make a connection between one segment of the presentation and the other.  
 
    In this manner, coherence is related to logic and rationality. When making a presentation avoid overloading the audience with information as this distorts the coherence of the presentation. The likelihood of weakness when it comes to coherence is likely to manifest when one pauses to make a light moment or allow questions from the audience. Questions from the audience should be related to the flow of the presentation to avoid making numerous diversionary comments.  
 
   
  
 

 Completeness 
 
    Completeness as a skill concerns making communication that has an identifiable beginning and end and packed with the expected content. Using full sentences is one way of helping develop completeness in communication. One should provide all the relevant details when making the communication. An example of completeness is when talks of gender and makes a distinction of gender and sex, which helps make the audience full contextualize what is being defined. Completeness of information helps minimize questions and ambiguity. Expectedly, completeness as a skill in communication requires that one adequately prepare for the presentation.  
 
   
  
 

 Conciseness 
 
    The quality of being concise constitutes making the content of the message and coding as brief as possible without distorting the intended meaning. Conciseness does not mean summarizing information but presenting just what is needed. For this reason, conciseness leaves out verbosity as well as the use of jargon unless necessary. The aim of conciseness as the quality is to make the information easily understandable and memorable. Conciseness is highly desired for audiences with a language barrier and with older members. Itemizing the contents of the message as well as using transition phrases can help enhance the conciseness of a message.  
 
    


 
   
  
 

 CHAPTER 7:  

How to Flirt, Tease, and Entertain 
 
   T hose eyes look at you from across the room. Bashfully, you look up and meet their gaze. There is a glint of desire in them. Oh my, they find you attractive. You love to be found attractive! Your heart swells. They stand up. Are they coming to you? Did you stare at them for too long? No, wait. They are coming right at you. What do you do?  
 
    A chair gets pulled out and they sit down. What bravery. What confidence. A part of you is repelled and yet another part of you is in total awe. They are not saying anything. Nothing is being said. It’s a smile. Entrancement. This is the seduction.  
 
    There are many forms of seduction. From the desire between two individuals to the desire for a new refrigerator, desire and seduction are everywhere. In dark psychology, we find that the skill of seduction can allow for massive manipulation.   
 
    So, what is seduction?  
 
   
  
 

 Attraction 
 
    To attract powerfully is a strong definition of seduction. This is a skill like any other. It can be honed and worked on with experience and practice. The things that attract us are indeed unique, however, there are some basic things that attract us all.  
 
    Like comfort and stability. Most find these things to be very attractive. Those who can provide it, or the illusion of it, can indeed persuade us. This is a form of allure. Allure is the quality of attraction. It is the thing that draws us. Allure is a powerful accomplice to seduction. They go hand in hand. Seduction is the act, and the allure is the draw.   
 
    In speaking of the act there is a lure when it comes to seduction. A lure is something that baits something. It is the morsel at the end of the string. When used properly, the lure can pull individuals from where they are to where the person on the other end of seduction wants them to be. And there are many forms of the lure. One being…  
 
   
  
 

 Temptation 
 
    To tempt is the attraction to the things that are not necessarily beneficial to us. This can be an indicator of darkness, although not necessarily. When we are tempted by something, we need to stop and look at what is tempting us and why. The temptation is the reasoning behind the attraction. It is often logical and explains the lure in an innocent light.  
 
    A more mellow version of the temptation is the entice. It is the offering of pleasure or advantage. It is more formal than the temptation, yet it is less pressure. Enticement shows its hand by showing you what is possible. Enticement does not necessarily lead to seduction.  
 
   
  
 

 Beguile 
 
    When we talk about the enchantment of beguiling, we begin to stumble into deception. This is a form of seduction for sure. It is not simply the seducing part of the process. Beguile is included with trickery to get what is needed. This can be considered very dark, and the ability to beguile is practiced by those who manipulate.  
 
    The saying is that flattery will get you everywhere and anything. This is the cajole we talked about manipulation and persuasion. This flattery is a praise of the intent. Truth comes into play when it comes to being cajoled. False flattery can show dark intentions.  
 
    When we are being wheedled, we are being moved by this flattery. Wheel, and wheedle, it is the movement of seduction.   
 
    When we are unable to move, we are considered to be ensnared. Ensnarement can happen during seduction in everything from actual handcuffs to the ensnarement of the heart and mind. It is the freeze of the hunted—ensnared by seduction.  
 
    The cornerstone of seduction is a charm. Charm is the charismatic ability to bring about almost everything listed above. From flattery to allure, charm can be the core of it all. We have talked a little about charm when it comes to manipulation. Charm combined with seduction is deadly.   
 
      
 
   
  
 

 Seduction captivates  
 
    It is the essence that draws us so that we cannot look away. When considering everything from the gruesome to the sublime, captivation is encompassing seduction. When we are captivated, we are not necessarily ensnared. One captivated is not as secure as one ensnared. The captivated can most likely walk away.  
 
    Then seduction pulls out another card and enchants. The spell. There is no science here, there is only magic. This magic of enchantment is yet another form of seduction. Yes, enchantment is a lure and an enticement for desire. It has another form. It’s a wonderment that there is something bigger than what we already know. When we are enchanted, we get lost in what we know and do not know.   
 
    Hypnotize and mesmerize are part of seduction when removed from the practice of the art. This means that these concepts are not just the practiced art of putting someone into an altered state for the process of suggestion. Wait a minute. Yes, they are. They are part of seduction.  
 
    Yet there’s another reason to have difficulty in measuring the science of hypnotherapy.  
 
    This gray area… it is prime for dark psychology.  
 
    Back to seduction. Seduction is about tantalizing. It is the torment or tease. The offering is unobtainable. Achieving this unobtainable thing is not the goal of tantalizing. It is the process of seduction that defines it. Tantalize is the promise during seduction.   
 
   
  
 

 Seduction titillates  
 
    Titillation is the excitement we feel when we are being seduced. This tingling can be a little tickle to a grand encompassing distraction. There is an effect seduction has upon us. It is the physical sensation mixed with the mind that makes seduction the wondering and destructive force that it is.   
 
    If we do not watch out, we can become bewitched. Alongside enchantment and delight; there is a bewitched person. We are once again going beyond the normal into the magical. Believe in magic or not, being bewitched takes on a role that goes beyond titillation or even basic seduction. There is the magic of control here. Surrender to a force that is not really definable. Being bewitched takes us out of ourselves and puts us into a place of controlled magic.   
 
    Or, it could just be another word for enchantment.  
 
    When we turn up the volume of seduction, we start to get into ravaging. When we ravage another, it is almost a devouring. This is starting to become an even more destructive force. Ravage is part of seduction. Some like to be ravaged, and in this, there is a surrender that can be relatively harmful.  
 
    When we are inveigled or lead astray, this is a prime opportunity to become trapped. The trap is most certifiably a part of seduction. From the innocent capture of someone’s affections to the forcible complete surrender of a trapped animal, the trap is the conclusion of seduction taking place.   
 
    It is extremely interesting how often we go to seduction. There is a belief that it is a combination of things. From the basic core drive of us to be part of a society, to the desire to be wanted, seduction takes us there. It also allows us to surrender to it. There is a peace in the surrender to another. A high of being trapped 
 
    When an animal gets caged or trapped—no matter how evolved we get, humans are animals—when trapped or tied up we eventually get to a point where we know we cannot escape and we vacate from ourselves. It is in this surrender that we feel the swept motion. Seduction can take us there, the trap leading to the sweep, and for some that is all life needs.   
 
    For those who practice in the dark, this area is a primal hunting ground. To take down prey with seduction fulfills a very primal understanding of what emotion is. When both parties participate and understand ground rules, seduction is a playful thing. With darkness and the psychological ability to control and manipulate, our moments of emotions during seduction become very vulnerable.   
 
    So, what happens to a predator when they take down prey in the form of seduction?  
 
    There is a win that takes place. It is a win without blood or death. Seduction allows the dark practitioner the ability to hone and show skill without doing physical damage.   
 
    We are talking about mental damage though. The mental is what psychology is about. What is the mental damage done when seduction is used for evil?  
 
    From the side of the victim, there is a loss of trust. This trust can keep them from reinvesting in another who might be better for them. It is the aftershock of what happens when we are used by someone who has selfish tendencies and makes it so that it is all about them.   
 
    Whatever drives the predator does not really matter. It is the victim that suffers over time. Seduction at the hands of someone evil is damaging on a scale of immense emotional turmoil. It can even cause suicide as well as permanent scarring.  
 
    When the predator does not have empathy for the prey in any way, this is where we can start to somewhat measure darkness. Seduction is the process of the hunt. It is the primary tool for a primal situation that has been developed for a very long time. It is no wonder that we fall into it so easily.   
 
    Let’s be honest, the human race has populated itself up to date with various forms of primal predator and prey. It is a part of us. Being prey or predator is natural. Under safe conditions, it can be enjoyable and even loving.  
 
    In the world of dark psychology, there is a different meaning as to what the outcome needs to be when one person seduces another.   
 
   
  
 

 Control   
 
    What happens after this seduction takes place? Is there a moment where seduction is not enough to keep controlling the prey?  
 
    Yes, seduction only takes us so far in control. It can be re-administered with a balance of charm to ensnare prey again and again. Yet there are greater tools that the dark use to keep control over others when seduction begins to wear off.  
 
    


 
   
  
 

 CHAPTER 8:  

How to Carry Yourself and 
Turnaround Situations 
 
    Rationalization 
 
   R ationalization is similar to making excuses. Manipulative people are very skilled when it comes to concocting narratives that justify the way they treat other people. When you confront a manipulator, he will come up with a well-thought-out and rather convincing explanation for his actions. When ordinary people rationalize or make excuses for their actions, you get the sense that even though they are trying to assuage their conscience, they feel guilty and they are even apologetic about what they have done. However, when manipulators rationalize their actions, they are trying to manage the way you perceive them, and they feel justified in their actions.    
 
    Most people use rationalization as a defense mechanism, or to make the actions they have done or are about to do seems morally tolerable. Whenever rationalization is used, there is a certain “leap” that is taken by the person who is using it. The larger the leap, the higher the person is likely to score when tested for dark psychological traits.   
 
    For example, a person who rationalizes taking $20 from the office petty cash box for personal use may be a bit narcissistic, but a person who rationalizes embezzling $20 million from the company retirement accounts may have extremely high levels of narcissism, Machiavellianism, or even psychopathy. Like with all other traits that are common in the entire population, the motivation behind the rationalization has a bearing on whether or not the person doing it has malicious intentions.   
 
    When you encounter someone who rationalizes things that are clearly wrong, you have to examine what it is they are rationalizing to tell how they feel about certain principles. Even if you are having a hypothetical conversation with someone, you can learn a lot about their attitudes towards certain things by the way they rationalize them.   
 
    For example, if you confront someone you’ve just met who behaves in a belligerent way, and he consistently comes up with ways to excuse that behavior, it could mean that he is the kind of person who believes in the principle that bullying is acceptable. It means that it’s just a matter of time before he turns around and starts bullying you.   
 
    If you are in a new relationship, you should take a keen interest in the things your partner is willing to justify. One thing many people fail to understand is that if you hear someone close to you justify something and you don’t object to it on principle, it registers in his mind that you are okay with it, and it becomes part of your social contract with him. That means that a person who rationalizes small things won’t hesitate to rationalize bigger things if the same basic principle applies.  
 
   
  
 

 Minimization 
 
    Minimization involves trivializing a person’s emotions or actions for the purposes of manipulation. It often combines elements of denial and rationalization; it’s somewhere in between those two characteristics. When a manipulative person can’t completely deny something, and he can’t completely rationalize it either, he will settle for minimizing it.   
 
    Manipulators downplay the significance of certain events or emotions all the time. The emotions or actions that they downplay could either be yours, theirs, or those of a third party, as long as it serves their purposes.   
 
    If you have accomplished something significant, a manipulative person may try to belittle or to discount that achievement. A narcissistic person may try to make your contribution to a team effort seem like its "no big deal," even if it was pivotal to the success of a project you are working on together.  
 
    In a relationship, your partner may trivialize your emotions and make them seem insignificant. If you react emotionally to something they have done or said, they may say that you are too sensitive, and you are making a big deal out of nothing, or that you are immature. Both male and female manipulators can have this character trait. A man could say that a woman is a "drama queen" for "overreacting" and a woman could accuse a man of being "unmanly" for expressing strong emotions.    
 
    Minimization often works on people because it makes them feel self-conscious. If someone accuses you of blowing things out of proportion, you are likely to take a step back to see if you are overreacting.   
 
    Abusers also use minimization to make it seem as though their actions aren’t as harmful as the victim claims. A physically abusive spouse could say that he "didn't hit you that hard" and an emotionally abusive one could get a rise out of you and then say that you are "just being a big baby." In both cases, the person minimizes the harm they have caused by arguing that it could have been much worse. In their minds, they think they deserve credit for holding back.    
 
    Another common aspect of minimization is called "cognitive distortion." This is where a person minimizes certain actions or emotions by making it seem as though they are not that important, or by trying to reduce the perception of the impact of those emotions and actions.   
 
    For example, a person may insult or taunt you, but when you confront him about it, he may try to say that it was just a joke and that you should get a sense of humor. Cognitive distortion also happens at institutional levels. For example, institutions that have systemic problems always claim that they have “a few bad apples” instead of acknowledging that there is a big-picture problem that needs to be addressed.   
 
    You should be very careful with people who use minimization in manipulation because this behavior has a tendency of escalating. 
 
   
  
 

 Diversion and Evasion 
 
    Evasion and diversion are used by manipulators to keep the spotlight away from their manipulative behavior. These tactics also help them to avoid being exposed for who they are, and they keep them from having to take responsibility for what they are doing.   
 
    Evasion involves providing rambling or irrelevant feedback in a situation that demands direct responses. When manipulative people are asked direct questions, they start talking about vaguely related things that aren’t even relevant to the conversation.   
 
    A person who uses evasion will try to avoid giving a straight answer to a question that you have asked them. On the other hand, a person who uses diversion will change the topic or steer the conversation in a whole other direction. Diversion involves avoiding a topic by bringing up a different topic, especially one that is likely to spark outrage.   
 
    For example, if you are in a relationship and you ask your partner a question about why they have come home late, the evasive ones will start talking in detail about random topics such as things that happened at work, which have nothing to do with what you want to know. The person who uses diversion, on the other hand, will bring up an unresolved issue, and they may even try to turn things around on you. Instead of telling your where he was, he will reignite an argument you had put on hold, and a few minutes later, you will find yourself arguing about your mother, with no idea how the conversation got there.   
 
    Politicians use diversion and evasion all the time when they don’t want to address certain issues, and they would rather have the public outraged about something else. Politicians are very masterful when it comes to turning any line of questioning into a discussion about a talking point that they have. There are also other professions where evasion and diversion are considered useful techniques. Lawyers and PR managers use it to keep their clients from being closely scrutinized in public.   
 
    Evasion and diversion mostly work on victims who have problems being assertive. When a manipulator finds that you keep insisting on getting a straight answer despite his best efforts to avoid providing it, he may resort to other techniques.  
 
    Evasion and diversion are clear signs of deception. They often mean that the person is hiding something, and he doesn’t want to go on record, so he goes out of his way to avoid giving a real answer to your question.  
 
   
  
 

 Playing the Victim Role, and Playing the Servant Role 
 
    When manipulators play the role of the victim, in actual sense, they never really see themselves as victims. It’s just a game for them, and the point is to avoid responsibility while getting the benefits that come with sympathy. They want to be perceived as weak people who are suffering, emotionally wounded, or even physically injured for the purposes of eliciting sympathy or managing impressions.    
 
    Manipulators try to convince their victims that they are the ones who are suffering in one way or another. If the victim is invested in the manipulator’s welfare, he/she may decide to offer help, often at a high personal cost.   
 
    You should be extremely cautious if you realize that you are dealing with a person who likes to play the victim because you never know how far they may go. If someone plays the victim in any dynamic, someone else has to be cast as a victimizer, and if the manipulator is good at it, he/she could come up with a very well-constructed narrative that could irreversibly ruin your reputation or even put you in legal jeopardy.   
 
    If someone you are dating plays the victim when the two of you are together, it might be possible to deal with the issue by seeking counseling. However, if you notice that he/she is selling that narrative to other people, you should try to get out of that relationship as fast as possible before the lie escalates and everyone turns against you.   
 
    Playing the servant role refers to a manipulative trait where a person pretends to be doing something for a noble cause or to serve someone else when they are actually cloaking a self-serving agenda. This is common in Machiavellians and psychopaths, but not so much in narcissists.  
 
    A Machiavellian may pretend to be on your side, and he may offer to do your bidding. He may even give you plenty of reasons to trust him, and you may let him in and give him access to your resources. Sooner or later, he will reveal his true intentions; often time, it could be that he has a desire for power or control, and to him, you are just in the way. Machiavellians are good at hiding their ambitions, but when the opportunity arises, they'll strike, and they'll exert their dominance over you.   
 
    Some manipulators get into leadership positions by playing the servant role. They then go on to use those leadership positions for personal enrichment, or for their own agendas. You may have heard of people who start charities and prey on conscientious and well-meaning people to collect donations, which they proceed to embezzle. 
 
    


 
   
  
 

 CHAPTER 9:  

Using Techniques to Compliment with Authenticity 
 
    Smiling 
 
   T he power of smiling is seriously underrated. While you’re generally taught that smiling is a great way to break the ice and so on, the fact of the matter is that a well-placed smile can go a long way toward connecting with someone. This goes back to our discussion on rapport. When you are able to build rapport with someone, the likelihood of getting them to go along with you is far greater.   
 
    It should be noted that there is smiling, and then there’s a genuine smile. The difference lies in the fact that a fake smile can be spotted a mile away. When a person flashes a fake smile, they somehow seem uncomfortable when doing so. They don’t seem sincere in the way they do it. To better exemplify this, think about people you meet at the grocery store or bank. You can tell the smile and say “good morning” simply because it’s a part of their job.   
 
    So, pay attention to the people you encounter in all walks of life when you meet someone who flashes a smile at you, and they seem sincere while doing it, pay attention to the way in which they did it. You will notice that they make normal eye contact and do so under the right circumstances. For instance, a cashier will look at you and smile when they give you your receipt after paying for a purchase. Or, a waiter will smile at you while greeting you at your table.   
 
    You can use the power of smiling to your benefit when you meet someone, talk to them in social interaction, or when negotiating. However, you need to train your mind to do so when you are genuinely feeling the urge to smile. If you smile while thinking negative thoughts about this person, then you will find that your smile will be fake. Therefore, you have to get into character and at least tell yourself that you genuinely care about this person. This will be a great start.   
 
   
  
 

 Eye Contact 
 
    With effective smiling and positive interactions comes eye contact. This is a very tricky subject as a deep, penetrating stare will make people defensive. So, this may trigger a “flight or fight” response. In that manner, you may end up generating the opposite effect that you wish to create.   
 
    Positive eye contact is generally achieved when you are at a logical point in your interaction. For instance, eye contact, along with a pleasant smile and firm handshake when meeting someone, can easily trigger a “safe” response at the other party. This is essential when going into a job interview, for example. In a situation such as this, your interviewer will be relaxed and more open to hearing what you have to say.   
 
    If you reflect submission or even fear in your eye contact, the other party may be inclined to take advantage of this. By the same token, if you spot that your counterpart shows some type of reluctance, this may be a signal that they feel uncomfortable in some way. This may be a signal to you to pounce on the situation and go for your particular objectives.   
 
    At the end of the day, eye contact can be a powerful weapon when you are able to make genuine and sincere contact while ensuring that the other party isn’t creeped out by your attempt to appear pleasing. So, if you find that the other party is hesitant to meet your stare, then you are in a good position to take full advantage.   
 
   
  
 

 Persistence 
 
    Being persistent can be somewhat tricky. What this means is that you can’t just take “NO” for an answer and leave it at that. Rather, persistence means that you will insist on achieving your aims until you manage to do so.   
 
    However, with persistence, timing is everything. Let’s suppose you are trying to get your boss to agree on giving you a day off. If you ask your boss when they are busy and stressing out over their daily tasks, the chances of getting a positive response will be quite low. However, you can choose a time when they are more relaxed.    
 
    Now, if you happen to receive a negative answer, you can graciously walk away and try again later. Perhaps you simply caught them at a bad time. Thus, it’s up to you to find the right time. As you study people more closely, you will intuit when people are more vulnerable and when they are not. For instance, if you ask for a day off on a Friday afternoon, the likelihood of getting a positive answer will be far greater than on a Monday morning.   
 
    It’s also important to note that people who have a naturally weaker demeanor may be a lot easier to coax into going along with you. All you may have to do is simply badger them until they agree. You can spot this person as they are unlikely to meet your stare or show weakness in their voice.   
 
    Of course, there is also the complete opposite. If you’re looking to get someone to go along with you, a genuine smile and friendly eye contact will help you turn on the charm. You can use your tone of voice to show that you are appealing to their kindness. As a result, if they help you out, you will be very appreciative of their help. Oftentimes, being charming is far more effective than attempting to be intimidating.    
 
   
  
 

 Justifications 
 
    There is a difference between having a good reason and a good excuse. When you have a good reason for one thing or another, it will be much easier to get someone to go along with you. When you have excuses, it won’t be so easy.   
 
    Consider this situation:   
 
    If your boss asks you why you did not complete a task on time, you can provide an excuse like, “I didn’t get the information I needed soon enough.” This is an excuse and most likely will not fly with your boss. However, you can provide a reason why the task took longer than expected. Something like, “the data process was very complex and took longer to produce accurate results.” You can then go into how you processed the data, thereby showing off your skills and experience.    
 
    In this situation, a good justification for any situation can provide you with enough ammunition to have anyone agree with you. The only catch is that when you furnish a justification, it needs to be congruent and logical. If you just come up with any old reason, then it may not hold up to scrutiny. Hence, you need to test your justifications. Scrutinize them as if you were being interrogated. If they hold up to reasonable questioning, then you can be confident that they will work. But do keep in mind that you need to be convinced of it. Otherwise, your lack of confidence will show off and your plan will fail.   
 
   
  
 

 Narrow Ties 
 
    Forming close relationships with people is an essential manner to get others to follow along with you. When you build meaningful relationships, people will comply with your requests because they believe in you. By the same token, if you are unable to produce healthy relationships, they won’t be so keen to go along with you.   
 
    This idea goes back to the concept regarding building up trust capital. When you act as forthcoming as you can, you can build up credibility with others around you in such a way that they won’t balk at your requests. That way, you will find that it won’t be hard to get others to comply with your ideas.   
 
    As such, bonding is a very useful tool. By bonding with others, you can find common ground that will be very hard to break. This can be achieved in any number of ways. Perhaps the most common is to find ways in which you can identify with others. For instance, if you have both been through similar experiences, then you instantly have common ground. Also, if you have other aspects in common, you can exploit these coincidences in the pursuit of forming narrow ties with others. In the end, you will get others to follow along simply because they trust you and believe in you.   
 
   
  
 

 Active Listening 
 
    Listening is perhaps the most overlooked tactic when it comes to influencing others and getting them to comply with your desires. When you really listen, it will automatically give the other person the impression that you care about them. As such, you will create the narrow ties that are essential to building trust capital.   
 
    Moreover, it’s really easy to get others to see that you are truly listening. All you need to do is look at them and mirror some of their mannerism. Mirroring consists of doing the same things they do. For example, if they cross their arms, you can do the same. Or, if they place their hand below their chin, you can do the same.   
 
    Another great way to show that you are listening is to “echo” their words. This means that you can interject a comment in which you repeat what a person has said. For instance, if they say, “the weather is nice today” you can reply by saying, “yes, the weather is really nice.” This is a great way of building rapport with others. While you may not necessarily agree with the other person’s assessment of the weather, it doesn’t matter as you are only going along with them for the sake of building rapport.   
 
    So, make a point of actually listening to people. You will find that the results you are able to achieve by showing genuine interest will actually pay off in the end.   
 
   
  
 

 Be Forthcoming 
 
    Lastly, the best way to build credibility is to be forthcoming and truthful. Trust capital is such a valuable commodity that you must ensure that you try your best to accumulate as much of it as you can. While you may be aware of the fact that you’re only doing things because it is convenient for you, others need not be privy to this.   
 
    One of the best ways in which you can build this trust capital is to tell the truth. In short, if there is no need to lie, then don’t. If you are a pathological liar, people will catch on to you and dismiss you as a charlatan. That’s hardly the effect you are looking to create. In fact, when people see that you are forthcoming and honest, they will definitely look to you in all situations. You can create a persona that is based on credibility. Therefore, people will find it hard to question your judgment and actions. In the end, you will allow your track record to speak for yourself. In the end, whenever someone chooses to go against you, all you need to do is point to your accomplishments.    
 
    Although, do keep in mind that building this type of credibility takes time and consistency. So, do make a point of implementing as a part of your usual behavior. It is certainly worth taking the time to build a credible persona. You will get far more from people by being forthcoming than by being deceitful.   
 
    


 
   
  
 

 CHAPTER 10:  [image: ]

The Importance of the Words You Say 
 
   M any people make a big mistake trying to juggle facts, wishful thinking because it’s so easy to catch a lie. And after that, there is no faith for them. But they would like a completely different reaction.  
 
    I don’t know how others do, but we have only three seasons at home:  
 
    
    	 “Don’t open the window, and it’s so hot!”  
 
    	 “Don’t open the window, and it’s so cold!”  
 
    	 “Don’t open the window, and it’s so normal!”  
 
   
 
    If you promised the client a rise in stock prices, but it is not there, it’s stupid to try to prove that stocks are getting more expensive—base your arguments on what is. That a fall in prices is a sign of a future take-off and, if he buys a few more securities, his profit will increase significantly. Refer to the patterns of the ebb and flow, to the change of seasons, to regroup before the onset. Explain that a big jump is impossible without a good takeaway, and sometimes you need to back off a little to take off. Point out that the price drop may not be coincidental. Rumor has it that major market players are intentionally knocking down prices in order to buy everything later. And so on.  
 
    Friends congratulate the lawyer on the fact that he achieved the acquittal of an obvious criminal.  
 
    “You were just great!” They shout enthusiastically, interrupting each other.  
 
    “Thank you,” the celebrity answers. “But if I did not act as a defender, but as a prosecutor, I would certainly send him to the gallows!”  
 
   
  
 

 Pseudology Templates 
 
    Samaritans consider chickens as dirty animals because they eat worms, and worms eat the dead, which means that he who eats chicken devours his ancestors.  
 
    Of course, noticed that pseudology connects different judgments together, making it possible to substantiate less obvious theses with indisputable truisms. And, here comes an elegant game with a template of uncertainty and a template of judgments.  
 
    The great joy in using these templates is that people tend to check arguments and justifications, but not the connectives that make up the whole essence of pseudology.  
 
    Pseudological templates include:  
 
    
    	 “And,” “A,” and “But”  
 
    	 “Means”  
 
    	 Temporary ligaments  
 
    	 Cause-effect  
 
   
 
   
  
 

 “And,” “A,” “But” 
 
    We already played a little with the unions, when we passed the agreement by inertia, and became convinced of their strength. And now we will bring some variety, and this will add you additional understanding and new nuances of dark psychology.  
 
    What have we already played? We turned a sequence of unrelated phrases into a logical chain.  
 
    
    	 This book is about dark psychology; you read the text; you understand it; you study; your life is changing.  
 
    	 This book is about dark psychology, and you read the text and understand it, and you learn, and your life changes.  
 
   
 
    But what is good for study, is not always good for practice. Such an abundance of the same type of unions cannot but arouse suspicion, and yet our work should be invisible. What to do?  
 
    To begin with, let us leave alliances only where they are justified. It turns out:  
 
    
    	 This book is about dark psychology, and you read the text and understand it. You study, and your life changes.  
 
   
 
    Where the connection is most “strained,” we put a more appropriate union:  
 
    
    	 This book is about dark psychology, and you read the text and understand it. After all, you study, and your life is changing.  
 
   
 
    Unlike “and,” “a” implies not so much a merger as a division, but with the preservation of the illusion of connectedness.  
 
    But that is not all. If we want to show not only merging and parallel processes, but also introduce an element of opposition into the discussion, we can use the “but” union.  
 
    
    	 It is impossible to say with certainty that Ori-Lai cosmetics conceal female beauty, but I know people who are sure of this.  
 
   
 
    In particular, we can create a complete illusion of objective reasoning, saying, in fact, the same thing. But, on the other hand, we can say just what we need and increase our influence on the interlocutor, and at that time he will enthusiastically listen to our “dispute,” which is not a dispute, but only we know about it, and we use this knowledge to the fullest extent, and this is called, in some sources, chatter, and we call chatter a little different, but more about that another time. Is it logical?  
 
    Actually, no, it’s not logical—but it does sound logical.  
 
    The priest in his car stopped in the area of the “Stopping is prohibited” sign.  
 
    A traffic cop comes up and says:  
 
    “Sorry, Father, but you have sinned.”  
 
    For example, you want your subordinate to take on a project that requires additional time but is not paid. What can I tell him? “Mitchell, you are in good standing with me, and I am very grateful to you for always meeting my requests. I am glad that we work together, and I want to do everything so that you grow and develop here and you would be interested and profitable here. But now doubts are overwhelming me if you can get down to our new project, and I’m not used to doubting such reliable people, but the project is painfully responsible, and your participation in it is useful for you. Yes, and you are a good guy, and as a specialist, you stand out—but probably, you can do it.” What do you think?  
 
    That would convince me.  
 
    “Sorry, young man, you won’t tell me what time it is, or my husband is on a business trip, and I turned 23 today, oddly enough, but I laid the table for two, and suddenly forgot what time the pharmacy works to buy contraceptives but I can do without them.” 
 
   
  
 

 “So” 
 
    You just felt the effectiveness of allied ligaments, which means that you already know how to do the most important thing in pseudology, which means that you only have to figure out the jewelry, which means you can easily do it. Is it logical? As you may have guessed, now we will consider the interpretation of values.  
 
    A lawyer appears in court:  
 
    “Gentlemen of the jury! The very fact that the accused chose me as his lawyer testifies to his complete insanity.”  
 
    This is another pseudology template designed to indicate the equivalence of the proposed judgments, which means that you can easily equate any unobvious statement with a truism with which it is a sin to disagree. So, you get one of the most powerful speech tools in your hands. Of course, provided that you can do all the past things well, that is, you can easily speak with truisms, that is, you have trained a lot and productively before. So, we will train.  
 
    Examples:  
 
    
    	 You refuse—that means you don’t value my offer and don’t respect me—and that means I won’t return your debt, either.  
 
    	 I give from the whole heart, which means you can’t refuse—therefore, take it.  
 
    	 You have undertaken logistics obligations, which means you had to deal with customs, so cover losses.  
 
   
 
   
  
 

 Time Binding 
 
    Starting the conversation about time ligaments, I would like to note that time is inexorable and it runs forward all the time. And linking the two processes together using this template, we transfer the properties of one process to another. For example, when one of them ends, something significant should happen to the other. And while you are thinking about this feature, I will give some examples of the use of time-binding.  
 
    Examples:  
 
    
    	 While you are “pulling the rubber,” your competitors are sharing your lost profits.  
 
    	 You can continue to weigh the pros and cons while experimenting with trial lots.  
 
    	 While your colleagues are correcting the mistakes you have made, you cannot take an elementary step towards them.  
 
    	 Over the years, you begin to understand that you need to get pleasure right now, but it is already too late.  
 
    	 And as I lay out my arguments one by one, you more clearly understand that there just is no other way.  
 
    	 After you make the right decision, we can talk about further development prospects.  
 
   
 
    People often make the mistake of believing that “after” means “due to,” that is, imposing causal relationships on temporary ones. Understanding clearly that this is in our hands, we nevertheless distinguish cause-effect ligaments into a separate category.  
 
   
  
 

 Cause-Effect 
 
    A causal relationship is the most arrogant way to combine judgments since it involves the most stringent mutual coupling between events. Therefore, we begin to use coercive ties only when the interlocutor, without wincing, swallows all our limitations of his model of the world, not to mention the truisms. And if so, we should be especially attentive to the slightest signs of displeasure on the face of the listener, in which case, turn into a side street.  
 
    The store owner watches as a young seller does service the buyer:  
 
    The young seller said: “Since you pick up the hooks, why don’t you pick up the fishing line?”  
 
    The buyer said: “Well, give a couple of coils.”  
 
    The young seller said: “But a new spinning is needed for such a good fishing line!”  
 
    The buyer said: “Perhaps you are right.”  
 
    The young seller said: “What about the net? You can’t do without it.”  
 
    The buyer said: “Well, let’s get the net.”  
 
    The young seller said: “And how do you enter the water without marsh boots?”  
 
    The buyer said: “Okay, I’m taking my boots, too!”  
 
    When the buyer has paid and leaves; the owner turns to the seller:  
 
    The owner said: “How did you manage to persuade the buyer who came for the hooks?” The young seller said: “Yes, he didn’t come by for hooks. He thought that we had a pharmacy and came for tampons—his wife had monthly periods—but I explained to him that there was nothing to do at home for several days and advised him to go fishing.”  
 
    Examples:  
 
    
    	 You would have earned a round sum this month, but for some reason, you did not seek our advice on time.  
 
    	 We found out that you need reliable household appliances, so I gave all the necessary evidence of the reliability of our vacuum cleaner, and since I was able to do this, you must either indicate what other reasons you need or make a purchase right now, because the system of instant discounts is valid only until tomorrow.  
 
   
 
    What gives us the right to such conclusions? A simple feature of human communication: our language is so vague and illogical in itself that we cannot physically verify the logic of each utterance. And if we take it seriously, we will have to find fault with each replica of each interlocutor. Why do we need a reputation for being boring?  
 
    What is the main thing for us? The fact that most of our interlocutors are used to trusting speech that sounds logical. And if you didn’t say something really rude, they will quite peacefully accept everything that you offer them, checking from time to time the justification of your judgments. Therefore, make sure that the judgment after the union “because” is a truism, as well as the judgment before the “therefore.” There are enough people to check the initial premises, but few will undertake to check the links themselves. That’s why we are in force.  
 
    


 
   
  
 

 CHAPTER 11:  

How to Never Run Out of Things to Say 
 
   I nfluencing without authority for project managers is a critical task. Maintaining the cats requires a combination of strong management of projects and communication skills. You can master the most complex projects by combining that with influencing levers.  
 
    There are different factors to consider for a person to not run out of things to say when conversing with someone: 
 
    
    	 Expertise: Expertise is an important element. Technical knowledge is important as various roles function together in a project. When you operate in a cross-industry unit, the business experience can be crucial. Use your expertise to support your suggestions and requests. One definition of a project manager would be the constraints of a timetable to support a deadline.   
 
    	 Information: When exchanged, knowledge is the most effective. Influence others by daily, clear, and concise sharing of information that you learn. As a project manager, you have priorities and plans. Roles and responsibilities can be complicated in diverse working groups. The news is a two-way street. Don't forget to collect it and express what you learn now. Knowledge of stakeholders is key information that project teams need to bear in mind about the main project sponsor.   
 
    	 Resources: The correct tools are a crucial factor for the success of the project. The distinction between success and failure can be the imaginative use of capital. Impact the program by providing examples. Influence capabilities by identifying the main results expected and recording the skills required to achieve the results. Influence citizens by managing the pressure of employment and goal problems.   
 
    	 Relationships: Know regarding people and build deeper relationships. This helps you to learn what you can do. Prepare responses and behaviors for criticisms rather than shocks. You should apply for periodic rewards across deep, long-standing partnerships. Finally, there is also a sense of camaraderie that helps people to solve challenges together.   
 
    	 Attitude: The actions or how you perceive people is one of the most significant influencing factors. Be honest and direct—you have long been accepting a crack in your honesty. Don't waste people's time-be prepared and organized. Knowledge and pressure interact, but not pain. Your voice tone, your word selection, and your recognition of difficult situations can be your strongest influence. 
 
    	 Authority: A statement on jurisdiction. Jurisdiction. Authority is definitely the most obvious way of influencing people. You will set their course and goals if you control capital directly. There are a time and a place to use the influence of someone else. For instance, if you cannot overcome major resource dependencies, call the bosses. Yet, you did not try to fix it personally afterward. 
 
    	 Appreciate People: Gratitude is another huge influencer/leader/role model quality. Efficient leaders know the power of simple appreciation for channelizing people in the right direction. A simple gesture like thanking people, appreciating the effort they put into a project, or publically praising their skills goes a long way in inspiring their loyalty towards you. Always choose to recognize the work or efforts of others and focus on lifting them as glowing role models for others. Few things boost a person’s morale than being presented as a sparkling example. This does not just make the person feel wonderful but also helps you reinforce what’s the right thing to do. Everyone wants to be appreciated and valued, and will, therefore, be motivated to do things as they should be done.     
 
   
 
    Another tip that can make you an endearing leader is the ability to help people save face in a potentially embarrassing or awkward situation. The person will feel indebted to you for life. They will feel a deep sense of gratitude that you helped them out of a tricky situation, which in turn inspires unwavering loyalty. You can help deflect focus from the person’s blunder. For instance, if someone says something they shouldn’t have said erroneously or accidentally, quickly change the topic before anyone notices or pretend nothing huge happened.     
 
    
    	 Show Abundant Passion and Enthusiasm: Have the proverbial fire in your belly for whatever you do. This makes you an irresistible influencer. People can tell the difference when leaders/role models do something just for the heck of it and when they are truly operating with endless reserves of passion. Seeing you demonstrate the right amount of passion and commitment towards a project/cause lights others up too. This, in turn, grows your influence. It attracts others to work with you in your undying quest.     
 
    	 Stay Consistent: Consistency and commitment is a huge influence catalyst. It accelerates your influence in a positive direction by revealing how dependable your actions. People who are reliable, steadfast, and dependable earn greater respect and obedience than those people who constantly change their actions based on what suits them.     
 
   
 
    Keep your actions and words consistent. Stay consistent with the rules you make. Be consistent in your attitude, policies, and leadership pattern. Above everything, stay consistent with your efforts for fulfilling your/the team’s goals. People who don’t give up are able to attract plenty of followers. Consistent folks are seen as reliable and are the preferred ones to be trusted with brand-new projects, initiatives, and responsibilities. 
 
    
    	 Find Solutions: Solution providers are always more sought after than problem diggers. Your influencer invariably increases if you possess a solution-oriented mindset. People flock to leaders/role models who have a more solution-focused mindset and are capable of coming up with ingenious solutions to the most convoluted problems.     
 
   
 
    Folks who use lateral thinking, constructively problem-solving skills, and path-breaking solutions are often people magnets. They become instantly dependable and likable for their innovative thinking and positive approach.  
 
   
  
 

 Sources of influence 
 
    These are the sources that the person needs to achieve in order to create influence in whatever he/she has to say. 
 
    
    	 Personal Motivation: It can be difficult to change behavior, especially if the employees' personal motivation is weak. The nurses can see that the nursing report takes too much time. You may need to develop new motivations to manipulate actions to alter this equation. Most infants are aware that highly coordinated discharge planning is a new focus today.  How can this be if it does not include all workers and is not up to date? The bedside rounding can be refurbished as both an opportunity to improve patient contact and to recognize discharge preparation needs. Missing these requirements can have very great human implications and should be worried, as most nurses are committed and compassionate practitioners. 
 
    	 Personal Ability: Often we believe that when we are going to change our actions, it is just a lack of motivation. This may not be the case everywhere. In reality, successful influencers over-invest in encouraging others to improve their ability and make the transition more possible. While reporting to a new nurse may be comfortable, adding the patient and family to the audience can alter this dynamic. Providing standardized reporting platforms in this new forum can greatly enhance the feeling of competence of the nurse. These situations could include any kind of solutions and concerns that the patient and family might have. 
 
    	 Harness Peer Pressure: Peer pressure will provide tremendous influence on change behavior. There are opinion leaders in any specific nursing environment. It is important to include opinion leaders in the change process. Opinion leaders can be pioneers of progress or, if disengaged, can sabotage creative attempts. 
 
    	 Find Strength in Numbers: Influence is available in quantities. If you make a change such as a bedside study, your workers do not automatically need to purchase 100% at the outset. You need a critical mass of dedicated nurses, but on every tour, you need enough social capital to influence change. 
 
    	 Design Rewards and Demand Accountability: What is measured is often said to be rewarded. If the above critical activity in the bedside report was included in the annual performance review, the interest of the nursing staff would be attracted easily. The problem today, with much success evaluation methods is that they are too common and do not include such behavioral standards. 
 
    	 Change the Environment: If we look at behavioral factors, we rarely think about environmental control as a cause of impact. Sometimes simple changes may affect behavior in a unit setting. In the example of the bedside report, what if there was no place for staff to sit and report in a nursing facility or unit? What if the tape report had no tape recorders? What if we guarantee that a nurse only served in the same geographical area where the patients were clustered? What if we allowed and encouraged our nurses to sit down and report in the patient's room when they needed to? What if we asked our workers for suggestions on how we could adjust the layout of our space to improve their ability to monitor the bedside?   
 
   
 
    It is not an easy process to promote change. Effective influencers realize that the more eager you are to set the stage for progress, the more effective you become. No one size fits for the shift. This requires multiple points of control and performance must be reassessed over time.   
 
    


 
   
  
 

 CHAPTER 12:  

Getting Them into Different States 
 
   W e don’t want to accept being influenced by our subject. We are supposed to be influencing them—and that’s where state control comes in.  
 
   
  
 

 State control  
 
    It is the first skill you must learn if you want to be effective in these applications of dark psychology. Essentially, it is your ability to express whatever emotions you need to feel at any time. It is your ability not to be affected by people’s mirror neurons, but to instead be able to choose what emotions you display at any time.  
 
    It is the first skill for you to learn because it prevents you from becoming the subject. You see, when we interact with people, they expect us to be influenced by them, if not all the time.  
 
    Don’t go about learning state control the wrong way by listening to the advice of other dark psychology books. They mislead readers by giving them the wrong idea of state control. For one thing, state control doesn’t mean you stop feeling emotions. State control means being able to control your emotions, and this is far from the same thing.  
 
    And when we say you should use state control to avoid being influenced by the subject, that doesn’t mean you should never react in a way that would be typical of normal social interaction. In fact, most of the time, you will find that you should still express emotions as your average person would in that same interaction.  
 
    The difference that state control makes is giving you the ability to choose when and how you react emotionally. Much of the time, you should react in the socially expected way, and sometimes you shouldn’t. It all depends on how you can balance walking the line between matching the wavelengths of the subject’s brain and your goals as a manipulator. We will talk more about this later, but for now, back to state control.  
 
    As we said, state control is often mistakenly thought of as one’s ability to not show any emotion, no matter the emotional stimuli around them. But it is really one’s ability to express any emotion at any time because this is the most useful emotion to express. When you want the subject to do something or change their belief, you can’t expect to achieve this by behaving the way you normally would all the time. Often, you will have to change your own emotions according to what benefits the attempt at manipulation or mind control.  
 
    The hardest part of state control is that you have to do it on purpose at any time. You don’t have to study dark psychology to learn some ability to control your emotions. In fact, as we grow up and become adults, we have no choice but to get better and better at this skill so we can learn to become part of society.  
 
    State control is the first of three steps of successful mind control and manipulation. It is also the most important step, because as we have said: if you can’t choose how you display your emotions at any given time, you are the one being influenced. As long as you give up this power to the subject, you can’t expect to have any power over them.  
 
    We will get into steps 2 and 3 as we continue along in the book, but as you read on, remember this important fact: steps 2 and 3 are where the techniques of mind control and manipulation come in. However, you won’t be able to pull off successful attempts with these techniques alone.  
 
    They are not like cookbook recipes, where you simply follow the directions in the right order and get your desired result. You still need to have fundamental skills like state control down before you can succeed with them. Speaking of which, there is one more essential skill that you must learn before proceeding to steps 2 and 3—before using the techniques we will soon teach you.  
 
    This skill is called perceptual sharpness. Perceptual sharpness is the other half of the first step of mind control and manipulation.   
 
    It is a concept that is not exclusive to the area of dark psychology. Good perceptual sharpness is useful in practically any expertise you can think of, whether you are thinking about cooking, fixing things, healthcare, academics, and much more. This is because all perceptual sharpness means is how effective your senses are. The better you are at seeing, hearing, smelling, tasting, and feeling, the better perceptual sharpness you have.  
 
    First of all, you should appraise your skills with all of your basic senses. Have you ever been told you had a great sense of smell? Are you able to quickly identify things by touching them? Do you know right away when a celebrity you know is a voice actor on TV? Does your eye catch tiny details immediately when most people would never even notice them in the first place?  
 
    Perceptual sharpness may be a good skill to have no matter what discipline you are studying, but it is especially important in dark psychology. When you are in dialogue with the subject, you have to be able to pick up a lot of information quickly. You see, the more information you can get about your subject, the better. The faster you can get the information, the better.  
 
    The most powerful tools at your disposal are ultimately your senses. They are your way into the outside world, the world that both you and your subject inhabit. You might be used to going through life without thinking too much about the contents of your surroundings, but that must end today. After all, a big reason not everyone can master dark psychology is because they ignore all the little details. When you have strong perceptual sharpness, you can’t help but notice the small details.  
 
    That’s why perceptual sharpness is just as important as state control. You certainly need state control, so you don’t become the one who is being mind-controlled. But your perceptual sharpness is what will give you the edge. It will make you privy to information early on—information that the subject never thinks you know in the first place. The more you know without the subject thinking you know it, the better.  
 
    Because at the end of the day, the power of our perceptual sharpness comes from the abundance of knowledge it can give us. Not just any knowledge: we are talking specifically about knowledge pertaining to the subject.  
 
    The most important thing you can do at any point in interacting with the subject is to gather more information about them. The more you know about them, the better. At the same time, however, you don’t want them to know that you are constantly and actively seeking out information on them as a person. Luckily, perceptual sharpness makes it, so we don’t have to sneak around for that information. People give us information all of the time without even thinking about it, and with perceptual information, we will absorb that information naturally.  
 
    Perceptual sharpness works in tandem with another skill that is somewhat of a buzzword recently: active listening.  
 
    They say active listening is rare nowadays, but the truth is, it was always rare. Because of our understanding of dark psychology, we know that people are all solipsists to some degree. We care a lot about ourselves, and we mostly only care about the world outside ourselves in how it pertains to us.  
 
    As learners of dark psychology and manipulators, we use this to our advantage. All we have to do is get people to talk in a casual conversation. Ask questions that get you the information you need—just be sure to do it in a way that seems unassuming and informal. This is how you get away with collecting as much information on the subject as you can. As we said, this is the biggest way you can help yourself as a manipulator: getting more information about the subject.  
 
    Perceptual sharpness is a key part of active listening, however. Many authors have told us over the decades that we need to do a better job of listening instead of only participating in the conversation to hear ourselves speak. But how do we succeed in active listening? How do we retrieve and remember the information the subject gives us instead of zoning out the way people tend to do?  
 
   
  
 

 Perceptual sharpness  
 
    This is the answer to active listening successfully. As we dive into the ways you can improve your perceptual sharpness, think about how you can apply these techniques to the context of active listening, because this is where it will be the most helpful to your goals.  
 
    First, tackle the first obstacle of achieving good perceptual sharpness. This obstacle is not making it a goal in the first place. That means you should go into all your interactions with your senses as a priority. This includes interactions with people other than the subject because it’s the only way you’re going to get into the habit of doing it.   
 
    Overcoming this first obstacle involves actively telling yourself the behaviors you notice in the subject. How are they using body language? Get specific. How far apart are their feet? Do they have a confident posture? Are they breathing quickly or slowly?  
 
    But, this is only the first obstacle. The next one is to stop doing this actively. You want your senses to do this without you speaking to yourself.  
 
    Your senses actually do a better job without you getting in their way. We instruct you to actively tell them what to do at first, so you become aware of listening to your senses in the first place. But once you are used to listening to your senses, you want to stop getting in their way. Stop overthinking the information you are getting from your senses, and simply take in all the information you are getting.  
 
    This may sound strange in a book all about something as deep as dark psychology, mind control, and manipulation, but to get to the highest level of perceptual sharpness, you have to turn your brain off.  
 
    You don’t want to put any effort into your senses. You don’t have to. The senses do their jobs automatically without you participating at all. Passively acknowledge the information they feed to you and let that be the end of it. Both jobs will be easier if you reach this level of perceptual sharpness.  
 
    With state control and perceptual sharpness working together, you will be prepared to enter the mind of the subject and do as you please from there. You can read on to learn more about using dark psychology for this purpose.  
 
    


 
   
  
 

 CHAPTER 13:  

Play with Energy and Get Them to Listen 
 
   M ost of us listen to others in order to gather information. We also tend to listen to respond. As others speak, we’re much more focused on what we’re going to say to them, than what they’re saying to us. In this way, we miss much of what’s being said, which is a pity.   
 
    Good listening skills mean actively hearing and processing what others are saying and how they’re saying it. It means paying attention to nuances like subtext and facial expression. It means hearing what’s not being said (which is probably more important than anything else).    
 
    We listen to:   
 
    
    	 Gather information   
 
    	 Get a sense of a situation or an issue   
 
    	 For the sake of entertainment   
 
    	 To formulate a response   
 
   
 
    But, the truth is that most of us don’t even manage to absorb 50% of what we hear, even when standing face-to-face with the person you’re listening to. Some of us don’t even manage to take in 25% of what we hear. This is a natural weakness with human beings, but it’s something we can address. Imagine being able to capture all that’s being said, instead of zoning out. Detaching ourselves from their agenda to focus on how we’re going to respond, or finding something more interesting to think about means we may actually miss the point of what it is they want to say. When you come to think of it, we all do ourselves a great disservice by not listening attentively to what others are saying to us. We miss out on a lot—50% in most cases!   
 
   
  
 

 We’re missing out when we don’t listen   
 
    Because many of us hear only ¼ to half of what is said to us, we’re missing out on a lot. Our inattentiveness is costing us in terms of understanding those we interact with and the world around us, generally. While we’re thinking about our witty comebacks, or doing a mental indicator of what’s in our refrigerators, valuable information is being shared with us. The problem is that a lot of it is going in one ear and then, straight out the other!    
 
    Sharpening your listening skills means gaining access to important information you’re otherwise missing and that includes information about the person talking to you. If you really want to learn how to read people, then you’re going to have to listen.   
 
    Learning to listen attentively has numerous benefits:   
 
    
    	 Being aware of what others are saying means you’re open to change. That means you boost your chances of success in relationships and at work. “Sorry, I wasn’t listening” is one of the most insulting things you can say to another person. It means you have more important things to think about than what they’re saying. How do you like hearing those words after you’ve said something worth taking note of? Not much, I’ll bet.   
 
    	 Listening to people tells you a lot about them. This enhanced understanding can come in handy in terms of building relationships and developing your ability to influence the people you have those relationships with when it counts.   
 
    	 Knowing where people are coming from, what matters to them, and how people tick can make you a much more effective negotiator because you are seeing both sides.   
 
    	 Listening provides you with all you need to know to help you prevent misunderstandings that lead to unnecessary conflict. Missed details can sometimes be the key to heading conflict off at the pass.   
 
   
 
    With so much to gain, you will readily appreciate the need to practice active listening. What’s on your mind can be attended to when others aren’t speaking. It’s not just a matter of courtesy. It’s a matter of benefit to you, also.   
 
   
  
 

 Being Present   
 
    Listening actively allows you to get to the fullness of what’s being said. It’s not just about words. It’s about gestures, facial expressions, posture, pitch, and tone. Being attentive to all these factors can provide you with the unspoken truth that’s really the foundation of what’s being said. Being present to other people also prompts them to tell you much more in actual words than they might otherwise tell you. People like to be heard. Being known as a person who is attentive to what others are saying sets you apart and makes people not only want to tell you important things, but tell you them more often.    
 
   
  
 

 What Gets in the Way of Listening?   
 
    There are numerous factors that can contribute to not hearing as much as we should when others are speaking. Our own thought processes and our attitudes to the messages we’re taking in can get in the way of us hearing what’s really being said. When your minds wander, it may be because you have already written off the contents of what you’re hearing because you either don’t like the person speaking, or have pre-judged the message. The following are some other factors that may impact your ability to hear all that’s being said.   
 
   
  
 

 Environmental Distractions   
 
    We’re animals prone to seek out stimulation. That means if we’re listening and something or someone moves, or a bright flash of color is seen from the corner of our eye, we can become distracted. Donuts on the credenza, an empty coffee cup, an itchy or runny nose, or the tie the guy across the boardroom table is wearing can all throw us off our game. Maybe we’re out for dinner with our spouse and an attractive stranger walks by while we’re listening. Our eyes unconsciously wander in pursuit of the pleasant apparition. I guess we all know how that one ends.   
 
    Maintaining focus to hear what’s being said is a matter of practice and deliberate intention. If you decide that you’re invested in hearing all that’s being said, without succumbing to environmental distractions, you will. In a business setting, a good means of maintaining focus is note-taking. The very act of writing things down prevents you from being distracted by other factors in the environment. The words you hear are being written by your pen. By taking the action, you are reinforcing the meaning of what’s being said.   
 
   
  
 

 Formulating a Response   
 
    Many of us listen in order to be able to respond. We do this for a variety of reasons. Sometimes, we’re defending our point of view. Sometimes, we’re trying to look clever. Sometimes, we want the person speaking to understand that we are engaged in what they’re saying. Instead of listening, though, we’re writing what we have to say in response before they’ve even stopped talking. That’s not the same as engagement. It’s a type of disrespect for what’s being said. If you think what you have to say is so much more important than what’s being said by someone else, then you may as well stay home and talk to yourself in the bathroom mirror.     
 
   
  
 

 Zoning out   
 
    Some people find it very difficult to concentrate. Others are impatient and find listening to others speak becomes a burden, or even a waste of time. Any time you allow this somewhat negative part of your personality to play out, you are likely to grasp just a small fraction of what is being said.    
 
    Now that you know what sabotages your active listening, you can avoid it. But we all know most things are easier said than done. Everything’s a learning curve in this life and active listening is no different. It’s something you need to actively and intentionally work on. It’s not always your fault. Some people are difficult to listen to. They meander. They ramble. They speak in a monotone. The trick is to cut through all your own barriers to listening attentively, putting aside the quirks of the speaker. This is one of those times you need to get out of your own way – even if the speaker is a thundering bore.   
 
    


 
   
  
 

 CHAPTER 14:  

The Importance of Language 
 
   W ords are a reflection of someone's ideas and feelings. However, much somebody tries to conceal what's in their thoughts, and their voice may always betray them one manner or another. The sphere of dark psychology uses this technique to enter people's heads and perform miracles. If it has to do with the significance of words, dark psychology doesn't look closely at the meaning of these words; it's never associated with significance within the dictionary. What somebody will search for is that the true significance coming from inside the speaker; what's really within their thoughts. The next combination of factors can allow you to decode the true meaning in the words of this goal.     
 
   
  
 

 How You Say It 
 
    Pitch   
 
    Here is the pitch from the speaker's address. Can they say a few words using a high voice and many others using a reduced one? The tone of which words have been stated speaks volumes about the feelings and ideas of somebody. Let us examine the next instance; a politician and writer are using a conversation on nationwide television.    
 
    Politician: “the taxpayers have to be enthusiastic that I'm promoting my manifestos here now.”    
 
    Presenter: “oh yeah? It's expected.”    
 
    Politician: “My interpersonal websites are flooding with messages of goodwill; my competitions must observe that.”    
 
    Presenter: “but let us hear exactly what you need in store for those people.”    
 
    Politician: “the majority of them know my aims, but I shall repeat it anyhow.”    
 
    Presenter: “You cannot be so certain, sir. It's your very first time period; this really is a fantastic chance to improve your celebrity.”  
 
    Politician: (whispering) “nicely, I didn't understand I'm not understood.”    
 
    Presenter: “hello, not enough.”   
 
    (The politician sighs)   
 
    In this dialog, we realize that the politician is still striving hard to produce the presenter believe he is popular while he's not. He cunningly attempts to prevent addressing problems by directly using general words such as 'agendas' and also' manifestos'. He divides his way to the mommy's head and discovers the truth-he isn't really that popular. The usage of these words’ 'taxpayers'' the people' and 'social media' imply the politician is controlling recognition. We could even get to see the fighter's head in the pitch in his voice. He states his social networking webpage is flooded with messages of goodwill using a minimal voice, a sign he desperately wants the celebrity he's speaking about. The minimal voice usually means the 'flood' is really a mere offender. The next portion of the statement is much more of a threat aimed at his competitors, some type of propaganda, 'my competitors should see.' The usage of this phrase 'must' regarding his competitors tells us he is simply bluffing. He's got no control over what his competitors should or shouldn't do at all.     
 
    Pick Cues   
 
    Occasionally the speaker doesn't bring out their ideas using the ideal words. They'll utilize many different synonyms and other methods to mislead the gamer intentionally. Black psychologists will choose these cues by the phrases spoken and utilize them to read the speaker's head correctly. Let's examine the subsequent examples:   
 
    "After the marriage, I waited in the queue before I have served."  
 
    The hint here is that the term 'patiently.' This announcement usually means the speaker wasn't only hungry. Still, in addition, they had no choice other than after the very long queue to the conclusion. It says a good deal about their financial standing in addition to the importance of this event. This info may be utilized to press the ideal buttons in the event the individual is to be tapped into doing anything they'd otherwise not consent to readily. You can assure such a man lots of food or monetary aid for a means of winning them. This is yet another useful illustration:   
 
    "Not that I am terrified of heights, so I simply don't expect our engineers."    
 
    All these are the words of somebody that's fearful of heights but uncovers a fantastic excuse to pay this up. The reference of the term 'fearful' is sufficient proof of this inherent fear. This simple fact is reinforced with the type of rationale they provide. Technically, all buildings have never been assembled by a single individual. Unless it's condemned, then there's absolutely not any cause for an alarm clock. And does this mean that the individual won't ever go into a high-story construction? The bottom line is that the individual is fearful of heights. You are able to use this weakness in their part to control them readily. The trick in regards to picking clues is not any assessing every sentence spoken by somebody at a sentence. Relate every phrase with the preceding and following one to receive its context and significance. This can allow you to identify lost words that will function as clues. The clues will, subsequently, place you into a much better place to read a person's mind quite readily.     
 
    Look Out for Repetitions  
 
    Words that are replicated again are something to listen to if you're searching to find what's in a person's mind. This means that the speaker is desperately hoping to convey their ideas. Still, they do this in a manner that people are not going to understand. These words may be synonyms or related thoughts; therefore, it requires a whole lot of scrutinizes to spot. Take a look at the following three announcements. I'd really like to get a significant car once I locate a fantastic job. My mum could have purchased Costly apparel in my neighbor's kid's graduation has been mine. I saw an action picture with robots that constructed castles in the skies. The three paragraphs have a constant similarity so that they're based on large things, luxury ones for that issue. These items are the individual's most significant dreams. If you examine the sentences, you'll observe that the words 'large', 'expensive,' and 'skies' are all related. All of them have a thing to do with achievement. This informs us that the speaker comes with a powerful urge to live mostly.  
 
    Additionally, it informs us that their existing state is nowhere close to their dreams. This extreme urge for material success may be utilized to control this kind of individual. Black psychologists would hear someone talk, to not know them to observe these words that an individual retains highlighting.  
 
   
  
 

 What to Say 
 
    Prominent people speakers experience intense training before the status before an audience to talk. Those near figures such as presidents and spiritual leaders will affirm for you that really the training may last several weeks or perhaps years. The reason why this occurs is to make sure whatever they talk to this audience is precisely what's in their thoughts, while it's a fact or simply lies. But, an individual can read their heads accurately despite sexual instruction. The association between words and moves can certainly sell out them; it's hard to fake feelings throughout the address. If somebody is narrating a gloomy occasion, for example, their moves will be rather different from those connected with an exciting occasion. Let's examine the subsequent instance:    
 
    "Ladies and gentlemen, and we're saddened beyond the understanding of words from the abrupt and untimely passing of our sisters and brothers at the ferry, which sank on Monday morning. Our gallant men in blue are working night and day to recover the bodies because the catastrophe occurred. Regrettably, it breaks my heart to declare to you that it has been an attempt in futility. Our intellect has shown that the bodies are buried deep within the muddy seawaters, a scenario that's complicating the procedure for retrieving the entire body, as we don't have enough equipment for this kind of endeavor. We need over just four tanks of oxygen to every diver, a source that's not a lot in distribution right now. We Also Have come to a reasonable conclusion that sending these sailors into the bottom of this sea is just nothing short of placing their own innocent lives at risk. We've decided to phone the surgery to stop losing lives.   
 
    I am aware this isn't the very best news for those families of those victims, but it's the ideal thing to do. We will have a vigil for the sufferers from the sea to the subsequent two days. It isn't sufficient, but it's the best we could do now; our hands are tied." Let's examine this address by a government official about an unfortunate underwater ferry which claimed the lives of its occupants. We wish to attempt to examine the speaker's head and confirm those claims.  
 
    
    	 "We're saddened." We all know if this statement is real by observing the method by which in which the speaker states it and corresponding moves. To start with, the term 'saddened' ought to be noted using a low, dejected, and distressed voice. Secondly, it ought to come with just a tiny bow or dilation of their pupils. To highlight it farther, there should be a brief silence before the speaker persists.    
 
    	 "Beyond the understanding of phrases." This announcement implies that words can't describe the feeling; therefore, activities should perform that role. The speaker may press their lips together or cross the arms to demonstrate despair.   
 
    	 "Brothers and sisters." The appearance on the surface of the speaker since these words come from mouth must disclose the impression you'd have when speaking about the reduction of a true sister and brother. Mentioning those words will probably send shivers all around the speaker's entire body. The lips can shake, the voice should be shakier, and they might even choke inside their own words. If the voice is clear and smooth, we then must doubt that the speaker's true feelings regarding the sufferers. 
 
    	 "Effort in futility." This announcement suggests despair. The speaker's voice must communicate that, particularly when mentioning the phrase' futility.' Body motions that may be linked with this announcement comprise yanking arms, slight bowing of the mind, and bringing feet together. 
 
    	 "Murky." The meaning of the word is gloomy and dark. Regarding ocean waters, it gets even scarier. We ought to look closely at the method by which in which the speaker states this horrible word. We anticipate his face to demonstrate it by looking like it—dark and gloomy. We will need to feel that the pain of saying that the term into his voice; can it be shaky? We will need to observe the pain written on the head. His palms should also talk about this feeling. Are your fists clutched? Are your fingers crossed? Are the arms brushed around the torso? Search for something which will demonstrate the horrible character of the word.  
 
    	 "Logical conclusion." The method by which in which the speaker states the term 'logical' must let you know if the conclusion actually is a logical person or it's only one more crazy claim. The quantity of stress put on the word suggests the degree of severity. If he states it, then he means that he is only attempting to fool his listeners using a specialized note. Additionally, does his excuse support the burden of this word? Is it plausible that an entire nation is not able to get enough oxygen to your exercise? By keenly assessing some words used by the speaker together with his own body motions, we'll have the ability to read his thoughts and determine the sincerity of the phrases.  
 
   
 
    


 
   
  
 

 CHAPTER 15:  

How to Make Conversation and 
Ask Questions without Grilling[image: ] 
 
   I 've had a wide range of individuals endeavor to "NLP" me into accommodation, including different individuals I've worked for over expanded timeframes, and even individuals I've been involved with. Thusly, I've built up a truly sharp resistance to it. I've additionally considered its mechanics intently, to such a great extent as to oppose the chatter of said individuals. Here are a couple of key strategies I've grasped:   
 
    
    	 Be very careful about individuals replicating your non-verbal communication. In case you're conversing with someone who might be into NLP, and you see that they're sitting in the very same manner as you, or reflecting the manner in which you have your hands, test them by causing a couple of movements and checking whether they to do something very similar. Talented NLPers will be greater at hiding this than more new ones—however; more new ones will in every case promptly duplicate a similar development. This is a decent time to call individuals on their crap.  
 
    	 Move your eyes in irregular and unusual ways. Particularly in the underlying phases of compatibility enlistment, a NLP client will give amazingly close consideration to your eyes. You may believe this is on the grounds that they're strongly intrigued by what you're stating.   
 
   
 
    In no time flat, they'll not only have the option to tell when you're lying or changing the subject, they'll additionally have the option to make sense of what parts of your brain you're utilizing when you're talking, which would then be able to lead them to be so enlightened to what you're imagining that they nearly seem to have some sort of mystic understanding into your deepest thoughts.  
 
    A smart hack for this is simply to arbitrarily dash your eyes around—look to the right, to one side, side to side, down… cause it to appear to be common, however, do it haphazardly and with no pattern. This will drive a NLP individual absolutely nuts since you'll be losing their alignment.  
 
    
    	 Try not to give anyone a chance to touch you. This is quite evident and sort of doesn’t need saying when all is said and done. However, suppose you're having a discussion with someone you know is into NLP, and you end up in an elevated passionate state—possibly you start snickering extremely hard, or get extremely irate, or something comparable—and the individual you're conversing with touches you while you're in that state.   
 
   
 
    They may, for example, tap you on the shoulder. What simply occurred? They anchored you with the goal that later, when they need to return you to the state you were just in, they can (or so the wayward rationale of NLP directs) touch you in a similar spot. Simply give them a look which says “oh no you didn't.”  
 
    
    	 Be careful about obscure language. Erickson found that the more ambiguous language is, the more it leads individuals into a stupor, on the grounds that there is less that an individual is obligated to differ with or respond to. Then again, progressively explicit language will remove an individual from the daze. (Note Obama's utilization of this particular method in the "Change" crusade, a word so obscure that anyone could read anything into it).  
 
    	 Be careful about tolerant language. "Don't hesitate to relax,” "You're free to test drive this vehicle if you like,” "You can appreciate this as much as you can imagine.” This was a noteworthy understanding of pre-NLP trance inducers like Erickson: the most ideal approach to get someone to accomplish something, including going into a daze, is by enabling them to give you consent to do as such. Along these lines, talented trance specialists will NEVER order you to accomplish something—for example, "Go into a stupor." They WILL make statements like, "Don't hesitate to move toward becoming as loose as you can imagine."  
 
    	 Be careful about chatter. Chatter expressions like, "As you let go of this inclination further you will end up moving into a present arrangement with the voice of your soul and prosperity to an ever-increasing extent." This sort of drivel is the bread and butter of the pacing-and-driving period of NLP; the trance specialist isn't really saying anything, they're simply attempting to program your interior enthusiastic states and move you towards where they need you to go.   
 
   
 
    Continuously say, "Would you be able to be clearer about that?" or "Would you be able to clarify precisely what you mean?" This completes two things: it interferes with this entire strategy, and it likewise powers the discussion into explicit language, breaking the stupor initiating utilization of ambiguous language we talked about in #4.  
 
    
    	 Find some hidden meaning. NLP individuals will reliably utilize language with covered up or layered implications. For example "Diet, food, and sleep with me are the most significant things, wouldn't you say?" Superficially, if you heard this sentence rapidly, it would appear to be an inconspicuous proclamation that you would presumably agree to without much thought. Truly, obviously diet, food, and sleep are significant things, sure, and this present individual's truly into being stable, that is extraordinary. Yet, what's the layered-in message? "Diet, food, and sleep with me are the most significant things, wouldn't you say?" Yep, and you just unknowingly consented to it. Talented NLPers can be inconceivably inconspicuous with this.  
 
    	 Watch your attention. Be cautious about daydreaming around NLP individuals—it's a challenge to jump in with an oblivious prompt. Here's an example: An NLP client who was endeavoring to get me to write for his blog for free; saw I seemed not to concentrate and was investigating the separation, and after that began utilizing the strategy recorded in #7 by discussing how he never needs to pay for anything since news sources send him surveys duplicates of books and collections for nothing. "Everything for nothing," he started murmuring at me. "I get everything for free." Obvious, no?  
 
    	 Try not to consent to anything. If you wind up being directed to settle on a fast choice on something, and feel you're being controlled, leave the circumstance. Wait 24 hours before settling on any choices, particularly the money-related ones. Try not to give yourself a chance to get fooled into settling on an enthusiastic choice in the meantime. Salesmen are equipped with NLP methods explicitly for creating hasty purchases. Try not to do it. Leave, and utilize your normal personality.  
 
    	                    Trust your instinct. What's more, the chief and essential principle: NLP individuals quite often appear "off," dodgy, or like used car sales reps. Escape or stay, they falsely show you the opinion of not caring—a type of NLP strategy when collaborating with you.   
 
   
 
    Ideally, this short guide will be of help to you in opposing this irritating and noxious current type of dark enchantment. Take it with you on your telephone or a printout next time you're at a used car sales plot, getting pursued by a rec center membership, or viewing a government official talk on TV. You'll effectively wind up astonished at how you enable yourself to see increasingly more NLP strategies to an ever-increasing extent. One of the principal obligations of an NLP expert or specialist is to distinguish an individual's favored authentic framework (PRS)—an individual's inclination towards one tactile framework. This can be resolved through language. For instance, if you will, in general, say things more along the lines of "I hear that, no doubt about it” or "I understand" that shows you have a greater amount of sound-related PRS as opposed to a visual PRS.  
 
    The five authentic frameworks include:     
 
    
    	 Visual (location) 
 
    	 Sound-related (sound) 
 
    	 Olfactory (smell) 
 
    	 Gustatory (taste) 
 
    	 Sensation (contact)   
 
   
 
    Our language mirrors our subliminal impression and our general surroundings. If our recognition is erroneous, this makes a false inner conviction framework. Our thoughts positively affect the manner in which the thoughts carry on; positive long-term change begins with modifying the brain. 
 
    "Furthermore, when your beliefs express that words are conceivable, and things will make you feel better, at that point what will happen is it will influence you physiologically in an altogether different manner than if you trust it's unimaginable. When you accept that things are inconceivable, you don't really try, and you surely don't try with each fiber in your spirit and each cell in your body."   
 
    Your convictions are more dominant than you understand. At the point when your beliefs are sufficient, you can actually change your organic chemistry. When you accept that a restorative treatment is really going to improve you and really work, at that point you open yourself up to each possibility. 
 
    


 
   
  
 

 CHAPTER 16:  

The Power of Confidence 
 
   I f you are low in confidence, is it possible to try to do the items that will replace it? Are you sure?  
 
    While this may not be visible, if you are low in confidence, I strongly believe that you can simply work to build your confidence. It is not genetic, and you do not need to depend on others to build your confidence. And if you agree that you are not very capable, not very smart, and not extremely attractive, that will be replaced.  
 
    You can grow to respect someone, and whatever a person can do, they do not need others.  
 
    You can do this by controlling your life and managing your trust. By taking concrete measures that improve your self-image, you will expand this trust, without the help of anyone and everyone.  
 
    In the following, I will define suggestions that will help you with this improvement.   
 
    None of them is a revolutionary idea, but I am sure they will be of great help to you anyway.  
 
    There is no need to test them all, just think of them as a list of recipes, where you will have to choose which ones are more to your liking and give them a try. If they work, great, and I suggest you try some more. If they do not work, try the others anyway until you find the ones that come closest to you:  
 
    
    	 Prepare yourself. It shows that much clearer, although it tops out how much a shower and beard can make a difference to your feelings of confidence and your self-image. It is several days after I became a person with this little thing.  
 
    	 Nice dress. A corolla of the primary item above. If you dress well, you will feel right about yourself. You will be profitable and presentable and ready to handle the planet. Like now, wearing something different for each person. This does not always mean carrying a $ 500 dress, but it should mean informal apparel that looks and looks great.  
 
    	 Photoshop your self-image. Our capacity for self-image can be a big thing for us that we regularly feel. You will change it. If it is not enough now, change it. Determine why you see yourself this way and find how to enhance it.  
 
    	 Think Positively. Once I started walking about two years ago, one of those things was how brilliant ideas were exchanged. How can I change my thoughts, and doing so produces fantastic things? With this little skill, I used to be educated and ready to run a marathon for a year. It sounds great, so does Norman Vincent Peel, but works well on my behalf. Seriously, if you do not, try it out. 
 
    	 Kill negative thoughts. The above thing goes by hand, but it is so essential that I made it a separate item. You must try to research to be aware of your self-talk, thoughts about yourself, and what you are doing. Once you run away, I can sometimes say, "This is too hard." I like to watch and watch TV. "Well, I searched quickly to find out this negative self-talk, and I soon learned an idea that changed my whole life: I want to understand that a terrible concept wants to bug me. And I am cautious. I would be able. To find them. Worms. Once I caught one, I could (of course) put a mental strain on it and crush it.” Kill it. Then give it a shot. Replace the door. "No, I can get it. It is only one mile." 
 
    	 Be conscious of yourself. During the war, the most popular learn to understand their enemy well. You cannot beat an enemy without knowing it. And once you try to overcome a lousy self-image and replace it with confidence, your enemy is yourself. Understand yourself well. Start paying attention to your thoughts. Start writing a journal about yourself and concepts and observe such terrible ideas. Then consider excellent cases about yourself, matters that you simply can do best, boxes that you like. Start thinking about your boundaries, and whether they are real boundaries or not, you can artificially put them there. Dig deep within yourself, and you, too, will (eventually) start with great confidence. 
 
    	 ACT positive. Incredibly positive thinking, you have found a place to put it. Action is the key to placing confidence together. Learning to be positive is one of the factors, however, once you start performing on it, you alternate yourself, one pace at a time. Work well, take alternative action to inform yourself that you are simply not positive. Ask people in a high-quality way, put energy into your work. You will soon see the difference. 
 
    	 Be kind and generous. If it is too tasty for you, then go. Except for the rest, remember that being kind to others, and being beneficial to yourself and sometimes, and you have got an excellent thank you for improving your self-image. You work in harmony with the Golden Rule, and you start feeling right about yourself and assuming that you are just the right person. It does wonders for your confidence, consider me. 
 
    	 Get ready. If you do not believe in something, it is challenging to be confident in yourself. Kill that spirit by preparing yourself the maximum amount possible. Believe in taking the exam: If you have not studied, you should not rely too much on your abilities to try to do well in the exam. But if you have studied your butt, then you are ready, and you will be far more confident. Now imagine existence as your test and put yourself together. 
 
    	                    Know your principles and keep them. What are your life concepts? If you do not know, you will have trouble, thanks to the fact that your life will seem directionless. For myself, I try (and often fail) to be the golden rule. This is often my main principle, and this is to try to live my life accordingly. I have others, but they are related to the current rule in general (the most important exception being "live my passion"). Trust your principle. You will have them, but you almost certainly have not given them much thought. Now consider whether you are fully applying these principles, or if you simply believe them to be right with you, but do not act on them. 
 
    	                    Speak slowly. Such an easy case, although it is often a big difference in how others know that a person can be a speculator, speaks slowly. She will communicate quickly, thanks to the fact that he or she likes to prepare others to create something that is not necessary to concentrate. Although you are not feeling the ego of someone speaking slowly, try to roll in hi once or twice. This can make you feel confident. Of course, do not take it to extremes, but just do not sound too. 
 
    	                    Stand tall. I also have terrible postures, so it may seem insidious to recommend me. I feel more about myself. I think a rope pull the crest of my head towards the sky and straighten the rest of my body. As an aside, tall and confident people seem more attractive. This is often an accurate idea on any given day. 
 
    	                    Increasing capacity. How does one feel extra capable? By being more competent. And the way one does? By reading and practicing. Just cut small pieces at a time. For example, if you want to be a more prepared writer, do not try to handle the whole business of writing together. Start writing more now. Write a magazine, book, short stories, do some independent writing. The more you write, the more you will write. Schedule half an hour to write each day (for example), and practice will make your ability bigger.  
 
    	                    Set a little goal and achieve it. Instead, beading something is a fair deal. Set an objective that you simply recognize that you can do it, and then execute it. You will understand its true meaning. Now select another brief intention and cut it. 
 
    	                    Smile. Another feature, but it works. Once I smile, I immediately feel high, and it helps me to be kind to others as well. A small factor that would be a sequence reaction  
 
    	                    Volunteer. The above is called for the "type and generous" item, but more specific.   
 
   
 
    This is instant tour season, are you able to give volunteers time for some reason, some to make the holidays happy, others to extend the lives of others? These are going to be some of the happiest times you have achieved, and one of the highest benefits is that you will just feel better about yourself immediately.  
 
    
    	                    Be grateful. I think that really because of gratitude during a company because everyone who's been reading this book for a long time knows it well. But, I put it here because in your life. What have you got, thanks to others? I have given you, perhaps, a very humble undertaking. It is a positive and rewarding activity, which can improve your self-image. 
 
    	                    Empower yourself with knowledge. Empowering yourself is, in general, one of the simplest techniques for building confidence. You will do this in some ways, although one of the most powerful ways to empower yourself is knowledge. It is like enabling and getting ready. The web can be a useful sign, sure. Still, there are humans around you too, people who want what you want, books, magazines, and educational institutions. 
 
    	                    Do something that you are just pushing forward. Who is sitting there on your to-do list? First, in the morning, take the roll within the roll and away from the mark. You will feel super about yourself. 
 
    	                    Get active. It is almost always better to try something new than to try not to do something. Of course, doing something that can cause errors is a neighborhood of life. This is what we learn. Without mistakes, we will never be better. Therefore, do not be afraid of them. Just do something. Get off your butt and become active—physically or energetically—by taking steps to feel something. 
 
    	                    Work on small things. Striving for necessity on a large-scale enterprise or project is often heavy and challenging and can scare anyone, even satisfying us. Instead, check for breaking small pieces and adding breakers.  
 
   
 
    


 
   
  
 

 CHAPTER 17:  

How to Playfully Give People a Hard Time 
 
   P sychological manipulation is a tactic used in order to exert influence on the perception or behavior of another person. It has as its main characteristic dissimulation, assuming subtle forms and difficult to identify. Although veiled, this type of abuse leaves deep marks that range from great material losses to physical and psychic illness. Know here six of these sordid types of psychological manipulation:  
 
   
  
 

 1.  Gaslighting 
 
    In this type of manipulation, you are crazy. Or at least that's what the manipulator wants to make you think. Gaslighting is a form of incisive and powerful psychological abuse used with the intent of leading the victim to question their sanity. This word originates from a theatrical play where the plot reveals a husband who manipulates the facts to get his wife to believe that she is crazy. It is a sinister distortion of reality in which the manipulator confirms and reaffirms his own version of the facts with such serenity and vigor that the victim becomes suspicious of his own senses. "Would it be a thing of my head?” he begins to wonder.  
 
    The manipulator changes the place of things, does things and then claims not to have done them, and confuses the victim by distorting facts that occurred or mentioning them as if they had occurred when they did not. This strategy can serve both defensively and as a deliberate way to target and destroy the victim. When pressed for some fact that the victim may have accessed in his conscience, the abuser will respond calmly and peacefully: "I am not lying. It's just your head.” He does this with such skill that he only imparts serenity to his speech, which makes the victim suspicious that he may be mistaken. The ultimate purpose is to keep the victim under complete psychological control and unable to react.  
 
    Since he can no longer rely on his judgments, the victim of this tangle becomes completely paralyzed. The stress level begins to rise to vertiginous levels, and there is no flow to this energy unless you turn to yourself. He feels guilty and confused, and this environment can quickly lead to psychic collapse or the onset of psychosomatic illnesses.  
 
   
  
 

 2.  Alienation 
 
    You cannot be friends with anyone else! You two just have enough, don’t you?  
 
    An isolated target is an easier target to control. With no other sources of reference, he becomes a captive in the web of the abuser with nowhere to run and no one to warn him. Hence, alienation is a very effective form of psychological manipulation. In it, the abuser leads his victim away from important people. Although the most widespread type of alienation is parental alienation, this kind of harmful influence can also be exercised on adults and all kinds of relationships.  
 
    As a strategy, the manipulator will state reasons to denigrate the image of his or her 'competitors'. The manipulator will disqualify friendships or family members and use sensitive moments. "A good friend would never do that" or "Is that how he/she loves you?" are some phrases they could use. It will slowly corrupt the victim's judgments and plant toxic seeds in order to destabilize the victim’s relationships.  
 
    Once the victim has taken his first steps in this perverse plot and has repudiated a loved one for the first time, his underlying feelings of guilt will mobilize heavy psychological defenses. As a consequence, he will introject these negative judgments as his own as a way of justifying his own actions and reducing unconscious conflict. From then on, he becomes an accomplice of this diabolical ‘machination without being able to realize or escape.  
 
   
  
 

 3.  Trouble Horse 
 
    "If I cannot control you closely, then I will attack from afar—and without you knowing!” 
 
    This is a type of manipulation that is exercised at a distance. In it, the handler will enlist docile facilitators to load their messages. His comments are always seemingly unpretentious, but he intends to touch someone he knows will carry his words forward. The intention here is to circumvent limits and make this bomb, a kind of virus, reach the victim. The chosen intermediary is usually someone close to the victim who does not realize that they are being used. The goal will often be to attain self-esteem or else exert a certain continuous reminder that the manipulator is there and thus act as an invitation. The victim's curiosity here is used against him or her. The more you want to know about the life of the abuser, the more you fall into this terrible trick. 
 
   
  
 

 4.  Gratitude Abuse 
 
    "You know how kind I am, don’t you? So you owe me one—or many."  
 
    This is a very covert form of manipulation where the abuser invades the victim's territory. Dressed as a Good Samaritan, the abuser becomes necessary, attending, or even anticipating requests, small services, or desires. He or she imposes their presence almost or completely permanently. They assume roles in the victim's life so that others cannot assume them, thus becoming a kind of hero in the eyes of the victim. Even if the victim did not want to, the abuser could find ways to exert pressure until the victim is completely exhausted and accepts against their will.  
 
    Once the step of intrusion or burglary is over, the second begins, where the abuser appropriates the psyche of the victim and/or property. Influenced by their gratitude, the victim cannot set a limit. He or she feels guilty and thus becomes an easy target for vampirization.  
 
   
  
 

 5.  Perspective 
 
    "You know, it is not that you do not know anything!” 
 
    Order in this sordid kind of abuse is the complete psychological subjection of the victim who must disappear as a subject of self. The manipulator slowly begins to erode the victim’s confidence. He shoots acidic comments to hurt their self-esteem, invalidates their achievements and qualities, or even attacks with insults. It is common that these moments of tension and express abuse are interspersed with others of affection. Therefore, changes that are often sudden, cause a shock effect similar to trauma. It's like a living nightmare.  
 
    Stunned by the dissonant reality of being attacked by someone so important, the victim understands that he needs to be submissive. More than that: he feels the real terror of finding the monstrous face of his abuser. The victim may create a fantasy that there are two people inhabiting the body of their handler, one good and one evil, and that when the second appears, it's the victim’s fault for not being good enough. He then feels that he needs to submit to the abuser at ever-deeper levels. As a consequence, the victim loses the ability to think for themselves. He loses his own perspective on what things are. Who defines what love is the abuser. Whoever chooses what is good or bad, appropriate or inappropriate is the manipulator. This is real brainwashing. Another way to induce perspective is to cut off resources, whether emotional or financial, as a means of imprisoning the victim.  
 
   
  
 

 6.  Treatment of Silence 
 
    "If it's not how I want it, it does not exist for me!"  
 
    If you do not do what he wants, he'll suffocate you in a toxic silence. Not all psychological manipulation needs words. In this case, it is the silence that is used as a way of punishing the victim. We have an abuser as an agent who cannot bear being contradicted. Even if he seems to accept contradiction with some sympathy, a tense atmosphere can be felt in the air. Often the victim cannot identify where it comes from. She suspects it's her head. The victim may think they're exaggerating or seeing too much.  
 
    It suffices that if the victim deviates from what the manipulator demands or even from what he had thought, the punishment appears. It can also come in the form of sudden mood swings. When questioned, the abuser will always say that there is nothing wrong. He refuses to communicate and solve the problem. What he seeks is not an agreement, but the domination of the other.  
 
    Sometimes he disappears for whole weeks without any word. The victim feels emptiness like a desolate vacuum. The effect is like that of a hole like an implosion in your chest. The victim becomes disorganized. As a compensation strategy, the victim often sends messages that will later be used against her.  
 
    This indifference produces a strong state of mental confusion in the victim.  
 
    If you identify yourself as the victim of one or more types of psychological manipulation, seek specialized expert help immediately! Something precious is at stake—your very self and your life!  
 
    


 
   
  
 

 CHAPTER 18:  

How to Find Common Interests to 
Improve Your Relationships 
 
   N ow that we have spent some time in this guidebook exploring all of the cool things that you can do to analyze another person a bit more, it is time to look at how this work is going to benefit some of the relationships that you have with others.   
 
    In your daily life, there are a lot of different types of relationships that you need to focus on. You need to worry about relationships with your kids, siblings, other relatives, best friends, coworkers, bosses, and so much more. And while each of these relationships is important to your life and will have a lot of value to you, it is still crucial you focus a bit on making them a bit better. And the analysis that you do with other people is going to make that easier than ever.   
 
    With some of the skills that we have learned in this guidebook so far, you are going to be able to connect with people on a new level than you were in the past. You will understand how people react to different situations, and you will notice more of the message that they are sending out, and so much more. Let’s take a look at some of the different ways that you can analyze other people and use that information to strengthen the relationships that you have in your life.   
 
   
  
 

 It helps you to listen to the other person better  
 
    One thing that you will find that you do almost naturally now that you are analyzing other people more is that you start to listen to them. Many times, there are problems with communication and misunderstandings because we spend less time listening to the other person, and more time thinking about what we want to say or how we will respond to the things that they tell us.   
 
    But if you want to analyze someone else, you need to worry less about what you are going to say to them and focus more on what they are telling you. You can learn so much more about the other person when you can stop and listen to the words that they are telling you. You will hear the words more clearly, notice their tone of voice, hear the inflections that happen, and so much more.   
 
    Active listening is something that is often missing when it comes to communication in our world. And this is a shame. But, when you work with analyzing others, you will find that it is easier for you to add in some active listening. And think of how much better the other person is going to feel when they notice that, instead of being preoccupied with your worries and your thoughts, you are listening and showing an interest in what they are trying to share! 
 
    It is pretty simple, but it is going to make a world of difference in your relationships. The other person is going to feel like you value the things that they are saying. They are going to feel important and will be drawn to you never like before. And you will be able to learn more about the other person. Because you can listen to them and learn from them, you get the benefit of learning something new, and how best to meet their needs!  
 
   
  
 

 It helps you to watch body language  
 
    You will find that watching the body language is going to be the best way to learn what the other person is saying to you, and what they feel so that the two of you can form a deeper connection with them than ever before. Body language is going to be a bit more specific compared to some of the non-verbal cues, and we will often look for their posture, how much they move their hands around, and even the direction their body and their feet are pointing to figure out what body language that another person is trying to share with us.   
 
    There are several things that you can check out to make sure that you can read what the other person feels. First, let’s take a look at which way they are leaning. If you notice that their feet are pointing towards the door, or they seem to be leaning away from you, then this is an issue. These are signs that the person would rather be anywhere, but with you at the moment. Whether they don’t like being around you or the topic you are discussing is making them uncomfortable, it is a clear sign that something is wrong.   
 
    On the other hand, if you find that the other person seems to be interested in what you are saying, they have their legs and body towards you and even leaning in, this means that they are interested in what you have to say, and they want the conversation to keep going.   
 
    Your goal is to get more of the latter, rather than the former. But just by looking for these signs, you can work on building up that relationship a bit more. You don’t want to assume that someone is getting along with you, or comfortable with you, and then find out that they want nothing to do with you, having it blindside you at the moment. If you see more of the former stance, you can do something about it. You have the power to apologize, say something to make it better, and try to turn things around.   
 
    Another thing to pay attention to is eye contact. The eyes can tell us a lot about the other person as well. If they are moving their eyes back and forth to other things, and can’t seem to focus on what is going on, this is a sign that they are not interested in. Maybe they don’t want to talk about that specific topic anymore. Or maybe they have somewhere else they need to be, and they are trying to be polite and not interrupt you. Either way, recognizing the signs or trying to do something about it can make a difference in that relationship as well.   
 
   
  
 

 It helps you to look for the nonverbal cues  
 
    You will be able to use these new skills of analysis to look out for some of the non-verbal cues that the other person is giving to you. Remember that the meaning behind the words is not the whole story. Looking at some of the non-verbal cues, such as the facial expressions and the tone of voice that comes with the words, is going to make a big difference in how well you understand the other person.   
 
    For example, if the person you are talking to says, “I’m fine!” But their voice is loud and tense, their fists are balled up, and their lips are pursed in together, then this is a pretty good sign that there is something wrong and maybe you can do something to help out with it. If the person says that they’re fine with has a big smile on their face and seems to be more relaxed, then this is a good sign that they truly are this way, and that there is nothing to worry about.   
 
    With these non-verbal cues, there are a few things that you can watch out for to ensure that you are reading the meaning that the other person is trying to share with you. Look at the eyes, look at the smile, pay attention to the tone of voice and any inflections that come with it, and more. Sometimes, even the speed with which the other person is talking to you is going to make a big difference.  
 
   
  
 

 It helps you to see what makes the other person tick  
 
    There are a lot of ways you can use some of your talents by analyzing others to your advantage. And one of these is with improving your relationships. Often, we get into arguments and disagreements with the other person, and we are not sure about what caused it. The other person is upset at us, and it takes a long time to mend that relationship and get them to even talk to you again.   
 
    But, what if you were able to learn what made that other person tick and what would cause a disagreement before it could even happen? While analyzing people won’t stop you from every disagreement that comes along, there are ways that you can use it to figure out how to avoid most disagreements in your life.   
 
    This can work well if you know how to read some of the non-verbal cues that are being sent your way regularly. If you notice that someone was animated and moving their arms and hands around quite a bit, and then they got quiet and folded their arms, then this is a sign that they are mad. If you notice that the pitch of their voice went up, this could show that they are uncomfortable with the topic of conversation. If they start to clench their fists and tap their foot impatiently, they may not be happy with how you are listening to them, or the way that you are portraying your argument.   
 
    This isn’t meant to say you can never have an opinion that is different than the other person. But, if it is something you would like to maintain your relationship with, it makes sense that you would like to do things that will keep the peace quite a bit.   
 
    Looking for some of these signs is going to make a big difference in the things that you say to them, and when you know, it is time to drop the conversation. If these non-verbal signs are showing up, and you are more in tune with this because of what we have talked about, then you know it is time to change things and keep the peace.   
 
    When it comes to maintaining the relationships that are in your life, it is vital to be able to analyze what is going on with the other person. They are not always going to tell you what is going on in words, but when you can see this through the non-verbal and body language cues. Thanks to your new skills in analyzing someone else.   
 
    


 
   
  
 

 CHAPTER 19:  

How to Break the Ice and 
Find Common Interests 
 
   I t is important to be thorough about the techniques because there are dozens of techniques that manipulators use. Sometimes, they make up their own techniques as they go through their job or relationship as it helps them gain and keep control.    
 
   
  
 

 Foot in the Door Technique 
 
    The foot in the door technique is probably one of the most well-known forms of manipulation. It is also considered to be one of the oldest. It dates back to when people use to go door to door trying to sell their product. Of course, the salespeople took the phrase a bit more literally than manipulators. While salespeople would literally place their foot in front of the door so the homeowner couldn't close it on them, manipulators take more of a mental and emotional stance towards this technique.    
 
    The first step manipulators use is by asking for a small favor or “breaking the ice” through a small conversation. This helps the manipulators build a rapport with their target. For example, if they are trying to find a significant other, they will find a way to become compatible with their target. They will then ask the person questions about what they like and mention they enjoy the same things. This technique is often how people get to know each other in a social setting. For example, have you ever been sitting at a club or coffee shop when someone came up to you and started small talk? They might have stated it was a busy night or a nice day. You might have agreed in some way, whether verbally or through your actions. Giving a reaction is letting the person keep their foot in the door. While you are probably just trying to be polite, depending on their motive, they see it as a step into your life.    
 
   
  
 

 Establishing Similarities 
 
    The foot in the door technique can often lead manipulators into another technique where they establish similarities. For example, the manipulator might learn through observation or from a friend that you like a certain coffee shop. Therefore, they will decide to run into you at the coffee shop, where they discuss how much you both enjoy the location and the coffee.    
 
    Manipulators will also mirror your actions. They will notice if you are putting your elbows on the table and do the exact same thing. They will notice your hand gestures and how often you smile. They will then mirror these actions as well. This is a psychological tactic that reaches into your subconscious mind. It makes you feel like you can trust the person because you feel more connected, even if you don’t realize they are mirroring your actions and behaviors.    
 
   
  
 

 Fear-Relief Technique 
 
    Fear is a strong emotion and can often cause us to react in extreme ways. People are typically uncomfortable with fear, which means they will want to find a way to ease their fears. Because of this, manipulators commonly use the fear-relief technique as it allows them to gain the trust of their target by using emotion.    
 
    This technique is heavily used by manipulative people who create a fear in you, so they can give you relief, which makes you more likely to listen to their requests next time. For example, if you and your significant other have a disagreement, which makes you leave the house and go for a drive or to a friend’s house to vent. You come home and your significant other is gone. You wait a couple of hours and when they still don’t return, you call their cell phone. They don’t pick up. Another hour later, you try calling them again but receive their voicemail. At this point, you start to become anxious about the situation. You have left dozens of text messages and they don’t answer their phone. You start to worry that something has happened to them. A couple of hours later they send you a text that says they are on their way home and everything is fine. When you confront your significant other as they walk in the door about what they were doing, they respond that you left, so they could too. They then tell you that as long as you do something like that to them, they can do it too.     
 
   
  
 

 Manipulators Will Put You on the Defense 
 
    Manipulators like to reach into your emotions because they are powerful. When you react with your emotions, you stop thinking clearly, make irrational decisions, and have trouble remaining calm. This is how a manipulator wants you to react because conversations where you think rationally and are calm do not go in their favor. Therefore, manipulators use a tactic where they will put you on the defense. This means that you will feel like you need to explain yourself. You have to defend how you feel, who you are, and what you believe. This is one of the strongest signs of manipulation, but one that people don’t often notice because it becomes common.    
 
    It is important to realize that just because you find you are explaining something you believe to your significant other, doesn't mean you are in a manipulative relationship. There are many times in a relationship that you might find yourself explaining why you support a cause your significant other doesn’t or why you find something is fun when your partner doesn’t. In a healthy relationship, you will find yourself explaining your beliefs and thoughts when your significant other wants to understand you in order to support you. You will also ask your significant other to explain themselves so you can treat them the same way. In a manipulative relationship, your significant other will always put you on the defense, no matter what your action was. The only time you might not find yourself on the defense is if they approve of your behavior.    
 
   
  
 

 Traumatic One Trial Learning Technique 
 
    Manipulators are good at putting on an act. They don’t always mean what they say or how they feel, but they will get you to believe that they do. One technique that manipulators use to get you to listen to them better so they can keep you under control easier is called traumatic one-trial learning. When a manipulator uses this technique, they will become angry when they feel you have done something wrong. For example, if you come home later than you said you would, your significant other might yell, make you feel ashamed, or become verbally abusive. They will act in a way they know will make you fear their anger, so you are less likely to do something like that again.   
 
   
  
 

 Manipulators Will Refuse to Discuss Certain Topics or Behaviors 
 
    For a manipulator, this is often looked at as a defense mechanism. They will absolutely refuse to answer any questions that put them in a bad light or put their behavior in question. While they will try other tactics, such as excuses, making you feel guilty, or blaming you, if nothing else works for them they will directly end the conversation. Of course, if you continue to try to push them for answers, the way the manipulator will act varies. They could become violent, which is why people always suggest that you need to watch their temper and behavior before you continue to push them for answers. If they are getting to the point where they might physically assault you, it is time to step away and leave.    
 
   
  
 

 Unreasonable to a Reasonable Request 
 
    Another strategy that manipulators use is when they ask you to do something.  
 
    First, they will ask you to do an unreasonable request, one that they know you will struggle to accomplish. Then, they will follow this request up with a more reasonable request, one they believe you can accomplish.    
 
    This is often a technique a manipulator will use when you can make a comparison. For example, your significant other wants to purchase a new vehicle. He wants to buy the red Grand Am for $16,500. However, he knows you will refuse because this will take about a five-year loan and you just took out a loan for a new van. 
 
   
  
 

 Negative Reinforcement 
 
    Master manipulators will often use a tactic called negative reinforcement in order to get you to stop doing something they don’t like. This could be anything from going out with your friends, going back to college, or getting a job. Typically, they don’t like anything that gives them a loss of control and threatens their environment.    
 
    When you start to do something they don’t like, they will do something that you don’t like. This is the first step of negative reinforcement. They will continue to use negative reinforcement, along with other tactics to try to get you to stop doing what they don’t like. Once they have manipulated you to stop, they will then stop. Another way that negative reinforcement works is when the manipulator starts to do something you don’t like because you won’t do what they want you to do. In order to get the manipulator to stop doing what you don’t like, you have to do what they ask of you, even if you don’t like it.    
 
    The main reason negative reinforcement is used is that it makes it more likely that you will do what they ask of you in the future without hesitation. This is especially true for manipulators who use any type of abuse to get you to stop doing something or to listen to them.    
 
   
  
 

 The Emotional Triangle 
 
    The emotional triangle is similar to a love triangle, however, it is used against you. The manipulator will use it in order to get you to do what they want. They will create a triangle with themselves, you, and a third person who is not directly involved in your relationship.    
 
    The manipulator will not hide the fact that they are interested in the third person, even if they aren’t in truth. They will flirt with the person in front of you and even show affection toward the person. Sometimes they will use certain affections that you like, whether it is rubbing the person’s back or giving them a hug.    
 
    While it might be obvious, they like the other person, they will deny any type of affection in a confrontation. They will blame you, telling you that it is your insecurities and low self-esteem, which is making you believe this. The main goal of the emotional triangle is you become insecure about your relationship, which means you will work harder to make your significant other happy. You will do what they ask, even if you don’t want to or feel uncomfortable taking on the assignment.    
 
    


 
   
  
 

 CHAPTER 20:  

How to Greet People and Gain Friends 
 
    Smile (But Not Right Away)  
 
   H ave you really observed that somehow smiles are highly contagious? When you smile, it's hard to not smile back for others. Well, now, science supports that assumption.  
 
    When people glance at an image of someone else happy, they find it incredibly hard to frown. It's just too easy to return a smile that conducting something else takes concentrated effort. One of the greatest things you can do anytime you walk into a room is to place a sincere smile across your lips. In return, you'll build a successful chain reaction that will take you throughout the day.  
 
    Smiling influences the way we perceive the feelings of others from another report by analyzing the electrical impulses in the brains of volunteers, the team has found that smiling makes we view the individuals around us as more optimistic. They found, specifically, that when people don't smile, they interpret "neutral" faces as "neutral." Even so, once people smile, they misinterpret "neutral" facial expressions as "glad."  
 
    So the world has become a happier place when people smile. Do you think that looking more optimistic at the folks around you would start making you quite common to speak to them?   
 
    It's really not a secret we love being around happy people. We feel comfortable when we see somebody with a sincere smile or happiness on their lips. We also naturally see individuals smile as relaxed, which is a very attractive characteristic.  
 
    Did you realize that your brain produces healthy chemicals while you smile which can help boost your mood? With more dopamine running into the bloodstream, you will feel better for yourself and have a higher likelihood of helping others.  
 
    Smiling is effective amongst many others. If we smile more often, then we want to talk to others as well. The more individuals we speak to, the more relaxed we are. The more assured we feel, the far more organic it becomes to smile.  
 
    Then, why not check it out. Be all smiles at the pedestrians on the road you walk. Smile into the mirror to oneself. Watch each morning just a few minutes of comedy. To smile often, do anything it requires. Your body and brain will thank you.   
 
   
  
 

 Use Eye Contact to Create Better Relationships  
 
    Do you ever question why many individuals seem so quick to find new friends when others consider it hard to establish productive new relationships?  
 
    It's the appropriate use of eye contact in several cases that makes the distinction!  
 
    Researchers have found how one of the most significant differences among people who are relatively self-assured and who make more friends, and those who are quiet and reserved would be that self-assured people make eye contact with their listeners far more often.  
 
    There are many introverted people that avoid eye contact when they talk to someone. They prefer to glance away or downwards rather than glancing at the individual they’re referring to.  
 
    If you've been far less popular in trying to make buddies than you really want, by trying to make this one easy shift in your conduct, you might become ready to be more social and outgoing.  
 
   
  
 

 Do Not Criticize, Condemn, or Complain   
 
    Any fool, yet most fools can condemn critique or whine. For being forgiving requires self-control and character, this practice would then give major dividends throughout the relationships with other people.  
 
   
  
 

 Eye Contact  
 
    Learn how to efficiently use eye contact while you are trying to talk to someone. Some of us rarely allow eye contact while we are interacting with our discussion companion. This can make others think of us as anxious and dishonest. Many of them, on the other side, make much more eye contact and look too deeply. This also renders our partners in conversations uneasy. Follow the correct balance of eye contact as well as gaze away. Most of North Americans, particularly the Caucasians, chose to get a great deal with eye contact while talking to somebody. When a person fails to build eye contact with them, they tend to think something is fishy about that person. The mere term "shifty-eyed" denotes an individual whose eyes move about the room, which means they are unreliable. When talking to someone who's from either a cultural value that chooses a great deal of eye contact, be careful to keep trying to look at that individual regularly while speaking, even as you think what to say after that. A penetrating gaze you don't have to use, a pleasant stillness will do. If it always upsets you to stare straight at the eyes of another human, you should gaze at the expression of another human without relying entirely on the eyes.  
 
    When you usually point at the region of the ear or the nasal bridge that is near enough to get to the center of the head to glance into that person's eyes. 
 
    You can think it's calming your own anxiety by having your view goes somewhat out of sight. If you are talking to others, hold the attention on the other person for the most part. If you look too much around the room or look at other people too often, your friend may assume you’re annoyed, or you're looking for somebody else you’d prefer to talk to. If you have trouble knowing precisely how to start making eye contact, you could even receive support from exercising before a mirror, or with someone else.  
 
   
  
 

 But don't stare too intensely at others!  
 
    A very intensified, gaze start could even make your partner being very uneasy with the conversation. To be on the other end of an extreme glare, especially at close distance, can be quite uncomfortable. You can lighten your impression by smiling more frequently, nodding, and gazing at the whole face and also the eyes. You may also regularly look away for short periods. Try staring at the expression of your discussion partner when you talk, and add in plenty of smiles and gestures, sometimes turning away as you chat and listen. It will demonstrate you are polite, involved, and open. If other people have the perception that you really actually listen to them and happily talk to them, they'll be far more probable to choose to have more discussions with you.  
 
   
  
 

 Protect Others’ Pride and Win Big 
 
    While success may seem to come by uplifting yourself over others, in fact, the perfect way to succeed is to establish a sincere interest in others. Defending the dignity of others through trying to avoid criticisms and clashes is the very first move to win them over and persuade the others to listen to your viewpoint.  
 
    You should really be courteous, applauding your listeners instead of critiquing them as a basic guideline, in order to build someone else up as well as change their views. Everyone believes one's own name is the "loveliest voice" they've ever listened to, so a true leader believes first of all on how to uplift others around him. Analyze and make gentle, kind suggestions, instead of challenging or directing the people with whom you lead or collaborate. By trying to make others believe that your own great, honorable concepts are in fact their own, you are far more likely to build trusting relationships than if you are continuously disagreeing or trying to show superiority.  
 
    Likewise, accept your own errors, and accept them. It might seem intuitive to the contrary as empowerment is frequently represented as somehow about superiority and demonstrating your toughness. But ignoring responsibility and trying to downplay your own mistakes while pointing out others is, in fact, an indication of vulnerability. If you are honest and open about your imperfections you will become more convincing.  
 
   
  
 

 Listen More, Talk Less  
 
    How to succeed in making buddies and influence other people is at its core regarding communicating effectively. But rather than mastering the art of trying to argue and propaganda, carefully establish the skill of good listener. When you approach people with open-mindedness and friendly attitude, they are much more inclined to share as well as collaborate with you than to try and compete with you.  
 
    Listening to someone, we know so much about them: for starters, their goals, aspirations, expectations, value structures, beliefs, and perspectives. Realizing what helps make someone else tick is the very first move to convince them and lead them.  
 
    An attitude of silent but effective listening is better, rather than trying to control every discussion. Motivate individuals around you to speak about yourself and their priorities and you will be much more likable. And when you're talking, you must talk more about your discussion partner’s interests and less concerning yourself. Whenever it comes to persuasive, charismatic dialogue, smaller is better. Talking is cheap but able to listen is absolutely priceless. Remembering the name of a person, having to ask individuals questions to motivate them to speak for themselves so that you can find their passions and interests is what makes us believe that you really like them, and they like you in turn. In two months, you start making more friends by becoming honestly interested in people than you could ever in 2 years by attempting to get some other individuals taking an interest in you. If you strip it down, you must hear to 75% and speak only 25% of the time.  
 
   
  
 

 Know the Value of Charm    
 
    One thing people don't talk a lot about in the job hunting sector is that much of having the chance isn't really about skill, in which university you went to university and whom you recognize, it`s people who like you. A decent cv that brings you through the door, but charisma, social abilities, and potential can hold you there because people would usually pick the person they enjoy staying around over an applicant they wouldn't appreciate staying around very much but are much more skilled. Become someone like people would want to talk to, be truly curious about people because that will enhance your living and create many more options than you ever imagined possible.  
 
   
  
 

 Be Quick To Acknowledge Your Own Mistakes    
 
    Nothing can make you less hostile and more friendly if you are patient enough and fair enough to accept your inner weaknesses. Having good and healthy professional and personal relations depends on you, particularly your shortcomings, taking full accountability of your acts. Nothing would help ease the stress or conflict on your part more than a simple acceptance and apologizing.  
 
    


 
   
  
 

 CHAPTER 21:  

How to Break People’s Pattern 
 
    Twisting Words 
 
   W ords have power. With that in mind, it makes sense, then, that twisting someone’s words can allow for those words to be used against the other person. Oftentimes, manipulators will do just that. They will take what someone has said or felt and use those words or feelings against the one who has them. Typically, this involves twisting what is said in order to better suit the manipulator’s narrative.   
 
    For example, consider a friend voicing to another, she is quite unhappy with the current state of things. She may say that she wants her friend to speak more respectfully, or with fewer threats and condescending tones in her voice. Her friend may glare back and ask when the one who is unhappy became so perfect that she would be able to judge others. To someone watching from the outside, it is clear that the friend who complained did not say anything that attacked the other person, but the manipulative friend twisted the words around into something else. The manipulative friend may take it a few steps further asking when she had become such a bad person. The words’ initial meanings were taken, misconstrued, and used to make the friend who simply wanted to be treated with respect look bad. This sort of tactic is common with manipulators, as the other person then has to backtrack, clarify how much he or she likes, respects, or loves; the manipulator and the entire situation has been derailed.  
 
   
  
 

 Moving the Goalposts 
 
    Moving the goalposts is a logical fallacy. It involves constantly shifting standards, so they are not attainable, giving the manipulator some way to pick at what the target has done to prove that the target is not meeting expectations. Consider an argument in which the manipulator demands that the target proves their point. Every time the target backs up his or her position, the manipulator talks about how that is not exact enough, and that it does not prove anything. To understand this, imagine the manipulator asking the target to prove that gravity exists. The target may pick up an apple or a stone and drop it on the ground, pointing to how the stone falls down, calling that gravity. The manipulator may then point out how helium balloons and airplanes float, and that gravity should be holding those down, using those examples to pick at the existence of gravity. If the target points to the theory of gravity, the manipulator may pick at how that does not prove anything as it is only a theory and has not been proven without a doubt.  
 
    This can be used in interpersonal relationships as well: Consider a wife who expects her husband to bring home enough money to cater to her every whim while she sits at home. If he comes home, happy about getting a raise, she may point out that even with that raise, they still are not saving for retirement yet, and that she still has to shop using the credit card instead of paying cash. If he were to get another raise in the future that would cover those expenses as well, she would be quick to point out that they are not millionaires, so it is still not sufficient. This leaves the other person feeling incompetent and unworthy, feeling as though they are never able to live up to standards, no matter how hard they try.  
 
   
  
 

 Changing the Subject 
 
    Similar to the diversionary techniques in which manipulators seek to distract the target, they often will change the subject. This is often done solely to avoid responsibility, or to redirect attention to or from the manipulator. Sometimes, it happens to be the case that the manipulator can benefit from having attention turned back to him—or herself, such as when discussing achievements and accomplishments. Other times, it is beneficial to shift attention away from him—or herself, such as when someone is bringing up the manipulator’s problematic behaviors or complaints about the manipulators.  
 
    This derail of the conversation can lead to the original speaker’s thoughts or complaints never being addressed, which is particularly useful if the manipulator is seeking to avoid being confronted or challenged. In doing so, the speaker may not remember the original complaint until after the fact, at which point, the opportunity for confrontation is entirely gone.  
 
   
  
 

 Threats 
 
    Oftentimes, those who manipulate will resort to threats to get what they want. They demand certain things from the people around them, and if the targets are not complying with those expectations, it is pretty stereotypical for the manipulator to resort to threats, both covert and overt. Threats are used to intimidate the other person into obedience or compliance. In response to being threatened, if the target feels as though the threat is legitimate, he or she may give in just to avoid the consequences, which is exactly what the manipulator wants.   
 
   
  
 

 Conditioning 
 
    Conditioning occurs when manipulators teach their targets to associate them with good and all the things that make people themselves bad. For example, if Tracy is skilled at art, to the point that people actively commission her for artwork, Paul, a manipulator, may seek to get Tracy to associate that strength with negativity. He may destroy pieces of art, put down paintings, or take to screaming profanities at Tracy every time she sits down to paint or create. He seeks to make her begin to avoid art because of the association between abuse and her strengths and creativity. Instead, he will reward her any time she focuses her attention on pleasing him, eventually creating a dynamic in which she feels more comfortable and happy pleasing him instead of doing her own thing that makes her into an individual.  
 
    This is particularly insidious, as it diverts Tracy’s attention and focuses away from her art and all onto Paul, corroding at things she valued, and shattering any goals of making it as a successful artist. She never gets to be a professional because he has taught her to associate it with negativity, so she gives it up on her own; no longer enjoying what was once her passion due to the conditioning.   
 
   
  
 

 Smear Campaigns 
 
    Oftentimes, people feel as though they can avoid manipulation and abuse by never giving in to the manipulator’s whims. However, when someone has resisted that, a common tactic then employed is a smear campaign, in which the manipulator seeks to ruin everyone else’s opinion of the individual that got away, so to speak. The resister may not have fallen for the manipulator’s antics, but everyone else did. Very quickly, that person’s entire reputation is destroyed.   
 
    Even when the person is kowtowing to the manipulator’s desires, the manipulator may still employ smear campaigns to ensure that the victim never has anywhere to go, should the victim decide to leave later on. It keeps the victim isolated and dependent on the manipulator. These rumors are typically false, though people somehow believe them. This is not a fault with the victim, but rather due to the fact that the manipulator is simply that convincing and charismatic.  
 
   
  
 

 Boundary Testing 
 
    To the manipulator, boundaries are nonexistent. They are lines that are meaningless if they are not enforced, and because of that, manipulators are always testing boundaries. They respond to consequences, but if they find a weakness, they will have no qualms about completely demolishing the boundary altogether. They want to know exactly how far they can push their targets before they incur any consequences, and the further they can push, the harder they will. This is most easily exemplified between a manipulator who often resorts to physical abuse. Every time the physical abuse occurs without consequences that are good enough deterrents from acting in a physically abusive manner, they get worse the next time. The physical abuse may start at a single slap when drunk and eventually escalate to severe beatings when entirely sober. In terms of persuasion or manipulation, a predator may test a boundary to see how much he or she can take before pushing the envelope a little further the next time. They may ask for a small favor and slowly ramp it up into expecting the targets to perform all sorts of acts and feats that are unrealistic to expect of someone else. 
 
   
  
 

 Passive-Aggressive Comments and Jokes 
 
    One of the trademarks of covert narcissists, in particular, passive-aggressive jokes with a side of plausible deniability, is another common manipulation tactic. Think of a mother-in-law poking her newly-postpartum daughter-in-law’s stomach with a giggle and asking when the next one is due. The entire purpose of this comment, as evidenced by the mother in law’s pleased expression, is to hurt her daughter-in-law by implying that she still looks pregnant, days after giving birth. If confronted, she is able to feign innocence, announcing that she just loves her current grandbaby so much, she cannot wait for the next one, and that it was a legitimate, innocent question. She may also spin it as a joke, along with saying that all women still look pregnant after having babies and that she is concerned that her daughter-in-law may be struggling with postpartum depression if she was hurt by what was obviously a joke. This is likely followed during the same breath with an offer to take the baby for a week while she spends time in a mental health facility.  
 
   
  
 

 Malignant Sarcasm  
 
    While regular sarcasm is frequently a fun, joking way to communicate, or convey displeasure or annoyance when you have a rapport with the other person, it can also become a problem if the one employing sarcasm is doing it in a way that is intended to be hurtful instead of lighthearted. Manipulators may pair their sarcasm with a condescending tone, or a patronizing look similar to the one you would give a child, and their intentions under the sarcasm become obvious. They mean what they are saying and are only veiling it with sarcasm. This puts their target into a position in which they can either vocalize their dissent, in which case they are met with being told they are far too sensitive, or they can be quiet and take the hurtful comments, allowing the manipulator the satisfaction of having done exactly what was intended.   
 
    This sarcasm is frequently used in response to the target expressing thoughts. Imagine the target saying that he does not think a certain tax should be voted into law while chatting with friends, and the manipulator scoffing in response, looking at him with a smirk and announcing, “Oh, look at the politician! Where did you go to law school, huh?” Over time, similar comments or jokes about the target’s thoughts and opinions leave him to the point where he feels uncomfortable voicing his own thoughts out of fear of being disparaged for them. The manipulator is able to use sarcasm to effectively silence the target into submission.  
 
    


 
   
  
 

 CHAPTER 22:  

NLP Language Patterns 
 
    Hot Keywords 
 
   I magine if you have the power to affect the unconscious minds of people. Imagine if you could do that with basic trigger words that cause unconscious hypnotic “reflections” in your minds. Well, imagine, you could do that both written and verbal. But I will tell this to you—because we have all been slowly hypnotized through time to accept those trigger words. The process began before we could even speak. Such hypnotic expressions of influence would never be accused of you. They are clear and clean. But they can boost the persuasive power significantly if you use them intentionally or correctly.   
 
   
  
 

 The Power of Words   
 
    We are icons that allow minds to invoke ideas and emotions in others’ minds. Human beings are social beings, so they respect the thoughts and actions of those who are around us and seek to influence them in our chosen way. We make a lot of effort to manipulate each other and to bind ourselves through our word signs. Although every interaction act can be interpreted as deceptive—merely by manipulating ideas and feelings in others’ minds—the distinction between sound communication and coercion is important; the first lifts the mechanism of thought and evaluation and the other attempts to subvert it. There is no predetermined system of comprehension (though research is very darn in its own sphere). The human mechanism of understanding is sluggish and error-prone.   
 
   
  
 

 The “Yes” Set Techniques   
 
    Ask them a few questions, where the answer is simple and “yeah.” And mark the question at the end you want the answer ‘yes.’ Three questions are typically the minimum collection. You do not want to over-do this too, so either spread out questions or restrict them (although one study found that a minimum of 8 yeses is required before closing). Encourage them to say ‘yes’ when you speak to them, shaking your head softly. You may cover it, among other issues, if you need to mask the issue.   
 
   
  
 

 Truism   
 
    A truism is a literary instrument defined as a statement based on evidence or factual proof. In a sense where additional evidence is not treated as essential, it is recognized as an obvious truth. A contradictory assertion would also be viewed when illogical, as a truism is accepted as truth. It is mainly used in philosophy, especially in logic, as a rhetorical instrument.   
 
   
  
 

 Embedded Commands in NLP   
 
    The hypnotist tells the subject an interesting story during this phase. The narrative was meant to divert the focus and involve it. It will also include implicit ideas, which are presented in the narrative or welcomed into the subject’s unconscious mind. The hypnotist utilizes the system guidance through this past to guide the subject’s subconscious thoughts to seek the appropriate memories. Such recollection usually consists of learning about past experiences. The hypnotist can then use the training experience to help them make changes in their current situation.   
 
   
  
 

 Presuppositions   
 
    What’s a presupposition exactly? A theory is a conceptual concept. You and everyone you meet use budgets every day. These are things you think you’re saying and making statements. We are considered to be valid only because of the words they use. There is a presupposition embedded in almost every statement you make. An example is the best way to explain a presupposition. If you said, “The kids are sitting in the back of the car,” it’s a very common statement, and it requires certain assumptions. There’s a ride, first of all. The second is a front or back of the vehicle. And the third is that the car includes more than one boy. These are all stuff you presume from that simple common declaration.   
 
   
  
 

 Anchoring in NLP   
 
    Types   
 
    NLP Anchoring is the first form of NLP to be addressed. NLP Anchoring is a good way to discuss the first type of NLP. A great way to think about how to guide an album is that you are acquainted with it. Have you ever been sitting in a car listening to a track you didn’t hear in a long time? Has this album caused a kind of feeling from the past in you?  
 
    The first time you heard this song or sometimes when you heard it, you went through these sensations, and this particular song was attached to your unconscious mind. The song would become an anchor of these sentiments through this process. Now, any time you hear this particular song, you cause the brain to enjoy it again. This is a great anchoring illustration.   
 
    Designs   
 
    Most hypnotists find that anchoring is a beneficial tool for their participants to be hypnotized. For example, when you recall getting punished for doing something good in the past, the hypnotist can get into a particular memory and allow you to replicate the emotions you felt. At the same time, during your recreation, the hypnotizer will have you take some sort of action to touch your fingers together.   
 
    Installation   
 
    Now, you can have the same happy feelings again each time you touch your fingertips together. The anchoring process can work to motivate you to achieve something with good feelings. This approach is often used to help people find the strength to commit to weight loss and a diet. The hypnotist deals with the subject to create a positive focus, connected to the subject’s mental image—in this case, the subject thinks of itself in a slim sexy body. If the object re-images this picture, it stimulates the anchor and gets the optimistic push that it wants. The desire for weight loss in hypnosis is significantly dramatically increased compared with those who do not. In various instances, the anchoring process can be used to help the person improve himself.   
 
    Tips   
 
    You must be confident enough to know when someone experiences the feelings you want to evoke to use the anchoring of your sensory acuity. As the sensation rises up to the top, you “fix” the anchor in order to bring in the atmosphere that you want to connect to. Consider how, in a romantic setting, anchoring takes place. A relationship is built up, and as you look at the person, hot and fuzzy emotions begin to grow. This alone puts the emotions into touch with the subject so that you only have to think and feel the face of the person. But you can use this to speed up these feelings by deliberately using the anchoring mechanism.   
 
    Values and Value Rules   
 
    The more we become conscious of what is truly important to us, the happier and content we will aspire to be. Whether we play a role that suits our beliefs, we can have easier access to our flow state, better results, and better performance. We may survive for a while, when we are in a position that does not satisfy our ideals. In the end, though, our excitement may slip, and we will leave. One of the most important ways of maintaining partnerships is to think about what others assign meaning to, as described above. Once we demonstrate that they know what is relevant to our clients, they are encouraged to connect with us and to cooperate with us.  
 
    Use the Same Sensory Modal System  
 
    Now you can use this to forge bonds and false closeness with people. So if someone uses a lot of auditory terms and describes things in auditory terms, he will like you better if you also use lots of auditory terms. You two will have better communication and a sense of sharing something in common, even if he doesn’t realize why he feels this way about you.   
 
   
  
 

 Match Breathing  
 
    Breathe at the same rate as the person that you are speaking to. Even though he won’t notice, he will quickly feel closer to you. This may be because people like to have things in common. He may sense that something is similar between you two and as a result; he will trust you and like you more.   
 
   
  
 

 Mirroring  
 
    Mirroring involves copying the other person to create a sense of similarity. Mirroring creates a fake bond very quickly. People love spotting others with whom they have things in common. Therefore, if you imitate someone’s gestures, posture, and facial expressions; you will create a sort of bond that is will feel very strong to the other person. During the conversation, subtly mimic someone’s gestures. If he leans toward you, wait a few seconds and then lean toward him. If he crosses his arms, wait a brief moment, then cross your own arms. Smile at people when they smile at you, and frown when they frown. You get the idea.   
 
   
  
 

 Understanding  
 
    Expressing understanding is a form of reflection. It makes other people feel heard, valued, and supported. They love when people understand them. So if you act like you are sympathetic, empathetic, and understanding, then you will create bonds with people. People will feel that they can talk to you, and they will open up to you, giving you even more information that you can use for manipulation. They will trust you and turn to you, never guessing that you’re really the enemy.   
 
   
  
 

 Confessing  
 
    Confessing your own secrets can make others open up like clams. You can reveal real or false secrets. Protect your own interests. Just make sure that your confession seems realistic, genuine, and deeply personal. Your moment of sharing will encourage others to confess things to you. Then you have all sorts of information to use against them later on. You also get to forge a bond that isn’t really there. You gain the person’s trust.   
 
   
  
 

 Use Speech to Your Advantage  
 
    How you speak to others and how you speak to yourself has a major impact on how your message is received. There are dozens of ways to say the same exact thing. But some ways are more effective than others. Speaking to others using positive terms will make people want to give you your wishes more.   
 
    Change others’ behavior by telling them what to do in an assertive way. But be friendly about it. Avoid saying things like, “Don’t do that!” Instead, stick to the positive and say things like, “You will do this.” The positive terms encourage people to take action. Negative terms tend to incite inaction and defensiveness in people and they will more often than not do what you told them not to do.   
 
    So, if you are dating someone and you don’t want him to cheat on you, you can’t say, “Don’t ever cheat on me.” This is not a very effective message. He will promise you that he won’t cheat and then he may do it if he is so inclined. You just put the idea of cheating on his mind. Reverse the outcome by saying something like, “Thank you for being faithful to me.” Don’t mention cheating and don’t tell him what not to do. Just tell him how to be by using more positive phrases and projecting what you want onto him.   
 
    You can manipulate people using this concept. If you want someone to do something, you can challenge him by telling him not to do it. You both plant the idea in his mind and make him think that by disobeying your orders, he’s preserving his freedom and getting what he wants. Little does he know that really he is playing right into your hands. 
 
   


  
 

 CHAPTER 23:  

How to Find Out What People Want to 
Talk About 
 
    Making People Comfortable around You 
 
   C losely linked to faking interest in people is learning how to make people comfortable being around you. If you can fake this successfully, you will be able to build a strong rapport with other people in a relatively short amount of time. Interestingly, while you may feel it is fake and unreal at the initial stages of using these techniques, with time, you will become so good at it that it no longer feels like faking. This is when you have moved from faking it to making it!  
 
   
  
 

 Mirroring: The Chameleon Effect  
 
    The chameleon effect is simply mirroring the other person’s body language and speech pattern. Tuning yourself to reflect the other person back to themselves is a quick way to make them feel really comfortable around you and even like you in the process. When you mirror or mimic their sitting posture, tone of voice, gestures, body angle, expressions, and so on; you send an unconscious message to the other person that tells them you are like them in many ways. This makes them relax or let down their guard around you.  
 
    This technique may sound easy to use, but in real-life application, it can be the worst giveaway that you are simply faking if you don’t know how to use it. It goes without saying that being obvious about mirroring or copying the other person’s body movement or speech pattern defeats the purpose of the technique. What you want to do is to make these movements flow naturally with what you are saying. Keep in mind that you are not a robot, and you definitely don’t want the other person to catch on to what you are doing. So, be mindful of how you shift your posture in response to theirs, how you tilt your head in response to theirs, and how you use your gestures in response to theirs. As with all things, moderation is important here.   
 
    You must not copy every single move the other person makes throughout your interaction.  
 
   
  
 

 Effective Listening 
 
    You cannot fake listening to someone when half of the time, your attention is clearly shifting from them to other things, like your phone, computer, or other things happening around you. Conversely, you will overdo effective listening if you keep your attention riveted on the other person the entire time! What you should aim at is to show them that you are listening without appearing to be trying too hard.  
 
    Nodding is a sign that you are following what they are saying, and it nudges and encourages the other person to be more forthcoming. However, excessive nodding is a clear sign that you are not listening but simply want to appear that you are listening. It can also be a sign that you are trying to be a yes man or yes woman, agreeing “blindly” to whatever it is they are saying without thinking about it. This is usually a mistake that subordinates make with their bosses or employers. The other person will get a clear signal that you are not genuine in your agreement.  
 
   
  
 

 Use Their Name 
 
    This is one powerful “relaxation” trick salespeople use. When you use a person’s name in a conversation, you are sending a powerful unconscious message to them to relax and trust you more. Even in writing (email, text messages, and so on), mentioning the other person’s name helps to build rapport with them.   
 
    As an example, instead of saying, “I’d like you to consider the benefits of this proposal;” you can create a stronger bond with the other person if you use their name like this: “Jane, I want you to consider how this proposal will benefit you.” It doesn’t matter if the other person is a complete stranger; using their name shows them you were interested in them right from the very first time they introduced themselves that you could remember their name.  
 
   
  
 

 Faking Interest 
 
    It is easy for anyone to tell you, “Show interest even when you are not.” The problem with this advice is that the average person (who doesn’t know how to fake their body language) is likely to become robotic in doing this.  
 
    First of all, you need to understand that interest has a lot to do with the human attention span. And the normal human attention span doesn’t last for long—at least not without some form of disinterest at some point or distraction. So when you are faking interest in someone or something, here’s how to do it.  
 
    You have to look like you are interested, but don’t overdo it. Human beings don’t have a 100% attention span to anything for a long time. So when you show interest (or fake interest in other people), be sure to keep the show up for only about 70% of the time. Trying to fake interest in someone for longer periods will expose you as fake!  
 
    No one likes it when they are being “taken for a ride.” Well, that is what it feels like when you want to get something from someone by faking interest in them. The poorest way to do this is by showing interest in someone just right before you ask them for a favor. For example, someone approaches you and offers you a compliment, and right after that, they go, “I was wondering if you could help me . . .” and they blurt out whatever it is they were really after. It doesn’t take a genius to figure out that the earlier compliment given was not an honest one, but a means to an end—the end, in this case, being the favor they want from you. So, if you want to compliment the person, that’s fine, but make sure to give the compliment genuinely.   
 
    Discuss a variety of issues that will lead up to the favor you intend to ask. While this involves verbal communication, your body language throughout the interaction should show that you have a genuine interest in the issues or topics you talk about.  
 
   
  
 

 Smile 
 
    A smile seems to appear simple, however, it is one of the most difficult to fake. The reason for this is simple: the muscles that move in your face during a genuine smile are controlled by impulses sent from the brain. You simply cannot fake those impulses. For this reason, I will strongly suggest that if you must fake a smile, do it from a distance so that the other person will not be able to clearly read your eyes (if they know how to detect a fake smile).   
 
    However, if you are in a close range and you must fake a smile, don’t let the smile linger on your face. A brief smile will do the trick. Holding a fake smile on your face is a dead giveaway that you are not the real deal.  
 
    When you are in contact with someone and you want to relax a bit, flash a quick smile—not necessarily showing your teeth because that will make you look very awkward, especially if it is a fake smile. To add more effect, you can raise your eyebrows slightly to cover for the fake smile.  
 
   
  
 

 Faking Self-Confidence 
 
    There are several ways you can fake self-confidence using your body language. The thing with faking self-confidence is that the effect is not only felt on the people you are trying to manipulate or persuade; you eventually feel it too because, as I have earlier mentioned, your brain assumes that you are actually feeling that way and sends a rush of hormones to increase your self-confidence and decrease your stress level.  
 
    So, here are some quick body language tips to use in faking self-confidence:  
 
    Using Low Tone 
 
    Nervous and anxious people usually speak with high pitches and at a quicker pace, whether they are males or females. On the other hand, when you speak with a low tone and a slower pace (not a dull monotone voice!), it conveys a sense of authority or power.  
 
    Here is a simple trick you can use to lower the tone of your voice. Before you speak, tighten your lips together and make a humming sound for about ten seconds. This will return your voice tone to its optimal pitch. Also, when you finish your sentences, remember to make your voice drop at the end. This will make your voice sound more authoritative. When your voice goes high as you finish your sentences, it conveys a question rather than a statement or an order. It will sound like you are seeking approval from the other person or people listening to you.  
 
    Assume the Power Pose 
 
    When you need a quick boost of self-confidence, stand upright with your legs spread apart and your hands on your hips. Lift your head like someone who is truly confident and stay in that position for about two to three minutes. This is the power pose; it has the effect of increasing your self-confidence and making you calmer, especially when you are going into a meeting that makes you nervous.  
 
    Claiming Your Territory 
 
    When you sit, place your feet firmly on the floor, and you spread your arms on the table in front of you. You can even hang one hand behind the chair you are sitting on. This posture says you are in charge of your space. And even if you are not too sure of yourself inwardly, it doesn’t show when you carry yourself in this manner. It is an excellent move to hide your inner fears.  
 
    Who says you can use your body language to persuade and get what you want? You can even make people comfortable around you. It comes down to knowing how to manipulate your body language to make this possible positively.  
 
    Be sure to practice with the tips before applying it. With time, you will see it become part of you such that you will not even have to fake it anymore.  
 
    


 
   
  
 

 CHAPTER 24:  

Techniques to Win Conflicts 
 
    Here’s a Secret: Conflict is Important 
 
   P eople have a negative idea about conflict. Okay, they got every right to do that. Most conflicts cause a lot of destruction and harm. There are certain cases where conflicts are important. But, before we find out why conflicts can be important, let's try to understand something: what is the difference between a conflict and a disagreement? 
 
    Disagreements are not closed. What this means is that disagreements are not usually hidden. Everyone involved knows what the other person is thinking, their views, opinions, and feedback. Disagreements involve arguments where people try to come to an agreement. In many cases, people tend to agree to disagree or in, other words, agree to differ in their views and respect those views. Either way, the main aims of disagreements are to arrive at a certain conclusion.  
 
    A conflict, on the other hand, involves situations where people have strong feelings or make certain assumptions about other people, their personalities, beliefs, or viewpoints. Once that is done, there is little interest in opening up communication in order to iron out the differences and make peace. Typically, conflicts arise because of misunderstandings between people and in many cases, people feel that their personal values are violated, or attacked in some ways. 
 
    Conflict definitely sounds bad. In fact, you are probably wondering what reason or reasons there could be to justify the presence of conflict. 
 
   
  
 

 Here Are Some Reasons Why Conflict Is Sometimes Necessary 
 
    It allows you to recognize the fact that there is something wrong within the organization. When you fail to see conflicts, you might be under the wrongful assumption that everything is going smoothly in the organization. Yet what if the underlying problems do occur are not obvious at first glance? What if your team or employees actually have personal problems that you might think don’t exist? Wouldn’t it help you if you know about these problems? 
 
    A conflict is an ideal situation to improve the relationship between people. Let's assume that you have members of a team or your employees who cannot work well with each other. When conflict eventually arises between them and you resolve the conflict, you end up creating a better relationship between the parties involved. 
 
    When there is conflict, there is a sense of competition. Because of that, people end up coming up with incredible ideas just to outdo another person. This leads to an increase in innovative ideas among the members of the team. 
 
    Think back to earlier during the day or perhaps to some of the situations that you are dealing. 
 
    
    	 Was there something going on with your personal life? 
 
    	 Are you facing numerous challenges at once? 
 
    	 Was there a recent tragedy that took you by surprise? 
 
   
 
    When you dig deep, you might find out that the true nature of your anger is something else entirely. 
 
   
  
 

 Recognizing Warning Signs 
 
    Now before you can actually get into the anger management process, it is better to recognize the different stimuli, scenarios, actions, words, or other factors that can cause your anger to erupt. The main reason for doing this is so that while you are learning to deal with your anger, you can also avoid situations that might cause it to come out into the open. 
 
    When you minimize the risk of your anger exploding in destructive ways, you are able to better focus on the management of your anger. 
 
    Knowing the warning signs of anger allows you to deal with it well. 
 
   
  
 

 Deal With the Situation 
 
    When you have identified a situation that causes anger, then your next step is one of two options: 
 
    You can either deal with it so that it does not amplify your anger even more. This way, you get to the root of the problem and extinguish the reason for your anger. Or, if this is a situation that cannot be dealt with immediately, then find a healthy coping mechanism that will help you compartmentalize the source of your anger. This way, you won't allow it to interfere when you are dealing with people, employees, team members, and other important people. 
 
    When you are not able to manage your anger, you are capable of causing tremendous harm, both to yourself and to others. 
 
    You end up saying things that you regret. You might do something that might cause irreparable harm. You could even be the reason that sound relationships in the organization might be destroyed. 
 
    Fortunately, anger management is a skill that anyone can learn. Even if you haven't been practicing the art of anger management, you can still work on it to improve yourself tremendously. 
 
   
  
 

 Engage in Anger Management Activity 
 
    One of the best ways to deal with anger is by engaging yourself in an activity that allows you to vent out the negative energy in a non-destructive manner. 
 
    People often take up physical activities like running, swimming, boxing, or martial arts to channel their anger away from their personal and professional lives. 
 
    Alternatively, you can even engage in meditation or yoga to help you deal with your anger better. 
 
    No matter what physical activity or relaxation technique you choose, find one that you can incorporate into your life, and make sure you practice it regularly. 
 
   
  
 

 Create an Emergency Calming Kit or Technique 
 
    What relaxes you? 
 
    Is it the taste of coffee? Is it that video game you have installed on your phone? Is it your favorite TV show or music? 
 
    Keep one of these emergency sources of stimuli or relaxation near you so that you can always use them when the urge to get angry becomes too strong. 
 
    A lot of people prefer to get a moment of privacy and listen to their favorite songs to calm themselves down. 
 
    Using these techniques allows you to quickly gain your composure and reduce your anger. This is especially important when you have to deal with an emergency situation and you don't have the time to do yoga or head over to the gym. 
 
    Stay Calm (Even if You Are Not on the Inside) 
 
    Don't worry; nobody can control their emotions perfectly. And when you are looking back, make sure that you do not reveal your emotions on the outside. There are a few reasons for this:  
 
    
    	 You are trying to gain control of the situation. When you lose your temper or get emotional, then you have revealed your weak points to the other person. 
 
    	 When you respond emotionally, it often escalates the situation rather than diffuse it. Eventually, you end up causing more damage than intended. The situation does not get resolved and you have to look forward to another situation of conflict in the future. Definitely not fun! 
 
    	 Allow the other person to vent. This calms them down enough to have a proper conversation with them. You let the other person know, too, that you are capable of listening to them. When they know this, they realize that there is no need to get angry after all. 
 
   
 
   
  
 

 Mental Manipulation (For when you need it The Most) 
 
    It is not advisable that you use mental manipulation techniques very often. But sometimes, certain occasions call for the need to have a few tricks up your sleeve. 
 
    Here are just a few suggestions to motivate you when you want to gain a little influence over the mind of another person. A thing to note here is that these techniques do not allow you to control a person entirely. They simply give you an edge over the other person: 
 
    Fear-And Relief 
 
    This technique targets a person's emotions. What you do here is cause someone a great deal of anxiety or stress and just as quickly as you introduced it, you alleviate it. For example, if you would like to get someone to confess, then you start off by showing them the damage that their actions could have caused and jump to what you have done to prevent that. This way, they realize the magnitude of their actions and feel thankful to you for not letting it get any worse. 
 
    From then on, they are more open to your influence. 
 
    Social Exchange 
 
    As you work with your employees or colleagues, help them out in small ways. Over time, you can get them to do a favor for you or get them to talk to you more openly. In other words, they feel like they owe you for all the favors that you have done in the past. 
 
    Big to Small 
 
    One of the ways that you can influence people to do or say something is by first asking them to complete a difficult task. When they are struggling to finish the task, you then ask them to do what you really wanted them to do, which is slightly easier than the original task that they were engaged in. 
 
    You can use this technique even during a conversation, where you start by asking them a difficult question. When you see that they are struggling to answer it, you then switch to an easier question (which is the real question you wanted to ask them all along). 
 
    Instill Guilt 
 
    This is a crude way of making someone say or do something, but essentially, it involves getting the other person to feel guilty about something. People don't usually respond well to guilt and would do anything to remove themselves from situations of guilt. When you subject someone to feelings of guilt, then you can also let them know that you can help them with their feelings. Through this, they become more susceptible to your influence. 
 
    Remember that the above tricks can affect the psyche of a person. It is strongly recommended that if you ever decide to use them, then it is only because you see no other way and, by not using them, you might cause further harm to people or the organization. 
 
    Under no conditions should you exercise the above techniques freely. There are better ways to deal with people and by being emotionally intelligent, you can do that without resorting to these types of extreme measures. Consider them as you would the fire extinguisher in the hallway—break open the glass case only in an emergency. 
 
    


 
   
  
 

 CHAPTER 25:  

Examples of Actors and Celebrities with the Individualist Personality Type 
 
   T he primary words used to describe an individualist are dramatic, expressive, temperamental, and self-absorbed. The growth line for a type four personality moves to a type one personality. The stress line moves from a type four to a type two personality. 
 
    Some famous people with type four personalities include: 
 
    
    	 Johnny Depp, 
 
    	 Kate Winslet, 
 
    	 Amy Winehouse, 
 
    	 Billie Holiday, 
 
    	 Judy Garland, 
 
    	 Anne Frank, and 
 
    	 Hank Williams. 
 
   
 
   
  
 

 What is Individualist?  
 
    Type four personalities are known to be extremely sensitive to what is going on around them. They tend to feel emotions deeply. In fact, most feel emotions on a deeper level than other personalities. Of course, this can cause problems when it comes to a type four because they can have trouble controlling their feelings, which can become overwhelming. Because of this, the individualist will need to use certain techniques, so they can manage the stress of their emotions.   
 
    Because of how overwhelming emotions can be, the individualist will withdraw from society. They will usually have a select group of friends they regularly see and talk to, and they tend to withdraw from others. Their overwhelming emotions can also cause them to feel self-pity, melancholy, or become severely depressed. Just because type four personalities tend to withdraw from society, doesn’t mean they want to be alone in their life. Unfortunately, because of their lack of social life, they often begin to feel this way, which can increase their depression or internal sadness. At the same time, because individualists are concerned about their self-image, they will often become anxious when in a social setting. They are afraid of making a mistake that will cause people to judge them or think that they are socially awkward, which will deter them from social settings. 
 
    The biggest struggle a type four has in regard to their emotions is letting go of the past. They often feel guilty over mistakes they have made, especially if it negatively affected their self-image. On top of this, they genuinely struggle with letting go of emotions. Therefore, type four personalities can hold on to emotions for years, if not longer.    
 
    Their main desire is to feel that they have significance. They want to be sure they have an identity in the world and be able to understand themselves. When it comes to their biggest fear, which is also their strongest emotion, they worry about their identity and what special features they have. They want to do something special and become noticed. Therefore, they are often worried about their personal significance and fear that they have none.   
 
    The reason why this fear is so extreme for the individualist is that they know they aren’t like other people. They believe they are different, which makes them believe that others cannot understand them. While they know they possess unique and one-of-a-kind talents, they also believe that they are uniquely flawed. Because of this, they tend to become more aware of their unique characteristics more than other people. They also make sure to take care of these characteristics more than most people. Individualists believe that their unique characteristics are some of the most important features of their personality.  
 
    Type four personalities are often motivated when they are able to express their individuality. They also like to see the beauty in the world and will often surround themselves with what they find beautiful. They also receive motivation when they are allowed to take care of themselves before they need to take care of someone else. However, they enjoy knowing that they are about to help other people. Other than becoming overwhelmed with emotions, individualists often think that they are missing something in their life. Unfortunately, they never fully grasp an idea of what they are missing. Therefore, they think it can be a variety of factors and will often try different careers or change aspects of their personality to figure out what is missing. For example, some might think they don’t have enough friends, so they will start to become more social. 
 
   
  
 

 Levels of Integration   
 
    Healthy Level  
 
    The highest level for an individualist is level one, which means that they are able to let go of their past emotions, realize they have a positive self-image, and are able to take all their life experiences and transform them into something special and valuable. These experiences are able to help them learn and grow, which is what they focus on when they are transforming. They also realize they are very unique and creative people, and are not shy about expressing themselves, whether it is through art, music, or writing. 
 
    At a level two, individualists are known to be extremely gentle, sensitive, and compassionate. They are aware that they internalize feelings deeply and use techniques in order to help themselves manage the feeling of becoming overwhelmed with emotion. They are comfortable with their self-image, but also believe that they still need to improve themselves. Furthermore, they still continue to search for who they really are. 
 
    An individualist who is at a level three is honest with themselves and others. They are self-aware of their emotions but often overcome their overwhelming feeling with humor. In fact, they are known to not be very serious people because they tend to find humor in almost anything. Even if they think their self-image has drawn on some negativity, they realize that this happens because no one is perfect and people make mistakes. Therefore, they are known to remain true to themselves. 
 
    Average Level  
 
    A type four who is at a level four tends to use their creative abilities to overcome their strong feelings. They are also known to be the most romantic individualists. Like others, they focus on creating a beautiful environment around them, even if they have to create a fantasy to do this. They are known to have an active imagination but do their best to remain true to their passionate emotions. 
 
    Individualists who are at a level five tend to take everything personally and have trouble separating what isn’t aimed at them and what is. Because of this, they are perceived to be very self-absorbed people, but, in reality, they are hypersensitive. They are also very self-conscious and shy, which makes it hard for them to become spontaneous. They are considered to be introverted. They often don’t spend a lot of time in social settings because it helps them protect their self-image. Another reason they are introverted is that it allows them to control their emotions better because they are able to out their emotions. 
 
    A type four who is at a level six tends to focus more on self-pity because they realize they are different, which means they cannot live the same way as other people do. Because of this, they will often create a happier and healthier fantasy world. Other people tend to view a level six as self-indulgent and unproductive. At the same time, they are also viewed as dreamers and unique individuals. 
 
    Unhealthy Level  
 
    One of the unhealthy levels for a type four is a level seven. At this level, individualists tend to get very angry with themselves, which makes them become socially withdrawn. Because of this, they often struggle with depression. Furthermore, they start to feel ashamed by their overwhelming emotions, which makes them block out their emotions. A level seven will often struggle with daily functioning because they often feel exhausted. Individualists will start to reach this level when their fantasy world fails and they can no longer imagine a happier world for themselves. 
 
    Level eight often starts to feel tormented by their self-image. These individualists usually have very low self-esteem and often blame others for their problems. At this level, individualists tend to hate themselves and think melancholy. They will often push away anyone who tries to help them for several reasons, such as wanting to be alone or feeling like they don’t deserve the help. 
 
    The highest level that individualists can reach is level nine. Type four personalities who reach this level typically have problems with drugs and alcohol as this helps them cope with their morbid thoughts and low self-esteem. They often find themselves contemplating suicide and suffer from various mental diseases such as narcissistic and avoidant personality disorders. 
 
   
  
 

 Subtypes of the Individualist  
 
    Social Category is Shame  
 
    Shame is the basic emotion for a type four personality. Therefore, this emotion shows up in their daily lives constantly. In fact, they can quickly make themselves feel guilty, which will cause them to also feel ashamed. While they are not competitive, they do like people telling them they are positively influencing other people in society. They like to know their self-worth as this helps them understand who they are. Socially, they are open to people when it comes to the shame they feel, which makes people admire and support individualists. This will often boost the confidence of a type four because they are quick to doubt themselves and their abilities. 
 
    Self-Preservation Category is Tenacity  
 
    Tenacity is the countertype for individualists and often makes people mistake them for a type one or type seven personality. Through self-preservation, type four personalities learn to live with their suffering, with some finding ways to overcome it. In fact, they often believe that it is their suffering, which has made them stronger and able to manage various life circumstances. Because of this, they will often look for other people who they believe suffer in the same way they have so they can become a support system for them. 
 
    One-on-One Category is Competition  
 
    Type four personalities are not competitive when it comes to sports. Their competitive nature comes out when they have demands and want attention from other people in order to prove their self-worth. They become competitive when it comes to other people believing they are helpful, sensitive, compassionate, and generous individuals. Furthermore, individualists can become demanding when it comes to wanting people to listen to their emotions. In a sense, individualists want people to understand what they need and appreciate the struggles they face as sensitive people. 
 
    Relationships with Other Types  
 
    Depending on what level of integration individualists are in will influence how well they get along with other types. If they are at the healthiest level of integration, they can get along with nearly all the other personalities. However, when they are at a lower average and unhealthy level they will be less likely to have a healthy relationship with other personalities. 
 
    Center Points  
 
    Individualists are part of the heart center. If you have a type four personality, you want to know why you are different from other people. You are proud of your individuality, which can be both a strength and weakness towards your character. Furthermore, type fours tend to internalize their shame, which is often how they begin to create their unique character.   
 
    Type four’s strengths:  
 
    
    	 Compassion  
 
    	 Feeling deeply  
 
    	 Empathy  
 
    	 Creative  
 
    	 Idealistic  
 
   
 
    Type four’s weaknesses: 
 
    
    	 Overly sensitive  
 
    	 Dissatisfaction  
 
    	 Demanding   
 
    	 Self-absorbed  
 
    	 Withdrawn  
 
    	 Moody  
 
   
 
    


 
   
  
 

 CHAPTER 26:  

Ways to Interpret People’s Verbal Communication 
 
    Verbal Communication 
 
   V erbal communication involves both written and verbal communication. Most people largely think of verbal communication as only talking. The main aspect of verbal communication is the use of words to encode a message. Verbal communication will include written speeches and spoken speeches.  
 
   
  
 

 Diction 
 
    The diction refers to the choice of words and how they are spoken. The choice of words tells more about communication. In a broad sense, the choice of words differentiates between formal and informal communication contexts. In formal communication settings, the words used are standard, respectful, and diplomatic. An individual that tends to relapse into using standard and respectful language when communicating in grapevine communication is likely to be a professional or well-cultured person. Grapevine communication is likely to communicate more about the sex, ethnicity, and age of the person as it is an informal communication devoid of strict demands of corporate communication.  
 
    For this reason, when listening to someone, it is important to pay attention to how they approach controversial and emotive issues during the conversation. Try to listen to phrases like, “I find that disturbing versus I think that is awkward,” “Unfortunately I cannot agree with that versus I flatly decline” and many others. Try to reflect on friends and colleagues that tend to sound formal even when having a casual conversation. You will notice that most of them are schooled and probably working in formal employment.  
 
    In most cases, people will use region-specific, sex-specific, and race-specific words that can give away their demographic profile. While purposely leaving out non-verbal aspects of communication, the words we use will easily indicate our ethnicity, religion, age, and sex. During grapevine or casual communication, an individual is likely to use words and phrases that denote their biases, prejudice, and beliefs on various aspects of life. For instance, the words and phrases you use when with your clique watching a game or partying is likely to truly capture your personal beliefs and biases on life.  
 
    Additionally, the choice of words informs more about the work of an individual. Vocabulary is highly contextual, and this makes it easier to determine the nature of work that an individual does. When having a conversation with an information technologist at one point, you will realize that the individual uses technological analogies and illustrations to explain things. At one point, when having a conversation with a stranger, you quickly figured out the likely profession of the person from certain words that the person used. For instance, without having prior knowledge, one is likely to guess that the person they are speaking to is an attorney, environmentalist, or a nurse. The choice of words that we use is likely to give away our professions.  
 
    Correspondingly, the choice of words can tell of the emotional status of the person speaking. Apart from non-verbal communication, verbal communication is adequate to give a preview of our mental status with respect to our emotions. When one is angry or disappointed, then he or she is likely to use cuss words as well as insults. One is also likely to speak a lot of words than usual when upset. On the contrary, one is likely to speak an average number of words and use words that do not elicit intense emotions when speaking and when feeling calm. Think of the choice of words that you use when your favorite team loses a game and when the team wins a game.  
 
   
  
 

 Transitional Phrases 
 
    When speaking, transition words help us to show how one block of communication is connecting to another. When denoting an addition, we use phrases such as in addition to, secondly, or furthermore, among others. Transition phrases denoting addition suggest more information and more evidence.  
 
    The role of transition phrases is to help the listener follow the blocks of messages being exchanged to make a connection and get the full picture. While transition phrases appear basic language constructs, they reveal a lot when analyzing a report or a confession. It is through transition words that investigators get hints of a new perspective of an ongoing case.  
 
    Another important class of transition words is contradictions. Contradictory words include phrases like, however, but, apart from and on the contrary among others.  
 
    Contradictory words help provide the opposing view of what has been presented. Among the transition phrases, contradictory words purposely introduce the new viewpoint that is mostly opposing what has been presented.  
 
    Contradictory phrases challenge assumptions and known positions. When listening to someone, pay attention to any contradictory words which give information that was not provided before. In some cases, contradictory phrases are meant to prepare the room for failure or less ambitious outcomes.  
 
    For instance, “I will prepare the report through the internet has been slow for the most part of this week.” From this statement, the contradictory word “though” serves to prepare the audience for the negative outcome as much as they await a positive outcome.  
 
    Equally important is that transitional words are used to emphasize a point during communication. Words that denote emphasis include for emphasis, again and to underscore among other transition words. Transition words that emphasize are meant to draw focus on certain aspects of the message that are deemed high value.  
 
    When someone uses phrases that emphasize then the person is trying to say that the particular aspect of the message is critical and should be remembered and acted upon. For instance, “Again, I would like you to do a summary of book one.” The transition word, again, is a continuous reminder to the audience to attach criticality to the need to make a summary of book one.  
 
    Additionally, transition phrases help us to make comparisons. Transition words that denote comparison include similarly, by the same measure, and akin among others. The role of these phrases is to announce that the speaker or writer is now juxtaposing what has been presented before to what is being presented right now.  
 
    At an advanced level, an individual that uses comparative phrases may be narcissistic or may be suffering from low self-esteem. While the use of transition phrases appears as merely connecting ideas, it may speak more about the personality of an individual.  
 
    Narcissistic individuals have a false sense of self-importance and would seize any opportunity to compare themselves against others where they always emerge as the best.  
 
   
  
 

 Activity 
 
    Log in to Facebook and search a random person that you know not. If the person’s profile is not public, look for another random person whom you can access and read their status. Once you access the profile, read the timeline, where he or she posts status, for the last fifteen recent statuses written by the individual. Focus on text status only.  
 
    Try to scan for transition phrases and words that denote emotions from the status. From the status; try to guess the personality of the individual and what they are going through.  
 
    There are high chances that from a simple analysis of the text status of anyone on Facebook, one is likely to guess their profession, emotional status, and personality. At the end of this exercise, remember to delete the search history and understand this exercise was for learning purposes and that you do not have express legal permission to analyze Facebook users.  
 
   
  
 

 Verbal communication in terms of privacy levels 
 
    Intrapersonal Communication 
 
    The communication that happens within us, such as monologues or speaking to no one constitutes intrapersonal communication. For instance, when you interrogate yourself loudly or assure yourself loudly, “I can,” then this is intrapersonal verbal communication. Intrapersonal verbal communication can also happen where you scream at yourself “Boy, I am a letdown, why?” In intrapersonal verbal communication, one is fully aware that they are speaking to the inner self and voice it. Intrapersonal verbal communication is different from speaking to an inanimate object. Most people speak to themselves only that they do not verbalize it.  
 
    Interpersonal Communication 
 
    It is a form of communication that happens between two individuals. For instance, when you are talking to a classmate, then you are having interpersonal communication. In interpersonal communication, emotional intelligence is important as the communicators need assurance that the other person is listening and understanding as well as relating to the message. Interpersonal communication is relative communication as it requires adjusting the communication to accommodate the other person.  
 
    The participants frequently switch between the sender and receiver roles. When done physically, most of the interpersonal communication happens within close distance.  
 
    Small-Group Communication 
 
    It is communication involving more than two people and but less than a large gathering. In simple terms, the audience does not require the speaker to shout or use a public address system.  
 
    In group communication, many of the participants are allowed to interact and mingle with the rest. The participants take turns to speak and may interrupt the conversation at any point.  
 
    A small group communication requires social skills such as leadership, conflict management, and cultural competence to make everyone feel comfortable and appreciated.  
 
    For instance, through persuasion and influencing skills, one will find public social space not only approachable but fulfilling. The art of showing enthusiasm in other individuals and convincing them to buy into your ideas is known as persuasion. Persuasive or influential people will read the emotional currents in a situation and perfect what they are saying to appeal to spur involved.  
 
    Persuasion is a function of communication and personality, and this demands that you become an effective communicator who is empathetic to others. Winning over people requires trying to convince them to join your course. One must learn to sell your views as a salesperson would do.  
 
    As indicated, leadership is critical in all aspects of social interactions and in resolving conflicts. Against this backdrop, emotional intelligence and leadership skills are connected in multiple ways. The ability to influence requires that you tune your emotions and those of others to win them over. Influence is a critical attribute of good leadership.  
 
    It is sometimes called charisma, but though leadership skills involving influence goes beyond charisma to align with good emotional intelligence. The competencies of good leadership require you to articulate a vision and those other people with it. One does not have to be in a formal leadership position to exhibit leadership.  
 
    While holding your colleagues accountable, support, and direct their performance. Aspire to learn to lead by example.  
 
    Public Communication 
 
    When one addresses a large gathering of people, then it becomes public communication. Public communication requires preparation and research on the demographics of the audience.  
 
    Expectedly, cultural competence is important as audiences are diverse and sensitive to religious affiliation, ethnicity, sexual orientation, and gender.   
 
    Public communication requires formal language and explicit use of transitional phrases to help the audience connect. The language used in communication should be free of jargons.  
 
    


 
   
  
 

 CHAPTER 27:  

Examples of Sales Script 
 
   H ere are sample scripts and sample language you might use in your scripts. The script samples will give you the language you may use but, most importantly, serve as examples of the script structures you should use. The component part sample language should stimulate your thinking as to phrases that would work for you.  
 
   
  
 

 Identify the Decision-Maker Scripts 
 
    “I am looking to send some information to the (insert title).” “Can you tell me who to direct it to?” 
 
    “I’m looking to send some information to the purchasing agent that handles ________ components. Can you tell me who to direct it to?”  
 
    “HI, I’m looking to send a package to whoever heads the engineering department. Can you tell me who this should be guided to?" 
 
    “Hi, I would like to send some information to whoever is in charge of cash management or treasury management. Could you tell me who to direct it to?” 
 
    “This is Chatty from Super Performance Group. We specialize in sales team performance improvement. Companies like Mega Corp, I. B. Sorry, and Joe’s Garage have selected us as they get reduced sales team turnover, value communication strategies, and reduced time to close. (Note: other benefits that might be mentioned are “increased average sale size,” “higher conversion rates” or “faster time to close.” I have no idea if you might be looking for information or strategies regarding closing more accounts. If you are, we would like the opportunity to introduce ourselves and share some options other companies have found valuable. A next step may or may not take us, either is fine. If you think of us in the future, that would be great. Will you like to spend some time next week or two?” 
 
    “This is Lee from Super Services. We specialize in developing web-based education systems. Companies such as HV, Microsquishy, and Brito. Unlimited have chosen us to get 30% sales growth, expanded market share, and deployment in about 10 weeks. If you are open to reviewing some new options and strategies, I’d like to introduce myself and share some specific case studies and examples as to how these results have been achieved. You will definitely learn some things and we hope you think of us in the future. Would you have some time in the next week or two?” 
 
    “This is Billy Bob with Medical Magic. We help companies manage health insurance spend while increasing employee benefits with strategies such as ___________ and __________. Companies like U. B. Sorry Financial, Fleecem and How, and Dewey Screwem have worked with us. Average first-year savings are $120,000 and one new client saved $970,000 last year. There have been some legislative changes and we would like to introduce ourselves and share with you some insight and program options many firms have found valuable. When the time comes to evaluate your program you will have up to date info and case studies to make your best decision. If you think of us down the road, it would be great. Will you want to spend some time next week or two?” 
 
    “This is Howie from Mega Money. Our wealth management practice is exclusive to those with a $7 million net worth. 18 families work with us as they get a 3 to 1 client to staff ratio, specialized knowledge, and complete information as to all options. If you are open to reviewing some options and strategies to maximize assets that have been appreciated by others we would like to introduce ourselves. If you think of us in the future that would be great. Would you have some time in the next week or two?” 
 
    “This is _____________ from Mega Corp. We specialize in _______________. More than 200 leading brands including ______________, _________, and ___________ have selected us over better known competitors as they typically get 5% improvement in _______, reduce ______ by 10% and quickly realize bottom line profit by about $4 per transaction. If you are open to reviewing unique processes that enable you to reduce _______, control ______ and obtain ______, I would like to introduce myself and share specific technologies that drive value across departments. You'll probably know some things and we hope you think of us in the future. Would you have some time in the next week or two?” 
 
    “Hi this is ______________ from Very Smart Company. We provide education technology solutions and been selected by school systems such as ________, _______, ______ and 2,200 others. They select us as they get Benefit A, Benefit B, and Benefit C. If you are open to reviewing popular options in classroom technology I would like to introduce myself and share specific examples of how other school systems are achieving these objectives. I know you will learn a few things and get hands-on experience with the technology. Do you have some time in the next week or two?”  
 
    “This is Bill with North States Copper. We specialize in custom fabricated extrusions. Companies like Mega Company #1, Mega Company #2, and Mega Company #3 work with us to get a 99% quality rating, 97% on-time, and complete delivery and short lead times. Have no idea if you might be willing to review some options. If so, we would love to introduce ourselves and share with you specific processes and strategies others have used to improve delivery time, quality, and costs. Would you have some time in the next week or two?”  
 
    “This is Kelly from Payne International. We are copper mining productivity specialists. More than half of the global mining companies including _____, _____, and ______ have selected us for more than 200 engagements over the last 5 years. They work with us to eliminate capital project overruns, increase throughput on average about 20%, and reduce unit costs. Have no idea if you wish to review the options and strategies other mining companies have used to achieve these results. If so, I’d like to meet with you and discuss the specifics of the various strategies. You will pick up some good ideas and if you think of us in the future that would be great. Would you have some time in the next week or two?” 
 
    “HI, this is Kelly from ABC group. We are workplace design, construction, and furnishing specialists. More than 1,000 offices including Well Known Name and Locally Recognized Name B have selected us to maximize productivity and showcase their success with workplaces that are ergonomic, energy-efficient, impressive, and on-budget. If you have any type of workplace improvement on your horizon we would like to introduce ourselves and share specific examples and case studies. You will definitely learn something about workplace design and we hope you think of us in the future.” 
 
   
  
 

 Total Script Path Sample #1 
 
    “Hi, I would like to send some information to whoever handles the business insurance. Could you tell me who to direct it to?”  
 
    “Would you mind if I emailed that? What is the email address?” 
 
    “Just so I know what to send, do you have a rough idea of how many employees there are in the company?” 
 
    Thank you very much click. 
 
    “Hi, this is ________ with Mega Insurance. We specialize in helping contractors with business insurance. More than 300 contractors on the North Shore, including ________ and ______ have selected us, as they get special programs, industry expertise, and competitive pricing. I have no idea if you might be open to reviewing some options to improve coverage and reduce gaps that could cost you money. If so, I would like to introduce myself and share a number of specific program options. If you think of us in the future that would be great. Would you have some time in the next week or two?” 
 
   
  
 

 Total Script Path #2 
 
    “Hi, this is Joanna from McGehee Contracting. Since 1976 thousands in Beverly, Danvers, and surrounding areas have selected us for siding, roofing, kitchen, and bath projects as they get complete information on all options and pricing choices, experienced advice, and professional workmanship. If a repair, upgrade, or energy efficiency project might be in your future we would like to introduce ourselves and provide you with specifics as to grades, styles, and trends. You would get expert advice from a 20 year professional in home improvements, on the spot quote, financing, and a lifetime guarantee. There is no obligation and you are guaranteed to get a lot of helpful information. Do you have a future project you wish to discuss?”  
 
    You could also end the above with the standard “would you have some time in the next week or two?” 
 
    If they say “no:” 
 
    “That’s fine, don’t want to bug you, but obviously we do a lot of home improvements. Is there a better time you might suggest we call you back?” 
 
    They tell you: 
 
    “Happy to call you then. Is there a particular reason that is a better time to call you?” 
 
    They answer: 
 
    “Thank you very much, I call you then.” Click 
 
    Shorter script for this offering: 
 
    “Hi, this is Joanna from Buildit Builders. We have been doing business in the area for 40 years and earned an A+ Better Business Bureau rating. Would you like to get a quote and some choices on an upcoming home improvement project?” 
 
   
  
 

 Another script variation 
 
    “Hi, this is Joanna from the Buildit Company. If you have a siding, roofing, or home improvement project we would like to provide you information on your choices and a quote. We have been in business for 40 years and earned an A+ better business rating. There is no obligation and you will get a lot of helpful information. Is there anything we might help you with in the future?” 
 
    If they say they can’t afford anything: 
 
    “We understand. We do so many projects locally that we are able to offer some financing programs that many have found make the difference. If you have a project you want to do one of our home improvement professionals could discuss the project with you and explain some financing options if you wish. Again, there is no obligation and many find the information helpful. Would you have some time in the next week or so?” 
 
    


 
   
  
 

 Conclusion 
 
   Y ou’ve met your goal and will surely take the next step to activate your powers of observation. Now, you will naturally find yourself working from these indicators and communicating with others in a more effective and persuasive way.     
 
    Can you imagine standing in front of your colleagues, able to eloquently deliver your amazing plan? You need not imagine any longer. Finally, everyone will see that you with authority and will naturally want to follow your lead and make you happy.      
 
    Others will be drawn to you as a person they can trust. Those around you will feel they really connect with you even though it may only be the first time meeting you. As you gain experience and confidence with this new information, you will find ways to utilize it in your everyday situations, and extraordinary ones, to get what you want and help others. It’s amazing to think if you’ve already come this far and where you’re going next.   
 
    You’ve been provided with all of the tools you need to achieve your goals whatever they may be. The world is your playground. If you put your imagination to it, there is an opportunity in every single interaction you have, if you look for it.   
 
    A lot more is going on when two people meet for the first time than most people pick up on. Many people are so preoccupied with themselves and other thoughts that they would never notice the subtle cues that people are continually giving off, broadcasting their feelings and thoughts. When you know the tricks of the trade when it comes to picking up non-verbal communication and body language, you will be able to read a great deal about people before they even open their mouths to introduce themselves. When you can read the room and size people up, you already have an advantage over anyone else who might be trying to vie for that person’s affection, political support, or sales transaction. It’s all about taking the time it takes to learn and practice in the real world once you’ve decided to undertake the art of dark psychology. It’s impossible to become comfortable with these techniques without observation and practice. You will find that the more confident you are with your strategies, the more comfortable and more natural they will happen, leaving your targets entirely in the dark about what’s going on under the surface.    
 
    Perhaps, you were convinced to go ahead and take the test yourself to get a better idea of which personality traits you most exhibit. Now that you know more, you can continue your research into how these traits interact and what your inherent strengths and vulnerabilities might be. Many people remain blind to the weaknesses that they seek to ignore for as long as possible. Knowing yourself is the best way to begin constructing how you will operate in terms of getting what you want out of any situation.    
 
    If there is one thing you’ve taken away from this book more than anything else, it is my hope that you’ve become much more confident in your own ability to recognize and fend off those who might wish to harm you in some way through the practice of manipulative techniques and other tools of dark psychology. I hope you value the fact that you’ve become much more knowledgeable and capable of identifying when someone is trying to use you or hurt you for their own gain. You should now feel that you can recognize the sociopath, narcissist, or even the psychopath in the room should there be one, and you consequently know to stay as far away as possible.   
 
    


 
   
  
 

 PART II
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NLP AND 
BODY LANGUAGE 
 
    


 
   
  
 

 Introduction 
 
   N euro-linguistic programming aims at setting realistic targets and meeting them within a timeline you can follow. There is no excuse not to try progress every day because it takes only a few minutes a day. It can be done at home or at the workplace, thereby having a schedule that is easy to maintain.  
 
    When you make a very small change to check the list of convictions you have established and see if there is any that you have not solved yet, it may be as easy as a restricting conviction that the first time you have not gone through it. All you will have to do is follow the cycle to turn it into a better belief gradually.  
 
     To give your journey a true direction, you need to sit down and write a list of goals. The ultimate goal of the NLP is called the outcome. What are the behaviors that you want to change or the social rules that you want to set up? How do you think it is different and better in your life? A lot of unnecessary steps will be saved. It will help you focus your energy on what matters.  
 
    When you try to alter detrimental behaviors, you spend a lot of time discovering which feelings contribute to the habit. That many individuals who smoke battle is not just a physical addiction. Cigarettes are often used to combat anxiety and stress. It suggests that quitting smoking would be the desired outcome, but it will entail the first gripping of elevated anxiety and pressure concentrations.  
 
    How do you balance your convictions with the outcome you need? You do not have to question your ability to reach your target. If you see any stumbling blocks, try taking care of them as quickly as possible. You may need to receive therapy and recovery support if you are battling depression. If you are trying to fight an addiction, it may take brief in-patient counseling to begin. You always have to make sure that you do things safely and use common sense. Give yourself every chance to succeed.  
 
    Using the authority for visualization is an easy way to make sure you have everything you need on the list. Here you start by picturing the outcome of what you want to achieve and the joy you will feel once it is done. The next thing you must do is thinking of all the steps you need to take to achieve this result. Through reviewing these steps, you will be able to produce a list of duties that need to be performed.  
 
    It only makes sense to predispose you to lose your temper in certain circumstances if you are dealing with anger management. Many people call these "pet peeves." It is necessary to learn how to avoid them as much as possible, or at least to restrict their impact in producing your emotional state. If you can recognize that you tend to control situations of all kinds, you will be much further ahead. You may not always have control, and you have to practice letting go.  
 
    If you need to gain control over depression, you need to see where your mind tends to wander during periods of rest. Many depressed people worry about things that cannot be monitored is very caught up. Feeling as if you do not have any authority in a given scenario can lead to severe bouts of depression. Concentrate on things about a scenario that you can regulate. If you have a difficult marriage, the day you appreciate, spend your time doing things. Every bit of temporary joy that you can add to your life will make it a bit more bearable for the rest.  
 
    If you are worried, read a troubling newspaper. You should set aside a journal to take care of all your issues. It will encourage your mind to stay less distracted by elevated stress and emotions of anxiety, causing disorders. Let your mind know that you are just going to look at it and worry about things later. It will create a state of relaxation and help regulate frequent and serious bouts of anxiety.  
 
    NLP involves reprogramming your brain to achieve your goals. This effort is something new for many individuals. Still, so many motivational speakers are now doing their best to convey this form of success to people as it has been seen to work very well to change behavior and emotions as well as the opinions of many people.  
 
    


 
   
  
 

 CHAPTER 1:  

How to Understand Social Dynamics 
 
   W hile our society is predictably emphasizing intelligence that is more tangible and visible (good grades), the one that goes largely overlooked and ignored is our ability to conduct ourselves in social situations. The knack of regulating our emotions in social settings, in addition to being able to understand other people’s feelings is our master key to success. While everyone is working hard on their book smarts, social smarts are also vital and, in fact, are proven to be more important than intelligence quotient.  
 
    Take for instance a scenario where you are interviewing two candidates for a leadership role. Joanne is slightly more qualified, skilled, and experienced than Rose. However, Rose has the ability to understand people, works as a team player, and she can also inspire and motivate a team to accomplish higher targets. Joanne is high on technical skills, but not very effective in understanding and managing people’s emotions.  
 
    Who will you hire as a recruitment manager?  
 
    Obviously, Rose. The ability to understand and channel people’s emotions in the best way possible is a priceless tool in today's world.  
 
    Social Intelligence (SI) is our ability to build relationships and figure out our way through social environments. Here are some lesser known secrets that can increase your social-emotional intelligence by several folds:  
 
   
  
 

 Adopt and Adapt 
 
    Don’t fight your instinct to mirror another person’s condition all the time. Human beings are wired to mirror the feelings and emotions of those around us. This is empathy! We naturally feel what others are feeling. However, at times we often take the high road and try to fight this feeling of mirroring the other person's emotions. For example, say your spouse is upset and screaming at you. You know they are angry.  
 
    However, you’ve read how important it is to pacify the situation by not reacting in a similar manner. You choose to stay calm. Then, you try to calm down your partner. This is where more trouble begins. The angry partner feels ‘you don’t understand them,’ ‘you don’t understand what they are trying to say,’ or ‘you never get them.’ In your view, you were simply trying to pacify the potentially volatile situation. How did it backfire?  
 
    This happens when, sometimes, instead of adapting to the emotions of the other person, we try to take the high road to fight mirroring their feelings. Rather, put yourself where your partner is and adopt his or her emotional state of mind. This may help you gain a good perspective of how they are feeling. It also helps them know that you understand where they are coming from, which makes the situation less unfriendly.  
 
   
  
 

 Practice Being Assertive, Not Aggressive 
 
    One of the secrets of being socially intelligent is learning to be more assertive without being aggressive. Assertive people know how not to please people all the time without offending them.  
 
    Assertiveness is a reasonable and genuine statement of opinions and feelings. “I would really prefer going to the games this weekend.” This is an assertive statement.  
 
    You are making your needs clear without being aggressive or demanding. Aggressiveness is marked by a clear lack of respect for the needs and rights of other people. When you are aggressive, you are looking at things only from a selfish perspective or seeking to satisfy a self-filling goal. The aggressive version of the above statement would be, “We’re good for the games this weekend.”  
 
    You are pronouncing your statement more as a judgment without respect or concern for the other person.  
 
    On the other hand, assertiveness is characterized by respect and understanding for the other person’s feelings or opinions, even though you may not agree with it. While aggressive says, “Only I am right,” assertive says, “Though your opinion doesn’t agree with mine, I respect it. We can agree to disagree.”  
 
    Assertive people don’t let others take advantage of them and know where to draw the line without being harsh. They know when to say ‘no’ to people without hurting their feelings. When you demonstrate respect for a person or group of people, the hurt is reduced. Assertive is making your stand clear while showing respect.  
 
    However, when you display a lack of respect or concern for the other person’s feelings, opinions, or desires, you are treading on aggression. Assertive people are unafraid of standing up for their values. They don’t shy away from expressing their needs and goals to others. Assertive folks treat others as equals and operate from the point of mutual respect. They don’t intend to hurt people and themselves. These are the people who are always seeking a win-win situation.  
 
    Aggressive people have a deep desire to win and operate from a point of disrespecting or overlooking other people’s needs. They see hurting or disrespecting others as a by-product of winning or being successful. They have mastered the art of feeding on other people’s insecurities and fears.  
 
    Social and emotional intelligence is about being assertive and respecting other people’s needs and opinion while spelling out your own needs and opinion. As a leader, one must be assertive to make themselves clear while still showing respect and empathy towards the team. Even if you don’t agree with someone, you must attempt to understand where they are coming from to boost your social-emotional quotient along with your social skills.  
 
    Here are some tips for boosting your assertiveness:  
 
    Keep communication genuine and open  
 
    Actively listen to the other person's opinions, needs, feelings, and desires. Watch out for verbal and non-verbal signals to understand them more effectively. Don’t listen to respond or react, listen to understand. Similarly, listen without interrupting the other person. Let them finish what they say before you dive in with your take!  
 
    Don’t be guilty  
 
    Don’t feel guilty about refusing someone if it doesn’t fit with your scheme of things. At the same time, listen to people without making them feel guilty for communicating their needs.  
 
    Stay calm and balanced  
 
    Even in a tense or potentially volatile situation, maintain eye contact, keep a relaxed expression, and speak in a steady, even tone. Assertive people seldom let their emotions control their actions. They have a good grip on themselves and can maintain composure even in the most stressful situations.  
 
    Practice assertiveness before a mirror  
 
    Pretend you are talking to a friend who is urging you to do something you don’t want to do. How will you convey it to them in an open and honest manner? Focus on your words, body language, expressions, voice, and tone.  
 
    Always see people as allies and not enemies  
 
    In the workplace setting, think collaboration and not competition.  
 
    Stick with ‘I’ statements  
 
    For instance, instead of saying, “We should not go there,” try saying, “I don’t think we should go there.” It makes you come across as firm without being pushy. You are expressing your thoughts without issuing a summons, which reveals respect for the other person.  
 
    Stay patient  
 
    If you are not an assertive person, it won't come overnight. Commit to being more mindful of your verbal and non-verbal communication while speaking to people for demonstrating greater assertiveness.  
 
    Respect differences in opinion  
 
    Realize that just because someone doesn't hold the same opinion as you, that doesn't mean he or she is wrong or bad. Agree to disagree and empathize with people even if you don’t agree with them. Try to understand where they are coming from and what drives them to think the way they do.  
 
    Try to keep a win-win, problem-solution approach rather than proving your point or being obsessed with winning. During situations where you’re in conflict with another person, avoid viewing the other person as an enemy. Rather, focus on a win-win solution that resolves the situation for everyone involved.  
 
   
  
 

 Practice Empathy 
 
    Empathy is the ability to put yourself in someone else’s shoes and feel their feelings or emotions exactly as they experience it. It is the ability to understand and experience other people’s emotions as if that were happening to you. Predictably, the ability to experience other people’s emotions and to leverage this experience for helping someone feel better about the situation is much sought-after skill in today’s world.  
 
    Empathy is the cornerstone of social-emotional intelligence. By empathizing with people, you can reach out to them and manage their emotions more efficiently. The ability to know how someone is feeling can be used to motivate, inspire, lead, and influence people in a positive manner.  
 
   
  
 

 Be a Listening Champ 
 
    We saw how listening is intrinsic to the process of assertiveness and empathy, both of which are vital for boosting your social-emotional quotient.  
 
    Listening isn't only about hearing out what people are saying. It is also figuring out what they leave unspoken through their body language, voice, emotions, and choice of words. Let us consider an example to better understand how listening (or tuning in to verbal and non-verbal patterns) is integral to the process of communication.  
 
    It’s Friday evening, and after a hectic week at work, everyone is getting ready to let their hair down over the weekend. They are shutting down their computers and getting ready to leave when the company CEO, Sue, walks in and informs them that the deadline for the project they’ve been working so hard on is pushed ahead by two weeks.  
 
    Everyone is naturally disappointed and stressed. The project head sits silently at her desk wondering how to comply with the deadline. The project manager, Ann, says: “We will still do a good job and submit the project according to the new deadline.” Another employee, Dan, gets to work on his computer, and few people leave the office. A majority of team members say they can handle the new adjustments. Sue leaves the office thinking like it went way better than she thought it would.  
 
    What she didn’t catch was the inconsistency in the body language and words of the project manager, who left the office in a rage, while she replied to an email from a prospective recruiter. Other team members went to grab a coffee and were almost in tears from the newfound stress they will face.  
 
    Yes, no one told Sue how they truly felt when she asked for feedback. So, how was she supposed to know how they really felt about the deadline being pushed? Do you think she was in any way responsible for not understanding her employees’ feelings? Of course, she didn’t really listen or tune in to what they were trying to convey. She went by their words, but failed to catch what they left unsaid. A major part of social-emotional intelligence is to understand what people leave unsaid.  
 
    Wait for the speaker to pause before asking questions or clarifying doubts. Don’t interrupt someone in the middle of their speech. Rather, hold your questions until they pause. “Let us go back a few seconds. I didn't really understand what you meant by XYZ." Sometimes our questions can throw people in a totally different direction from where they intend to take the conversation. When the speaker is going in a different direction, get them back on the original topic by saying something like, “It was wonderful knowing about ABC, but tell us more about XYZ now.”  
 
    


 
   
  
 

 CHAPTER 2:  

NLP Techniques 
 
   N LP is a way of reading body language and mood and using this information to lead the other person where you want them to go. When you properly implement NLP, you can communicate better with your partner, be a better parent, work better with your colleagues, communicate more effectively with your boss, and more. When you learn NLP, you learn to know yourself better, to read what other people are thinking, and to have a direct impact on the world.  
 
    The practice of NLP has been used by psychologists and laypeople for decades. Somewhat similar to hypnosis, NLP is both an art and a science, an idea that is founded on sound observation and research, yet a skill which is developed through practice and mindfulness. Put simply, NLP is a type of subconscious programming (just like hypnosis!); it's something that we all exhibit every day. For example, if someone says something that upsets you, you may subconsciously tighten your jaw and your body muscles, staying very still as you process the information. This is a subconscious response, part of our fight or flight tendencies, which first tell your body to freeze as you access a situation.  
 
    Many therapists use NLP techniques in counseling their clients, as NLP can be a very effective way to manage phobias and anxiety. NLP counseling can also help people who have had a difficult past (perhaps with abuse or trauma) to move on and learn to manage their memories. NLP has been used by dating coaches to help instill confidence in their clients and by marketing professionals to better reach their target markets. NLP can also be used on one's self in a very simple way but with profound outcomes. Let's look at a few of the most fundamental NLP concepts, and how you can use this subconscious programming to benefit you and others in everyday life.  
 
    NLP has been used in alternative medicine to treat illnesses like Parkinson’s disease. It has also been used in psychotherapy, advertisement, sales, management, coaching, teaching, team building, and public speaking. Yes, each one of these categories is a form of manipulation to some degree. You can’t go to a class, the grocery store, or even a restaurant without being subject to some form of manipulation. No matter where you are you can’t escape it. It’s present in advertisement posters, the tactic of that business sales clerk that stops you at the mall, the product placement in the movie you’re watching, and everywhere else. However, instead of being afraid of this knowledge, you can use it to your advantage and redirect that manipulation as the wielder.  
 
    But some skilled individuals can harness this power to give them an unbeatable advantage. The techniques are best used in a one-on-one or small group environment. The fewer people involved, the easier it is to read and apply NLP methods.  
 
    NLP is a complex subject and is often taught over years. That's because it takes practice to learn the range of reactions people can express. But the promise of learning people’s inner secrets makes this technique especially attractive to con artists and law enforcement.  
 
    A skilled NLP user can determine:  
 
   
  
 

 Which Side Of the Brain Their Subject Uses 
 
    People fall along a spectrum between creative and analytical. New science shows that brain function is distributed across the brain. But it is still helpful to think of people through this lens.  
 
    Word choice, sentence structure, and associations all reveal details about the person that uses them. Left-brained people often use words that elicit emotions or experiences. Right-brained people like to include things outside their experience or expertise.  
 
   
  
 

 Which Sense Is Most Important To Them 
 
    We have more than the five senses (sight, sound, taste, touch, and smell) most people know about. We also have a sense of order, balance, morality, and a host of others, and each of us has one or two that are more important than the rest.  
 
   
  
 

 How Their Brain Stores Information 
 
    Our brains are the most complex computers we have ever come across. They store and process billions of bits of information a second. Each one functions a little differently. One of the biggest areas of divergence is in how people store information.  
 
    Some individuals have a memory like a sponge, soaking up everything near them. Others are more like a strainer that catches big chunks and allows everything to pass through. NLP techniques help people discern the difference and to what degree.  
 
    Over time, NLP users get better at keeping track of information. With enough time, users can improve their information tracking abilities to near-genius levels. This gives us an advantage over anyone who isn't as experienced or naturally gifted.  
 
   
  
 

 When They Are Lying or Making Things Up 
 
    People perform specific behaviors when they make things up called “tells.” NLP users like me can pick up on these tells and be able to call out the liar as they lie. Some people are better than others at lying, but everyone has at least one tell.  
 
    Skilled liars understand that for someone else to believe their lie, so must they. So they convince themselves of it first. They often don't display all the signs of dishonesty because they truly believe the lie as they tell it.  
 
    Practice can help people fall for their lie, but the process demands a selective memory. This feature is more reliably detected than the oft-cited slight downward glance. It also proves to be a more consistent indicator of ingrained deception than awkward looks. Power imbalances also make a refusal to make eye contact less reliable as well.  
 
   
  
 

 How to Make Someone Drop Their Guard  
 
    When someone likes you, they want to include you in their lives. Listening to what they say often provides deep insight into what controls their lives. People offer up their darkest secrets willingly, believing that I truly understand them.  
 
   
  
 

 How You Can Condition People without Their Consent/Knowledge 
 
    Let's face it; people don't like finding out someone was manipulating them. It violates the idea that we are in control of our lives. But sometimes the truth is hard to take, and we need someone to help us see the way without calling us out on it.  
 
    We all manipulate those around us to one degree or another. This can be as simple as breaking a bad habit or establishing new relationship rules with a toxic family member. By steering them in the right direction, we can help them respond to how we prefer.  
 
    NLP doesn't brainwash someone (that's covered elsewhere) or cause them to do something out of character. But it does reveal the strings that control each of us. What you do with those strings once you have them is up to you.  
 
   
  
 

 Introduction to Rapport 
 
    Every day we use our communications to try and influence others. Unfortunately, most of us are rarely successful because we don't know what we are doing–we don't understand the psychology of other people and we don't know how to get into another person's subconscious mind. But by reading this book you are taking significant steps towards developing that understanding.  
 
    One important aspect of getting on well with others is the building of rapport. First, let's consider what rapport is. Rapport is simple, it is the magic that happens when two people are getting along really well and communicating on the same level. When you have a rapport with another person you are each understanding the other, you are listening better, and you are accomplishing something.  
 
    You do not have to think the same way as another person or agree with everything they say to have rapport. You simply have to be communicating similarly. One way that people show rapport is when they mirror each other, that is to say, they have similar body language. People who have a good rapport use a similar body language, including posture and eye contact. Imagine in your head that you are talking and laughing with a friend. Likely, you are both standing with your feet a comfortable width apart, your arms moving animatedly as you speak, you are both smiling, and your eyes make frequent contact. You have a good rapport. But what if the other person suddenly stops smiling, crosses their arms over their chest, and starts to avoid your eyes? Immediately you should know that something is wrong, that something has changed, and that this person no longer feels connected to you–you are no longer in rapport.  
 
    Practicing effective NLP means being aware of these types of changes in the other person and knowing how to respond to them positively.  
 
    Mirroring body language is not only a way to show that we are naturally in rapport with another person–it is a way to build rapport as well. When you are talking to a person whom you feel uncomfortable with, or whose discomfort you sense, you need to work on your rapport. You can do this through mirroring and then leading.  
 
   
  
 

 Listen and Watch  
 
    This is the most time-consuming step, as it is the basis of building the structure for the more intimate relationship you’ll build later. Body language is essential to NLP practices. Not only is it vital to the beginning, but, knowing how to read body language comes into play throughout the NLP process and any other psychological process. Luckily, the longer you build a relationship with someone, the easier it will be to know their tells, as they are developed from habit. Some people may be guarded around you, which will appear as tense or straight shoulders and back, not holding your gaze, or even fidgeting. This is a sign you aren’t building a vital rapport. Before moving any further, this person needs to feel relaxed and warm around you. Watch for an open face, a relaxed smile, and some easy-going interaction such as light laughter. Stay away from heavy topics until this person is comfortable with you.  
 
    


 
   
  
 

 CHAPTER 3:  

NLP Analysis: 
Postures, Gestures, Face Muscles, Etc 
 
   S ome people are naturals at reading others, but they couldn’t tell you how they know what they know. That’s because they are intuitively reading others’ body language, but they don't have the knowledge to define why they are such good communicators. More than 70 percent of the messages we send and receive are through non-verbal language. Not only are the greatest percent of our messages non-verbal, but that non-verbal language is more honest and genuine than the words we speak. Our bodies don't sugarcoat the message; we just respond and react without being conscious of doing so.  
 
    If people are saying one thing, but their body language is delivering a different message, put more stock in what you see than what you hear. However, to make sure you are reading the person correctly, let’s discuss all the different nonverbal messages we send. We’ll cover the nonverbal signals and what they might mean, but keep in mind that different cultures and countries might attach a different meaning to your body language. When you’re confused about the nonverbal message that another is sending, then listen to the words and take the signals in context with the phrases they use.  
 
    Another way to determine the message is through the tone, pitch, and volume of another’s voice. It gives truth to that saying, “It’s not what you said but how you said it.” When all these things are examined during your analysis of others, you’ll find clarity in the message. While we’re at it, there is one more thing—pay attention to the other person’s required personal space. If you are questioning whether the message they are sending is positive, negative, or benevolent, step inside their personal space and be aware of their reaction. Their feelings will then be quite pronounced. If the message was meant to be off-putting, they will immediately step back or adopt a space-claiming stance that will let you know their feelings in no uncertain terms.  
 
   
  
 

 Facial Expressions, Features, and Head Movement  
 
    Playing with Hair and Moving the Head  
 
    If someone slides their fingers through their hair at the temples and tosses their head back, this is an indication they might be flirting with you. On the other hand, if they are running their fingers through their hair from their forehead through the top of their crown, that is a sign they are confused or frustrated. Tilting the head and twirling the hair is also a flirtatious mannerism, indicating interest combined with a little nervous tension.  
 
    When people nod their heads, it matters how many times they do so before stopping. For example, public speakers who are attentive to their audiences know that three nods mean interest and attentiveness. However, if you observe a group of people conversing, you'll notice the person who nods their head only once is eager to leave and will probably be the next one to make a quick exit.  
 
    If someone is interested in what you're saying, they will often tilt their head in your direction. They could be showing curiosity or questioning what you are saying when they bring one ear closer to make sure they are getting every detail of the conversation.  
 
    Eye Movement  
 
    People usually blink six or seven times a minute, but those who are stressed blink quite a bit more. If someone covers their eyes with their hands, excessively rubs their eyes, or closes their eyes, they could be hiding something or feel threatened. When the eyes are shifty or rapidly moving from one person to another, it reflects some scattered thoughts that are going on in their heads. If there is a flickering interest between two people when this is happening, then it can also be a way for people to prevent detection as they were checking out the other.  
 
    If someone has a habit of not making eye contact or looking down as they speak, it can show shyness or can also be a cry for empathy. They are waiting for you to ask what’s wrong and open the way for them to share their feelings. Investigators have come to realize that a sustained glance from a person, who denies involvement in a crime, may mean they are lying and trying to over-compensate by looking them straight in the eyes for a long time to show they’re telling the truth.  
 
    If you have posted a question and the person you asked looks upward, they are most likely trying to picture something they saw. On the other hand, if they look to the side toward their ear, they could be trying to recall a message they heard. If they look downward after your question, they are connecting your question with something negative and trying to find a way to avoid answering or revealing their feelings about the matter.  
 
    Eyebrow Movement  
 
    If individuals raise their eyebrows, it usually means the person is curious about or interested in your conversation. A quick popup of one eyebrow could be a flirtation, and if the eyebrow is raised a bit longer, it often means that the other person doesn't quite buy into what you say.  
 
    If the brows furrow, you can almost bet that person is having second thoughts about what is being done or said. It most likely indicates a negative emotion like fear or confusion, so it might be time for you to back off a bit.  
 
    Lips  
 
    Of course, a smile sends a universal message, if it is truly a smile. We’ve all been at the other end of a fake smile, which is one that doesn’t travel all the way to the eyes and make them wrinkle in agreement. We call those “Red Carpet” smiles. They are Hollywood smiles given by people who are trying to be friendly to their fans but just want to get inside, sit down, and make it through the night.  
 
    Individuals who plaster a smile on their face almost all the time, are usually nervous. If it's in the workplace, they could feel out-of-their-depth or incompetent. There's a good chance that foreigners who smile a lot don't understand a blasted thing, so they just smile and nod.  
 
    Another thing people do with their lips is to suck on them and bite them. Sucking or biting the lip is a reaction by those who need to settle themselves down. Like a newborn, the action soothes them and offers a bit of comfort in a stressful situation. If one clamps down on their lips or purses them, it can mean frustration or anger.  
 
   
  
 

 Body and Limb Movements  
 
    Body Positions  
 
    If there is a group of people standing and talking and one or more people open their bodies to you, that is an invitation to join the conversation. If they just turn their head, you might want to choose another group. You will know if you have captured the attention of a love interest because he or she will turn slightly toward you and point their feet in your direction, to indicate they are interested in finding out what makes you tick. If you step into the group and the person beside you touches your shoulder or arm, this is a direct ploy to show you they are interested in exploring the relationship a bit further.  
 
    When you step into the group, if the person beside you leans into you, they genuinely like you. If their head retracts backward, perhaps something you said surprised or offended them. If they physically lean away from you, they've already made up their mind that they're not going to listen to or like you. If they turn their head in the opposite direction and follow it with their shoulder, you just got the cold shoulder. So, forget about it!  
 
    Standing Positions  
 
    If someone is standing with legs about shoulder width apart, it often is a sign of dominance and determination, as if they needed to stand their ground against something or prove a point. If they stand with legs together, front forward, they will hear you out, but you need to make your point quickly. When the person you are speaking with is standing and shifting their weight from side-to-side or front-to-back, it might indicate several things. They could be bored, or they are anxious and need to sooth themselves with this rocking sort of movement. To determine their feelings, it is necessary to look further at what they are doing with their arms as well. 
 
    Arm Positions  
 
    Don’t assume that crossed arms always mean that the other person is upset. Not so! Some people will stand or sit with their arms crossed because it is just a comfortable position. You can distinguish the other's emotions by looking further at their facial expression. If they have furrowed eyebrows, their mouth pursed, and their arms crossed, chances are they are angry or upset about something. Crossed arms can also be a sign of protection or a closed attitude to the ideas you are presenting.  
 
    If someone is talking with their arms flopping around, it can mean they are excited and agreeable, or it can say that they are out of control. Again, you'll need to couple your observations with other nonverbal messages to be sure. Typically, people who are overly animated are less believable and have less control over their emotions, as well as having a lack of power. They flail their arms to gain attention as if to say "I'm talking now, so would somebody please listen to me?”  
 
    Leg and Foot Positions  
 
    People whose toes turn inward could be closing themselves off to your comments, or they could just be pigeon-toed. To determine if there is a physiological issue that causes their toes to point it, you might need more background information. Don't rush to judgment, just wait, observe more body language, and listen to their words. Some people, who began turning in their toes because they were insecure or awkward, might have created a habit that they find difficult to break. The only message they are sending is one that says; I have a physical issue that is impacting my body language.  
 
    Hands  
 
    When people sit on their hands, and the temperatures aren't below freezing, it could be an indication that they are deceitful—trying to hide something from you. If they walk with their hands in their pockets or behind their back, they might be relaying information, but you're not getting the full picture because they are withholding information. When you look at one’s fingers and see bitten nails or chewed cuticles, you can bet that is a nervous person with low self-esteem. Or else they have put themselves in a situation that they find extremely uncomfortable.  
 
    When someone holds their hands like a church steeple and presses them to their lips, they have something important to add to the conversation, but are trying to decide how to present their information. They are self-assured and will contribute when the time is right. These are the thinkers, the analytical types.  
 
    


 
   
  
 

 CHAPTER 4:  

Start Being Aware of Your Body Language and Improve 
 
   B ody language involves how we use our physical behavior, expressions, and manners to reveal nonverbal information about ourselves, which is usually done unconsciously. Many people are not aware of it, but in all your interactions, you are constantly giving out body cues and wordless signals that serve either to reinforce/solidify the interaction or to contradict what you are trying to say.  
 
    Your entire nonverbal behaviors transmit a loud and strong message that continues even after you stop talking. There are instances when what someone says might differ from what their body language is communicating. Hence, in this case, it will be easy for the person you are interacting with to pass you off as a liar. If someone asked for a favor and gave a frown after giving a no, you have ended up confusing the person. With this kind of mixed-signal, the person might be confused about what to believe. However, if the person understands the concept of body language, he would probably just walk away since the body language is unconscious and gives someone out by revealing true intention.  
 
   
  
 

 Positive Body Language 
 
    A positive body language is welcoming, attractive, and full of confidence. Here are some body language cues that signal positivity:  
 
    Smile  
 
    A genuine, real, and appropriate smile carries a lot of power. It lifts the mood and is welcoming. It makes people feel better and lightens up the atmosphere. It is surely attractive as well. You have been eyeing a lady and stealing glances at her. Suddenly you made eye contact, and she smiled. That is a cue for you to know that you are welcomed.  
 
    Eye Contact  
 
    I sometimes remember a rift I had with my girlfriend. In a bid to resolve it, we had a face-to-face conversation. Throughout the conversation, she avoided my gaze. This was understandable and expected as she was mad at me. However, what I tried to do was get her to make eye contact with me. Eye contact creates some form of connection between two people. This is how important eye contact is. Having a conversation with someone and looking them in the eye makes them feel important and valued. This is because eye contact signifies attention. If you are with someone and the person keeps glancing around or looking at their watch or their phone, it is a sure sign of lack of interest in the interaction.  
 
    The Right Posture  
 
    The posture of the person you are interacting with also carries a lot of meaning. A person standing or sitting straight, for instance, sends a positive message. This is different from a slouch, tensed, or unrelaxed posture. Someone who looks confident and relaxed will surely attract others to them. In any interaction, pay attention to where the person leans. A person who leans toward you is definitely interested in the interaction and subject of discussion. The head direction matters as well. A slight tilt of the head is a positive indication that the other party is curious and interested in the conversation.  
 
    The Right Touch  
 
    Touching makes people feel good as it releases endorphins. It should, however, be used appropriately and in the right context. A firm and warm handshake, for instance, indicate that you are welcomed. The same is true with a pat on the shoulder. A pat on the shoulder from your boss, for instance, is an indication that you have scored some good points.  
 
    The Direction of the Body  
 
    Pay attention to the direction the other person’s body is facing. This signals whether you have their attention or not. A body or feet angled away gives the impression that the person wants to get-away.  
 
    Personal Space  
 
    The distance and space between people is an indication of the level of relation between them. People in close proximity, say two to four feet are close friends or in a relationship. While a distance of about four to ten feet is for social interaction between people you are not very familiar with.  
 
    Nodding  
 
    Pay attention to the rate and frequency of nodding. A slow nod is a sign that someone is paying attention to you and is interested in the conversation.  
 
    Mirroring  
 
    When a person is copying your body language, vocal speech, gestures, or pattern of body movement, there is a big chance you have established rapport.  
 
    Open Body Language  
 
    Pay attention to the arms and legs. As long as neither of them is crossed, the conversation or interaction is likely going in the right direction, and your partner is open to what you are saying.  
 
   
  
 

 Negative Body Language 
 
    There are negative body signals that show discomfort, hostility, anxiety, or a pure lack of interest. Pay attention to the following:  
 
    Tense  
 
    A tense person is uncomfortable, which could be because of many things. You might have said something that turned them off, or perhaps you are standing too close to them. And better still, it could have nothing to do with you.  
 
    Fast Anxious Movements  
 
    If you are uncomfortable, the body is programmed to trigger you to flee the environment and situation. Hence, the pattern of speech, rate of movement, etc. of the other person indicate they are uncomfortable with you.  
 
    Desperately Trying to Be Still  
 
    Think about it. In a normal, relaxed setting, you are free. You move any part of your body unconsciously and without any resistance since there is nothing to worry about. However, watch out if the person sits still or is not gesticulating, especially if this is something they would normally do. It could point out to nervousness and discomfort that they are desperately trying to hide.  
 
    Lack of Eye Contact  
 
    If you are interested in something, your eyes will be fixed on that thing. It’s not necessarily fixed, but much of your gaze will be directed at that thing. Hence, pay attention to the eyes of the person you are with. Looking away, lack of eye contact, looking at the floor or glancing on the watch are all negative body signals that show a lack of interest in the interaction.  
 
    Crossed Arms and Legs  
 
    While crossed arms and legs are a sign of defensiveness, they could also mean that the person feels cold, or perhaps they just find this position comfortable. However, it could also be that the person you are with is not interested in the interaction.  
 
    The same thing applies to cross the legs. Watch out for legs crossed with the knees pointing toward you. It is a pure negative sign.  
 
    These are the classic sign of a closed body language. Also, pay attention to where the other person is facing. Is it toward or away from you?  
 
    Body Pointing Away from You  
 
    Pay attention to the direction in which the torso, feet, and overall body are pointing. If any of this is away from you, the person has lost interest in the interaction. You might or might not be the cause of this body signal. For instance, in a board meeting, someone who keeps glancing at the door with the legs pointed toward the exit is bored and wants to leave.  
 
    Position of the Arms  
 
    Arms in the pocket or hands clasped in front of you give the impression that something is wrong.  
 
    Slouching  
 
    Your posture could also give out a positive or negative vibe, depending on what posture you put forth. Slouching, for instance, is a classic sign of lack of confidence.  
 
    Rubbing Any Body Part  
 
    People often do this when they are not comfortable. They could rub their fingers, neck, face, hair, or leg. It is a classic sign of discomfort when a person is not comfortable with the topic of discussion or is super nervous. It could also be someone hiding information, hence trying to keep themselves calm by such self-soothing behavior.  
 
    Barriers  
 
    When we are uncomfortable with the person we are talking to or the subject of discussion, there is a chance that we create a barrier between us. This barrier could be body parts, like the arms, legs, or objects. Someone who holds a briefcase tightly against their chest when communicating is clearly showing a blocking behavior.  
 
    Fidgeting  
 
    This is a classic sign of negative energy. Fidgeting is the body involuntarily trying to escape an uncomfortable situation. Examples are tapping of the feet and drumming of the hands. People could do this consciously or unconsciously when bored. It is also a sign of impatience with the person or conversation.  
 
    


 
   
  
 

 CHAPTER 5:  

What Can you Start Doing? 
 
    “I must make decisions every five minutes and give the impression of being sure of myself! Sincerely, this is the cause of my verbal violence” — Giorgio Armani. 
 
      
 
   N ot everyone has this skill, but it is one that everyone should seek to develop. Without this skill, people are more likely to struggle with social interactions. Without recognizing what people's body language is saying, you are not going to be able to identify true intentions. Without being able to key into verbal cues, you may find yourself missing important cues that are drawing your attention one way or the other.  
 
    These are both bad if you are developing your emotional intelligence—after all, if you cannot read someone's most basic forms of communication, will you really be able to understand them or what it is they are saying at any given moment?  
 
    The answer is most likely no, and you will not. Luckily for you, however, you can make it a point to learn these cues to utilize them later.  
 
    The most basic cues that people use are verbal and nonverbal cues, and they can absolutely direct your attention to where it needs to be.  
 
   
  
 

 Tips to Improve Body Language Instantly 
 
    Verbal Cues  
 
    Verbal cues are perhaps some of the more obvious cues you will find yourself facing. With these cues, you are essentially listening to what is being said and interpreting it to ensure that you behave and react in the proper manner.  
 
    The most basic verbal cues you will be exposed to are emphasis words, organizational cues, and mannerisms of whoever it is that you are paying attention to. Each of these three types of cues is crucial to understand, and when you can tap into them, you will have a shortcut to understanding what is being said and implied.  
 
    Emphasis Cues  
 
    An emphasis cue refers to what an individual says when they are attempting to direct your focus or emphasize something.  
 
    Have you noticed anything that might count as an emphasis cue as you have read this book so far?  
 
    Chances are, you have. This book, in particular, has used, "Remember," repeatedly to emphasize a point that is worth noting, or that will be relevant later. This cue has been used to make sure that your focus is drawn; telling your mind that whatever will come next is noteworthy.  
 
    Of course, emphasis cues can take various forms, such as, “This is important,” or use words like, “note this,” or “recognize that.” When these are used, or when you hear something that focuses on something that is important, it is generally a good idea to focus on whatever comes next.  
 
    Of course, you can also make great use out of this verbal cue, making sure to include it when talking to people around them if you really need to emphasize something. You may be surprised to see that they are more likely to focus on what you have said if you do it with the appropriate emphasis cue.  
 
    Organizational Cues  
 
    These cues tell the listener that there is some sort of sequence occurring. They create a flow and timeline between what is being said.  
 
    For example, think about how young children are taught to write paragraphs—they have topic sentences, right?  
 
    These topic sentences usually include something like, “First of all, I really like tigers because they have really cool stripes,” followed by some nonsense about why they like the stripes. Their next paragraph may start like, “Second of all, tigers like to swim, even though they are big cats.” Notice how the child utilizes organizational cues to note that a new topic is being talked about. 
 
    This happens all the time in lectures and instructions. You may hear someone say, “The point of this is x,” or “Next, you need to understand.”  
 
    Notice how that second example actually combines an organizational cue, letting you know that the topic of conversation is shifting with an emphasis cue, letting you know that you should pay attention to what comes next.  
 
    You can also utilize these when talking—if you change the subject, make sure you sue something that makes it clear that the topic is changing in some way. Perhaps you say something like, “On that note, XYZ topic,” or create some other segue that cues everyone to shift their attention.  
 
    Mannerisms  
 
    The last of the main verbal cues you will run into is mannerisms. These are very much dependent on the speaker, and in order to identify what they are, you must pay attention to the speaker.  
 
    Usually, this is some sort of phrase that is uttered that lets you know a specific thing is about to happen. For example, you may understand that your boss has a tendency to raise his voice when he is changing subjects or emphasizing something.  
 
    He may suddenly announce the word, loudly and on its own, enunciating it slowly, as if he is deliberating the word itself. This then is followed by whatever it was that he wanted to say. This sort of mannerism will cue you into what is happening, and you can use it to get a good read on situations.  
 
    Nonverbal Cues  
 
    With the verbal cues figured out, it is time to discuss the nonverbal cues. These cues encompass body language as a whole, recognizing that people have a wide range of behaviors that are actually pretty consistent based on emotion.  
 
    When you are able to recognize these nonverbal cues, you will be able to control yourself better and recognize how those around you are doing at any given moment. When you use these nonverbal cues, you can convey a lot to those around you unconsciously, allowing you to make people listen closely to what you are saying with a specific power pose, or tilting your head just right to make the other person feel confident that you are listening to them.  
 
    These nonverbal cues typically come in expressions, poses, and the proximity at which the individual holds him or herself in.  
 
    Expressions  
 
    The vast majority of nonverbal expression comes from facial expressions. When you are expressing yourself, you are most often conveying the emotion that you are feeling at that moment.  
 
    People are notoriously awful at disguising their own behaviors and emotions, and because of that, you can generally get a good read for those around you. Pay attention to expressions, particularly. 
 
    When you do, you will be able to identify whether the person you are interacting with is comfortable, upset, or ready to end the interaction altogether. For example, consider the following expressions:  
 
    
    	 Smiling, eyes bright with a crinkle in the corners  
 
    	 Eyes wide, with the whites showing all around them, mouth slightly agape, eyebrows pulled upwards  
 
   
 
    Can you identify the emotions from those descriptions? The first one is the easier of the two—smiling with the eyes crinkled is more or less unique to the happiness of some sort, the second may be slightly harder to identify.  
 
    However, it is describing a fear expression. In understanding the ways in which an individual is likely to change their faces, you can tell a lot about the person. Expressions will most frequently involve the use of the eyes, mouth, and eyebrows, though you may see the involvement of the nose and cheeks sometimes as well.  
 
    Poses  
 
    Poses refer to the general way the body is being held. Is it open and inviting, with relaxed shoulders and little tension? Is it closed off, with the individual literally closing himself off by crossing his arms in front of his chest?  
 
    No matter how the individual holds himself, his pose can tell a lot. From head to toe, every part of the body will change naturally during certain emotional states, and understanding that can be a valuable asset when you need to read other people.  
 
    In understanding exactly how someone feels despite the fact, that their verbal communication is saying the complete opposite, you can better decide how best to go about your interaction.  
 
    When you are studying the poses of a person, you want to pay special attention to the shoulders, the hands, the arms, and the legs. All of these are commonly used in communicating emotions, and when you learn that, you will be better able to understand how the other person is feeling.  
 
    
    	 Crossing arms—closed off and defensive  
 
    	 Arms behind back—confident and in control, or trying to establish control  
 
    	 Feet oriented away from the interaction—the interaction is unwanted  
 
    	 Fists made—angry  
 
   
 
    Gestures  
 
    This one is mostly related to the hands—people have a tendency to gesture to communicate. Think of a young child pointing wordlessly at the candy at the top of the shelf that he wants. It is clear that the pointing is meant to convey that the child really wants a piece of candy but does not want to use any words.  
 
    These gestures can be used in several other situations as well—people can wave to attract attention, or hold their hand in specific poses to either convey happiness or a problem. A lawyer may use subtle gestures to signify what he thinks of the testimony being delivered by a witness, and a politician may hold his hands in a way to convey that he has the utmost control over the situation and is an authority that needs to be trusted.  
 
    Here are some of the most common gestures you will see used by those in the world:  
 
    
    	 Thumbs up—everything is good  
 
    	 Hand out with palm oriented downward—authoritative and demanding respect  
 
    	 Hands out with palms upward—desiring trust and openness  
 
    	 The tapping of fingers, particularly if they are against a watch—taking too long  
 
   
 
    Proximity  
 
    This is all about how closely an individual orient herself to another. The closer she gets to you, the more comfortable she feels with you. Think about the difference between how two work acquaintances would walk together, with a wide degree of space between them as opposed to how spouses would.  
 
    The spouses would likely be touching or close enough that they could touch without any effort, whereas the acquaintances maintain a comfortable distance from each other. The easiest rule with this particular cue is to remember that the physical closeness is a representative of the actual relationship. The closer two people are physically, the closer they are emotionally.  
 
    Reading Cues  
 
    When attempting to read people; you should make it a point to acknowledge all of the above. Oftentimes, what someone is saying and what someone is doing can contradict, and when that happens, you want to watch body language.  
 
    Body language will almost always betray the truth while words can more or less be controlled without too much effort.  
 
    Pay attention to what is being said, and the words can absolutely be important or even relevant depending on the context, but ultimately, you want to focus on body language. The eyes and feet, in particular, will often betray exactly what it is that the person truly desires—they will often orient themselves in the direction of whatever it is they are desiring at that moment.  
 
    If they want to leave, they will look at or point their feet at the door, almost without fail.  
 
    


 
   
  
 

 CHAPTER 6:  

How to Read a Room 
 
   Y ou may be wondering on what is the importance of learning other people’s body language. It may be a challenge, but is it important that you are aware. The ability to understand other people’s body language saves you a lot of time that you would have probably been researching why they did something. 
 
   
  
 

 Identifying People’s Hidden Thoughts Through Body Language  
 
    Having to gain the art of understanding people's non-verbal communication is a hard thing. You may be wondering how the heck you can focus on learning other people’s cues while you do not know yourself fully. Well, the book must help you demystify the art of understanding the body language for different people.  
 
    All of us are subconscious experts in interpreting the thoughts of other individuals towards us. In the woolly mammoth age, we developed these abilities since our life depended on them, and the unconscious mind would work more efficiently than the conscious mind. But, when we make this unconscious understanding conscious, it does not have a good result. We can respond with lightning speed to dodge a fist that some whiny brat throws in our way, or to jump out from the way of an approaching car, practically before we can think about it explicitly.  
 
    It's great; it's subconscious, and it's working. But in particular, we find that most of us are much less skilled at actively knowing what everyone else in a group is thinking, doing, and determining, for example, who the chief ring leaders are in the group against your growth plan. While there are those motives to see, in the language of the body. The issue is that we simply get so much, far from too little data of what others plan to do. People move, shake, try looking up, down, or sideways continuously, raise their eyebrows, roll their eyes, close their ears, and also scratch their noses. What is this all about? How can you control it all in a public space and do so on time to react appropriately?  
 
    You can't do that. That's too many details, it comes to us too quickly, because there is too much chaff blended with wheat. You could wonder if Janet is stroking her lip because she's worried about your idea? Or is she just rubbing an itchy chin quite often? On the other hand, you could wonder if Jack going to fold his arms since he resists your best efforts to change direction for the whole cohort, or is he just cold? 
 
    You can become insane trying to deliberately track a room full of people's constantly shifting body cues to little use because the discussion has transitioned on by the moment you figure it all out. In the meantime, you did not attend the discussion's useful content as you were supposed to.  
 
    Is there a route around this predicament of expecting to screen gigabytes of gushing information about individuals' expectations intentionally and quickly, while at the equivalent giving close consideration to the substance of the discussions?  
 
    You should know that it is possible. Instead of checking the information, for the most part, your search for affirmation of your theories about expectation, at that point you can accelerate and limit the flood of data you have to take in.  
 
    So, the genuine inquiry is this: If you need to turn into a conscious master in analyzing other individuals' oblivious articulation of their intention, how would you structure speculations about that articulation and affirm or dismiss them? The appropriate response is to confine your potential speculations to not many that you've recognized before your gathering, discussion, or introduction. At that point, you can suggest the single conversation starter to your intuitive personality and utilize that oblivious ability we as a whole need to give you an unmistakable, solid answer.  
 
    So, we should begin. Here are five, normal, helpful approaches to consider what other individuals mean:  
 
    The approaches are divided into;  
 
    
    	 Open and closed  
 
    	 Being sincere or insincere  
 
    	 Being allied or opposed  
 
    	 Strong and subservient  
 
    	 Committed and uncommitted  
 
   
 
    You can, of course, contribute your own for specific circumstances not covered by these, and you will find that all these functions with a large proportion of interactions between people where you need to track body language in particulars.  
 
    I'll touch every range, too. The aim is to spend a little time focusing on the nonverbal conversation at an upcoming meeting, which is also a significant one, and choose which continuum is best suited to what you are worried about or involved in, and display the crux of the problem from you and the people that care. Further, as the book addresses this, you'll let go of all the control of your subconscious mind and, as if by magic, you'll get a simple, accurate measure of what other people want. It takes a little procedure, but this will change the way you read others and enhance your ability to interact with each other.  
 
    We will begin by examining an individual's genuineness. How do you reveal the truth? Read on.  
 
    Sincere Vs. Insincere with your oblivious personality is the most ideal approach to understanding the troubling inquiry of acknowledging a lie. Glance at the whole face and torso, and ask yourself whether it's sincere or not? Let's get down to business at that level intuitive. Whether the whole picture means a steady articulation is really great to grab. The face, for example, is set in a smile, but the eyes are cold? Dishonest. Are your eyes fixed with stupid stillness, as your hands interweave anxiously? That's a crucial symbol of being insincere.  
 
    The following most significant spot to check after the face is the direction of the head. The majority of us, when we lie, dismiss our head or tip it up or down to move it away from the other individual. That is the reason you would prefer not to concentrate a lot on specific cues, but instead let your conscious personality get on the general situation. If you look a lot at the eyes, for instance, you may miss seeing that the head is turned down or sideways. So once more, ask yourself, is this individual genuine or deceitful? And after that take in the entire individual. You'll have the option to tell more often than not.  
 
    For those of you who are keen on the details, you'll need to know a portion of the particular 'tells' in any case. Apart from the eyes and face, search for the torso just in case they turn away, which will mean they are lying or toward you means they are telling the truth. Check whether there are guarded motions against the hands and arms and indications of tumult from the hands and fingers. Furthermore, search for opposing conduct from the legs and feet. If you let's say your partner says, "No, everything's fine," except his feet are situated unusually or his legs are clumsily crossed away from you, those are signs to look into his story further.  
 
    Likewise, tune in for indications of strain in the voice. If you find that the voice is painstakingly controlled or somewhat sharp sounding than expected, the individual might be endeavoring to disguise something. The world's best master on lying has discovered that individuals who are lying delayed down with an end goal to control their voice and even their facial expressions and different mannerism. In any case, even the ordinary individuals can likewise race to get past a cumbersome inclination minute. So, the primary concern to search for is a change of the voice from the norm, which you should know well in case of a spouse or a friend.  
 
    Recognizing a liar in a public gathering is an extraordinary exercise. Certain individuals have made a vocation out of recognizing small scale articulations that sign hid fundamental feelings. In any case, it's an uncertain science because absent considerably more detail, you don't have a clue why the individual is covering the feeling. Is it dread? Anger? Energy? To get that, you need to become more acquainted with the individual better, and that requires some time investment.  
 
    


 
   
  
 

 CHAPTER 7:  

Most Common Signs and Behaviors Explained 
 
   W ith an understanding of the kinds of ways that dark psychology can be utilized, you are now free to begin understanding what those who utilize dark psychology look like. At a glance, there may be nothing of interest that differentiates the user from a normal person walking down the street, but the dark psychology user is so much more dangerous—they would be capable of absolutely destroying a person’s life, uprooting everything if they felt the desire to do so.  
 
    Even though manipulators and dark psychology users come from every corner of the world, every culture, every class, every race, they all follow very similar, predictable patterns. They share certain traits that can be identified when you understand what to look for. These different traits come together to create dangerous individuals capable of anything and everything. These people, depending on how they utilize their skills and their propensities to target and victimize people based on their weaknesses or vulnerabilities, can either be incredibly functional, influential people, or they can become the worst of the worst, essentially a scourge on the human race, oftentimes compared to a cancer that would be better off removed than allowed to continue.  
 
   
  
 

 Behaviors and Traits of Dark Psychology Users  
 
    The dark psychology user typically follows these traits below. Of course, this is not a hard-and-fast rule, and some users are far more ethical, but those who are particularly dangerous will follow many of these traits with little deviation.  
 
   
  
 

 Egotistical  
 
    Perhaps one of the driving factors for many of the manipulators you are likely to face in your life is the egotistical nature many take on. So many of the manipulators you will encounter see themselves as the world’s greatest gift to humankind, even though the vast majority of people would probably disagree when they got to know them.  
 
    These dark psychology users, particularly when dangerous, are so focused on themselves and what they want and need, that they do not care much about those around them. They are happy to sacrifice the wellbeing of one person to meet their needs because they see their own needs as far more important than the needs of those around them.  
 
   
  
 

 Lacking Empathy  
 
    Some dark psychology users, particularly those who are able to inflict the most harm, lack empathy. They may understand exactly what someone feels from a conceptual point, recognizing an emotion due to their skill at reading the emotions and body language of others, they do not really feel the other person’s suffering in the way an empathetic individual would. This lends itself to the next trait, as those who do not empathize with their peers have far less incentive to stop harming those around them.  
 
   
  
 

 Disregard for Social Conventions or Morals  
 
    Many of the dark psychology users out to hurt others, for their own selfish gains are entirely disengaged from social conventions. They do not care about laws, morality, or what society demands, seeing all of that as little more than societal constructs that are only necessary to control the people. They feel like there is no reason to control them, or they may simply just enjoy breaking the law and seeing what happens, and they act accordingly. They do what they want, even if it is illegal or immoral. The ends justify the means, and so long as the manipulator or user of dark psychology is satisfied, that is all that matters.  
 
   
  
 

 Entitled  
 
    Oftentimes, dark psychology users feel quite entitled. This is typically due to their own delusions of grandeur telling them just how important they are, feeding their egos and inflating them to disproportionate levels. Because of their overinflated egos, they believe that they are entitled to virtually anything just because they ask for it. If someone does not oblige nearly instantly, that person is seen as a threat, and that person is suddenly targeted for attack. The user will utilize anything within his arsenal to get the person to give him what he was expecting to receive because he is entitled to it, even if that means he has to coerce and force the other person into obedience.  
 
   
  
 

 Sadistic  
 
    Remember, most of those with dark personalities who also utilize dark psychology are predators at heart. They live off hunting and defeat of their prey. They revel in what they are doing and will enjoy hurting those around them, especially if they are doing so because the other person did not do what they expected in the first place, seeing it as a way to sort of compensate for the disobedience that was shown in the first place.  
 
   
  
 

 Selfish  
 
    Along with entitled and egotistical, manipulators and other dark psychology users will see others around them as nothing more than stepping stones to get from point A to point B as quickly and efficiently as possible. They're not involved in the anything or anyone else, so long as their own wants and needs are met, and they will do anything to ensure their needs are met before anyone else’s. They only act in ways that serve their own interests.  
 
   
  
 

 Impulsive  
 
    Much of the time, those who are dark psychology users are actually quite impulsive, even though the act of manipulating others requires immense amounts of patience and planning. They are impulsive in the sense that they are acting upon their whims. They want to ensure that they enjoy themselves, so if they impulsively decide that they will seduce a person they saw at a party, they will do so, by any means necessary.  
 
   
  
 

 Spiteful  
 
    Perhaps one of the most interesting traits of manipulators in general, is their propensity for spitefulness. They will do things just to spite those they have perceived as having wronged them in the past, even if their spiteful act will hurt them as well. They will simply take the damage to themselves and completely disregard it, so long as they are also hurting the other person. One guy, for example, who feels like their ex-spouse has wronged them may decide to suddenly sue for everything; all custody, child support, and decision-making ability simply to spite the other person. They may have been the least involved parent ever, and continue to be entirely uninterested in parenting, but so long as the other person is hurting, it does not matter how miserable the individual is with the newfound responsibilities of children.  
 
   
  
 

 Users of Dark Psychology  
 
    Now that you understand some of the traits typically associated with dark psychology, you can take a look at some of the most common uses of the manipulative technique. Remember, this is a generalization, and not every individual within each of these categories will behave in a way that is necessarily harmful, but they are likely to utilize at least some of the concepts found within dark psychology to their own advantage.  
 
   
  
 

 Salespeople  
 
    As already briefly touched upon, salespeople thrive off of manipulating or persuading others into buying from them. They directly benefit when they manage to upsell someone, and that alone can oftentimes be enough to sway them to do so, even if they would ordinarily believe that the acts of forcing the point or underhandedly persuading someone to do something would be considered wrong. Salespeople are stuck between two difficult choices—do not perform well and risk losing their jobs and livelihoods, or performing as well as possible and making some decisions that would largely be considered immoral by those around them. Unfortunately, when the ends justify the means that means, giving up some of your moral fortitude and doing things you wish you never had to do in the first place.  
 
   
  
 

 Politicians  
 
    Politicians—they are reliant on people being persuaded, or in some cases, manipulated or coerced, into doing what they want. They need people to want to vote for them if they want to get to positions of power. For that reason, they oftentimes will word things that are ambiguous, so people hear what they want to hear, and the politician does not have to lie about what was said. They do whatever it takes to receive the desired results.  
 
   
  
 

 Leaders  
 
    Like politicians, leaders must be able to captivate an audience and persuade them to obey or do as requested. Unlike politicians, however, good leaders emphasize ethical persuasion, always looking to do something in return, or ensuring that the needs of everyone are juggled. They know that remaining in power relies upon people legitimately liking them, and they seek to make that a reality.  
 
   
  
 

 Abusers  
 
    Now, this may be what you have read so far into the book to get to—abusers. Abusers love dark psychology. It gives them utter control over their target, and that utter control is absolutely exhilarating. They absolutely thrive off of being able to manipulate their targets simply for the fun of manipulating them with no real purpose necessary. This is for no other reason than personal enjoyment, and it is often quite insidious.  
 
    


 
   
  
 

 CHAPTER 8:  

How a Salesman Sells Much More
 than His Co-Workers 
 
   W hen it comes to selling in business, you probably heard of the expression “you can sell anything if you have the right mind.” There is truth to that since an individual must know the techniques of persuasion of the salesperson to sell the product to the customers. There's a reason used-car salesman have the reputation that they do of being able to take any crappy used car and convince someone that it is substantially better than what one can perceive. 
 
    In spite of this practice, criticism is almost always directed towards them for the usage of manipulation. It could blur the  
 
    The line between persuasion and coercion and especially in a business where high amounts of money and people's jobs can be at stake and as a result this line can end up being crossed so many times it can be hard to tell which is which. We will clarify how salespeople use manipulation to successfully sell their product and how you can use the same tactics for your own business or for your own ventures. 
 
    Business always has the need to sustain the customer’s needs first before even introducing a product. Once the product is made with that in mind, the salesperson will persuade and, in this case, manipulate you into buying. See a lot of products are designed to pray on basic human emotional instinct as a result. Most of the salesperson’s tactics are rehashed or "lite" versions of types of manipulation and the main goal in doing so are to turn a profit. With these things in mind, let's explain how these tactics work. One example is hitting the customer with facts or statistics. A salesperson is trying to sell bike helmets for $75. The next customer he encounters, he brings up how in the last year, children between the ages of six and fourteen are more likely to get into fatal bike accidents. This makes it easier for him as this applies to the customer's empathy. Via playing on the customers’ innate desire to help protect their children and ensure that no injuries befall to their child. To take it a step further, the salesperson will cut the customer a one-time deal, giving a 15% discount if he purchases it right now. This manipulation is leaving little to no time to decide. And oftentimes this claim of a 15 percent discount is in fact actually given to every potential customer encountered by the salesperson. 
 
     Thus, creating the illusion that his sale is special to them only, this pressure the customers thinking it would be indisputable and almost inane to not purchase the helmet right then and there. As well as convincing the customer that this deal is immoral to not take it also plays on the fact that humans love exclusivity so if they are convinced that this deal on the bike helmet or car or whatever it is being given at a good deal only to them then they will take it. As a result of these sales tactics at the end of the day, the salesperson has now sold something at an incredibly marked up price when in reality it values is substantially less than what it is being sold for. It should be known that they do this for positive reinforcement, making you feel good about the purchase. Remember they are trying to satisfy the customer's needs while making a profit. In a simple sense, sales and manipulation both play on simple psychology.  
 
    If you ever take a look at some advertisements, you may notice how they show that the individuals who are using their products seem incredibly happy or like their life has been fulfilled simply because they are using this product. As a result of the manipulation utilized in sales, professional businesses will be very careful to avoid doing something that will give them a negative or tarnished reputation, henceforth they usually pride themselves on a quality product. With this in mind, how exactly do you avoid manipulative sales tactics? Well, that question has an answer that is fairly similar to how you avoid other manipulation tactics except the end goal is different. You need to keep to yourself so, if say for example; you have been smart and done your research and know that a given a car is worth perhaps twenty-five thousand dollars. And you go to a car lot and the car salesman is trying to sell it up at thirty thousand by throwing in a large number of unwanted luxury features. Then from here you need to be blunt and bold with the salesperson and tell them well: “Hey buddy I know I can get this hunk of junk for 25k somewhere else.” See in simple terms most car salespeople tend to hedge their bets on the fact that people will be squeamish and perhaps not stand up for them self. As a result when going to buy anything; be bold and confident. This act of being bold and confident helps show the salesperson that you mean business and may perhaps be difficult if not impossible to trick. Lastly, let me briefly explain how advertising uses emotional manipulation tactics to get you to purchase their products. One of the main tricks advertising agencies like to use is something psychologists call the “Fear of missing out” what this means is say Apple releases a new iPhone and they run all these ads for it well their betting less on the advertisements selling the phone and more on a cultural phenomenon. See in basic terms if everyone you know and all the people around you begin buying up these iPhones than yourself will be very tempted to buy one. Your reasoning will be mostly subconscious such as not wanting to be left out of the new loop and wanting to fit in. The other tactic ad agencies like to use is sex. We have all heard the term sells well this can be seen in a lot of the way things are subtly sold and the shapes they may make it adds. As a result of these things remember whenever you are watching an advertisement to pay close attention to see if it is trying to perhaps play on some of your subconscious and innate desires. This includes things like scantily clad women suggestive shapes and figures within the ad.  
 
    Now that you know how advertising plays on simple emotions you can avoid it better. The most important thing to remember when making any big purchase is to deal only, in facts, and logic and disregard any emotion you might have towards it. This is may or may not come as a surprise but most of the motivation that comes for a purpose is dictated by emotion rather than logic. As a result of this emotion over the logic that people use most if not all manipulative sales tactics try and play on our emotions as opposed to logic. Remember this when going to something and ignore the emotional cues. This can be difficult especially when it comes to buying a house. Real estate can be an issue where realtors will try many different tactics to try and get you to buy a house. Their main trick will be by trying to sell you on the emotional appeal of a house’s aesthetics something that is not important. You can always counter these emotional claims from a realtor by firmly and strongly disagreeing and holding your boundaries firmly and clearly, in doing so you also set the precedent that you are not one that is easily susceptible to manipulative tactics. These tactics can even be seen in the supermarket in how they will sometimes show an item as being marked down even though it is not. What I mean by this is that they will advertise a product as being for sale when in reality it is not what this means is that they will always label it as being on sale even though it is not. Their goal is to get you to think that by not purchasing it you are missing out on some kind of deal, when in fact it is quite the opposite this plays on the human fear of missing out on a good deal. Now that you know the tactics salespeople use you are better equipped to avoid them. When you are a business owner, on the sidelines, yourself can utilize these little psychological tricks to your own advantage and in doing so hopefully acre great wealth and success for yourself. It is important to remember that these tactics are not coming from a place of maliciousness on the side of the salesperson but simply put. They use positive reinforcement to get what they want and to get you to think you want it. Therefore it is not entirely a malicious thing. With these thoughts in mind, you are now armored and prepared for whenever you set foot into the sales floor. And can hopefully utilize these tricks in your daily life to bring yourself a great success. 
 
    


 
   
  
 

 CHAPTER 9:  

How to Read Anyone 
 
   H ave you ever taken a gander at somebody and thought you had them made sense of just from that look? Is it true that you were correct? And, you would tell you, on the other side you were mixed up about some part of their character? Regardless of whether you were correct or wrong, you simply took a stab at understanding somebody, which is an aptitude that the majority of us couldn't imagine anything better than to have.  
 
    All things considered, on the chances you had can tell when your manager is feeling great, you realize when to request a raise, correct? At the point when you realize your folks are feeling awful you know, it's not an opportunity to reveal to them you scratched the vehicle. It's tied in with comprehending what perusing individuals means and how it functions.  
 
   
  
 

 What is Reading People? 
 
    When you are taking a gander at somebody and feel like you can pass judgment on whether they're feeling great or an awful one, regardless of whether they're a decent individual or a mean one or whatever else by any stretch of the imagination, you understand them.  
 
    When all is said in done, reading somebody means investigating them (and it doesn't simply need to be a superficial look) and knowing something about them without them saying anything by any means.  
 
    It's an inclination you get from taking a gander at them and from watching the manner in which they stand, the manner in which they glance around, the manner in which they move. There some various highlights that could play into your feeling and comprehension of them, yet the most significant thing is that they didn't unequivocally disclose to you whatever that thing is.  
 
    Presently, numerous individuals take a quick look at somebody and accept they know something. You ponder internally 'gracious, they look benevolent' or 'amazing, they look upset.' These are instinctual assessments and musings that we have when we see an individual. As we begin to converse with them, we may reach new resolutions or even as we watch them over the room.  
 
    Perhaps you never converse with that individual. However, you have musings and thoughts regarding the kind of individual that they depend on what you've seen of them. You're understanding them, and whether you're correct or wrong is an optional point.  
 
   
  
 

 Why is Reading People Important? 
 
    For what cause would you be well advised much waste time with understanding individuals? Indeed, there are a few unique reasons this can be a decent aptitude. To begin with, at a most fundamental level, it tells you how you should approach somebody.  
 
    In the event that they look well disposed, you may be all the more ready to approach with a grin and a neighborly welcome. In the event that they look miserable, you may be bound to approach with an explanation as opposed to simply halting to make proper acquaintance.  
 
    If a companion looks upset, you may ask them what's happening or what occurred. Understanding what they feel like just from a snappy look can enable you to envision whatever is going on simply like that, and the better you get with the expertise, the better you'll be at conversing with individuals.  
 
    In case you do not have the foggiest idea how to peruse individuals by any means, you could wind up translating something that they do or an activity or an outward appearance erroneously, and you may begin to expect things about an individual that isn't precise.  
 
    Possibly you see their face and believe that they are a furious individual when they're simply steamed at a circumstance. Perhaps you think they look hostile, yet they're simply disappointed with something that is going on around them. By figuring out how to understand better, you'll have the option to propel your life from multiple points of view.  
 
    Reading individuals can enable you to realize who to approach with that extraordinary new thought (and when to approach) and who you should avoid. It additionally tells you how to acquaint something with them, regardless of whether from an accurate outlook or an increasingly fun and innovative one.  
 
    Before you know it, perusing individuals will be natural to you in the event that you practice it regularly enough. Also, what's surprisingly better is that you've most likely been doing it for your entire life and not in any event, pondering it. That is on the grounds that it's something that even children will give a shot every once in a while, without realizing how significant it is.  
 
   
  
 

 Reading People in Childhood 
 
    When you were a kid did you ever sit on a seat at the recreation center or on your patio and watch individuals stroll by? You presumably did sooner or later, regardless of whether it was only for a couple of minutes. And afterward, you take a gander at the individuals and make stories. On the off chance that they're strolling a canine, possibly they're a pooch walker on their way to the recreation center. In the unlikely chance they transmit a portfolio and strolling rapidly, they're late to a major gathering (obviously that gathering may have been with outsiders in your young personality, yet you get a general thought). You've effectively translated what you see of somebody to make a tale about them.  
 
    As you get more established, you utilize those equivalent kinds of abilities to begin perusing individuals considerably more (and somewhat more precisely). Your comprehension of outward appearances and stance begin to build up somewhat more and before you know it you can take a gander at somebody and promptly comprehend what they're feeling (in any event, more often than not).  
 
    Everything necessary is a smidgen of developing for your youth aptitudes and before you realize it you're on the way to more prominent achievement in your grown-up life.  
 
   
  
 

 Beginning With People, You Know 
 
    It very well may be simpler to begin perusing the individuals you know before proceeding onward to outsiders. These are individuals that you definitely know things about, and when you take a gander at them, you can likely observe things that demonstrate those qualities.  
 
    When your closest companion is overly bubbly and agreeable to everybody, you can likely take a gander at them and get on that characteristic. Step up to the plate and see them, see what it is about them that shows others they are bubbly and benevolent and afterward search for those characteristics in other individuals around you.  
 
    The equivalent is valid for a wide range of qualities. By taking in what to search for from individuals who you definitely know have those characteristics you're setting yourself up shockingly better for progress.  
 
    You'll find out about various things that give away something about an individual, and you'll gradually have the option to stir your way up to a portion of the more dark actualities and highlights about individuals in this strategy 
 
   
  
 

 Techniques Used in Reading People 
 
    Regardless of whether you're perusing your chief, colleague, or accomplice to comprehend individuals precisely you should give up predispositions, a few dividers must descend.  
 
    As splendid as the mind may be, you must be happy to relinquish old, constraining thoughts. Individuals who read others well are prepared to peruse the undetectable. They've figured out how to use what I call their "super-detects" to look more distant than where you more often than not put your thoughtfulness regarding access groundbreaking natural bits of knowledge.  
 
    Research has demonstrated that words represent just 7 percent of how we impart though our non-verbal communication (55 percent) and voice tone (30 percent) speak to the rest. Here, the give up to concentrate on is relinquishing making a decent attempt to peruse non-verbal communication signs. Try not to get excessively exceptional or investigative. Remain loose and liquid. Be agreeable, sit back, and just watch.  
 
    1. Focus on Appearance  
 
    When perusing others see: Are they wearing a power suit and well-sparkled shoes, dressed for progress, showing aspiration? Pants and a T-shirt, showing solace with being easy-going? A tight top with cleavage, an enchanting decision? A pendant, for example, a cross or Buddha showing profound qualities?  
 
    2. Notice Posture  
 
    When perusing individuals' stance, ask yourself: Do they hold their head high, sure? Or on the other hand do they walk falteringly or fall down, an indication of low confidence? Do they swagger with a puffed-out chest, an indication of a major sense of self?  
 
    3. Watch for Physical Movements  
 
    Inclining and separation—Observe where individuals lean. For the most part, we lean toward those we like and away from those we don't.  
 
    Crossed arms and legs—This posture recommends preventiveness, outrage, or self-insurance. At the point when individuals fold their legs they will in general point the toes of the top leg towards the individual they are most quiet with.  
 
    Lip gnawing or fingernail skin picking—When individuals chomp or lick their lips or pick their fingernail skin they are attempting to mitigate themselves under strain or in an ungainly circumstance.  
 
    4. Decipher Facial Expression  
 
    Feelings can end up scratched on our countenances. Profound grimace lines recommend stress or over-thinking. Crow's feet are the grin lines of satisfaction. Pressed together lips sign outrage, scorn, or harshness. A grasped jaw and teeth pounding are indications of strain.  
 
   
  
 

 The Second Technique: Listen to Your Intuition  
 
    You can tune into somebody past their non-verbal communication and words. Instinct is the thing that your gut feels, not what your head says. It's nonverbal data you see by means of pictures and, as opposed to rationale. In the event that you need to get somebody, what tallies the most is who the individual is, not their external trappings. Instinct gives you a chance to see more remote than the undeniable to uncover a more extravagant story.  
 
   
  
 

 Agenda of Intuitive Cues  
 
    1. Respect your premonitions  
 
    Tune in to what your gut says, particularly during first gatherings, an instinctive response that happens before you get an opportunity to think. It transfers whether you're calm or not. Hunches happen rapidly, a base reaction. They're your interior truth meter, handing-off in the event that you can confide in individuals.  
 
    2. Feel the goosebumps  
 
    Goosebumps are grand instinctive shivers that pass on that we reverberate with individuals who move or rouse us or are stating something that hits home. Goosebumps likewise happen when you experience this feels familiar, an acknowledgment that you've known somebody. However, you've very met.  
 
    3. Focus on flashes of understanding  
 
    In discussions, you may get an "ah-ha" about individuals who arrive instantly. Remain alert. Else, you may miss it. We will in general go onto the following idea so quickly these basic experiences are lost.  
 
    4. Watch for instinctive sympathy  
 
    Some of the time you can feel individuals' physical side effects and feelings in your body, which is a serious type of sympathy. Things being what they are, when understanding individuals, see: "Does my back harmed when it didn't before? Am I discouraged or disturbed after an uneventful gathering?" To decide whether this is sympathy, get input.  
 
    


 
   
  
 

 CHAPTER 10:  

How to Read Energy in the Office and
 Win like a Boss 
 
   C oworkers are a little trickier because these are not people we choose. They are mostly people we are assigned to spend time with. Some people have trouble separating their work life and their friend's life, and they will have trouble acting professionally around people they like. They might try to make things too personal at work, and they will not be able to create the type of relationship that is appropriate for work conditions.  
 
    A person must have a solid support system outside of the workplace in order to have a balanced work life. Having a good relationship with coworkers means that you are able to be pleasant, nice and effective in the workplace, while not asking too much of people about the intimate details of their lives. Sometimes (perhaps more often than we’d like), we have coworkers who we don’t like at all. In this situation, you can let go of the possibility of being friends at all. This is okay! You can’t be friends with everyone. Coworkers who we don’t like are a great opportunity to grow as a person. This is a challenge for you. Will you be able to work effectively with this person, even if you don’t like them? This will include the challenge of detachment. You have to tell yourself that even if this person is someone with whom you don’t want to spend time, you have to. This gives you the requirements to work with. You have to spend at least 20 hours a week interacting with Frank. Frank is a cranky guy who doesn’t know how to laugh or have fun. Even though you are not like this, you must, to a certain extent, match Frank’s mood in the moment. You must become a little more detached and less fun-loving than you usually are. In the workplace, you must learn to accommodate Frank’s rigidity and bad mood.  
 
    Now, this goes both ways, and Frank must learn to be at least partially pleasant, so that he is able to have a job and work with people. However, if you learn to work with people that you don’t like, you will have learned a great skill. Some boundary issues in this context with our example character Frank might be that you learn not to try to engage Frank in conversation outside of work matters. When you are with him, it’s all about work. This is the adjustment you will need to make. You have to just know that you are only going to get so far in the conversation, and go from there. You must just learn to say, “This person is this way, and there is no changing that.”  
 
    Now, there are often other challenges in the workplace. Sometimes, people are too friendly. These are times in which you must learn to remind yourself of the purpose of the day: to get work done effectively. You can learn to draw boundaries in this arena as well. These might include cutting a conversation short and learning how to “cut people off” as they start to ramble. These boundaries might also include not sharing information about yourself. You must learn that this is okay! It doesn’t mean that you are shutting yourself off from the world. It just means that you have a good sense of boundaries.  
 
    Confidence and charisma are ways to both employ dark psychological tactics on others as well as protect yourself from being manipulated by others. What do you think of when you think about confidence?  
 
    Rather than focusing on the modern conception of positive psychology’s confidence, let’s roll back the tape of history a little bit and consider Machiavelli’s style of confidence. Machiavellianism is defined as a cold and calculating ability to work for and towards your own goals. For yourself, it does not emphasize morality or empathy, and it is an essentially cynical mindset.  
 
    First of all, you have to actually be stronger than the enemy, whatever that looks like for you. Physical strength is not everything, but some people feel much better if they put themselves in a place where they can be stronger than most other people. This will give you the upper hand in physical altercations, and it will also set you on a plane of development that will help in your pursuit of confidence. Confidence does not have to come from physical strength, however.  
 
    Some of the greatest kings who ever existed were small, wiry, and full of weakness in their physical bodies. What did they know how to do? They knew how to exercise their power of will. They knew how to motivate people, to get people behind them in their search for power, they knew how to drum up support and get people angry. Physical power can only take you so far. Then, you have to start thinking metaphysically. 
 
    Language is a blunt force tool. This is essentially saying that language does a pretty good job of what it purports to do, but basically is very messy and destroys a lot in the time it takes to do the job.  
 
    This might seem a little abstract at first, but once you consider the complexity and depth in the human experience, you can start to understand why it makes sense. What is language supposed to do? It is supposed to convey thoughts, ideas, concepts, and stories to other people accurately. It gives us a way to interact and puts us all on one level of communication so that we can make simple messages to each other and get by. However, language is also responsible for transmitting the most important and deep and abstract concepts. What it comes down to is the complexity of our everyday experience.  
 
    Self-realization is a term that comes from the humanistic school of psychology. It is a term that references the idea that each person has an authentic self-inside somewhere that can be reached through the process of understanding the self and doing work to achieve a more authentic and real you.  
 
    Humanistic psychology posits that when we are born, we start to absorb whatever is around us like a sponge. We start to learn behaviors. At first, we are an essence. We are just ourselves. It is a heady concept to think about: that when you are born, you are purely yourself, nothing else, and as you go on, you start to learn personality traits and learned behaviors. As this progress, you get further and further away from yourself. This is not necessarily true; there could be a parental system that helps very young people to be very authentic their entire lives. However, most of us were raised by imperfect parents, and at a certain point, we learned how to cope with the world win ways that took us away from our natural selves. This is a hypothesis that is not necessarily true across the board, but it is a useful way of thinking to be able to understand the construct of the authentic self and self-realization. Self-realization is also influenced by Maslow’s pyramid of needs.  
 
    The pyramid of needs is a system that describes what is the most necessary and needed parts of life. It stars with food, shelter, and the very basic necessities of life. Then, it moves into more extraneous parts of life, like work and fulfillment. At the top of the triangle is self-realization. How does this relate to Dark Persuasion and Machiavellian confidence?  
 
    In order to make it to the top of the pyramid in your life development, you will need to meet all of the requirements. This means learning what it is for you to have dependable, meaningful work, a love life, relationships, family, and emotional expression. All of these needs must be met, and if any of them are missing, you will be left with a weakened sense of self. A strong sense of self is what gives people the strength to go on in the world and make sense of things. People who are missing the lower parts of the triangle will find that they are more prone to being manipulated.  
 
    If we take this to the most literal level, imagine if you are starving. You live in a place where there is very little food, and it is work just to be able to eat every day. Imagine someone comes along and says that if you join their religion or club, you will be fed every day. Of course, you will join their club, because you need food. The other parts don’t matter. You don’t really have a good choice here; the best choice is to join up and do whatever is required of you to be a part of the club, so that you are able to get food and water every day.  
 
    This is true for the rest of the pyramid as well. This happens to people who are lacking a family system. If you don’t have a family system, you are not able to feel secure in the world. This makes people more susceptible to joining cults and other organizations that take advantage of people. Cults often prey on the weak and lonely, and they offer up a place to have family and a place where they can find support in their lives, rather than being alone. The cult uses this as a manipulation tactic to make the person think a certain way. After the cult has gained enough followers, they are able to have power. Each person adds to the leader’s power. The reason that people are recruited is because they are missing one of the levels of the pyramid of needs. Each person needs a family and a system of support, and if they don’t have that, they are more easily manipulated.  
 
    So, in the grand scheme of things, you should always be working towards self-realization. This will ensure that you have a life path that is working toward your own health and success.  
 
    Each person, object, or idea can be described by many different words, and each word might well trigger a unique response from every person to whom it is directed. This process is easy to understand if we can accept the idea of the human mind’s being much like a computer. Information can be fed into a computer and stored there for future reference. The human mind works the same way. The mind is storehouse of information and attitudes which are stockpiled there as the result of all past experiences.  
 
    


 
   
  
 

 CHAPTER 11:  

Body Language and Energy: 
Communicate Emotions 
 
   N ow that you have learned all the different ways most people will use to manipulate you and how to defend against them, it is finally time that you learn some ways to set up some countermeasures. It is important that you learn this language of manipulation to use it yourself and be able to communicate it with the other person. 
 
    Whether it is to defend or attack, you want to be well versed in these tools moving forward because you will find your everyday life is full of them. Pay close attention and see the dark side of manipulation continue to unfold before you.  
 
   
  
 

 Draw triangles with your eyes  
 
    This simple trick, which you will remember from the portion about body language, is a simple trick that most people will not notice even if it was used on them a hundred times. It plays on the mind's subconscious and makes them react instinctively thinking they are making choices themselves.  
 
    You simply draw a triangle with your eyes on the other person’s face. You start with one eye and then move to another eye. The triangle ends at the forehead. Repeat this enough times and you will find yourself ending an unpleasant conversation much quicker than the other person may have intended. It’s great for getting away from people you no longer want to engage without slighting them.  
 
   
  
 

 Concession  
 
    This is one of the oldest tricks in manipulation. It is so simple and so old that most people figure it out as children, even if they do forget it as adults. This is a simple form of de-escalation to get what you want.  
 
    All you need to do is ask for something more outrageous than what you want. When the person you are asking says no, ask them for something smaller. Do this once or twice more until you finally ask them for whatever it was that you originally wanted. After considering the other options, the person you’re trying to persuade will be far more likely to say yes.  
 
   
  
 

 Slight nodding  
 
    Using nodding plays on most people's tendency to mimic people they are watching. It works even better if the person you’re using this trick on likes you in some way or the other, but it can also help break down someone who doesn’t.  
 
    You simply nod slightly as you ask someone for something and they will be more likely to say yes to you. The trick is to make the nod subtle enough that they barely notice it. This will register in the subconscious part of the mind and bypass the logical parts of the mind altogether.  
 
    If nothing else, learn to notice how often people are inclined to agree with people who use this technique or even how much more you’re likely to want to say yes when you see it used on you.  
 
   
  
 

 Align with opposition  
 
    If you know that someone is planning on attacking your conduct or performance at a meeting or something, then the best thing to do is avoid the instinct to create distance between you and them. In fact, you want to sit as close to your opponent as you possibly can. The best place to sit is right next to them.  
 
    This will reduce the likelihood of them singling you out the way they intended because you are sitting so close; it makes the mind think you are on their side since you are both facing the same direction. It is a subtle deception, but a good one to know if you are to avoid public embarrassment.  
 
   
  
 

 Use because  
 
    This one is fairly new to the world of manipulation but has been proven time and time again to work. Studies have shown that people who use the word ‘because’ to explain the reasoning behind why they should get what they want will receive it a lot more often than people who don’t use it. The funny thing about this technique is that the reason didn’t even have to be a good one. They were still more likely to get what they wanted if the justification was weak.  
 
    This will not guarantee that one gets what they want every time. It simply increases the chances that their request is fulfilled.  
 
   
  
 

 Mimic body language  
 
    Another easy-to-use tactic is copying your opponent’s body language in subtle ways. It works well because people are more likely to build a rapport with people they feel they have something in common with. When they see you showing some of their own mannerisms to them, then they will think you are more like them and be more inclined to listen to you.  
 
    Simply observe someone’s body language and subtly copy some gesture or posture of theirs, like how they stand. This will make them want to like you more, which is the cornerstone of many a covert manipulation technique. Once they like you, then you are far more likely to successfully conceal your manipulations.  
 
   
  
 

 Ask favors  
 
    If you ever want to get someone to see you in a different light, then ask them to do you a small favor that is well within their power. This will work even better if the favor has nothing to do with work or any other serious context. While more social and seemingly detached, then the better.  
 
    This will make people want to change their perspective of you, even if they don’t like you. Having the feeling that they can positively contribute to your life, making you a little more ‘reliant’ on them, then the more they will want to see you as a possible ally. It can be as simple as asking the target to lend you a book.  
 
   
  
 

 Reciprocity 
 
    Asking favors is very similar to creating a need for your opponent to reciprocate. It does not have to be in a big way. Just find some small way you can do something that your target will consider a favor and they will feel the need to return that favor in some way. It does not have to be a big favor that forces you to go out of your way at all. They might see that as threatening or consider you someone they can exploit. Simply find some small thing you can do for them and they will consider you someone they like and become more open to doing as you please.  
 
   
  
 

 Use silence  
 
    Silence is one of the most underrated ways of getting information out of people. Most people do not appreciate drawn out silences in the middle of conversations. Hence usually try pretty hard to fill these dead spaces with more words and divulge things they may not have meant to.  
 
    All you have to do is ask someone a question and then maintain eye contact even if they break it. Say nothing after they stop talking and just keep looking at them. This will make them so uncomfortable that they will want to fill the silence and put you at ease. This is usually when they will start saying whatever else it was they were trying to hide.  
 
   
  
 

 Use pauses  
 
    Pauses are also an underutilized tool when it comes to secretly controlling people during conversations. It is simple and far less uncomfortable than longer silences that are drawn out while adding more gravity to the point you were trying to make.  
 
    Next time you are about to say something important, slow down and take a small pause before making the point or saying a certain word you wanted to say. The pause creates some tension that your continued speech will relieve and the words that follow it will seem to carry more depth than they would have without it. This will instantly make any argument seem stronger.  
 
      
 
   
  
 

 Persistence 
 
    One would be surprised by how much they lose out on just because they gave up on a request a bit too soon. People are often more compliant than one realizes, and it doesn’t take much to break through the initial barrier they put up.  
 
    Persistence does not have to be obnoxious. It can be as easy as keeping the conversation going a few more moments before asking again after a minute or two. It helps if the same question can be presented in a slightly different way each time. People will sometimes relent as soon as the second or third attempt, so never take an initial ‘no’ at face-value.  
 
   
  
 

 Social proof  
 
    Social proof is the simple act of using public approval in your favor. The more other people speak well of you or something you try to put across then the more likely it is that the people you want to convince will take the bait.  
 
    Humans have evolved to be social creatures and as such are easier to be influenced by what groups of people do or say in unison. This is doubly true if the group of people relates to us in some way or the other be they or the same gender, culture, religion, sexual orientation, etc. Social proof can be done in a number of ways and can be adapted to a specific target, so it’s always safe to branch out and get creative, then step back. It can backfire if it is too obviously orchestrated by you, for you.  
 
   
  
 

 Create scarcity mindset  
 
    A lot of seducers and salespeople will use this tactic, but it can be used in many different kinds of negotiations. Any time there is a chance to get the upper hand in a negotiation then it is vital that one presents the object of the negotiation as rare and difficult to find.  
 
    This tactic works because of how well it plays on the mind's fear of loss and its love of novelty at once. This is why finding what makes anything or person seem unique can win over an opponent and make them buy into the persuasion.  
 
   
  
 

 Use fear  
 
    Fear is one favorite technique that people in power love to use to keep people below them in line. However, this tool is far more versatile than that. It can work even in sales talks or relationships.  
 
    Once a certain fear has been established and its fires stoked, then it is important to relieve that fear. Whatever antidote is offered to a fearful mind is far more likely to be accepted. Give someone what they believe is the best, or even the only, remedy to the object of their fear and they are far less likely to disagree or refuse. Persuasion is a game of emotions winning over intellect.  
 
   
  
 

 Use authority  
 
    Authority is an amazing tool to have in your arsenal when looking to get your way. People are far more likely to submit to someone they consider a senior or superior of some sort. There are a number of ways to increase the illusion of one’s authority or diminishing that of another. It simply comes to knowing the tools at your disposal and which will work best on a given target.  
 
    If one’s own authority is still not enough, then conjuring a figure of authority will work just as well, so long as they are on your side. This is why even something as small as stating a fact backed up by some respectable figure can win an argument.  
 
    


 
   
  
 

 CHAPTER 12:  

How to Read People in Social Life 
 
    When someone closes their eyes  
 
   I f someone is talking to you and he/she closes his or her eyes while talking to you. Then you should know that they have their best to do something for you and the outside world to hide. Everyone must remember essential things to remember; this would not mean they are hiding anything from you.  
 
    Those people who are trying to get rid of people's reasons behind this might try to escape you. When people close their eyes, they have to go.  
 
   
  
 

 If someone covers the mouth with one hand  
 
    It’s one of the most striking things that we have all experienced in our lives.  
 
    Do you remember that? You always cover your mouth if you don't want to share something with someone. It also happens when we grow up in life. A few fingers and a palm, even a fist to the mouth, would help us not to let go of the words we never wanted to say. Sometimes this is a sign masked by fake coughing.  
 
   
  
 

 Concerning the arms of their glasses  
 
    We can tell when someone's arms are sharp from their glasses. We must try to support them and always cheer them up. Those people were unconsciously concerned. Those people try to feel safe as they were, especially when their mothers were breastfeeding them.  
 
    Like a pencil and pen, a cigarette, and even if someone can indicate the same in gum mouth.  
 
   
  
 

 Presentation of the face  
 
    Usually, this is a sign used to seduce people of the opposite sex. Often, when we put our chin on our hands, people present our faces like when we try to say that this is me. People are free to enjoy as much as they desire. People need to learn this sign to grab the moment and praise it at the right time.  
 
   
  
 

 When someone rubs the chin  
 
    It is also what happened to what people do when they try to decide. It is possible when they can look down and everywhere.  
 
    They barely know where and why they are looking because they are rooted in thought.  
 
   
  
 

 When they crossed over  
 
    It’s one of the most common symptoms. Many people are delighted with this location. It will help them shut themselves off from these people. We sometimes use this gesture when we are annoyed by something from someone, when crossed arms are a definite sign that a person is not touching something properly.  
 
   
  
 

 When we restore the appearance  
 
    If a lady wants a gentleman to praise her, she tries to introduce herself as well as possible. She will bend her back to emphasize her figure, and she will also cross her legs. Joining hands and falling are a sign of concern and tremendous concern in a person.  
 
   
  
 

 Lean forward  
 
    If we like someone in our life, and we want to make eye contact with them, they usually thin ahead. In this situation, the legs can come to a stop, but the body automatically moves forward.  
 
   
  
 

 When you are leaning  
 
    Let’s say if someone leans on the back of their chair. It means they are exhausted from the chat. Or maybe they feel pain in the other person's existence.  
 
   
  
 

 When someone swings from heel to toe  
 
    It is not only done by children. It shows that someone is nervous about something.  
 
   
  
 

 Rub hands  
 
    It is supposed that the hands always pass on what is going on in our heads. When someone usually rubs their hands, it would mean that they have a somewhat optimistic feeling. They would be very confident. We can do this when someone thinks of profit that is imminent in the future.  
 
   
  
 

 With glove handshake  
 
    When you are depressed and talking to someone who is holding your wrist with your free hand, it means to trust him.  
 
   
  
 

 When you give a handshake with your palm facing the ceiling  
 
    A palm on top of the individual’s hand indicates that a person is very concerned. Then this is only true if one repairs it quickly. But where the handshake is held for some time, and only then did the other soul put his hand on it; this could be a sign that they want to express to you who are in custody here.  
 
   
  
 

 When you give a handshake with your palm facing the ground  
 
    If you hold someone's hand from below, you want to tell them because you are willing to help.  
 
   
  
 

 Handshake with a touch  
 
    When people occasionally trace others with their free hands. They can drop the other person's preparation, prick, and back. Such an attack of private space means that a person misses an announcement.  
 
    The earlier contact with the chest, the more the person wants the company.  
 
   
  
 

 When you attach the tie  
 
    The meaning of this sign depends on the condition. If a gentleman does this to a beautiful lady, it will probably mean that he loves her, although this sign can also indicate that a person is not feeling satisfied.  
 
    Maybe he is lying and just wants to leave where he is now.  
 
   
  
 

 Collect hairs that are not there  
 
    It is a so-called movement gesture. People use it to express that they are somewhat upset, but they don't want to show it. In other words, they don't share their opinion, but they are indeed slightly influenced.  
 
   
  
 

 Put your feet on a desk  
 
    Such kind of gesture can express many things: bad manners, trying to show who's boss, disrespectful, or even that people care about their health. A psychologist believes that if you feel comfortable with such a position, then you should not rest like this anywhere but home.  
 
   
  
 

 When someone fits a chair like a horse  
 
    Many people are annoyed by others to feel this way because they automatically think of the violence. This condition is popular with prominent people. If you don't want to look weak, stand still while they are riding their horse.  
 
   
  
 

 When someone plays with a shoe  
 
    Crossed legs are one of the beautiful woman's positions. When a beautiful woman plays with her sandals, she does her best to get your attention to her legs. This sign indicates that a woman is peaceful and very comfortable. It is a kind of green light for a gentleman.  
 
   
  
 

 When making eye contact  
 
    The eyes are the clear mirror of the soul and a great way to communicate. A person can understand and read all the emotional states and feelings of a person that is visible in his eyes.  
 
    People who love each other face each other, hoping that the Acolytes will get better. In detail, it is very informal to draw, because students can be up to 4 times better than their natural state. When a person is irritated, their eyes look like droplets because the acolytes get very small. You can easily understand what's going on.  
 
   
  
 

 Be objective and flexible  
 
    Someone tries to read people beforehand. They should only have the first repetition, with an open mind. The person's feelings and past knowledge influence your imitations and perceptions. If you criticize people very quickly, it will lead you to misjudge people. Be objective in every communication and situation.  
 
    The only reason is that you don't tell the whole story about someone. You must submit to other energetic forms of evidence so that you can study to read the essential nonverbal inutile cues that people give.  
 
   
  
 

 Pay attention to the appearance  
 
    When reading others, people should try to notice people's entrance. What are they trying to do? Are they dressed for their success, indicating that they are determined? Or they wear a T-shirt and jeans, which means they are having a good time.  
 
    Do they have a pendant around the neck, such as a Cross and Buddha, that indicate their divine standards? Whatever they wear; People can always feel it, Items that people select to display at their entrances, such as a T-shirt with slogans and tattoos, including rings.  
 
   
  
 

 Pay attention to people's attitudes  
 
    A person's mood says a lot about his personality. If they keep their heads high, it indicates that they have confidence. If they walk or shrink indecisively, it can be a sign of low morale.  
 
    We need to notice and observe their physical movements. You can get a better idea than to say more than just words, and people express their emotional state through actions.  
 
   
  
 

 When someone tries to interpret facial expressions  
 
    If you are a true master of the poker face, your feelings will come to your face. There are plenty of behaviors to understand facial languages. 
 
    When someone sees hollow frown lines begin, it means the person is concerned and maybe thinking. About the incompatible, a person who crows truthfully will show the rays of happiness.  
 
    It is a pleasant smile, and the lips are pulled straight up, cavities in the mouth flanks, and raised eyebrows. It connects an optimal response.  
 
    Affiliated jet: it will have persistent lips, but will also create small holes on the side of the mouth. Sign of friendship and taste. Predominant smile: the upper lip is raised, the cheeks pushed up, the nose wrinkled, a hollow in the center of the nose and the mouth, and the upper eyelids.  
 
   
  
 

 The person should not run away from small talk 
 
    Maybe there is a touch of nervousness to chat. However, there is a chance to get to know the other person by hand. A conversation helps you detect how a person is behaving under normal circumstances. You can then use it as a default to accurately identify any behavior that deviates from normal.  
 
    


 
   
  
 

 CHAPTER 13:  

Spotting Romantic Interest 
 
   S potting romantic interest is one of the most popular topics of all time. Consistently, both men and women are interested in learning more about how they can determine if a person is genuinely attracted to them.  
 
    To start things off, it should be noted that attraction works differently in men than it does in women. While the underlying biochemistry is essentially the same, the physical manifestations are different. In addition, cultural norms may govern romantic interactions to a varying degree.  
 
    In that regard, it is worth mentioning that while many of the non-verbal clues are the same, women tend to be a lot more subtle than men are. In contrast, most men tend to be very open about their feelings toward the object of their attraction. While this shouldn’t be taken as a blanket statement, it is a general rule of thumb. After all, there are plenty of shy men out there who have trouble making their interest known while there are plenty of women who are quite overt about their feelings for the object of their interest.  
 
    One other note with regard to attraction is that romantic interactions are generally perceived to be between men and women.  
 
    That being said, I intend to have this discussion cover the entire spectrum of male and female interaction within a romantic context. That way, the information presented herein will provide you with the insights you need in order to improve your ability to pick up on the non-verbal clues indicating potential romantic interest and attraction.  
 
    Now, the first to keep in mind is that attraction is somewhat hard to define. The reason for this is that men and women seek different things in a potential mate. We are operating under the assumption that there is genuine attraction among those involved and not some hidden agenda spurring interest.  
 
    In that regard, the attraction is based on the qualities of an individual that meet or exceed the needs of the other. Hence, women tend to focus on different qualities in their potential romantic partner, whereas men tend to focus on a different set of qualities.  
 
    For instance, women tend to seek security and stability in a romantic partner. This is due to an instinctive need for survival and preservation of the species. In order to fully comprehend this, we would need to go all the way back to the day of primitive humans in which there was no guarantee that offspring would make it past their first year of life. As such, women, designated as a caregiver from the start, needed to secure the means and resources needed to ensure the survival of their offspring. On the other hand, the males were in charge of playing the role of provider.  
 
    In the early days of humankind, males were mainly hunter-gatherers. This means that they needed to go into the fray to find food. Whether food came from hunting or foraging, males were expected to provide the sustenance needed to ensure the survival of their offspring.  
 
    In contrast, males needed to find healthy females who had the physical qualities that would ensure their fertility and ability to bear children. I know that this sounds very primitive, but it is important to underscore this point as humans we are hardwired under this context. Consequently, thousands of years of evolution and biology are just now being challenged by the new social paradigm in which we find ourselves.  
 
    Over the last two hundred years or so, the dating paradigm has shifted dramatically.  
 
    Traditionally, most marriages were arranged. As such, it was not so much about love and romance, but about the position and financial stability. This paradigm lasted for a few centuries. Since the outset of the Industrial Revolution, the attitudes of society changed in such a way that men and women were free to choose who they wanted to marry. This opened the door for a number of circumstances.  
 
    So, men went from courting women to dating them. This meant that men needed to ensure that a woman would be willing to reciprocate his intentions and feelings. In contrast, women played a more passive role, and they were conditioned to wait for men to make the first move. However, they could drop subtle hints regarding their interest. That way, the man would be certain that he had a chance with a given woman.  
 
    In modern times, we are faced with a very liberal dating scene. While some countries have far more cultural and religious restrictions, most countries are fairly open about the manner in which they can pursue the object of their desire.  
 
    Consequently, it is imperative that both men and women gain deeper insight as to how attraction is expressed by either gender.  
 
    So, let us start off with men.  
 
    Men are a lot easier to read, as they tend to be far more overt about their interest in someone. They will generally seek the object of their interest and engage them in some manner. Typically, men will try to engage the other party by displays of strength, wealth, or status. These are signs that they are providers or protectors. In short, men try to position themselves as the best possible mate their object of interest can find.  
 
    Some general guidelines include direct eye contact, tilting their body toward the person they are attracted to and seeking constant physical contact. The latter generally tends to make most women uncomfortable, as unsolicited physical contact can get rather awkward quickly.  
 
    Other not so subtle hints that men drop are following the object of their affection around, placing their hands, or arms, as a sign of possession and frequent fidgeting. In fact, fidgeting is a dead giveaway as it is a sign that a man is nervous in the presence of whom they are attracted to.  
 
    In addition, some men might go silent (remember the freeze response?) and even fail to react in the presence of the object of the attraction. This reaction is partially due to the freeze response but it also due to the fact that some men freeze up when they don’t know what to do or how to react.  
 
    This is why you see most dating advice that is oriented to men focus on what to do and what to say in various situations. What this does is that it eliminates a man’s reliance on his wits by providing him with a set of tools. These tools are certainly useful though they may not be universally applicable.  
 
    One common method used by men is to approach and pull back. This method consists in approaching someone they are attracted to and then pulling away. Then, they will engage and withdraw until they are able to make progress, say, go on a first date. The logic beneath this approach is that men tend to come on very strong when they are attracted to someone. As such, this approach allows them to find a balance between displaying their intentions and giving the object of their attraction some space.  
 
    As you can see, men are far more open about their attraction toward someone based on the permissiveness that society has afforded men throughout history. However, women have been traditionally tagged with a more submissive role. Therefore, women are not always able to express their intentions overtly in the same way that men do.  
 
    Some not so subtle signs of attraction in women are eye contact, hair pulling, and trailing off in conversation.  
 
    When a woman is attracted to a person, she will seek eye contact. This eye contact tends to be rather brief as women are not interested in winning a staring contest. They just want to signal to the object of their interest that they are willing to be engaged.  
 
    Another telltale sign of attraction in a woman is related to her hair. If you see a woman playing or pulling on her hair when speaking to someone they like, you can be pretty sure that she is indicating a willingness to be engaged.  
 
    Also, women who are interested in a person will allow for closer physical contact. Any time a woman keeps people at arms’ length, it is a clear indication that they have no interest in them. By the same token, any time a woman avoids eye contact and tilts their body away from the person they is interacting with, it is safe to assume they are not interested in being engaged.  
 
    Women are generally focused on faces. What this means is that when a woman is attracted to someone, they will not only focus on their eyes but also their mouth. They generally tend to watch the other party’s lips when they speak. This is an instinctive reaction based on their desire to find a strong and healthy mate. Consequently, healthy-looking eyes, teeth, lips, and skin are clear indicators that a person is in good physical condition.  
 
    Women also drop many hints with their arms and hands. A woman who is uninterested will almost always cross her arms and/or legs at some point. If you find that a woman is sitting in the manner on a date, then the other party has a tough time ahead for them.  
 
    Conversely, if a woman is actually interested in the other person, she will sit, or stand, in a very “open” position, that is, hands at her sides (or folded on a table) and legs uncrossed. Also, leaning forward while listening to the interlocutor is a good indication that they are interested in what the other person has to say. If they make direct eye contact on various occasions, then the combination of clues is virtually a declaration of intent.  
 
    Some women refrain from eye contact when they are genuinely attracted to someone. They may cross gazes but quickly look away or perhaps look down. In some cultures, this is the norm, as it is a sign of submission. Western cultures don’t normally have such customs though women may still prefer to avoid eye contact in order to prevent themselves from being too obvious.  
 
    Finally, a woman’s voice says a lot about the way she feels. Women tend to speak with a higher pitch when they are in the presence of someone they are attracted to. Also, they may raise the tone of their voice in order to be “noticed” by the person they are attracted to. In one on one interaction, don’t be surprised if you see a woman speaking somewhat faster. However, if she begins to slow down, then that might very well be a signal that she has lost interest.  
 
    On the whole, men and women will exhibit very similar signs of attraction such as open lips, rounded eyes, eyebrows higher than usual, and the classic pupil dilation (this is actually very hard to spot). However, hands, arms and body positioning are far more indicative of attraction than other signs commonly mentioned.  
 
    In addition, facial gestures such as smiling are good indicators though not foolproof. After all, you might be talking with someone who is upbeat and positive. However, that does not mean that they are attracted to you.  
 
    


 
   
  
 

 CHAPTER 14:  

How to Make a Killer First Impression 
 
   C harisma is one of those qualities with which people assume that you are raised, but this is not necessarily the case. Regardless of your personality type, your charisma can be completely enjoyable and created. The key is to focus on certain things that you can do and add to your own actions, which may make you look more attractive, more consistent and more influential. This is where to start.  
 
   
  
 

 Charisma is something you learn  
 
    If you ever meet a likeable person, but you could not clarify why you like them in particular, they are charismatic. You can also strive to be motivational because everything you need is improvements in your behaviour. Charisma is what you do and do in relation to who you really are as a human. Your underlying social issues, body appearance and your handling of others all contribute to the development of your charisma.  
 
   
  
 

 Master the art of presence  
 
    "Presence," with trust in a close second, is the most important aspect of charisma. Presence means becoming deeply engaged with others. Essentially, you give the other party your full attention. Without faith, you may appear like somebody who is cautious or uninterested in others, but without personality, you may find somebody who just wants to show you. Neither level is optimal, as with most things.  
 
    In reality, as you grow charisma, the art of presence illustrates the most important thing to remember: it's not about you. Or, as Brett and Kate McKay put it in The Language of Manliness.  
 
    When you talk about charisma, you may say that you want to make yourself extremely attractive to others. But the paradoxical essence to charm is not to advertise the good qualities, but to make the other person feel good. True charisma makes the other person feel important; they feel better about themselves than before when they finish engaging with you.  
 
    The reality is that we like ourselves and that we like to think about ourselves. However, the individuals you consider likeable and positive in your life are encouraging you to be yourself and speak about yourself. Be confident, put the ego down, and pay full attention. It's that clear.  
 
    Take care of every word that comes out of another's mouth. Imagine watching a film or reading a book where you know the main character painfully. Invest your time and focus on them. Most notably, don't sit down and think before thinking about what you're going to say. It may seem like a positive thing to do, but it only reveals that you don't really care.  
 
    It should go without saying, too, but taking the cell out in the middle of the discussion effectively undoes the responsibility you have earned. Nothing reveals you're not listening to a "quick post" or scrolling via Instagram.  
 
    Of course, there's a connection. You can't just sit and listen all night and day to strangers. It is also necessary to know how to talk and share yourself with others confidently.  
 
   
  
 

 Develop a sense of confidence  
 
    Trust can offer you an enormous foothold when you become more confident, but the building is not easy. You don't want to be bold, but you don't like to be shy or afraid. It's all about how you look in your own clothes. Working daily, wearing what makes you feel good, and talking about things you understand well can enable you to build trust and retain it.  
 
    However, you shouldn't just think about what you do. You can be transparent with others and demonstrate that while you're comfortable, you are interested too. Most of us are locked up while we think about something we don't know, so then we're looking for ways to protect ourselves, rather than being all right in our ignorance. When you switch from "defensive mode" to "curiosity mode," you're confident that you don't learn something. Besides, enthusiasm retains that every significant presence. You're not drifting away in your head; you're clearly interested in the discussion.  
 
   
  
 

 Live with purpose  
 
    Confident and positive individuals often function intentionally. It is clear if you don't seem to have a goal or guiding force. You don't have to put a fire on your chest, but you have to believe that you are alive to do something. At HighExistence, Jordan Lejuwaan recommends that you pick and run something that motivates you:  
 
    Choose and live a purpose, a target, a dream. People long to have reason to come together—to believe in something. You have to believe it so deeply that it animates any movement. Be assured in every situation. Display that you don't harbor the fears other people are afflicted with. Act like you know where you're going, although you're not 100% positive.  
 
    You may not know where you're going all the way, but you're supposed to look like you do. If a scene is played, behave like you learn the notes. We all have these times in which we do something and say about ourselves, "that's been crazy." When you have those times and even have a split second to think that way, your behaviour changes dramatically. You're tumbling so everyone can see it. Trust is all right with what you do and who you are, irrespective of what this entails. Customers prefer trustworthy people, even if their other attributes are less desirable. If you can be sure, it is a hop, skip and jump away. Be charismatic.  
 
   
  
 

 Conquer the basics of conversation  
 
    Charismatic people know how to speak to others. You know how to start a dialogue, guide it in the right direction and make others feel at ease. You need to learn if you do not know how to talk to others at the most basic level. It will be challenging, but if you're bold and move away from the mindset of the wallflower, it'll be very worthwhile. At first, it'll be awkward, but how you get stronger is painful.  
 
    If you don't know how to launch a conversation, be imaginative. Next, think about what you'd like to talk about and don't. If something makes you feel uncomfortable, it is likely to make you feel uncomfortable. It is also much simpler to have a discussion by being polite, rather than trying to sound smart. Not to mention that being sweet is a huge builder of charisma anyway. Use the history/philosophy/metaphor law if you can't think of beginning or if you hit a plateau. Do everything you can to stop awkward silence.  
 
    Effective conversationalists are also able to bring others to the same stage. They share experiences and storytelling. Using laughter as a device and mind how you phrase it, not what you mean. Keep off if you're not aware of a comment. Nobody's going to be worse off if you let it go—imagine on stage a comic blasting. Nothing is more awkward and inspiring, so don't be it. At the same moment, a comic who believes in his humor is very motivational. Humor will render you the most likeable person in the room when used in the right way.  
 
    Then, but not least, ask questions. People like to be noticed, and questions, as Siimon Reynolds in Forbes put it, offer you the perfect chance to be friendly.  
 
    Usually, the person asking the questions oversees the conference. And those who are rationally intellectual are usually found intelligent and even wise—two factors that help to build charisma perception. I have found it interesting that it takes a lot less information to give a good answer, but those who pose more questions always make the best impact.  
 
    Consider about the stars of the talk show. We are among the friendliest and most enthusiastic people in the world— that's how they get their jobs. They're humorous, but most of the time they don't do anything other than ask their guest's questions, yet they're the nice person they manage. Charisma knows more about others than it does from others.  
 
   
  
 

 Practice effective eye contact  
 
    Good eye contact sometimes can convey more than words can say. Proper communication with the eye will convey that you listen, respect and consider the other person as an individual. Looking down or moving your eyes constantly show that you are not involved and that your attention is elsewhere.  
 
    Nevertheless, eye contact can be difficult. Too much can be generated, but too little can be achieved. You will have to try to find the right amount. The author and creator of I Will Teach You To Be Wealthy, RamitSethi, suggested that you seek a little the waters:  
 
    Try to keep your eye contact longer than you usually would for a second. How do you feel? How does someone else react? Know, you have many ways to try it out. Practice your waitress, barista, or check-out guy.  
 
    You'll get a feeling over time of what plays and what goes too far. How you touch your eye is as critical as how long it lasts. If you don't know where to begin without sounding like a jerk, try to focus on the color. Seek to remember the color of your eyes and make it a practice for everybody. It is the kind of eye contact that does not seem like a weirdo to make you look personable.  
 
   
  
 

 Be expressive with your body  
 
    Charismatic people tell how they felt in many respects. You can go a long way with your voice to explain and change how you hear or what you are thinking about. Nobody assumes that someone who is stiff as a board is irresistible or important. Remember to smile above all else. Smiling people are more desirable and likeable than someone who looks angry or unselfish. Sims Wyeth at Inc. advises that you think about the people or the creatures, so you recognize their physicality: Kramer thinks about Seinfeld's fame as he passes through the doors of the apartment of Jerry and finds something shocking. Or your grandma who throws her arms in the air and bends her knees when, after a long absence, she sees you. Or my boy, Little Bear, who, at the end of the day, dances to joy when I come home.  
 
    People like to be around people (and animals) with expressive movements. Of course, you don't want to be clowning at work and behave like Kramer, but movements that adapt to what is currently happening and that fit the situation are gainful and appealing.  
 
    Just like an actor of the form becoming the part they perform, place yourself in a state of mind that makes you mindful of your actions. When you begin to lose control of your mannerisms, Cabane advises avoiding and concentrating on your feet. This will provide you with a rundown of all the stuff the body does. You're slouching? Is your hand fiddling in your pocket with something? Be mindful of this and adjust.  
 
    


 
   
  
 

 CHAPTER 15:  

What Do You Want to Communicate? 
 
   C ommunication, quite simply, is defined as the exchanging of information that we do amongst ourselves and other individuals. This exchange of information can take place in the form of speaking, writing, signs, signals or behavior.  
 
    If you live in this world, you need to relate to others around you. Nobody can survive without having their needs met, and to have our needs met, whether we like it or not, requires the help of other individuals to do so. And therefore, we need to rely on communication to get by.  
 
    Communication is a skill that many don’t think twice about, but it is one of the most important skills you could have at your disposal. If you want to know what it is like not to be able to communicate or be understood, just picture a time when you have gone to a foreign country where you do not speak the local language.  
 
    Everything suddenly becomes more difficult, doesn’t it? You struggle to understand and to make yourself understood, and even simple forms of communication like asking for directions seems like an impossible task. Communication, both verbal and nonverbal, matters. It matters because it helps us relate and collaborate with the people living in the world with us.  
 
    Communication comes in two different categories, verbal and non-verbal. Understanding both of them can help you understand people better, as a whole. We need to look at them separately and discuss the details to promote a solid base of knowledge around communication. Let’s start with verbal communication.  
 
    Not only do good communication skills make it easier for you to understand other people it also makes it easier for them to understand you. While some people are very effective communicators others truly need to work on it. Taking a look in the mirror and participating in some communication activities can help you understand how well you are communicating with the people around you. You may be surprised to find that you have some work to do.  
 
    As it sounds, verbal communication is communication with words. This piece seems obvious. however, did you know that there are four different types of verbal communication? Most people don’t look at it this closely. However, it can help us understand what people are really trying to say to us. Each type of verbal communication can give us insight into ourselves, as well as, others.  
 
    The first type is intrapersonal communication. This is the conversations we have with ourselves internally. While we figure out a difficult problem or are working out our grocery list, we all spend time in our own heads talking. Intrapersonal communication is very different between people. Some of us are very good at building ourselves up while others tear themselves apart with their thoughts.  
 
    It is not uncommon for criminals and those that fall into the Dark Triad to have terrible intrapersonal communication skills. They may literally feel as if they have a tiny devil inside their brain that always wins over the even smaller angel. Intrapersonal communication should not be confused with schizophrenia, that condition is quite different.  
 
    The next type of verbal communication is interpersonal communication. This is the conversation that you have with just one other person. Sometimes, people handle one on one conversation very well because it is more personal. In addition to being more personal, it also tends to leave you a bit more vulnerable. This is because the sole focus of the conversation is between the two of you.  
 
    If someone is trying to manipulate you, it is likely they are going to try and get you off on your own. Working against someone one-on-one is always going to be easier than trying to persuade or manipulate a crowd. On your own, you need to keep your defenses up. People that are trying to manipulate you will spend the time to look at your verbal and nonverbal communication skills. This helps them to pinpoint what they need to do to get you to bend to their will.  
 
    Then there is small-group verbal communication. Obviously, there will be more than two people involved here, however, a small group for verbal communication is not exactly defined. It is a number of people that can all be actively involved in the conversation. Think of things like team meetings at work or press conferences. Everyone is taking their turn to give their opinions and thoughts.  
 
    Small group communication is where most people thrive. It's not nearly as intense as a one-on-one conversation and it is not as intimidating as speaking in front of a large crowd. You will still need to pay attention to your verbal and nonverbal skills when dealing with a small group to make sure that you are promoting clear and concise understanding of what it is that you are saying.  
 
    Manipulators that are very charismatic thrive in this type of conversation. They are good at getting the attention of the group. In turn, they are good at getting that group to see things from their point of view. It is more of a game to them than anything else. Gaining control is all they are looking for and some do it very successfully.  
 
    The last type of verbal communication is public communication. When dealing with public communication there is, typically, only one speaker. They will be addressing a larger crowd. Election speeches are a very good example of this. You need to remember that many people will conduct themselves differently in public than they do in private. Looking for drastic changes can clue you in to the darker tendencies of verbal communication.  
 
    Conquering the art of good communication is hard. There are a variety of factors that equal good communication and the words you pick are only part of it. Most people need to work on their communication skills but be aware that those that are scheming against you will focus on it.  
 
    The way a criminal communicates verbally can make or break their plans. Being careful with what they say they are able to more easily persuade and manipulate those that are around them. When you have improved communication skills it can make it easier to pick up on the trick’s others are using around you.  
 
    So, what does it take to communicate effectively in a verbal manor? You need to be friendly and kind in the things that you say. In addition, thinking before you speak plays a major role. Those that prattle on without thinking tend to be looked down on and people tend to stop listening as they simply never stop talking. If you have this bad habit you will find that people look at their cell phones more while you are talking, talk with others around them, or simply go into a trance state until you stop talking.  
 
    Your word choice also is a component that needs to be considered. Thinking about the crowd that is in front of you or the person that you are speaking with individually can help you communicate with them effectively. Knowing what their common languages and the words they typically use can give you clues as to how you need to handle them. When you take these types of things into consideration people are more apt to open up to you and tell you what is really going on. It gives you some common ground with them and makes you more relatable.  
 
    Effective verbal communication also takes confidence. When you are solid in the things you are saying it shows. Be well prepared with your thoughts and people will be able to understand you. Giving others time to speak their piece is also very important in verbal communication. When someone feels like you don't give them time to talk they start to tune you out. It's very rude when there is only one person talking and other people have things to say. Obviously, if you are giving a speech the people that are there are not going to be doing much talking. So, you will need to take your surroundings in the consideration to figure out how much you should actually be saying and how much you should be listening.  
 
    Sometimes, it is very hard to say exactly what you mean. Being concise in what you are saying is important. If there is a lot of fluff in your thoughts it can be confusing to the person listening. This could lead to questions that do not relate to what you are talking about at all. In addition, telling a story in a streamed line is important. If you jump from one point to another it causes a lot of confusion and a lack of Interest. Here again, spending the time to think about what you want to say before you say it will be advantageous.  
 
    Verbal communication can be really difficult for some people. They may not be comfortable speaking in public or exactly the opposite and become increasingly awkward when put into a one on one situation. There are different strategies that can help you become better at verbal communication, regardless of what type makes you uncomfortable.  
 
    There are a variety of different activities that you can try to make yourself a better and more comfortable verbal communicator. With a few minutes a day, you can find the tact and confidence to say what you really mean. This can be a major benefit in life and lead to less misunderstandings and drama.  
 
    Expressing our wants and needs can be difficult especially for kids and teenagers. This is partially due to all of the electronic devices we are stuck in nowadays. Sending a message makes it easy to feel confident and say what you mean but when that same thing needs to be said out loud it can be difficult.  
 
    Parents can help their children with communication by making time without electronics. In addition, encouraging talking without distraction and taking a genuine interest in what they are saying and feeling without overreacting can promote better verbal communication.  
 
    Also, making sure that you communicate your feelings, needs, wants, and Thoughts with your kids will encourage them to do the same with you. This goes to more people than just your children. Being open and honest with those that are around you will help them be open and honest with you. Of course, you want to be careful and not put too much trust in people. Keeping some things to yourself is, advantageous and ensuring that you aren't taken advantage of.  
 
    We all know that practice makes perfect. If you are trying to become more comfortable with public speaking, you need to practice. You can start by going through your speech out loud, but by yourself. Then when you feel confident with what you have got a group of trusted friends and family members together. Present your speech to them. You can gain constructive criticism from those that care about you and it can truly help to calm the nerves. You can practice this way many times to build your level of confidence.  
 
    


 
   
  
 

 CHAPTER 16:  

Detecting Lies and Uncover Deception 
 
   A  skilled manipulator is also a master in the art of deception. Deception has a strong foundation in all of dark psychology, from theory to methods. It sits at the bedrock of dark psychology as a cohesive mesh between the manipulator’s commands and the attacker's willingness to follow. The relationship that they have is one of unbalanced power. Deception provides the illusion that one is more powerful than the other, simply because lies carry significant weight to them.  
 
    All things being equal, the possessor of deception always has the upper hand. In asymmetric warfare, deception is an equalizer for the lesser force. The man avenues that lead down, the road to deception are all available to an attacker who is without morals or scruples. This includes lying, starting rumors, hiding the truth, cherry-picking facts, and so on.  
 
    Simpler minds fall victim to deception more than others. Trusting minds believe lies as truths when others are skeptical. An attacker who has already gained the trust of their victims has bypassed this initial defense mechanism and is, therefore, free to wreak havoc from within the relationship. An attacker can latch on to victims like a dormant computer virus, waiting for the right moment to strike.  
 
    A shadow campaign can be waged against anyone, through whatever means. Shadows are in the form of lies, redirection, and especially false realities. The target doesn’t know what to believe. More specifically, the target wants to know what to believe, and the manipulator is there to fulfill the knowledge gap.  
 
   
  
 

 Instigating a Deception Campaign  
 
    To successfully win in the game of true or false, a manipulator is tasked with creating a campaign against their target and seeing that they have total control. There are countless ways to go about this, but the more organized they are in their deception, the greater the chances of success. A compelling deception campaign goes beyond telling a few lies. It is a full-frontal endeavor that requires significant energy and planning by the manipulator. But in the end, it has the potential to pay off handsomely.  
 
    1. Target Selection  
 
    It’s almost always better to select the right target than to try to universalize a deception campaign that will work against all potential targets. Targeting the right person may increase the chances of success for a manipulator, as well as lower the chances of being caught.  
 
    The ideal target is somebody who is spineless. If such an individual cannot be sourced from the attacker's pool of potential targets, they will have to go for other low hanging fruit. This includes people who are going through hardship, either financially or emotionally. They can also seek people who are actively seeking help, friendship, or guidance.  
 
    A good target for deception is also a good target for cultish brainwashing. That is, the same people who are historically targeted by cult leaders are the same type of people who a manipulator should go after. Common characteristics to look out for are religiosity, trustfulness, friendliness, and outgoing demeanor, and especially a willingness to please.  
 
    In the event that such a target cannot be found, the manipulator may wish to go on with the campaign anyway. The next big thing is to soften up the target.  
 
    2. Acclimatization  
 
    Once a target has been identified, it is time for the manipulator to put on one of their many masks. Depending on the situation and depending on any existing relationship with the target, the manipulator may wish to take any number of next steps.  
 
    Building trust takes time, especially when meeting new people. Here the best tactic is to be as trusting and caring as possible. Over time the target will grow accustomed to the manipulator being a friendly person. Here it is important not to come off as too friendly or too nice. Either of these things raises suspicion.  
 
    For preexisting relationships, the protocol is the same. Foster trust but do so at a comfortable distance. Set up boundaries with the target as early as possible. Encourage the target to do the same. This will involve a delicate balancing act of pushing the boundary at first, and then easing off when the target gives some resistance.  
 
    Succeeding in the acclimatization phase is not an exact science. Good manipulators seem to have built their own preferred methods for gaining the trust of their targets. The exercises mentioned above incrementally pushing personal boundaries—and then respecting them—is but one possible avenue.  
 
    Another possible avenue is to building trust is by offering emotional or financial support when nobody else will. This has more to do with target selection, though, as finding the right target will hint at possible ways of gaining trust.  
 
    3. Sowing the Seeds of Deception  
 
    A certain point comes in the manipulator-manipulated relationship when it is okay to start upping the ante. Here too, there will be differences between manipulators. Some prefer to manipulate immediately, as in the case of people playing the victim and building up trust that way. Others wait for the right time, and only start when trust is solidified.  
 
    And trust really is necessary because deception is easy to spot otherwise. The type of deception will also depend on what the short and long term goals are of the manipulator. At this stage, it is appropriate to use emotional manipulation techniques like gaslighting and guilt-tripping. These techniques serve as a medium for the deception to propagate through.  
 
    There is a necessary shift in power that has to occur between the acclimatization phase and the deception phase. In the beginning, the target has just as much, or even more power than the manipulator. This is because the manipulator is testing the waters, trying to build trust, and staying away suspicions.  
 
    Power, in this sense, refers to the relationship of dominance between the two. The target dominates the manipulator at first because the manipulator is willing to do anything to gain trust. When it flips, the target is willing to do anything for the manipulator. This is really the key to any manipulation campaign: getting the power relation to flip.  
 
    Another form of deception also comes in the form of baiting people. The manipulator makes a promise or a favor that is too good to be true. Then when the time comes, the manipulator can choose to go through with it or not.  
 
    Suppose they just bought a new car and don’t know what to do with their old one. The manipulator can say things like:  
 
    “I don’t need my old car. I’ve been thinking of maybe selling it, but I guess you can use it for now. It’s just sitting in my garage. If you don’t turn these things on at least once a week, the engine starts to go bad.”  
 
    The manipulator has done two things here. One, they have raised the hopes of the target, who ideally is desperately in need of personal transport. Secondly, they have tried to establish themselves as an authority on car maintenance by telling the target that the car must be used. Regardless whether it is true or not, it also hints at the possibility that the care might be theirs.  
 
    Now, the manipulator has no obligation to give the car up. It is, after all, a big thing to ask of someone to just hand over the keys on a car that may be worth a few thousand dollars. The manipulator is now in a position of power. They can lend the car out for a few weeks, only to come back later and say that they need to sell it to make rent.  
 
    Alternatively, the manipulator can use the borrowed car as a form of debt, debt that can be collected at any time through quilt tripping:  
 
    “I don’t feel so good today. Can you come over and maybe bring something to eat? I’m just not feeling good and a little lonely. Bring the car with you. I want to look at it.”  
 
    Notice here that the last sentence is more of a command. The other person is unlikely to refuse, because of the implicit indebtedness they have through the borrowed car. If the target is to refuse, the manipulator can put up their own defenses, or use emotional manipulation to guilt-trip the other:  
 
    “I think it was really crappy that you didn’t come over yesterday. I know you are busy, but you didn’t have to stay for long, you know. I mean, all you had to do was come by. I’m actually really bummed out about it, and I’m not sure how to say it.”  
 
    Note that throughout this entire exchange, the manipulator is still in legal ownership of the car. They never said explicitly that they were willing to change the car title over to their target. Accepting such an offer is begging for trouble. But since the target trusts the manipulator, they don’t see it as such.  
 
    4. Suspicion Countermeasures  
 
    Phase four occurs when, if at any time, the target gets suspicious of the manipulator's intentions. It also occurs when the target refuses to play along with the games used by the manipulator. This is bad news for the manipulator, who wants to remain under full control at all times.  
 
    Their first line of defense is to use a type of defensive gaslighting. As the name implies, it is not intended for offensive purposes but to try to hide their own neck. The protocol is the same, but the manipulator now has to cross the line towards reality distortion.  
 
    In an ideal world, a manipulator shouldn’t have to go this far, as this is the stage that the most emotional and psychological damage takes place. But, we don’t live in an ideal world, and many manipulators use this tactic outside of defensive gas lighting purposes.  
 
    The goal is to make the target question their own sanity, and to put to rest the justification of their accusations:  
 
    “You are overeating to this. I hardly even touched you. Do you even know what abuse is? People go to jail for it; it is very serious. And if you keep talking about it like that, I think it would be better if we just stopped seeing each other. Seriously, you need to calm down.”  
 
    “Yeah it’s sort of weird. But, like everyone does it. Trust me; people do way worse than that for way less. Don’t feel weird about it, okay? I don’t want that for you. This is natural. We are just human, and humans do that sort of thing from time to time. Just learn to enjoy it. I mean, you weren’t complaining about it when you were screaming my name.”  
 
    “Nothing matters in the long run, so why do you care so much? In five years, it won't even be an issue. So what makes you think it will be an issue in ten years or a billion years for that matter? We’ll all be dead by then so what difference does it make?”  
 
    Of course, this sort of gas lighting requires to be hammered into the target whenever the opportunity arises. If used correctly, it can shut down arguments quickly until they arise again.  
 
    


 
   
  
 

 CHAPTER 17:  

Change and Improve Your Language 
 
    What Is The Vague And Permissive Language/Milton Model?  
 
   M ilton Erickson was a psychotherapist who was famous for his capacity to establish rapport with his clients. He was reputed to be an eccentric fellow, but surprisingly, all his methods seemed to work.  
 
    One of the techniques that Milton Erickson used to establish rapport and help his clients overcome their troubles was the use of vague and permissive language.  
 
    Milton would come up with vague and permissive terms, which was perfectly calculated to bypass the clients’ rational side, and gain access to their subconscious mind.  
 
    The idea was that this process would help the client understand that they wielded tremendous power and that they were perfectly capable of finding solutions to their problems, which is what they did, and it worked.  
 
    The following are some of the language patterns that Milton Erickson successfully applied.  
 
   
  
 

 Mind Reading  
 
    In this language pattern, Milton made it seem that he knew what the client was thinking and that it was okay if they would spill it out because he knew of it anyway.  
 
    Milton would look at someone’s eyes and make a judgment as to what they were thinking; he had methods of scanning an individual’s thought patterns, and bringing it out in the open, or at least, giving the client the needed push in order to spill the beans.  
 
    This technique tends to work in the sense that it pushes a client away from emotional complacency and makes them more in touch with their feelings and emotions.  
 
    It also heightens rapport between the client and their therapist.  
 
    Some of the statements of mind-reading include:  
 
    I know you are thinking about buying bread.  
 
    I know you are scheming against your father.  
 
    I know you are trying to steal that pen.  
 
   
  
 

 Lost Performative 
 
    Milton Erickson was big on using vague language. And nothing proves this point more than his use of lost performative.  
 
    These were basically statements that were made with the intent to charge the client’s mind, even though no background had been provided.  
 
    Most of the time, the client would find themselves thinking hard on the meaning behind the phrase, and it helped them increase their understanding of what bedeviled them.  
 
    The use of lost performative was also cleverly designed to bypass the client’s rational side, and this is important because it saved the therapist unnecessary lies of their client, and the therapist would access the client’s subconscious.  
 
   
  
 

 Cause and Effect  
 
    This language pattern was necessary for promoting the idea that the client had developed troubling thought patterns as a result of their decisions.  
 
    Milton would seek to know everything that their client has been up to, and afterward, they would make the connection.  
 
    The idea was to help the client understand how their actions had resulted in their current mental state.  
 
    Milton knew too well that people didn’t think through their actions and that it was totally possible that they weren’t aware of the effect of their decisions, and how, in turn, it affected them.  
 
    Also, this cause and effect pattern helped Milton illuminate the necessary action that needed to be taken in order that their customers might overcome their troubles.  
 
   
  
 

 Complex Equivalence  
 
    Milton used this language pattern in order to bypass his clients’ critical thinking and access their subconscious.  
 
    Complex equivalence denotes the use of statements that seem to hold two realities as representative of a major truth.  
 
    He would come up with complex scenarios whereby one reality pointed to another reality. The idea was to broaden their clients’ imagination so that they would be in a position to find a solution to their problems.  
 
    Complex equivalence involved using statements that joined two scenarios together, and it helped the client to make sense of the duality that existed in their personal circumstances.  
 
   
  
 

 Universal Quantifiers  
 
    These statements are designed to hold an ideal as absolutely necessary and to discourage someone against ever settling for anything less.  
 
    Universal quantifiers’ help people make sense of the area that they have failed to observe strict adherence, and this can cause them to have trouble.  
 
    Thus, it is important that people learn to stick to their ideals, and that they must not back down from these ideals, and that the world around must adjust to their beliefs.  
 
    Universal quantifiers also help people realize that solutions don’t come easy and that they must be willing to toil in order to lead healthy and well-adjusted lives.  
 
   
  
 

 Modal Operators  
 
    One thing Milton was really good at is investigating a situation and realizing what’s missing.  
 
    In such scenarios, Milton would use modal operators in order to help their clients become alive to their reality.  
 
    Milton was well aware that his work was more giving guidance and helping clients notice where they are falling back and failing to put in the effort to turn around their situations.  
 
    With the use of modal operators, Milton was able to help people turn around their situations by virtue of becoming aware of their idle resources, making good use of their time, and realizing their full potential.  
 
   
  
 

 Intention  
 
    This language pattern supports the idea that behind every belief, there’s a central intention, and that most people hold that belief because of the intention.  
 
    For instance, if someone proclaims that they admire a particular profession because of their honesty, you can easily see that this positive belief has been developed as a result of honesty.  
 
    Thus, this language technique helps people understand the intention behind their beliefs. It’s not like these intentions are obvious, but the therapist guides the client into understanding the various intentions behind their beliefs. When a person gains an understanding of these intentions, they gain a deeper awareness of the person that they really are.  
 
   
  
 

 Unspecified Verbs  
 
    Using vague and permissive language allowed Milton Erickson to hand power to his clients. He never wanted to be the therapist that proverbially takes on the role of God.  
 
    He wanted to empower his clients to understand that they had what it takes to heal, and the only thing missing stopping them was their lack of affirmation.  
 
    The use of unspecified affirmations helped the client gain a general idea as to how to overcome their problem, and it would help them experience a flood of inspiration, and they would go about looking for a solution.  
 
    For instance, the statement, “when you work on your self-esteem, you can improve your life,” really means that anyone has the power to attain their important life goals and that all is needed is improving one’s self-esteem. In this way, the client understands that they are struggling with low self-esteem, and they are pushed into taking action that will help them increase their self-esteem and reach their important life goals.  
 
   
  
 

 Tag Questions  
 
    This language pattern as aimed at gauging the level of engagement between the therapist and the client.  
 
    The sad fact is that some clients expect their therapists to do everything for them; they expect to be baby-fed everything.  
 
    Sadly, this approach hardly ever yields results. In order to achieve positive results through therapy, it is absolutely necessary that both the client and their therapist have not only strong rapport but also engage with one another.  
 
    Tag questions allow the therapist to gauge the level of interest that the client possesses, or to ensure that they are not lost somewhere along the way, so that the therapist may be able to guide them accordingly.  
 
   
  
 

 Conversational Postulate  
 
    These are statements that are expressed as questions. In the literal sense, they would be thought to ask for straight responses, but in actual fact, they are commands.  
 
    For instance, if a therapist wants you to bring your life partner so that they may try to understand your problem much better, they may say, “Will you bring your spouse tomorrow so that I may give you the solution?”  
 
    It sounds like a question, but they are actually commanding you to bring your spouse. Therapists understand too well that some people have a knack for hiding details, and so, they just go right into it, asking for the exact thing that they need so that they may assess the situation far better.  
 
   
  
 

 Selection Restriction Violation  
 
    In this case, it’s all about forming sentences that don’t necessarily adhere to the rules of grammar, but the meaning is very well captured, nevertheless. These sentences are designed in a very contextual manner.  
 
    The therapist may as their client to commit to something without using grammatically correct sentences. This is done in order to disrupt their intellectual laziness and get them to think hard about what they want to do with their lives.  
 
   
  
 

 Embedded Commands  
 
    In this case, it involves the use of statements whilst embedding indirect commands.  
 
    The therapist hopes to make it clear to the client what they are getting themselves into.  
 
    By understanding the very thing that they are getting themselves into, they are in a position to overcome their problems.  
 
    The use of commands helps the therapist also pass across an important message that is supposed to help the client modify their behavior and lifestyle.  
 
    Also, this communication style helps an individual increase their awareness of trends and their potential to get to a better place mentally.  
 
   
  
 

 Embedded Questions  
 
    These are statements that contain indirect questions within.  
 
    For instance, if a therapist is handling some that claims they are being battered by their spouse at home, the therapist might say;  
 
    “I’m curious what made your spouse go from a loving husband into a ruthless brute.”  
 
    Of course, this is a statement, but the way it has been expressed makes it sound like a question, and the client is expected to get the hang of it and start explaining what really happened with their spouse. Also, this language pattern improves rapport between the client and the therapist.  
 
   
  
 

 Covering All Ranges of Possibilities  
 
    No matter what situation that a therapist might be dealing with, it is never lost on them the idea that there could be very many possibilities to the issue at hand. This language pattern is aimed at identifying the possibilities of a situation.  
 
    For instance, the therapist might want to hear the perspective of the client, and upon hearing it, the therapist might go on to point out other possible scenarios, and this helps in broadening the client’s mind, so that they don’t have a singular way of looking at things, but they can broaden their mind and think of all potential outcomes.  
 
   
  
 

 Building Excitement and Expectations  
 
    Let’s face it; one of the ways to boost engagement levels with another person is through exciting them and keeping their expectations high.  
 
    Therapists use this language pattern in order to get their clients excited and boost their engagement levels.  
 
    Building excitement and expectations are art too. The therapist starts off small, builds up the excitement towards a cataclysmic end.  
 
    For instance, considering that the client’s main goal is to experience a full recovery, the therapist might make a point of breaking off the recovery in phases, so that the client experiences pleasant surprises at the end of every phase.  
 
    


 
   
  
 

 CHAPTER 18:  

Master Physiology and Breathing 
 
   T he first thing we keep an eye for in a person is the condition of their muscles. Is the person tense or relaxed? How high the tension is and where is it concentrated? Is it a prelude to a fight or a flight?  
 
    The best way to find out is to copy your subject’s muscular core state, just look at how their muscles are arranged and try to arrange yours the same way. There’s a good expression, “to carry oneself,” and your goal will be to carry yourself just as them. Your copy doesn’t have to be identical, just close enough so you feel close enough to themselves– imitate them as close to perfection as your present acting skills allow (to be a good judge of character, a good analyst, you don’t have to be a good actor, but it helps–remember Sherlock Holmes and his transformations?) It isn’t hard–just contract whatever they have contracted and keep it that way!  
 
    Now, as we learned to carry ourselves like our subject of study, we must learn to walk like them and breathe like them, or at least pretend to do it, deep inside.  
 
    Much can be learned from a human posture and walk: people with bad eyesight recognize and spot their relatives and friends by their silhouette, their posture, their walk in the crowd of hundreds of people, alone, as easy as a person with keen eyesight would. Can you stand or sit exactly as your subject does, and feel as comfortable as they seem? Can you breathe like them, at the same rate, with the same depth, following the same intervals?  
 
    Try and practice it alone at first, looking at a video of someone else. Soon you’ll be able to perform it mentally, running the process almost completely in your imagination. As soon as your musculature and posture imprint will feel identical to that of your subject; as soon as your combined breath sounds like one, it's time to analyze their non-verbal message.  
 
    Are they demonstrating the will to move closer, shorten the distance between you–or are they trying to distance themselves from you? Is their posture open towards you (face, chest, and groin unobstructed by limbs) or closed from you? (Folded arms, crossed knees, etc.) If their posture is closed, don’t jump to conclusions: they may position themselves this way merely for comfort, not because they’d like to lock themselves away from you. If your object’s posture is closed and is comfortable – they are likely an introvert. With extroverts, expect abrupt changes in posture, quick movements ahead (lean towards the person they’re speaking to, or reach for them), meant to shorten the distance between them.  
 
    Body language is a nation-specific feature of communication–in some countries, it’s hardly used, while in the others two conversing people may resemble two windmills. Still, you can normally detect the heat of discussion by the amount and smoothness of gesturing, even when watching the speakers from the distance. The rougher, sharper gestures become, the less controlled they are, the higher the likeness of a conflict.  
 
    A conflict is something often provoked by the opposition, or a third party, with intent to unsettle us, upset us, or make us lose our temper and act out. Our goal in this situation will be to retain control of ourselves. This doesn’t mean suppressing our anger or bottling our frustration. This means dissolving the heat of emotions in the cold presence of our reason. This means starting with controlled breathing, restrained posture, and slow relaxation of the muscle core, resetting it to absolute calm.  
 
    A person in control is not someone gritting their teeth, holding reins back–it’s the person showing calm restraint and conscious choice of their words and actions. Remember the monkey and the computer? The last one is the analyst; the first one lives for battle, and spots a good fight miles away. There’s a good use for this quality too: your instincts will tell you when the situation is about to heat up a bit too much, so your reason could be there in time to prevent unnecessary drama before it has a chance to happen!  
 
    The point is neither of the two parts of one’s consciousness must be restrained or removed from the interaction. When the reason is cast aside, no civilized communication is possible: any conversation will quickly derail and devolve into something childish, silly, and virtually useless for any purposes but socializing itself. If the emotional part is suppressed, the person starts feeling discomfort.  
 
    This is a very important point, and it happens to be twofold: whenever you spot manifestations of discomfort in either yourself or your object, you will know it happens because the primal part, the emotional part, is subdued by reason. This may happen when the person’s reason doesn’t want to give something away, yet their body–heartbeat, breathing, perspiration–seems eager to betray them, so they try and shut it off using reason, forcing themselves under control for a period of time, after which their animalistic part will inevitably act out. You must have seen how, leaving the room after a difficult meeting, people will be overly childish and agitated, exclaiming loudly, pushing each other, craving some sort of physical gratification–it’s all the backlash of self-control imposed by reason, now lifted.  
 
    Hence, to stay comfortable, to remain in full control of oneself–which is something you want to practice in order to become a good restrained analyst–one must never suppress their inner feelings! It's hard to give advice on how your computer could keep your monkey in check, as this is a personal thing, inherent to your own character. There’s a huge number of venting and confidence-building techniques out there, and you’re free to try them all! Just remember this simple rule: by indulging a certain whim of your animal, you grow it, not reduce it. For instance, aggressive behavior does not deplete aggression, in the contrary, it increases your aggressiveness—same as being afraid will not deplete your fear.  
 
    Still, there are techniques helping you to drop the level of aggression and overcome fear, from the most basic things like counting to ten, naming objects around you mentally, or drinking a glass of water–down to counseling and transcendental meditation. In this book, we’ll merely say the solution is out there, and self-control is essential if you want to stay an involved yet unbiased party.  
 
    On the other hand, this is what you want to notice in the behavior of your subject: not their controlled, reasonable actions, but their slips, their subliminal telltales; the small movements, expressions, and changes in posture that happen without the subject noticing. How to interpret this body language? The problem is, it's not only inherent to a particular culture, but also varies from one individual to another.  
 
    Many sources claim they're able to teach you some kind of universal list of telltales, enabling you to tell truth from lies, present you with recipes of telling an act from the real deal–but these sources are at best-generalized information, sometimes applicable to many people, enough to make it seem true, but definitely not to be applied to just everyone. The truth is, only your own experience, attentiveness, and insight will help you to read another person's body language, for there are as many body languages as there are different people.  
 
    For instance, when someone is trying to touch or hide a part of their face–lips, the nose, an ear–it’s normally considered a sign of secretiveness, the telltale of a person lying or trying to hide some information from the listener. In many cases, it’s indeed so–and still, be careful not to call someone a liar just because they tend to rub their three-day stubble while they’re thinking.  
 
    Another popular facial feature to be pointed out as a telltale: a genuine smile would cause crinkles around eyes, while a fae smile normally wouldn’t. Yet again, in many cases it may be true–we often hear about “someone smiling while their eyes remain cold.” Then again, the experiments show the “smiling eyes” can be faked more or less easily, and if you were to encounter a sociopathic person, someone good at mimicry–you’d never catch them faking a smile.  
 
    Approach tendencies in the posture of your subject may mean aggression–or they could mean affection, and only your judgment may discern between the two. If your subject demonstrates avoidance tendencies–this, yet again, could mean an entire spectrum of emotions: apathy, fear, disgust, mistrust, submission, meekness, and so on.  
 
    A good analyst would always view the non-verbal signals of their subject as a part of the bigger picture, applying to them the knowledge of this person as a whole. Even a habit as simple as biting one’s fingernails–are you sure I bite mine when I’m nervous? It may happen a person tends to stick their thumb in their mouth while they’re thoughtful, relaxed, their attention directed inward–miles from feeling nervous!  
 
    Always remember: what you see is only half of the picture. Another half, no less important, is what you hear.  
 
    


 
   
  
 

 CHAPTER 19:  

Pacing and Active Listening 
 
   H ave you ever met someone that just seemed to be on the same page as you? Your conversation felt like the words were pulled from your mouth, and you talked to each other so smoothly, and it was so easy just to keep going. What happened, incidentally, was that you fell into a process of pacing and matching each other.  
 
    Everyone communicates at their own rhythm and at their own pace and often times, we end up competing with people with our own rhythm and pace. When you meet someone that compliments the way you talk and matches you in thoughts and in other ways, suddenly it’s like you’re talking to a mirror, and everything becomes easier.  
 
   
  
 

 Active Listening 
 
    Active Listening is when you listen and ask questions relevant to what people are talking about. It’s about really listening to them not just to what they’re saying but to what they might also want to say if you ask them the right questions You can’t pace someone if you don’t know where they’re at in your conversation, and what they’re looking to know or wanting to do with what you’re talking to them about. This is why pacing and active listening to hand and hand so much.  
 
    If you’re curious about what to do for active questioning, it’s all about using open-ended questions instead of close-ended questions. You want to keep people talking so you can draw more and more from people and get all the information you need in order to persuade them.  
 
    The key to influence all starts with attention. If you cannot hold someone’s attention, then you can’t maneuver them to where you want them to be. But attention has to be strategic. Most people waste attention and they don’t use it. Others get attention but destroy their credibility at the same time while some people get attention but can’t make a connection. Pacing and Matching help a person do both, make a connection, and hold the attention of someone once they’ve gotten it. Mastering this skill transforms the way you communicate with people forever.  
 
    Let’s start with matching and mirroring before we go to the topic and vocal pacing. Matching and Mirroring are two of the most powerful rapport builders you can have in your life. However, they have some simple problems that most people, when they first start trying these things, end up doing wrong.  
 
    When you reach a deep rapport with people, you begin to naturally move like they move, your breathing begins to match their breathing, and suddenly you feel more comfortable with the person. During heightened states of intimacy, you naturally do this as well. Consider sex, in which people’s rhythms, breathing, and even heartbeat begin to match and come together as they get closer. Intimacy is power, and intimacy comes from matching the other person.  
 
    But what does it mean to match someone really?  
 
    Matching is the process of copying people’s behaviors, their mannerisms, their positioning, and even their vocal levels. But, do so in a way that doesn’t look like you’re mimicking them or insulting them.  
 
    Mirroring is slightly different where you play exactly what it sounds like—a mirror image of the person. If they cross their right leg, you cross your left leg. If they raise their left hand, you raise your right hand, each time, projecting a mirror to their behavior. But it has the same issue as matching which is, that if you do it too noticeably, people will feel as if you’re mimicking them. It’s a process, but it’s a process that you can master.  
 
    The thing to remember about matching and mirroring is that you don’t need to do every solitary behavior because that would be suspicious. You want to look for the opportunities to shift your body, posture, or even your voice so you can better match them.  
 
    But here’s the bonus. When you get very comfortable with people, as we’ll talk about in just a second with the pacing of a conversation, and everything else, you’ll be able to use matching and mirroring as a tool to test how much in rapport you are with them. Because, when you have successfully matched and mirrored their behavior, you will find people begin to match and mirror you right back and that you’ll be able to control their behavior by altering your own.  
 
    But you might be wondering if there’s any process you can use to make matching and mirroring easier. And the good news is, there is!  
 
    First things first, take inventory of a person’s position to you from how you are positioned to him, meaning to look at how their sitting or standing, where their feet are, how they’re breathing, and more. Anything you can notice, you want to take notice of, and you want to make a note of.  
 
    Second, you want to position yourself in a similar way but not completely copying them so that you can more easily start to match their behaviors without them noticing.  
 
    Third, as you converse with them, you want to hear their voice and their tone and the speed of their talk and adapt to their way of speaking. Avoid accents, avoid twinges or anything that isn’t actually you. But, do alter your speaking and listen for their use of metaphors and their use of language to match that.  
 
    Fourth, after a while of doing this matching and mirroring, try to alter your movements and see if they follow you. It’s the best way to test your actual rapport and to see how well you’re connecting.  
 
    Mirroring and matching are powerful, but they’re nothing without a complete understanding of pacing.  
 
    Pacing is really easy to understand as a three-prong process. It’s about setting the tone for the conversation by meeting people on the field that they’re on so that you can walk person down the path to what you want, never giving them more than they’re ready to hear and listen to and never saying anything in a way they aren’t capable of or are unwilling to hear. Second, it’s about laying out all the information they need for anything, setting up the images, and the realities that would benefit them under the way they process and comprehend things. And finally, you want to alter the pace, speeding it up, and slowing down, based on how adamant they are on taking action.  
 
    Pacing is about control, and control is necessary whenever you’re trying to influence anyone. But, the benefit of pacing is that it doesn’t make the person feel like you’re exercising control over them but rather that you’re meeting their needs. This becomes a huge benefit in the rapport building necessary for any and all persuasion.  
 
    When you pace a conversation, it gives you the opportunity to allow your prospect to listen to everything you want to tell them in a way that they feel like it’s all their choice to listen. But, in order for you to do that, you need to be focused on the person. This is key, before we can even get into pacing, we need to talk about Active Listening.  
 
    Let’s talk about pacing.  
 
   
  
 

 Pacing 
 
    The first part about setting the tone is about matching the way they talk. This isn’t mirroring matching as we’ve talked about where you go about understanding the tone and speed of their voice. Rather, this is where you focus in on what they are saying, how they are saying, do they rely on big words or short sentences? Do they carry on? Whatever they do, you want to pace that reality so you can properly step into their reality and relate to them the way they are trying to relate to you.  
 
    Second, you want to make sure the information is the type of information they are looking for. If you’re selling a car and someone’s talking about the speed of the vehicle, the appearance, and the sound of the engine, you don’t want to bog them down with all the safety measures, the cooling systems, and how long the vehicle can last. This is where most people screw up with persuasion. They get caught up in their presentation and their way of breaking down the items they’re seeking to sell that they forget that they’re actually selling to another person and just hope to hit everything. In truth, this makes a person feel like you’re not listening to them and that you’re not understanding them. And when that happens, they are shutting down to just about any opportunity you’re going to be offering them. By pacing the information, they’re asking for with the information you’re giving them creates a powerful sense of rapport that makes them think you understand what they want and makes them believe you will be able to help them with that.  
 
    Let me make sure you understand that last statement. You will “Make them think you understand,” and “make them believe you will be able to help them.” Regardless of whether you fully intend to help them or you completely understand them, if you don’t make them feel and believe you, then it doesn’t matter. There’s a huge difference from you actually caring and from people feeling like you care. And this is another reason why pacing is so important and works so often.  
 
    Finally, your pacing needs to meet the speed they're looking for an outcome. Why do most people when presented with a salesperson coming up to them in a store and asking, “Are you looking for anything?” immediately saying, “No,” even when they are? The answer is because people have their minds made up about how much time they want to spend looking for something. They worry that a salesperson will ruin their goal and that they’ll feel pressured to make a decision. They’re not properly paced at all.  
 
    This problem was actually addressed by marketing expert Jay Abraham, who had a furniture store change their greeting from, “How can I help you today?” to “What ad brought you in today?” Suddenly people were no longer ignoring the sales people and instead started to work with them.  
 
    When you’re pacing a person’s desire for a solution, they are suddenly more open to actually getting to that solution–whether that solution is a new dishwasher, a new religion, or something else entirely. By figuring out where they're at in their desire to take action opens up an entirely new world of creation for you.  
 
    Pacing and matching are the foundation of any sense of powerful rapport and the foundation to all the influence you’re going to learn throughout this book. So study up and get ready to really master this whole structure of influence.  
 
    


 
   
  
 

 CHAPTER 20:  

Facial Expressions 
 
   T he universal facial expressions are a set of seven different expressions that people can understand and read, regardless of culture or how much or little they are raised with others. Even those who are born blind will still show these facial expressions without having ever seen them before, leading psychologists to believe that these expressions absolutely are innate in human beings as a whole. These expressions are usually sorted out by the emotion they represent.  
 
    Surprise: When someone is exhibiting surprise, they usually raise their eyebrows, with the centers raising higher than the edges, creating a rounded look, and also pushing up skin onto the forehead, creating wrinkles. The eyes are wide, with whites being flashed both above and below the iris. Oftentimes, the mouth is opened loosely and without tension.  
 
    Fear: When afraid, people usually raise their eyebrow, but instead of them being rounded, they are instead relatively straight. The individual who is afraid will also show a wrinkled forehead in the center, typically between the eyebrows. They also usually show widened eyes, but the whites of the eye are seen from the top part of the eye and not the bottom. The mouth may be open slightly, with lips parted and pulled back with some tenseness.  
 
    Disgust: When someone looks at something in disgust, usually the eyelids are raised up with the brows dropped lower. The nose is usually wrinkled while paired with a raised upper lip. The wrinkling of the nose usually causes lines underneath the eyes, at the top part of the cheek.  
 
    Anger: Anger is quite easily recognized at a glance. When someone is angry, their brows are lowered and knitted together, creating wrinkles between the brows running vertically. The eyes stare harshly, with the lids tensed. The lips will be either sealed shut firmly, frowning, or wide open if yelling.  
 
    Happiness: When genuinely happy, people usually smile. Their lips pull upward, and they sometimes flash their teeth while smiling. There is usually a discernable line running from the nose to the corners of the lips, and there should be creases around the eyes when genuinely happy.  
 
    Sadness: When people feel sad, their eyebrows draw together, with the inner corners raising upwards, creating wrinkles between them. The lips are pulled downward in a frown, and the jaw is raised upwards. Oftentimes the lip is pushed outward in a pout.  
 
    Contempt: Contempt is largely characterized by a neutral expression with the corner of the mouth raised on one side and a hard stare.  
 
   
  
 

 Eyes 
 
    The eyes have several different forms of nonverbal communication—from where they look to how they move, plenty can be told about someone’s inner thoughts by paying special attention to the eyes.  
 
    Eye contact: When people intentionally make eye contact, pay attention to how it is regulated. If the person avoids eye contact, they likely want to end an interaction or avoid an interaction due to insecurity, disinterest, submission, or even deceit. Conversely, making eye contact with others shows interest, and when it is forced and held in a hard manner, it implies dominance and aggression.  
 
    Frequency of blinking: People blink at different rates depending on whether they are honest or not. Those who are blinking more than normal are usually under some sort of stress, perhaps due to attempting to figure out how to navigate a difficult situation, or possibly due to trying to come up with a convincing lie to sell to other people. Those who blink less are seen as aggressive or dominant.  
 
    Pupil dilation: Though far more difficult to recognize at a glance, especially if the other person has dark eyes, pupil dilation tells a lot about a person. Someone with dilated pupils is either attracted to the person he or she is talking with or lost in some pretty intensive thought.  
 
    Direction of gaze: People regularly look at what they are interested in. If you notice someone is repeatedly glancing away from you, whether at an exit or at another person, it is a cue that the other person wants to leave and go interact with whatever keeps drawing his or her gaze. It can also be used to tell which side of the brain is actively working—when people look to the left, they are recalling truthful information while those who are looking to the right are typically using the creative parts of their brains that are responsible for telling lies.  
 
   
  
 

 Eyebrows 
 
    Just like the mouth and eyes, the eyebrows are incredibly telling about what someone else is thinking. Take a look at these common forms of nonverbal communication involving the eyebrows:  
 
    Lowered brows: When someone exhibits lowered brows, he may be showing signs of wanting to hide or retreat, especially if the person is lowering the head. This can also be a sign of deception, in which the individual is attempting to hide.  
 
    Raised brows: When someone raises their eyebrows, they signify that they are feeling surprised, or is used to emphasize something that is being said. It may also be used to show attraction to the other person, or sometimes, even submission.  
 
    Single brow raised: One brow raised usually comes along with the connotation of disbelief or cynicism.  
 
    Knitted brows: This is when the individual pulls the brows together, creating creases in the gap between the brows. It usually shows sadness or confusion.  
 
    Middle of brows raised: When the middle of the brows arch upwards, it shows surprise, anxiety, or relief, depending on the context and other parts of the expressions.  
 
    Middle of brows lowered: When the middle of the brow is lowered, creating a straight line instead of curving, it usually conveys frustration of some sort.  
 
   
  
 

 Proxemics 
 
    Oftentimes, people will alter how closely or far apart they stand to another person. It can happen entirely unconsciously, and you may even begin to notice it in other people—For example, if you are on a date, you may notice one person subtly lean inwards if he or she is interested in the other person, and if something happens that causes some sort of bump, the person may lean out again, creating a distance between each other. This can be incredibly telling as you go about interacting with other people in various ways.  
 
    Close  
 
    As a general rule, the closer together people are to each other physically, the more likely they are to have a closer personal relationship. When people trust each other, they have what is referred to as rapport with each other—this is essentially a measure of the relationship. People with more rapport are seen as more trustworthy, whereas someone who has not developed much rapport with a certain crowd may not be acknowledged or welcomed nearly as much. People will lean inward toward those they develop rapport.  
 
    Far Apart  
 
    If people seek to be closer together when the relationship is good, you can then imagine that they are likely to separate themselves out and seek distance if the relationship is poor. Those in a bad relationship with someone, or who do not trust someone, are more inclined to seek a natural distance between themselves and the other party. After all, what good would it do anyone to hang around someone you do not trust? Likely not much, if the other person is actively creating space between himself and you, do both of you a favor and end the conversation.  
 
    Touch  
 
    The way you touch someone can also convey an awful lot about your mood in ways you may not have ever even considered. When an individual is more open with the touch, allowing full contact between the palm and the other person’s skin, it implies comfort and familiarity. Someone would not be that direct with someone they do not know or trust. Conversely, if the individual touches with only the fingertips, it shows that the individual is far more distanced, and perhaps even uncomfortable with the situation.  
 
    Likewise, the temperature of the touch can also be quite telling. When the touch is warmer, it shows that the individual is far more comfortable with what is going on, and when the touch is colder, it shows that the individual is stressed or tense and is feeling the effects of anxiety through the fight or flight response, which redirects blood flow, and therefore warmth, to the core.  
 
   
  
 

 Visual/Kinesthetic Dissociation 
 
    Within visual/kinesthetic dissociation, the practitioner seeks to remove the negative thoughts and feelings that are associated with a trauma or other negative past event that has been causing strife for the person asking for help. Within this method, the patient is oftentimes taught to corrupt the vision of the original trauma, inserting cues that are funny or otherwise not distressing in hopes of making the person feel less upset by the negative event and more amused by it instead. This is similar to the idea of someone with stage fright imagining everyone in the audience is wearing nothing but underwear in order to alleviate the stress of speaking in front of a crowd.  
 
    Yet again, the manipulator is able to take advantage of this. It is entirely possible for the manipulator to say and do things to create negative associations with certain thoughts and feelings, ruining what may once have been a thought or concept that was calming to you instead.  
 
    


 
   
  
 

 CHAPTER 21:  

Different Body Language for 
Different Environment 
 
   O nce you have an understanding of what positive manipulation is and how to accomplish it, you must know when to use it. While there are many instances where positive manipulation can be appropriate, you will need to correctly gauge the signs to know if it will work. Think about how well you know the person. Are they likely to have some trust in you? If not, you will need to work on building this relationship up before you are able to successfully use manipulative tactics. Is the person generally resistant to advice? This can also present you with some challenges. The way that you phrase the suggestions can make all of the difference when you are trying to get someone to do what you want them to do. Everyone is going to be different, and this is what makes positive manipulation a true art.  
 
   
  
 

 At Work 
 
    When you begin to positively manipulate your coworkers, you must keep boundaries in mind. It is not appropriate to control others in the workplace, especially when you aren’t a supervisor. Remember that positive manipulation is meant to enhance the other person’s life as well as your own. Maybe your influence can help maintain a better work environment. In turn, this can lead to increased productivity. Any action that you might use to manipulate, if it only benefits you, would not be considered a positive one. Think carefully before you act because you might end up in a negative situation if you are not careful.  
 
    You might be wondering when it would be appropriate to step in and use your skills. Think about the way that your coworkers get along. Is everyone mainly agreeable and kind or are there some people who appear intolerant that keep to themselves? Thinking about the general work environment, if all of your peers are on the same page, it would probably lead to some efficient results. These are some ways that you can create harmony in the workplace in order to effectively apply your positive manipulation methods:  
 
    
    	 Team Building Exercises: A great way to practice working together is to get to know each other better. Organizing an activity or a game where you must all work together to reach a goal is one way that you can become closer to your peers. A lot of companies that are newer like to use this as a way for coworkers to get used to one another. These exercises are always beneficial, so making the suggestion to your boss could be a great idea.  
 
    	 Off the Clock Bonding: It can be hard to get to know someone while you are both concentrating on work that must be done. If you are trying to build better relationships with your peers to gain their trust, try doing this when you are off the clock. The atmosphere is naturally going to be more relaxed when you aren’t focused on work. Try to keep the conversation relevant to your interests and not only the commonality of sharing the same workplace. Your coworkers will be more likely to open up to you in this type of setting.  
 
    	 Importance of Names: Make it a point to learn each of your coworkers names. Acknowledging that you remember someone’s name is a sign of respect, and it also shows that you care to know this person. It can make a person feel insignificant when their peers don’t even know their identity. If there are any people you do not know, introduce yourself and get to know them. This type of outreach is what makes for an ultimately harmonious workplace. If everyone is familiar with one another, the environment automatically becomes more trusting.  
 
    	 Stepping In: If someone expresses that they could use some help with their work, volunteer to help. It is a selfless act to take on work for your peers, and as long as you are able to, it is a good deed. Show everyone that you work with that you are dependable. People remember those who are helpful and giving, so do your best to showcase these qualities when you can. Make sure that you are only stepping in when you know that the help is desired, though. Trying to take over when the other person has not expressed that they need help is a sure way to create tension instead.  
 
    	 Birthday Cards: When someone is celebrating a birthday, get your peers together to sign a birthday card. This is a small gesture, but it can make a large impact. By acknowledging everyone’s birthday, the entire group will become closer. Plus, it is a much needed fun distraction in between all of the tasks that you face on a daily basis. If your workplace does not already does something like this, be the person to suggest it!  
 
   
 
   
  
 

 In Friendships 
 
    You have the ability to help your friends tremendously through positive manipulation. Friendship contains the perfect balance between love and independence. Because you are not romantically involved with this person, yet you do know and care about one another, you have the advantage of being a wise outside opinion. Your friends likely already come to you for life advice, so use this factor to help you with your manipulation. In friendship, it is common to consult this person before making any big decisions. Your goal will be to appear as the most available friend in the moment. This is how you can easily gain someone’s trust before you begin manipulating a situation.  
 
    Your friends will see you as a reliable source when you are readily available. It becomes easy to put trust into someone who appears to value your feelings. Prioritize your friendships that you would like to influence. It is important to become a key figure in each support system. Knowing what you would like to happen in a situation, think about the many ways in which you can guide your friend to the end result. Sometimes, it barely takes any manipulation because your friend might already be on the way there. Showing them that you have gone through the exact same motions and have accomplished the goal can be a great way to motivate your friend to do the same. Leading by example is always a way to get people interested.  
 
    Growing up, you’ve probably heard your parents mention that someone is a “bad influence.” These same influences can exist within adulthood, but they often go unrecognized until it is too late. You never want to do anything that will upset or hurt your friends, so work on being the exact opposite. Strive for positive and uplifting actions. There does not need to be anything sneaky about your positive manipulation. Remember, this type of manipulation does not correlate with dishonesty. When you are acting as a positive figure in someone’s life, other people are certain to take notice. Become known for doing the right thing and coming up with valuable solutions.  
 
    As a positive influence, it can become your duty to seek out toxic situations within your friendships. Try to take a look at each one from your friend’s perspective. Why do they feel as though the situation is good for them? If you cannot answer this question, sitting down and having a talk with your friend can be a starting point. For any information that you just do not know, simply ask them about it. Because you already have an open way of communication, this should not trigger any suspicions regarding your motives. Try to get the perspective from the other person directly. This is much better than filling in the blanks with ideas that might actually be wrong.  
 
   
  
 

 With Family 
 
    If there were ever a time where you wished you could change something, this would probably occur within your family dynamic. Families can be complicated. They consist of a lot of people who are bound together by relations. Some of us get along great with our families and have remained close to them throughout our lives, while some of us have had some radically different experiences, seeing their family members as strangers or simply as people that they do not wish to know. Setting our differences aside can be hard, especially with all the history that already exists. This is why positive manipulation can actually greatly benefit an entire family. If you are up for the challenge, try your luck at influencing your family members in order to lead them to better outcomes.  
 
    Outside of your immediate family members, there are probably some that you do not know very well. Positive manipulation gives you the motivation to get to know everyone. You might be surprised at the connection you build with people who have always been in the background of your life. Do your best to act as a facilitator when it comes to socialization. Just as it is easier in the workplace when everyone gets along, it is also easier when everyone in a family gets along. Keep in mind that because there is so much deep-rooted history, some people might show resistance when it comes to rekindling past connections.  
 
    While it isn’t your role to act as a family therapist, you can probably help certain people connect just by acting as a common link. Try to promote as much harmony as possible, but know that there might be instances where people simply just can’t get along. Try to understand the way that the connections formed and who is closest to whom. This will help you when you begin your positive manipulation. You will always want a bigger picture of what is occurring, all of the details. Your preparation for this will likely take longer than any other.  
 
    There are several different approaches that you can take when you are attempting to positively manipulate your family. You can work on one person at a time, or you can try to appeal to the masses. Depending on what you are trying to influence, one might prove to be easier than the other. You can try out both methods to see which one will work best for you. Your family dynamic will set the mood for how well-received your intentions are. As much as you can prepare to be a great influence, your plan might not work with all of your family members.  
 
    If you are able to get a few people on board to start with, the rest will automatically follow. Majority usually rules, so use this principle to your advantage. If you start by influencing those who are closest to you, they can play unknowing roles by helping you convince the other members of the family. Whether you are trying to change something big or something small, the steps are always going to be the same—make a plan, earn trust, and set forth with only good intentions. If you realize that something is only benefiting you at the expense of other people, then you should know that the plan has to change. Remember, positive manipulation should be something that helps other people. If you receive any of these benefits, then consider this a bonus. 
 
    


 
   
  
 

 CHAPTER 22:  

Unleash Dopamine! 
How Alcohol, Food, Drugs Release Chemicals 
 
   D opamine is your ‘excitatory neurotransmitter’ - when your dopamine levels are stable and balanced, you then experience a resultant state of alertness and awareness. When your dopamine levels are too high, however, you may experience behaviors, which lead to excessive risk-taking, increased aggression, and a distorted sense of reality. Here are some indications that your dopamine levels may be too high:  
 
    
    	 You feel inclined to take risks and crave excitement  
 
    	 You have an excessive sex drive  
 
    	 You are an information or news junky  
 
   
 
   
  
 

 Benefits of Improving Dopamine 
 
    Establishing the proper balance of dopamine in your body is critical to living a healthy, enjoyable life. Proper balance will ensure that you are getting adequate rest, have reduced stress levels, and are able to react appropriately to situations that arise in your life. Some of the benefits of regulating dopamine include the following:  
 
    
    	 Reduced cravings for food and unnecessary stimulation  
 
    	 Reduced proclivity to addictions  
 
    	 High levels of motivation  
 
    	 Reduced amounts of stress  
 
    	 Improved sleep and overcoming insomnia  
 
    	 Overcoming depression and negative thinking patterns  
 
    	 Reduced anxiety  
 
    	 Higher levels of clarity, focus and general awareness  
 
    	 Ability to find personal satisfaction and personal achievement  
 
    	 A healthier sex life  
 
   
 
    It is difficult to place a value on the amount of positive benefits that can be achieved simply by regulating the amount of this vital neurotransmitter in your brain and body.  
 
   
  
 

 How to Increase Dopamine Levels 
 
    So how does one go about increasing dopamine levels? You may be happy to learn that it is not as complicated as you might expect. There are several basic steps that you can take such as abandoning the use of illegal drugs, cutting out intoxicants such as alcohol, and reducing low-quality foods in your diet. However, there are also a few key physiological hacks that you can use that will greatly improve your dopamine regulation if implemented on a daily basis.  
 
    Dopamine Increasing Habit #1: Listen to Music 
 
    You may be surprised to learn that one of the best ways to naturally increase or regulate dopamine levels is also one of the easiest and potentially most enjoyable things you can add to your daily routine.  
 
    Listening to music has been known to rapidly increase mood, aid in depression, and even bring meaning to life for some people. For ages, music has been a touchstone of bridging various aspects of human existence and has been known as an essential part of healing. And, in the last few decades, new neuroscientific and clinical studies have begun to shed light on the mechanism of music as a means of therapy. Much still remains to be learned about the healing powers of organized sound, yet we can be assured that music has been known to be an effective component in mental and physical healing.  
 
    Mental health centers, for instance, that use music as a clinical tool have consistently reported that music is especially helpful for low-functioning patients. There has been anecdotal evidence as well that music can strengthen the sense of self, increase socialization, decrease psychotic symptoms and increase positive activity in people. Studies have demonstrated that music, when used in a two month phase following a stroke in certain patients, enhanced their recovery of both verbal memory and focused attention, as well as preventing depression and confusion. Music also aids in increasing the capacity to form neural connections within damaged areas of the brain, which translates to faster and lasting recovery. It is also suggested that music induces positive mood and heightened arousal which can lead to improved performance on cognitive tasks.  
 
    However, perhaps the most intriguing studies of music could be the studies whose results suggest that listening to music releases dopamine. It has been found that by consciously introducing relaxing and melodic music into a daily routine can increase the release of this neurotransmitter, which in turn augments alertness, speed of information processing, attention, and memory. Easy listening music is recommended for this purpose. Listen to at least 20 minutes of classical, folk music, soft rock, and even hard rock to take advantage of the health benefits and increase dopamine levels easily.  
 
    Dopamine Increasing Habit #2: Meditate 
 
    Another amazing trick to rapidly re-establish dopamine balance in your brain and elevate your mood is to implement a meditation practice. Scientific research has found that this one habit alone can profoundly impact mood and mental health as well as regulate dopamine levels. Plus, it is something that is easy and practical to implement on a daily basis.  
 
    If you are intimidated by the idea of a meditation practice, there is no need to worry! Meditation can include taking the time to become aware of your actions, it does not necessarily mean that you have to become an enlightened master.  
 
    Indulge in your artistic side-start to explore your inner creativity with a medium of your choice, whether it is drawing, painting, sculpture, dance, playing a musical instrument, writing, poetry, or even DIY crafts. As long as you take some time to take a step back and think about what you are doing, you can begin to notice dramatic shifts in your mood and cognitive function. Here’s a quick checklist of how to get started doing this on a daily basis:  
 
    
    	 Avoid TV for a while  
 
    	 Write in a journal, especially about your feelings or how your day is going  
 
    	 Breath-take 2 minutes to notice your breath  
 
    	 Relax-release the tension in your body  
 
   
 
    Direct your thoughts away from negativity and towards positive feelings such as gratitude  
 
    Wasn’t that easy? After taking a few minutes to focus your attention, you are now ready to explore your creativity or just feel good for a while. If you are feeling like you want to dive a bit deeper, you can also get more into the practice of clearing your mind and sitting for a more intense meditation.  
 
    Did you know that a daily meditation practice can sooth and awaken your brain’s highest potential? When you sit down with the committed intention to meditate, you light up the frontal cortex of your brain—the part behind your forehead. This engages your limbic system, or the system of nerves that controls emotions and basic drives. This means that when you sit down with your intention to meditate, that simple act gets your emotions involved and allows you to begin to have more positive feelings. With practice, this action helps to control the fight or flight reaction, and you can calm down your sympathetic nervous system simply through consciously breathing in and out. Try taking half a dozen long, slow exhales. Your brain will instantly be soothed and you will automatically begin to feel balanced.  
 
    While meditating, you may feel a sense of self-awareness and well-being. This translates to a steady mind, a grounded or centered feeling, and you become more able to stay with whatever you wish to pay attention to. Staying in a meditative state increases your memory of feeling, and that helps permeate your life with more purpose. With ongoing practice, you build up feelings of compassion, self-esteem, resilience, insight and deep concentration.  
 
    A quick way to get started with this intense form of sitting meditation is as follows:  
 
    
    	 Sit down in a comfortable position  
 
    	 Bring your awareness to what you are doing at this present moment  
 
    	 Relax your thinking by exhaling longer than your inhaling  
 
    	 Begin to drop your guard and allow yourself to feel as safe as you reasonably can  
 
    	 Open your senses up to the simple feeling of well-being  
 
    	 Become aware of unlimited, expansive space all around you  
 
   
 
    Stay in this relaxed and calm state for as long as you wish, and remember to focus on your breathing as you do so.  
 
   
  
 

 Dietary Considerations for Increasing Dopamine 
 
    Diet plays a very important role in the proper functioning of dopamine within the body. It is recommended that dopamine-disrupting foods such as high processed meals, fast food, low quality meats and cheeses should be regulated or avoided altogether if possible.  
 
    However, some particular types of foods have also been observed to boost dopamine levels if consumed properly and on a regular basis. Some good sources of tyrosine include:  
 
    
    	 Almonds  
 
    	 Sesame seeds  
 
    	 High-quality and grass-fed dairy products  
 
    	 Bananas  
 
    	 Avocados  
 
   
 
    A good diet of fruits and vegetables, healthy whole meal foods and low amounts of processed sugars and saturated fats will work wonders for restoring dopamine to the proper levels, as well as improving self-confidence, intelligence, personality and overall mental performance!  
 
   
  
 

 Dopamine and screens 
 
    In today’s digital age of screens, you may not realize that you are flooding your brain with unnaturally high levels of dopamine on a daily basis. We anticipate some sort of instant reward with many of the following activities: 
 
    
    	 Scrolling social media to see a new video or a new post  
 
    	 Playing video games  
 
    	 Watching pornography  
 
   
 
    But it does not end there. We spoke about how your brain perceives random unpredictable rewards with high amounts of dopamine. This is the reason why we are constantly checking our phones. We expect to see a text message or notification. It is like a little slot machine in our pockets. Eventually we will get that random unpredictable reward. 
 
   
  
 

 Dopamine Tolerance and Drug Addiction 
 
    Your body is the ultimate adaptation machine. It develops tolerance if it is exposed to something for a long period of time. For example, people who are alcoholics need to drink far more alcohol to get drunk, compared to someone who rarely drinks. This is because their bodies have developed a tolerance to it. One drink would not get them drunk. They need several to experience that effect. 
 
    The same applies to when there is a chronically elevated level of dopamine in your brain such as when you use the little slot machine in your pocket. Your brain adapts to this higher level of dopamine and thus you develop dopamine tolerance. As a result, considered high-dopamine activities e.g. walking outdoors, exercising, studying, reading or working on your business, no longer generate enough dopamine to give you the ‘fix’ you require. 
 
    This is a huge problem. Enjoyable activities now feel boring and tedious. You would rather watch TV, play video games or scroll social media instead because these give you comfort, stimulation, satisfaction and unpredictable rewards. 
 
    The basis of addiction has to do with this dopamine tolerance. Once dopamine tolerance gets very high, you are simply not able to enjoy anything else in life other than the high-dopamine activity. This is why people continue to be addicted to drugs, pornography or social media, but is not able to engage or be motivated to do the challenging but meaningful things in life which produce markedly less dopamine. 
 
    


 
   
  
 

 CHAPTER 23:  

Understand and Notice People’s Boundaries 
 
   F ocusing on the United States, there are four types of distances that people use to communicate on a face-to-face basis. These distances are intimate, personal distance, social distance, and public distance. Starting with intimate distance, it is used for highly confidential exchanges as zero to two feet of space between two individuals marks this zone. An example of intimate distance includes two people hugging, standing side-by-side, or holding hands. Individuals intimate distance share a unique level of comfort with one another. If one is not comfortable with someone approaching them in the intimate zone, he/she will experience a significant deal of social discomfort. 
 
    Firstly, personal distance is used for talking with family as well as close acquaintances. The personal distance can range from two to four feet. Akin to intimate distance, if a stranger walks into the personal zone, the one is likely to feel uneasy being in such proximity with the stranger. 
 
    Secondly, there is the social distance that used in business exchanges or when meeting new people and interacting with groups of people. Compared to the other distances, social distance has a larger range in the range that it can incorporate. Its range is four to twelve feet, and it depends on the context. It is used among students, acquaintances, or co-workers. As expected, most participants in the social distance do not show physical contact with one another. Generally, people are likely to be very specific concerning the degree of social distance that is preferred, as some require more physical distance compared to others. In most cases, the individual will adjust backward or forward to get the appropriate social distance necessary for social interactions. 
 
    Thirdly, we have public distance, which is twelve or more feet between individuals. An example of public distance is where two people sit on a bench in a public park. In most cases, the two people on a bench in a public park will sit at the farthest ends of each other to preserve the public space. Each of the earlier types of proximity will significantly influence an individual's perception of what is the appropriate type of distance in specific contexts. One of the factors that contribute to individual perceptions of how proxemics should be used is culture. Individuals from different cultures show different viewpoints on what the appropriate persona; space should be. 
 
    Fourthly, there is the concept of territoriality where individuals tend to feel like they own and should control their personal areas. We are inclined to defend our personal space. When someone invades this personal space, then the individual will react negatively as it is an invasion of territory without express permission. At one point, you asked a stranger to keep some distance from you because you felt uncomfortable with the person standing close to you. Sometimes standing next to a person may also denote that you are creepy and may be intending to harm the person. 
 
    When you're talking to someone, the person is invading your personal space and you're accepting that, so it's signaling you're all right to intimate ideas. Intimate concepts in this sense include intensely sensitive things one would be able to relate to another, this is therefore evident that she is likely to encourage you to have a personal conversation which may be intimate in nature. This conversation may include your physical or mental health problems, and not inherently sexual concerns. For this reason, the need to violate personal space should be weighed carefully. 
 
    Regarding children, violating personal distance will make them freeze due to feeling uncomfortable. If a teacher sits next to a student or stands next to a student, then the student is likely to feel uneasy and nervous. However, they are instances where the invasion of personal space is allowed and seen as necessary. For instance, during interviews or when being examined by a doctor, invasion of private space by the person with advantage is allowed. The panel during an interview may move or ask you to move closer, which may violate your personal space. A doctor may also stand closer to you, invading your personal space, but this is necessary due to the professional demand of their service. 
 
    As such, when one avoids personal distance, and the individual is expected to be within this space, then the individual may be feeling less confident or feeling ashamed. For example, if a child has already done something embarrassing, he or she is likely to sit or stand far from the parent during a conversation. For this reason, it appears that one should feel confident, assured, and appreciated to approach and remain in personal space when needed. 
 
    Additionally, staying in personal space during intense emotions may portray one as resilient, understanding, and bold. Think of two lovers or sibling quarreling, but each remains in the established personal space. The message that is being communicated is that the individual is confident that he or she can handle the intense emotions from the other person. For most people, they only allow their lover to stay in their personal distance when feeling upset because they trust that the person can handle the known behavior of the affected person. Since being in personal space places a person within physical striking range, most people will only allow trusted and familiar individuals into their personal space. 
 
    Equally important is that invasion of personal space is justified because it is part of professional demands. Think of a new teacher that is trying to help a student solve a mathematical equation. In this aspect, the teacher is a stranger because he or she is new to the school. By sitting or standing close to, the student, the teacher is invading the personal space, but the established norms in this context allow the student not to feel unease. For emphasis, this case is not unique as it aligns with stated expectations that people will welcome known or unfamiliar people in their personal space only if they trust them and, in this case, the student feels safe with any teacher. For this reason, the operationalization of distance in communication is mediated and moderated by established culture. 
 
    In most cases, one can start with public distance before allowing the interaction to happen in personal or social space. For instance, as a student during tournaments, you could have initiated nonverbal communication with the student from the other college before suddenly feeling connected to the individual and allowing him or her to move into personal space as a potential girlfriend or boyfriend. At first, the target person saw you as a stranger but allowed you to make nonverbal communication within the public space. When the person felt the need to connect more with you and have given you the benefit of the doubt, the person allowed you to move through public distance and social distance to enter their personal space. 
 
    For instance, a lot can be learned from studying distance and space in communication. Being allowed into the social and personal distances implies that the person trusts that you will not harm them emotionally and physically. For the intimate distance, being allowed into this distance implies that the person trusts you so much and is confident that you can never harm them and that you share a lot. For instance, a mother holding her baby close enough to her signals that the baby is feeling assured of security and protection. When two lovers move, closer until their faces are almost touching suggests trust and confidence that the other person feels safe and protected. 
 
    Relatedly, if arguing with your child or lover and the individual moves farther from you physically, then it suggests that the person no longer feels safe with you being within their personal distance. Issues that can cause someone to expand the distance between you and them include the risk of violence from you and emotional issues. If you occasionally act violently, then chances are, your lover or children will expand the personal distance to social distance because this is where they feel safe due to your personality and character. It then appears that your prior behavior will also affect the distance during communication. 
 
    Nevertheless, they are other issues that cause individuals to extend the distance of interaction, and these include having a medical condition or having hygiene issues. For instance, if you are sweaty, then chances are that the other person may prefer to extend the distance of communication between you and them. Having oral hygiene issues may also make the other person move far away from you because the smell turns them off. For this reason, interpreting the distance between communicators should also include hygiene and health-related issues that impact this distance. 
 
    For instance, some medical conditions can make people maintain some distance from you or be closer to you physically. For instance, some conditions may attract uneasiness, and this includes epilepsy. People with epilepsy get seizures, and this can make people feel unease being closer to them because they inadvertently fall. On the other hand, having hearing issues or sore throat may make people move closer to you physically to facilitate effective communication. However, these are exceptions when analyzing space and distance as forms of nonverbal communication, but they should be taken into account where necessary. 
 
    In some cases, it is welcome to invade personal distance merely by circumstances. For instance, when attending a match in a full packed stadium or sitting to watch a movie in a movie theater, one will have his personal invaded due to the sitting arrangements. In this context, one may feel uneasy with this arrangement, but he or she has little control of the situation. While we value and seek to protect personal spaces, some situations make us allowing invasion of this space because it is beyond control. 
 
   
  
 

 Activity  
 
    Mark is talking to his girlfriend, and their noses are almost touching. Comment on what this means. Do you feel that the actions of Mark are appropriate? Why or Why not? 
 
    The following day, Mark is talking to his girlfriend while standing nine feet away. Comment on what this means. 
 
    An elderly person asks Mark to assist him in how to shop online using the smartphone. Richard is standing right next to this elderly person. Comment on what this means. 
 
    On Saturday, Mark argued with his sister. He was visibly angry, but they continued exchanging words while seated on the same sofa set. Comment on this distance and space in communication. Comment on the importance of trust and assurance for people who share this space. 
 
    Mark met his girlfriend while attending a football match. It all started when Mark threw a hard stare at her at the farthest end of the stand. When the girl reciprocated the stare, Mark moved closer to her after the game and they walked holding hands. This is an example of allowing someone to transit from public distance to personal distance. 
 
    


 
   
  
 

 CHAPTER 24:  

Bonus Chapter: 9 Brilliant Strategies for Seducing a Person Using NLP 
 
    “I've been doing this a long time- manipulating people to get my way. That's why you think you love me. Because I've broken you down and built you back up to believe it. It wasn't an accident. Once you leave this behind... You’ll see that-Caleb”  
 
    ― C.J. Roberts, Seduced in the Dark 
 
      
 
   S o you’re playing the seduction game and leading someone to get intimidated by you? Again, manipulation is a powerful weapon in your arsenal that can be used negatively or positively to achieve your objectives with the person, even though it may have largely negative connotations. There are plenty of psychological tricks that can be used to get close to a person or lead them to be intimate with you.  
 
    I’ve put together 9 of the most effective seduction manipulation strategies when it comes to scoring with the person you fancy. Exercise due caution and diligence when it comes to using these techniques because your dignity and reputation are at stake here. Playing with other people’s emotions constantly to have your way will make you come across as distrustful, deceptive and selfish.  
 
   
  
 

 1. Flattery  
 
    Flattery is a brilliant way to break the ice with someone you’ve just met or lead someone you know for ages to do what you want. Ensure that you disguise flattery (however fake it is) in the garb of genuine and specific compliments.  
 
    For example, instead of telling someone how lovely they look in a particular piece of clothing, say something like, “I love how the color of your eyes is beautifully complemented by what you are wearing.” It sounds more genuine and invariably draws the person to you.  
 
    There is a secret strategy when it comes to resorting to flattery. Identify an area where the person is slightly insecure and needs reassurance. Use specific compliments related to that area to win over the person. For instance, if someone has issues related to speaking confidently in public, tell them that they have a wonderful voice texture or that they always tend to use the right words while talking. This directly squashes their concerns and insecurities and makes them feel nice about an area they aren’t too sure about.  
 
   
  
 

 2. Make Them Indebted to You  
 
    This is another slightly insidious strategy that can be used to seduce a person or get them to do what you want. It is a universal strategy that is effective across cultures, classes, and genders. You make the subject feel indebted to you by doing them a series of favors. In their mind, they become obliged to you even though they didn’t really ask for it.  
 
    You create a misbalanced equation where you are the giver, and they are a receiver. To make the equation more balanced, they know they have to pay you back in some form. Take advantage of this titled balance and get them to do what you want by asking them in a straightforward manner when the time comes. There are high chances the person has already mentally conditioned himself or herself to pay you back. Evil as it sounds; the tactic is used by several people who will fund the lifestyles of others to make them feel indebted to the manipulator. The subtext is, “I own you because I pay for everything you use.” It may start with small things that the subject voluntarily opts for, which later becomes impossible to get out of.  
 
   
  
 

 3. Use Shame or Guilt  
 
    There’s no denying that the manipulation seduction game can get really sneaky and complicated with blurred lines of what is right and wrong. However, here’s another technique that is widely used by the manipulator to charm people into going out or sleeping with them. It comprises inducing feelings of guilt or shame on the subject.  
 
    If the manipulator’s requests are continuously turned down, he or she will to making the subject feel guilty or shameful about refusing them. For example, “You know how lonely I am, living all alone away from my family. I’ve had a very rough and lonely childhood where no one ever loved or cared for me. You are also adding to my feelings of being lonely and uncared for with your cold and disinterested attitude. I know the world is against me and no one wants me.”  
 
    Manipulators know how to induce feelings of guilt by pushing the right emotional buttons. You will make more sweeping statements (no one loves me, the world is against me, or I’ve had a rough childhood) rather than state specific instances. Manipulators cleverly study what makes the other person feel guilty, and target those areas to get what they want.  
 
    Another rather disturbing yet highly successful seduction manipulation technique is to make the other person feel shameful about their past actions over and over again. Though it may help you get what you want in the short run, it will certainly not set the basis for a healthy, rewarding and meaningful relationship in the future.  
 
   
  
 

 4. Steer the Conversation  
 
    Seducers who’ve mastered the art of manipulation will almost always hold the remote control of a conversation to lead their subject into doing what they want. For example, if you want to sweet talk with a date, spouse, crush or friend who is nagging you about something, you simply steer the course of the conversation by changing the topic to a more favorable one.  
 
    “Hey I just saw a gorgeous blue, low-cut outfit that would look really flattering on you at Mary Ann’s boutique the other day” or “I saw the most jaw-droopingly beautiful house at Lakeview Lane on my way to work the other day, what do you think about living there together?” This takes the conversation from a rather unpleasant tone into a more welcoming and inviting tone that sets the pace for wooing someone or triggering feelings of intimacy in them.  
 
   
  
 

 5. False Logic  
 
    This one is mostly used by the teens and adolescents, but there’s no denying that plenty of adults resort to it too. The logical fallacy or false logic creation technique comprises creating a seemingly false argument and making it sound that it is indeed true. When you tell someone that if a particular thing is true, then he or she would not do something that is seen as undesirable by you.  
 
    For example, “if you really love me, you will get married to me immediately” or “if you trust me, you won’t hesitate to go to bed with me” You are basically challenging them to prove their feelings and emotions by getting them to do what you want them to.  
 
   
  
 

 6. Make it Appear Normal  
 
    So what you as a manipulator are doing here is making the subject feel like what you’ve asked for or what you want them to do is absolutely normal. To do this, you stealthily use numbers, statistics and research findings for your advantage. You make the other person feel like it is them who thinks or feels differently, while what you are asking for is absolutely normal. This way they are led into believing that something is wrong with their thinking.  
 
    For example, “statistics reveal that 75% of people end up sleeping with each other right after the first date.” You are establishing that it’s a norm and that most people would do it, and they are crazy or abnormal if they think otherwise.  
 
   
  
 

 7. Silent Treatment  
 
    Seduction experts using manipulation know how to use the silent treatment all too well. This works like magic when you’re getting someone to obey your wishes. When you remain silent, it creates an impact on the other person by making them feel like they have done something wrong or hurtful.  
 
    They become even more eager to make up for it when they realize that you are hurt, angry or upset with their actions. You will have people eating out of your hands when the subject feels the need to make up for their hurtful actions.  
 
   
  
 

 8. The Mirror Effect  
 
    As someone who is using the mirror effect manipulation technique for seducing the subject, you are attempting to establish a level of trust and emotional comfort by convincing the other person that you are exactly like them. The manipulator pretends to have the same background, values, interests, personality traits as the subject. You may also share fake stories, secrets or confessions to build a sense of trust, familiarity and emotional proximity with the other person. You let them know what they want to hear emotionally, and they return the favor with what you them too, often sexual in nature.  
 
    This is the basis of most seduction-manipulation techniques. Manipulate someone’s emotions to lead them to think and feel in a particular way, and then get them to go to bed with you.  
 
   
  
 

 9. Create a Compelling Want  
 
    Seduction is all about creating a compelling desire and then presenting yourself as the source for fulfilling it. This is pretty much what every advertiser, salesperson and internet marketer uses. They create the need for a specific thing in the lives of their prospective customers and then present their products or services as the only solution for it.  
 
    Build a strong need for what you have to offer. Make them feel like they need you to fulfill their physical and emotional objectives. Do not be afraid to show them how you can help them or what you can offer them. Strut your strengths and tease until they are convinced that you’ve got what they need!  
 
    Maintain a little distance from the subject to show him or what they desire is slightly out of their reach. They will be yearning for you more when they realize that you have everything they want, and are yet out of their reach. This makes them strive for your attention even harder! 
 
    


 
   
  
 

 CHAPTER 25:  

Bonus Chapter: How-to Speed-Read People to Read Their Energy 
 
    What Is Speed Reading? 
 
   T he first step in Reading whatever is seeing the phrases. But how do you notice words on the web page whilst you study? Prior to the Twenties, researchers believed that human beings study one phrase at a time. To study the notion, you moved your eyes left to right throughout the page, taking in a single word after the alternative. Underneath this principle, fast readers had been those who could perceive and recognize words quicker.  
 
    But, however, beginning readers have the capacity to see and examine multiple words at a time. As you pass your eyes throughout the page, you bounce in advance in suits and start off evolved, taking in from one to 5 phrases at a time in quick glances. Speed analyzing builds on these short glances:  
 
    You read numerous words in an unmarried glance unless you’re encountering words you don’t recognize or haven’t examine earlier than.  
 
    You increase your vision so that you can study and understand many words in an unmarried look.  
 
    You extend your imaginative and prescient to read vertically as well as horizontally at the page. In addition to taking in a couple of words on a line of text, speed readers also can, in an unmarried look, study and recognize phrases on two or three distinct lines.  
 
    Speed Reading is silent analyzing  
 
    While you study, you communicate phrases to yourself (aloud or on your head) due to the fact you learned to study with the sound-it-out method. In school, your instructor taught that you can always read a phrase with the aid of sounding out the letters and letter mixtures, and he turned into proper. Being capable of sound out words is a critical ability for starting readers.  
 
    The problem with the sound-it-out method for analyzing is that it slows you down. You study now not at the velocity you observed but rather at speed you speak. Sounding it out is satisfactory for beginning readers, but sooner or later, you need to dispense with sound if you want to be a velocity reader. In speed-analyzing terminology, announcing and listening to words as you study them is referred to as vocalizing. Take into account that  
 
    Vocalizing is a throwback on your early analyzing schooling; you need to abandon it to be a pace reader.  
 
    Education yourself now not to vocalize whilst you study one of the most critical pace-analyzing talents you may acquire.  
 
    Speed Reading is comprehending  
 
    The purpose of reading is to realize what you examine. How nicely you comprehend what your study is decided via your studying pace, the breadth of your vocabulary, and your diploma of familiarity with the difficulty be counted.  
 
    Speed reading simply will increase studying comprehension. Due to the fact you examine numerous words at a time whilst you speed study, you can pick up the means of words in context. Speed analyzing additionally has a snowball effect on the scale of your vocabulary and preferred knowledge, which will increase your reading velocity.  
 
    Speed reading is concentrating  
 
    All studying calls for awareness if most effective for a moment. Velocity studying, but calls for sustained, forceful concentration due to the fact, when you pace study, you do many things at once. To hurry read properly, you ought to see and read the words on the web page, remain alert to the writer’s fundamental ideas, assume alongside the writer and hit upon how you offers the material so that you can pin down the primary thoughts, and study with more angle to split the info from weightier stuff. You have to know while to skim, whilst to study fast, and whilst to sluggish right down to get the gist of it.  
 
   
  
 

 How to Speed Read: 4 Strategies to Learn to Read Better and Faster 
 
    Absolutely everyone is aware of the way it feels to study an ebook so precise you simply can’t put it down–you savor each unmarried word at the web page and may keep in mind fees from the passages by way of coronary heart.  
 
    There’s simply one aspect that’s special from the ones studying eventualities, and that’s enthusiasm. Enthusiasm drives our interest, permits us to focus, and soak up greater of what we read–leading to the ability to study quicker and recall greater of the content material! This is why we’ve discovered four strategies to exchange and improve the manner you study and do not forget information.  
 
    The technological know-how of speed read  
 
    Right here are four techniques so you can discover ways to speed read:  
 
    1. Experiment for Keywords  
 
    In preference to sounding out the letter mixtures, we prepare to make words and analyzing them all in my view, cognizance of how your eyes move across the page. Specializing in what your eye is seeing will help increase your analyzing velocity. Basically, we want you to experiment with the content first until your eyes trap on a phrase or issue that hobby you.  
 
    We had been taught given that day one to study every single phrase in a sentence and paragraph, but this method is so prolonged and taxing! We truly only want to study when you’re simply trying to get the fundamental, maximum crucial statistics.  
 
    2. Skip ahead  
 
    Simply study the primary and closing sentences of a paragraph first. This may prevent a lot of time if the first sentence of a paragraph introduces a topic that you already recognize. Then you definitely know no longer to waste your time reading the paragraph in its entirety and can flow on to the following paragraph.  
 
    3. Make it Relatable  
 
    Our brain shops every single factor we examine, we simply don’t understand it’s there due to the fact maximum of it is going to our subconscious. Due to this, it is able to be tough to do not forget a topic or exciting truth that you’ve examined formerly. To better retrieve it, we endorse that you relate what you examine to something you know, like a private experience.  
 
    Examples:  
 
    Returned in fifth grade, the whole lot we discovered changed into converted into an acronym based on what the subject turned into approximately, and to be honest, lots of these acronyms have followed me into my grownup life. I understand that this could have now not been a pleasant or healthiest instance to educate a group of 5th-graders. However, it’s been eleven years, and I nevertheless recognize the way to calculate density!  
 
    4. Take Notes  
 
    There’s a situation called hyperthymesia syndrome that permits those affected to keep in mind absolutely the whole lot they read, see, or listen. Unluckily, it’s an extremely uncommon situation, so the general public of humans available want some help remembering what we study– and for that, we write! Once you end studying, we advise which you move again and take a few notes from the keywords and topics you highlighted formerly.   
 
    


 
   
  
 

 CHAPTER 26:  

Bonus Chapter: How to Sync with 
Others Body Language 
 
   T he ability to communicate is not limited to the content of our words and gestures. It implies a more complex and not always noticeable interaction. Sometimes, rapport is established as if by itself, and in these cases, we could call the formula for success a good “combination of characters”: you simply instantly “find a common language” with a person. However, come up against the opposite: a poor combination of characters. In these cases, you may want to stay away from this person, only this is not always possible, especially when it comes to relationships, in the family, or at work. In any case, with this approach, you risk missing out on a potentially meaningful relationship. 
 
    Using NLP, you can move on to a more mature and professional approach. Becoming a master of effective communication, you will gain more power over your relationship and the results achieved. You will still be able to enjoy natural rapport (for example, when communicating with an old friend), learn how to maintain and value such rapport without feeling the need to improve it. On the other hand, you will be able to use NLP techniques to set rapport in a wide variety of circumstances, especially in cases where it may not occur naturally.  
 
    Success often requires convincing others of the viability of their point of view: to influence, persuade, or influence to achieve change. Of course, any goals directly related to communication should satisfy the six principles of correctly formulating the result, which we talked about in the second lesson. However, other goals may also require the ability to communicate (perhaps to achieve intermediate results on the way to the final goal). Combined with the various result checks, effective rapport installation techniques will help you communicate better and achieve more.  
 
   
  
 

 Fine Tuning  
 
    Usually, we like those who are like ourselves. It’s easier to get along with such people—that is, communicate more effectively. In turn, these people also like us—for the same reason. Thus, a good rapport implies conformity, tuning. Those who are in rapport tend to behave similarly.  
 
    Today we will tell you how to set rapport. You can begin to apply these simplest tuning techniques in just a few minutes. Other techniques require more developed skills and certain efforts to acquire them, which, however, are often paid off by subsequent practice: thousands of NLP adherents use these tuning techniques, making sure from personal experience that they are extremely useful for setting rapport.  
 
    To improve, you first need to learn how to determine when rapport occurs and when rapport disappears. This skill involves the development of “receptivity,” sensitivity to what is happening to you and others. Such skills can serve as an example of what NLP calls unconscious competency as some use it with ease and perfection. The basis of normal communication is, among other things, those skills that, at first glance, seem innate. You can find examples of this in the areas of commerce, contracting, consulting, and other areas of interpersonal communication. The ability to establish rapport benefits not only in the field of professional activity. It can have a beneficial effect on your goals, especially if they are related to communication. The secret lies in tuning. You can set a rapport, seeking an adjustment in several ways:  
 
    
    	 Physiology: posture and body movement  
 
    	 Voice: tone, the pace of speech, and other characteristics  
 
    	 Language and way of thinking: the dictionary used and the corresponding “presentation system” (vision, hearing, sensations)  
 
    	 Beliefs and values: what people believe in and what they consider important  
 
    	 Personal experience: the search for a common foundation in professional activities and interests  
 
    	 Breathing: a subtle, but very powerful means of adjustment  
 
   
 
   
  
 

 Physiology 
 
    Each adjustment method will be examined by us in turn and analyzed in sufficient detail so that you can begin to apply these techniques in everyday life. First, you need to understand some of the key tuning issues.  
 
    First of all, never forget how important it is to respect the tact and show respect for the interlocutor. Do not dramatically change the pose or intonation, as well as copy his gestures. Make any changes you need gradually and as inconspicuously as possible. Try not to draw the attention of the interlocutor to the language of your body movements, but do your best to ensure that he also subconsciously sets up a rapport. Otherwise, you risk annoying him, hitting him and even insulting him—and of course, then there is no question of any rapport. Although when establishing a rapport, you will first have to keep track of each of your actions—with time, they will become laid-back and completely natural. Moreover, your respect for the interlocutor as one of the many unique individuals should be sincere, especially in those cases, when his behavior and manners are different from yours.  
 
    Secondly, your respect for your own body should be just as sincere. We all stand and sit each in our way. Our other usual gestures are very different. This, in particular, means that in some cases, you will experience obvious inconvenience when trying to adjust, and the interlocutor will notice this. You may encounter circumstances in which deviation from the usual posture and gestures is already physically almost impossible.  
 
    When dealing with a stranger (for example, a new potential buyer), you can easily hide from him that your behavior is not typical for you in this case, but anyone who knows you well enough will certainly notice that you “left roles, “and this alone will destroy the rapport that you would be able to establish if you behaved as usual. Hence, try to stay in the “comfort zone,” that is, within the natural boundaries of your personality. This does not mean that you will not be able to adapt to your interlocutor—just choose those behavioral features that will help you to adapt to your convenience or only partially.  
 
   
  
 

 Adjustment to Physiology  
 
    People who get along well with each other tend to take similar poses when communicating. Take a look at those absorbed in the conversation, and you will notice that their silhouettes often look like mirror reflections. After many years of marriage, older spouses often look alike.  
 
    The similarity is manifested not only in the general posture of the body but also in gestures and manners. For example, both interlocutors can sit back and clasped their hands behind their heads, or with their legs or arms crossed. Such imitation occurs quite naturally, and we hardly notice it. When rapport is established, our interests are focused on the interlocutor and the content of the conversation, and not on external signs. Such a physiological adjustment serves as evidence of rapport, which means that it can be measured, or calibrated.  
 
    The physiological adjustment can be used not only for measuring rapport, but also for its installation and subsequent fixing. To adjust to the interlocutor, you can:  
 
    Sit or stand in the same position, change your posture or bow your head to one side;  
 
    Cross or, on the contrary, free arms or legs; and  
 
    Repeat his gestures with the movements of the hands, head, and body.  
 
   
  
 

 Partial Adjustment  
 
    Adjustment is carried out sequentially. You do not have to instantly start repeating the body language of the interlocutor in full detail. Start with one trait—say, a common posture—then gradually adjust to the tilt of the head, cross your legs, reproduce the movements of the hands, the scope of gestures, the volume level and pitch of the voice, and so on. Tuning is a continuous process, not a one-time action. This means that by gaining experience and developing your skills, you can conduct experiments with partial fine-tuning at any level.  
 
   
  
 

 Macro Fine Tuning  
 
    For fine-tuning, first of all, pay attention to your overall interlocutor’s location with the interlocutor relative to each other and/or others. For example, if a person sits on the other side of the table or in a chair opposite, you can adjust to him as if you are looking in a mirror. On the other hand, you can sit next to him and look in the same direction, but at the same time adjust to his gestures and body position. In this case, most likely, you will be able to achieve a sense of unity and community, because you literally ended up with this person “on one side.” However, at the same time, you are likely to experience difficulties when trying to establish eye contact, and indeed monitor the body language of the interlocutor.  
 
    In this case, you may prefer to position the chairs at a right angle: you and your interlocutor “look in the same direction” and at the same time you can maintain eye contact or simply look together in one document.  
 
    A “work” notebook or any kind of document that helps to focus attention helps to establish rapport. Such an object becomes a neutral reference point, common support for both interlocutors.  
 
    You will only strengthen the rapport if you start vying to make notes and edits in one notebook. At the same time, you will get the opportunity to adapt not only to the physiology of the interlocutor but also to his habit of drawing little characters or explanatory diagrams when communicating. Pass the pen to each other, mark something in the diagram one by one, or add an action plan to the items—this also helps to establish rapport. Such simple tricks can achieve real unanimity in thoughts because communication means the ability to get closer to a person not only in physical space.  
 
   
  
 

 Micro Fine Tuning  
 
    The depth of adjustment forms a continuous spectrum of particulars. The same applies to trim types. For example, with good micro-tuning, subtle physiological changes are taken into account. Although this adjustment requires keen observation, with its help, you can seamlessly achieve powerful rapport. By carefully observing a person, you will very soon begin to notice numerous individual characteristics, each of which can turn into an effective means of setting rapport. The interlocutor does not notice the characteristic signs of his own behavior, especially at the micro-level; in the same way, he will not notice your actions aimed at tuning—however, the rapport itself can be installed without any difficulties.  
 
    Some of these tricks may seem strange and even unnatural, but fine-tuning really helps to establish rapport. And what happens if the interlocutor notices your efforts to adapt to him? First of all, this happens very rarely. If this happened, then you most likely violated one of the described rules, left your “comfort zone” or forgot about the need to comply with all tact.  
 
    What if you have to communicate with someone who is also familiar with tuning techniques? This sometimes happens among businessmen and consultants. An interesting pattern is revealed here: most often, such an interlocutor will treat your professional communication skills with great respect. Ultimately, as we already know, the adjustment does not imply manipulation of the interlocutor, but the ability to better understand him and thus achieve a mutually beneficial result.  
 
    


 
   
  
 

 CHAPTER 27:  

Bonus Chapter: Leadership 
 
    Group Leading 
 
   P eople like most animals function well in groups. Almost every person is in a group, be it a study group, a club, a family group or a social group. Although some people like working alone, they must also learn how to survive in a group set-up because eventually they can encounter a group or be required to join one. Whenever groups of people gather, they must select one person to lead the group towards the desired result.  
 
    Definition of Group Leading  
 
    Group leading is the action of guiding, directing or influencing a group of people or organization to accomplish a certain objective. While doing so, the leader should inspire the team to pursue the same vision and share in the effort towards meeting the set goal.  
 
    Group leading requires one to balance power, participation, and problem-solving. However, there are leaders who command and use their power rather than influence the group by example. Whichever the case, the concept of leadership involves these three parameters:  
 
    There must be a group of people  
 
    The group must have some common goal they want to achieve  
 
    Thirdly, there must be a person to steer the group towards a certain direction  
 
    Importance of Group Leadership  
 
    For a group to achieve its objective, more often than not, it must assign a group leader because of the following:  
 
    Team leaders ensure that the vision of the group is executed  
 
    They guide the group by instructing, correcting, training and disciplining members  
 
    Group leaders keep the people focused and motivated towards their goal  
 
    They encourage creativity by making sure every member contributes and participates in the group  
 
    Leaders also coordinate activities in the group  
 
    And foster a conducive environment for the group to thrive in  
 
    Qualities of a Group Leader  
 
    There are people who are born leaders and there are those who have to learn to become leaders. Both are required to improve their skills through training and practice. Either way, both types of leaders should possess important qualities such as:  
 
    Knowledgeable - A group leader must be experts in their area and be more knowledgeable in order to guide the group. Their expertise can come through theoretical knowledge or years of experience in a particular domain.  
 
    Confident - An effective leader must exude confidence in his or her decision and be assertive as well.  
 
    Communicate effectively - Any good leader should be exceptional at communicating both verbally and in writing so that they are able to communicate a group’s vision and layout strategies.  
 
    Able to make decisions - A great leader should be quick in decision-making. Whatever decisions he or she makes should be beneficial to the group. A well able leader should also stand by his or her decisions.  
 
    Trustworthy - Leaders must be honest and have integrity. Members of a group should be able to count on their leader’s word and respect him or her.  
 
    Accountable - A leader should be accountable for his actions and those of his group.  
 
    Inspirational - By setting a good example, a leader can motivate other people to follow his or her example.  
 
    Committed - A leader that is not committed to the group's cause should not be leading the group in the first place. Chances are that if a leader is committed, the members will follow suit.  
 
    Innovative - A person with unique ideas stands out from the crowd. Creative thinking can propel a group to great heights.  
 
    Manage time well - A group leader should also be good at managing time. He or she should be able to assign time and effort to a cause and know when to retract and focus on something else.  
 
   
  
 

 Primal Leadership 
 
    Leadership comes in many different forms. We see leaders in politics, the military, and business. At its core, leadership means devising a plan to guide a team to victory. It involves establishing direction, constructing and sharing a clear vision, and inspiring others to join in the quest. Leadership always requires efficient management skills.  
 
   
  
 

 Constructing a Vision  
 
    A vision is more than just the picture that an individual has in his or her mind to depict success. It provides a finish line of sorts that indicates the achievement of set goals. A vision must be realistic, but it’s also utilized to inspire others and convince them that the goal is worthwhile. It sets the tone and makes priorities clear for anyone involved. A vision means that you’re not quite satisfied with the status quo; you’re proactively looking ahead.  
 
    It’s a leader’s job to make his or her vision fascinating, appealing, and convincing. The goal is to compel others by having them embrace your vision. As a leader, you’ll inspire people by supplying them with a vivid picture of how the future will look once your objectives have been met. It’s important to appeal to people in a way that makes your vision relatable to them.  
 
   
  
 

 Inspiration and Motivation  
 
    A vision is the essential start, but it will only get you so far. The next step in leadership is inspiring and motivating a team of people to work together to achieve a common goal: actualizing your vision.  
 
    Just as it gets challenging to motivate yourself once the novelty has worn off, motivating others also gets difficult over time. Enthusiasm fades. An effective leader anticipates this, and diligently works to continue the encouragement throughout the duration of the project. You’ll need to continue to find ways to connect with your team, keep your vision at the forefront of their minds, and inspire them to keep pushing.  
 
    You can appeal to people’s motivation in different ways. Efficient and effective leaders utilize both intrinsic and extrinsic motivators. For example, take a look at the following chain reaction:  
 
    Hard work yields positive results, which then produce a reward. This mentality appeal to team members’ internal motivation (wanting to do a good job) and external motivation (wanting a reward).  
 
    Leaders often have power of some sort. For example, you might be in a position to issue paychecks or assign personnel changes. A good leader doesn’t rely too heavily on these things when he or she is working to motivate others.  
 
   
  
 

 Management of the Vision  
 
    Part of your leadership role obviously entails management, but you’re not merely managing people. For a goal to be successfully achieved, actualizing the vision requires work, and it needs to be managed. In order to achieve this, specific goals need to be set.  
 
    Any member of a team that is working on delivering your vision will need clear performance goals. These goals must correlate to your vision. You must also efficiently manage any change that is necessary, so that things run smoothly for everyone involved.  
 
   
  
 

 Coaching and Teamwork  
 
    As a leader, you’re the coach of your team. Your job is not just to supervise; rather, you must make sure that everyone is equipped with the skills and strategies that are needed to fulfill your vision. A team dynamic means that development and training are keys. Ensuring that all team members are fully capable happens through coaching, assessment, and feedback.  
 
    A leader always looks for leadership potential in members of his or her team. If you develop these skills in-house, you’re creating sustainability, and the success of your team will continue into the future.  
 
   
  
 

 Leadership Skills  
 
    Leaders should always concern themselves with building the necessary competencies to be successful. There are numerous valuable skills involved in leadership, let’s explore six of them.  
 
    Emotional intelligence is, as we know, to be in tune with your emotions and the emotions of others. A leader must be able to accurately read emotional situations and communicate with other people in a way that incorporates emotions. Building emotional intelligence involves practice. First, you can practice appropriately expressing and regulating your own emotions. You can also practice evaluating others’ nonverbal communication. It’s also important to expose yourself to different people and social environments so that you can practice engaging others and developing your perception. Put your listening skills to use and hone your communication abilities. Look at situations from the perspective of others.  
 
    Conflict management skills are absolutely essential for a leader. When others are in disagreement, a leader can be called upon to mediate. An effective leader is able to successfully resolve these conflicts. It’s also essential that you’re able to resolve (or, better yet, avoid) your own conflicts. It’s important to be able to generate solutions that are either a compromise or win-win cooperation.  
 
    Decision making is a skill that is essential for a leader. It entails making good choices and also leading the process of making good choices. A successful leader knows when it’s an appropriate time to make a decision. Additionally, he or she knows when to consult others or hand the responsibility to someone else. The best way to practice effective decision making is to learn from your mistakes. It’s helpful to keep a mental inventory of what was involved in decisions you’ve made in the past, and whether or not the outcome was a success.  
 
    A successful leader has fortitude. It’s necessary to have courage when you’re taking risks, even when they’re based on reliable information. Having fortitude means that you’re not afraid to stand up for what’s right. Developing fortitude involves supporting your team and standing by your principles.  
 
    Good judgment is necessary for successful leadership. When you’re able to open your mind to others’ perspectives and consider different points of view, you make prudent decisions. Practicing good judgment means that you ask questions, consider other people’s opinions, and understand the scope of your actions.  
 
    Of course, a successful leader needs to be competent in his or her area of expertise. While this was once the most important trait of a leader, we now know that the best leader for a team might not be the one with the most technical knowledge. It is important, though, for a leader to build his or her industry expertise and realize that development is a long-term process. Successful leaders take every opportunity to learn as much as they can. This can happen through getting to know team members, studying the competition, and educating yourself.  
 
    


 
   
  
 

 Conclusion 
 
   C ongratulations on getting to the end of this book. Probably you have been wondering why you find yourself doing things that ordinarily you would not do. You find that you are always eager to please and it leaves you feeling used. This is when manipulation is at work.  
 
    When a person is persuaded or manipulated into doing something that is beneficial to them, they don’t feel overwhelmed but when they feel shortchanged, it can be devastating. If this has been your feeling, then the good news is you do not have to feel it again.  
 
    The book has given you great tips and exercises that you can use to overcome manipulation. After reading this book, you will now be able to spot manipulation and avoid it. The book also guides you on how you can manipulate others as well. If you have been finding difficulties in closing deals or convincing others, it is now much easier to influence and get your way. With the excellent tips and strategies shared in the book, you will not only be able to overcome mind control, but you will be able to use it to your advantage. The modern technique of manipulation in NLP can help you to achieve your objectives no matter what they are. Now that you know how persuasion can be powerful, use it to your advantage from today. As an individual, you can also persuade yourself to achieve what you want through manipulating your subconscious mind. The mind is indeed a powerful tool that if well used, one can achieve great success.  
 
    Create burning desires and go out to achieve them as articulated in the book. You can now be able to spot and identify victims of manipulation and help stop it.  
 
    You want to achieve greatness, use the tips shared in this book. You have seen some of the most famous people in the world and how they used manipulation to their advantage. You too can benefit from the tips and strategies in this book. Follow the examples shared in the book and notice your life change.  
 
    Hopefully, I’ve been able to provide you with all of the tools you need to achieve your goals whatever they may be.  
 
    The next step is to practice. If you haven’t already, you should go back to the first part of this book and make sure that you are working on getting rid of your limiting beliefs and taking greater control over your life. You deserve greatness. You deserve comfort. You deserve to know that your life is yours. Then, keep practicing the persuasion techniques and the hypnotic wording until you’re comfortable with it. Trust me. It’ll happen sooner than you’d think.  
 
    The suggestions and self-help practices in this book is something that anyone can put into practice to experience emotional states enriching as peace, joy, patience, security, forgiveness, etc. Likewise, we have proposed to change feelings and harmful behaviors. It is known that all feelings that produce insecurity, impact, stress, fear, intolerance, etc., eventually deteriorate our health, if we are not able to change them. Establishing new programming in our behavior gives us a better quality of life and health. We want this book to be a tool of change that helps our readers solve most of their problems since that is our primary intention: to offer options for the change.  
 
    This book was made just so you can get quickly to the technique you need and with a simple glance you know what it is and what it requires. So, we hope you checked the tips that we presented, and you will be ready to launch yourself to try new techniques and improve your life a little bit at a time.  
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